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By Maynard M. Gordon 

. News Editor 

1OR THE first time this year, 
franchised dealers’ inventory of 
cars has moved ahead of the 
able 1956 total. 


An estimated 744,315 new cars 


PREVIOUS 


HIGH 
903,789 Cars—March 1, 1956 


- 


By Martin L, Whitmyer 
Staff Writer 


ENTIAL rains that flooded 
the Detroit area, plus scheduled 


and declines by some 
makers, prevented U. S. car output 
from returning to pre-holiday levels 
last week. 

Output last week stood at 113,- 
56 units, a 338,949-unit improve- 
ment over the previous week’s 
Production of 74,107 cars, but a 
12.8 percent decline from the 129,- 
725-unit-a-week average built up 
‘by the manufacturers during the 
‘rst half of this year. 
Last week’s output also was 91.6 
ent of Automotive News three- 
index and only 0.6 percent 
e the corresponding week a 


Inside 
Auto News 


® Sunday closing adopted in 
Pennsylvania, killed in 
Illinois. Page 3. 

John O. Munn begins a 
series of idea-builders for 
service managers. Page 36. 
Financial strength called 
vital to dealer success. 
Page 28. 

Edsel’s service program 
designed to give each 
dealer a profit from the 
start. Page 36. 
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were in dealer stockpiles as of July 


1, according to the AUTOMOTIVE 
News monthly compilation. This 
was 9% percent more fhan the 


679,598-unit inventory at the same 


time a year ago. 
Although exceeding the 1956 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to ae 
VDE MVVVITITIG F's Cars 
UID EE VG ST I07, 75s Cars 
WEE MVVVTVTTIT I) 299.92 Cors 


i) hop 1. 1956 588,172. Cars 
FFrFrFT TTP? i 


RECORDS 


LOW 
157,607 Cars—Nov.| 1, 1954 





—Automotive oe Compilation 





downs Hold Production 
Below Pre-Holiday Level 


year ago, when the makers turned 
out 112,361 cars. The 74,407 cars 
turned out the previous week was 
60 percent of the index. 
> > > 
yGHucHt of this weelfs prof 
duction activities will the 


welcoming of Edsel to the bly 
scene. 
Although a daily scheduld has 


not as yet been set for the 
car, factory officials said - 
tion would begin today (July\15) 
at four of the division’s six 


sembly plants. Some “pilot” 
models already have rolled from 

the lines. 

Scheduled to begin output of the 


Edsel today are plants at Somer- 
ville, Mass., Mahwah, N. J., Lo 
ville and San Jose, Calif. The 
Angeles plant is not yet completed 
and the Wayne (Mich.) lines wi 
not be available until] after Lincoln 
has built out on its 57 model run 
and is completely moved to its new 
plant at Novi, Mich. 
” + * 

LTHOUGH last week’s car out- 

put was well under the six- 
month weekly average for assem- 
blies, all makers did show produc- 
tion gains over the previous week, 
when most makers worked only 
three days due to the Fourth of 
July holiday period. 

Production for the month 
geared at the 510,000-unit teeed 
—a 19-percent gain over the 500,; 
271 units turned out in June 
a 116 percent improvement 
duly a year ago, when the makers 
assembled 448,875 cars. 

Chrysler Corp. showed the small- 
est gain among the volume pro- 
(Continued on Page 85, Col, 3) 
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000 New Cars Now vs. 679,000 in °56... 


Stocks Dip but Top Year Ago 


counterpart inventory, the July 
total showed a 5% percent decline 
from the June 1 sum of 787,749. 
The latter accumulation marked 
the highest point reached by new- 
car stocks in the first half of 1957. 

Dealers were not left as sanguine 
as might be expected by the 5% 
percent paring of stocks last month, 
in view of the fact that the cutback 
in June of last year reached 15 
percent and slashed the\ inventory 
from 798,902 to 679,596. 

on * = 

OWEVER, cries of “overload- 

ing” remained in the minority— 
as they have all year. The general 
dealer feeling seemed to be that 
pre-cleanup sales and, the cleanup 
itself still could handle the present| 
inventory, even at its slower rate; 
of decline. 

“Evidently dealers have enough 
merchandise, but are not loaded,” 
was a dealer's comment which 
summed up the situation in eafly 
July. 
to be 
what 
they regard as a mistake of the 


In a Flap 
High-Speed Braking System 
Patented by GM 

ASHINGTON.—A patent on an 
automobile braking system 
which operates by /opening a pair 
of flaps to exert & drag through 
es has been gfanted to General 





M 

The flaps are eentguied to slow 
down cars from high speeds to a 
point where ortlinary brakes can 
operate efficiently. The air-flap 
brake is not/ effective at legal 
highway speeds. 

GM has tested the aerodynamic 
brake on its turbine car, the Fire- 
bird. A simijJar air-flap brake was 
used’ two years 
Begiz racing cars. 


Each Maker’s Share. . . 
eV7"e_—_::.n nn 


This issue includes the monthly 


SERVICE SECTION 









Entered as Second Class Matter 
at the Postoffice, Detroit, Mick. 





selection 
shoppers 


1956 cleanup—inadeq 
of stockpiled cars fér 
and buyers. 

Thus, in a month Which last year 
showed a heavy production cutback, 
the factories during June this year 
failed to make a significant dent at 
all in scheduling. 

= = * 

EW CARS jn transit to the field 

at the end of June amounted to 
63,090—-harely unchanged from the 
63,420 ‘en foute to dealers at the 
beginning of the month. A year ago, 
by contrast, June 1 transits totalled 
52,880 and July 1 transits, 50,568. 

Fag¢tory sales executives theorize 
that sales of 56 models in the clean- 
up period of last year could have 
been higher had the dealers stocked 

(Continued on Page 4, Col. 1) 


GM, Chrysler, 


By Robert M. Lienert 
Associate Editor 
OR THE second month in a row, 
Ford Motor Co, American 
Motors and miscellaneous makes 
have increased their shares of the 
market at the expense of Chrysler 
Corp., General Motors and Stude- 
baker-Packard, according to just- 
released registration figures for 
May. 
Gains J Ford Motor and AMO 
duplicated those 
established in the previous month, 
while the increase for miscellan- 

eous makes was recorded at a 
slower pace. 

GM and Chrysler Corp. declines 
were partially checked, while S-P’s 
slide was accelerated, according to 
figures compiled by AvuTomoTive 
News. a. a 2 


ago on Mercedes- | COMPARING the first five 


months of this year with the 


/Car Sales: May vs. April, 1957 


First Five Months, 1957-1956 






Pet. of Pct. of 
Regis., Regis., 
May April 
unnenmitecce suena 25.01 24.52 


Pet. Pt. Pet. of Pet. of 
Change Regis., Regis., Pet. Pt 
During 5 Mos. 5 Mos. 
Month 1957 1956 °57 vs. 56 
+49 2.74 2139 +4335 
+109 2329 25.76 —2<47 
+ .16 10.16 8.41 +1L75 
— .77 7.28 9.74 —2.46 
— .36 6.67 7.79 —LI12 
— 2 5.63 6.30 — 67 
— 08 4.77 464 «+ 113 
— 4.42 364 + .78 
+ .02 2.45 241 + 
— 08 191 1.87 + 
— .19 1.92 L730 + 7 
+ 16 1.37 120 + .17 
— 07 1,00 1.49 — 49 
— .60 is +424 
— tl 66 71 — 05 
+ 03 16 0 + 08 
— Ol 21 50 — 29 
— Ol ll 59 — 48 
— ll 22 — ll 
_ 02 -03 — Ol 
— 27 45.32 52.00 —6.68 
+ 30 3019 26.77 +342 
— 19 1901 1585 ‘ +3.16 
+ 1 135 200. — 15 
— 08 Lu 2.08 — 97 
+0 252 130 +122 
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Top Cars 


New-car registrations for five 
months: 


1957 Pos. Make 1956 Pos. 
1— 631,829 Ford 545,037— 2 
2— 594,634 Chev. 656,560— 1 
3— 259,435 Plym. 214,294— 4 
4— 185,784 Buick 248,134— 3 
5— 170,439 Olds. 198,640— 5 
6— 143,863 Pontiac 160,649— 6 
7— 121,872 Mercury 118,281— 7 
8— 112,950 Dodge 92,791— 8 
9— 62,587 Cadillac 61,376— 9 
10— 48,913 DeSoto 44,527—11 
1i— 48,709 Chrysler 47,774—10 
12— 35,043 Rambler 30,526—13 
13— 25,604 Stade. 38,119—12 
14— 16,926 Lincoln 18,021—14 
15— 15,450 Imperial 4468—18 
16— 5,309 Nash 12,639—16 
17— 4,056 Met. 2,077—19 
18— 2,838 Packard 15,009—15 
19— 2,827 Hudson 5,723—17 
20— 423 Conti 832—20 

64,341 Misc. 33,227 
Total All Makes 
2,553,832 2,548,710 


Further details on Page 74. 





Ford and AMC Sales Gain; 


S-P Slip 


similar period of 1956, hoWéver, a 
slightly different picture appears. 

For the year to date, Ford 
Motor, a Corp. and miscel- 
laneous makes are the gainers, 
while all others are down. 

Analysis of registration figures 
for the month and year to date also 
shows that: 


1. Rambler and Chevrolet boosted 
(Continued on Page 6, Col. 3) 


Independents Vow 
Fight Against 
‘Security’ Bill 
ASHINGTON. — If NADA at- 
tempts to secure passage of a 
“territory security” bill by Con- 
gress next year, the nation’s non- 
franchised dealers will battle 


against such legislation even more 
vigorously than they have in the 
past. 


This pledge was made last week 
by Val T. Jones, the new execu- 
tive vice-president of the Na- 
tional Independent Automobile 
Dealers Assn, 

However, Jones commented, if 
NADA and the auto makers agree 
on some sort of a service responsi- 
bility plan among themselves, “that 
would be a family matter.” 

7 ” 7 


M=ANWHILE, officials of the 
auto manufacturers withheld 
comment last week on the plea by 
NADA Executive Vice-President 
Frederick J. Bell that “something 
should be done about cross-selling 

among franchised dealers. 
However, this doesn’t necessarily 
indicate that no action will be 
taken ultimately, because such ac- 
tion would require considerable 
study and because several auto 
presidents have been vacationing. 
On June 25 Bell wrote to each 
of the five presidents—GM’s Har- 
low Curtice, Ford’s Henry Ford 
Il, Chrysler’s L. L. Colbert, 
AMC's George Romney and S-P’s 
them to 


Harold 
consider NADA’s proposed solu- 
tion, the “area of service respon- 


sibility” 

Under this plan, the factories 
would charge dealers about $100 
extra for each car and then pay 
this sum to each dealer for every 
car delivered in his trading area, 
regardless of who made the sale. 

> os oo 


1 Be ees, Be eae & eter 
that NADA’s proposal was just 

suggestion and that he was open 
(Continued on Page 4, Col. 2) 
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Midwest Firms Cultivate Franchised Outlets... 
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Dealer: Valued Jobber Customer 


By L. H. Houck 
Staff Correspondent 
KANSAS CITY. — How good a 
customer of the independent parts 
jobber is the franchised auto 
dealer? 
The franchised auto dealer is 
a valued customer with most job- 
bers and he can be developed into 
a bigger buyer, a survey of 
several states shows, And most 
franchised dealer parts managers 
would like to buy more from the 
independent jobber because of 
usually faster service. 


plicated business for both independ- 
ents, motor car manufacturers and 
the franchised dealers. The setup is 
full of apparent inconsistencies and 
contradictions. 


For instance, an independent job- 
ber can handle GM parts, United 
Motors, FoMoCo and MoPar, and 
virtually all so-called independent 
jobbers stock items of these lines 
and many others, such as AC. 

There are some attempts at 
domination by some parts manu- 
facturers, but most experienced in- 
dependent jobbers know so many 


However, selling parts is a com-| answers that the attempts usually 




















Each Truck Maker’s Share. . 


Total 

Output, 

1957 
CHEVROLET. ....0.......0..0000000.. 187,159 
EY SE cexcsenesccsisosauinins 2,510 
TT bibiscdteisincdiinnsncciteiinetbines 1,796 
IED dchidenuitbesnicannseiveninde 41,522 
EIEN .cindniisdtidtibdeiiocncmeniaieds 185,108 
I hii sel iahdinialillsitivtiadmesbiibietion 35,372 
INTERNATIONAL. ............. 58,988 
Ee 9,106 
EE 2,031 
STUDEBAKER. ..................... 5,739 
SIE comisttarscnenteececmeniemnes 8,268 
SII hantastiinslomeeemenendeinmons 33,300 
MISCELLANEOUS*** ...... 1,529 
Total Trucks, U. S. ........ 572,428 





First Half Output—'57 vs. "56 


Miscellaneous includes Corbitt, Marmon-Herrington, 
N.B.: All U. S. totals include cars and trucks for military orders. 
*** Autocar, a ee ee ee on 





Pet. of Total Pet. of Gain 
ist Half Output, ist Half or 
Output 1956 Output Loss 
32.71 196,303 3303 —0.32 
0.44 2,549 043 +001 
0.31 2,179 037 —0.06 
7125 45,699 769 —OA4 
32.34 160,805 27.06 -+5.28 
618 5106 859 —241 
10.30 673,356 1234 —2.04 
1.59 9,756 164 —0.05 
0.35 1943 033 +0.02 
1.00 7448 «#4125 —025 
1.44 9659 168 —0.19 
5.82 31,708 533 +4049 
0.27 1834 031 —0.04 
100.00 © 594,295 100.00 __"........ 


Federal, Four Wheel Drive, ete. 





Truck Production Shares 
Hiked by Only 4 Makes 


Makers showing declines from 
the first two quarters of 1956 were 
Chevrolet, off 0.32 points; Divco, 


By Martin L. Whitmyer 
Staff Writer 
Y four truck manufacturers— 

Ford, Willys, Reo and Diamond 
T—showed percent-of-industry out- 
put gains over the first six months 
of last year. 

A second-quarter spurt by six 
makers, however, brought in- 
dustry output for the first six 
months to within 3.3 percent of 
the corresponding period of 
1956. 


The industry turned out 572,428 
trucks during the first six months 
of this year, compared with the 
594,295 units rolled from the lines 
during the first half of 1956. 
Second-quarter output outscored 
the first three months of this year 
by 297,058 to 275,370. 


> * * 


peAkens showing gains over the 
first quarter were Ford, up 
3.46 percentage points from 30.54 
percent to 34.00 percent; Interna- 
tional, up 4.21 points from 8.12 per- 
cent to 12.33 percent; Diamond T, 
up 0.11 points from 0.38 to 0.49 per- 
cent; Reo, up 0.11 points from 0.30 
to 0.41 percent, and the miscella- 
neous group composed of Corbitt, 
Marmon-Herrington, Federal, Four 
Wheel Drive, etc. up 0.02 points 
from 0.26 to 0.28 percent. 

The seven makers showing de- 
clines during the second quarter 
were Chevrolet, down 2.09 points 
from 33.78 to 31.69 percent; Dodge, 
down 1.81 points from 8.19 to 6.38 
percent; GMC, down 1.70 points 
from 17.06 to 5.36 percent; Willys, 
down 1.43 points from 6.56 to 5.13 
percent; Mack, down 0.31 points 
from 1.75 to 1.44 percent; White, 
down 0.24 points from 1.57 to 1.33 
percent; Studebaker, down 0.23 
points from 1.12 to 0.89 percent, 
and Divco, down 0.10 points from 
0.37 to 0.27 percent. 

Ford’s heavy second-quarter out- 

put boost gave it a first-half total 

of 185,108 assemblies — second to 
Chevrolet in overall production, but 
a 5.28 percentage-point gain—27.06 
to 32.34 percent—over the first six 
months of 1956, when it produced 
160,805 trucks. 
. * * 

yas other three makers to show 

gains over the first half of 1956 
were Willys, up 049 percentage 
points; Reo, up 0.02 points and 

Diveo, up 0.01 point. 


off 0.06 points; Dodge, off 0.44 
points; GMC, off 2.41 points; In- 
ternational, off 2.04 points; Mack, 
off 0.05 points; Studebaker, off 

0.25 points; White, off 0.19 points, 
and the miscellaneous group, off 
0.04 points. 

Despite declines by all except two 
of the six volume producers the 
Chevrolet - Ford - Dodge - Interna- 
tional-GMC-Willys combine pro- 
duced 94.59 percent of the total 
trucks assembled during the first 
half of this year, compared with 
94.01 percent a year ago. 

o > > 


7 0.58 percentage-point gain 
resulted from an output of 541,- 
449 trucks this year, compared with 
558,927 a year ago. The smaller 
makers turned out 30,979 trucks for 
5.41 percent of total output this 
year, compared with 5.99 percent 
on 35,368 units a year ago. 


lead — 187,159 to 185,108 — over 
Ford in first half 
Chevrolet’s 187,159 assemblies 
during the first half of this year 
were good for 32.71 percent of total 
output, compared with the 33.03 
(Continued on Page 4, Col. 5) 











fall flat. One jobber said he was 
approached by a representative of 
a nationally known line and told 
that he couldn’t be in the parts 
business without the line and 
might as well fold up. 

The parts dealer told the repre- 
sentative where he could jump, 
since he could sell those particu- 
lar parts when needed by obtain- 
ing them from other dealers. 

Most of the complications stem 
from a system of discounts, and it 
is necessary to know something 
about this in order to sell the fran- 
chised dealer intelligently and for 
the franchised dealer to buy in- 
telligently from the independent 
jobber. 

A small independent jobber, who 
was a manufacturers agent until he 
started his jobbing business just a 
year ago, has four or five fran- 
chised auto dealer accounts that 
average about $400 a month, He 
could get more. 

The jobber must buy at 60 and 
2, or in that neighborhood, and sell 
at an average of 40 percent off. The 
franchised dealer buys from the 
factory at about 50 percent dis- 
count and, in the case of General 
Motors, the dealer’s profit comes 
from earned wholesale compensa- 
tion. 

The GM franchised dealer is ex- 
pected to sell parts which he 


| buys at 50 percent off list to non- 


GM dealers, or a little above if he 
can get it. He is compensated at 


| the end of a period for his bulk 


sales by a percentage his volume 


| has earned. Thus he is encour- 


aged to sell as many parts as 
possible, with a higher volume 


| earning a higher rebate. If he 


sells his parts to a motor car 
dealer in his own line, he loses 
his wholesale compensation for 
those items. Prices also vary ac- 
cording to quantity of each item 
purchased. 


According to several jobbers, 
Ford prices are set up on the regu- 
lar discount method, selling others 
at a garage level markup and gain- 
ing the low figure for their own 
service department use. 

Ford dealers, as well as GM and 
Chrysler dealers, are expected to 
send out salesmen to sell parts to 


non-franchised outlets. A few 
(Continued on Page 8, Col, 1) 


3 Trade Groups 
Slate ASI Show 
For February, *59 


CHICAGO.—Three trade organi- 
zations have decided to join in 
sponsoring a national Automotive 
Service Industry Show here Feb. 18- 
22, 1959. 

Plans for the show were an- 
nounced by the presidents of the 
sponsoring groups: Jay T. Davis, 
Motor & Equipment Wholesalers 
Assn.; Edward Gammie, National 
Standard Parts Assn., and John D. 
White, Motor & Equipment Manu- 
facturers Assn. 

The three associations will hold 
their 1959 conventions here im- 
mediately preceding the show. 
MEMA and MEWA have cancelled 
their show scheduled for February, 
1959. 

The show will be rotated geogra- 
phically in succeeding years. 


Business Barometer 


Auto Production — 135,972 cars, 
trucks in week vs. 133,656 year ago. 

Business Failures—i90 in week 
vs. 208 the year before. 

Department Store Sales—Up 2 
percent from the year before. 

Freight Loadings—732,349 cars in 
week, down 22,930 from the year 
before. 

Gasoline $ toc k s—188,523,000 
barrels, a decline of 702,000 barrels 
in week. 

Jobless Claims—230,600 in week 
vs. 215,400 the year before. 

New-Car Registrations—2,553,- 
832 in 1957 to date vs. 2,548,710 


year ago. 
New-Truck jons—351,- 
483 in 1957 to date vs. 376,506 year 


ago. 
Oil Stocks — 277,283,000 barrels, 


an increase of 4,091,000 barrels in 
week. 

Steel Output — 80.4 percent of 
estimated capacity vs. 78.5 week 
earlier. 

Used-Car Prices—$893 in July to 
. date vs. $893 in June. 

Wholesale Prices—117.4 percent 
of 1947-49 index vs. 117.1 percent 
week earlier. 

* * 


Common Stocks 


1956-1957 
High 
82 
80% 
59% 


July 
10 
7% 
78 
55 
44%, 
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38.38 


July 


Am. Motors 
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Ford 
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Fiat's Newest Model— cannt 
A super-utilitarian model called the “New 500” is about to be put on the — 
by Italy's Fiat car factory. The auto seats two with a rear space that can be facto 
for luggage or a third passenger. Its two-cylinder engine is housed in the rear. wn 

roof can be rolled back. Gas tank, battery and spare tire are located under 
front hood. It covers approximately 50 miles on a gallon of gas. Estimated U; now 
price is $800. (United Press Photo.) a 
lecti 

* * 

fron 
Auto Prices, Wages Aired = 
nece 
In E ic Stud | Se 
enate Economic Study i» 
' own 
By William Ullman | tered wages, too. They are too = 
Washington Correspondent tertwined to se parate them, Opp 
WASHINGTON. — Auto wages] insisted. | ons 
and prices came in for scrutiny last! Nourse was quick to say that Si 
week as the Senate Antitrust sub-| development of price-setting was jimi 
committee began hearings to try to/| natural and proper thing, and trade 
find out what the Government! believed it was possible to use it as tc 
should do, if anything, about the! promote economic growth and ever 
monotonous advance in most prices| ness stability. oped 
in recent years. He said that he didn’t see maje 
Provoked by the last $6-a-tom | anyone could run an industry erate 
steel price increase, the subcom- |the automotive industry wi of tl 
— is giving special attention administering prices. agai 
thoes set by the deliberate ac- | wages are not always adminis-| They 
tion of corporation managers | tered for the good of the econ-| remz 
rather than by competitive play | omy, and can help bring on infla-} be fc 
in tho masieé place. tion, dollar depreciation and ar-} anyt 


Subcommittee Chairman Estes 
Kefauver, Tennessee Democrat, 
said he saw only two possible ap- 
proaches to dealing with the cor- 
poration’s power to set prices— 
“either try to destroy the power or 
attempt to control it.” 

The first witness, Dr. Edwin G. 
Nourse, once President Truman’s 
chief economic adviser, said he 
couldn't talk about administered 
prices without discussing adminis- 


3 Detroit Deals, 
4 in Midwest 
Named by Edsel 


DEARBORN.—Edsel division has 
named its first three dealers in the 
Detroit area and its first four 
dealers in the upper Midwest. 

Appointed in the Detroit area 
were Simms Edsel, 14550 Gratiot; 
Russ Dawson Edsel, 10123 Grand 
River, and North Bros. Lincoln 
Park Edsel, 1515 Fort St., Lincoln 
Park. 


Named as authorized Edsel deal- 
ers in the Midwest were Loop 
Motor Co., 315 Eighth St., emer 
polis; Miller Motor Co., 41 Roosevelt 
Rd., St. Cloud, Minn.: Low Motor 
Co., 2145 King St., LaCrosse, Wis., 
and Absey Edsel Sales, 201 N. Fifth 
St., Grand Forks, N. D. 

It is understood that Edsel has 
named several other dealers in 
these areas, but their names are 
being withheld pending the dis- 
continuance of their present non- 
Ford lines. 


Firestone Pushes 
Airide Button 


NOBLESVILLE, Ind.—Firestone’s 
new Airide spring plant here will 
go into full-scale production today 
(July 15), according to J. E. 
Trainer, executive vice-president. 
The facility is the first in the in- 
dustry built solely for the produc- 
tion of rubber air springs. 

Airide springs produced at the 
Firestone plant will be offered as 
optional equipment on several '58 
model cars. 
















rested production. 

Controlling corporate and u 
power so that they do not inj 
the economy is, he admitted, v 
difficult. 


e 


- 
a.) 


fully 

Nourse doubted that present F say 
eral monetary and credit restrain to s' 
do much to slow down the pri a Pp 


wage spiral, but he added that 
was “unalterably opposed” to pe 
time controls on prices and w 

Subcommittee members natur 
wanted to know what Nourse 
recommend. Did he really kn 
how to keep prices from advancing’ 

The economist replied that th 


Fan = im | 


ann 
was no panacea, but he suggested) the 
that Congress reaffirm the funded H 
mental principle “that no individud) ,, 
or organized interest in the econ chs 
omy shall be exempt from the power” Wo 
and responsibility of the Govern’ 
ment to defend and support fre “ 
competitive enterprise among al bees 
economic groups.” on 
He also recommended that) yen 


Congress let the “blessed sun- 

shine of education” into the pric- 

ing picture, “a field where both 
(Continued on Page 6, Col. 2) 





Giese of Mercedes 


Joins S-P Board 


SOUTH BEND.—Carl F. Giese, 8 
director of Daimler-Benz, A. G. 
Stuttgart, Germany, and mana 
of the firm’s North American opel 
tions, has been elected a director of 
Studebaker-Packard. 

S-P dealers market Mercede 
Benz cars and 
trucks produced 
by Daimler-Benz. 

The S-P board, 
meanwhile, an- 
nounced two ap- 
pointments. Byers 
Burlingame has 
been named 
comptroller and 
P. A, Braner has 
been appointed 7 
assistant com p- 4 
troller. Both have B. Burlingame 
served the corporation for mor 
than 30 years in the accounting 
financial departments. Burlingame 
started with Packard and Bran 
with Studebaker. 
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By John O. Munn 
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ered I heard one of the 
factories’ vice-presidents, who 
ig in charge of dealer relations, 
make a speech, One of the things 
he said was that dealers make 
their own territory security. No one 
will object to such a declaration. 
Every red-blooded American be- 
lieves in this theory, particularly 
the robust individualist that makes 

this wonderful business of re- 
tailing automobiles. 

But in spite of the best manage- 
ment a dealer, with hundreds of 
thousands of dollars investment, 
eannot successfully cope with the 
stimulator dealers with which the 
factories have surrounded him in 
recent years. 

The debate in this trade right 
now is on the subject of territory 
security. But we don’t want it as 
a means of laying back and col- 
lecting the business that develops 
from the territory, but rather as 
a means to justify the investment 
necessary to take care of needs 
of owners. We can’t, no matter 
how good we are, develop our 
own territory security under the 
existing conditions. What the 
trade is seeking is opportunity. 
Opportunity to serve owners suc- 
cessfully, not just sell cars. 

Since protected territory was 

eliminated from the contract, the 
trade has been of divided opinion 
as to its benefits. I am sure, how- 
ever, that conditions have devel- 
oped to a point where the great 
majority of dealers prefer to op- 
erate in protected territory. Many 
of those who were previously 
against it are now for it. They can 
read the handwriting on the wall. 
They can see that, if conditions 
remain as at present, there won't 
be for long a profit opportunity for 
anybody. 


Customers Injured 


HOSE dealers with smal] set- 
ups, who have been success- 
fully raiding other territories, now 
say they have to shave their prices 
to such an extent that they are in 
a perilous condition, One little 


Minnesota Dealers 
Meet Sept. 16-17 


ST. PAUL.—The Minnesota Auto- 
mobile Dealers Assn. will hold its 
annual convention Sept. 16-17 at 
the Nicollet Hotel here. 

Harold Queenan, Hetfield-Queen- 
an (Dodge-Plymouth), St. Paul, is 
chairman and John Woodhead, 
Woodhead Co., Inc., (Ford), Min- 
neapolis, is co-chairman. 

Members of the association have 
been asked to submit suggestions 
on program, speakers and con- 
vention activities. 
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downward turn of the economy 
would bring repossessions and force 
liquidation, Such dealers feel that 
they, in the long run, would be 
much better off by aggressively 
developing in a smaller protected 
territory and taking care of the 
complete needs of automobile own- 
ers in it. 

Since the blitz sales started in 
1953, too many dealers have 
sought volume at the expense of 
the owner. They have sold cars 
indiscriminately everywhere. They 
have paid scant attention to the 
automobile owner who, after all, 
is the basis of this trade. 

Too many customers of our 
beautiful and wonderful product 
have been debased and debunked. 
We have used sales methods that 
have lowered the respect of the 
public, Too many customer’s arms 
have been twisted. Too many cus- 
tomer’s keys have been lost. We 
have used too many gimmicks and 
comeons. 

Dealer responsibility and reputa- 
tion have been neglected, Too many 
dealers, particularly the new ones, 
have shunned service departments 
and eliminated retail used-car sales. 
In fact, some have been proud they 
have no tools in the service depart- 
ment. This simply can’t go on, Re- 
sponsible dealers are being injured; 
profits are non-existent or at a 
low ebb, Brand loyalty has suffered. 


* > * 


Dealer Unity Needed 
WNER satisfaction, which 
should be our goal is being 
relegated to the sidelines. 

The franchised system is being 
threatened. I have no worry that 
we will change to supermarket or 
to factory retail stores. These are 
not in the picture. We sell a spec- 
ialty of the highest degree—trade- 
mark merchandise that is: wanted 
and needed. But never forget that 
we are selling the use of the auto- 
mobile, not the automobile alone, 
and it is only the franchised service 
dealer that can meet the challenge. 

He must have relief, and that 
relief does not need to come 
through state or national legisla- 
tion, It will come from the fac- 
tories and it will only come 
through the protected territory. 
It will come, however, only when 
the dealers themselves unitedly 
demand it. This demand is on the 
way now. It is growing like a 

snowball. 

I sense it not only in my cor- 
respondence but in talks with indi- 
vidual dealers and at dealer 
meetings. The demand has been 
delayed somewhat because there is 
confusion in the trade as to just 
what does protected territory mean; 
how it would be administrated. 


* * > 


Plan Readied 


A FEW years ago the U.S. Justice 
department told the NADA that 
protected territory could never be 
approved; that it violated the mon- 
opoly laws. 

A year ago the Justice Depart- 
ment said that, if the desire for 
protected territory could be changed 
to an era of service responsibility, 
there would be nothing to conflict 
with manufacturers rewarding deal- 
ers who accept and perform that 
responsibility in a certain area. 

This change in the terminology 
has confused many dealers, We 
must eliminate this confusion, so 
we all seek the same goal even 
though the descriptive phrases 
may be different. 

There is an answer to this prob- 
lem, I would like to throw it into 
the hopper for your consideration. 

It is a plan that is in the public 
interest. It will greatly benefit the 
manufacturer. It will stabilize auto- 
mobile retailing. It will promote 
conditions whereby every dealer 
will have a greater opportunity to 
do a better job for automobile own- 
ers, for his manufacturer and for 
himself. 

I urge you, therefore, to look for, 
read and study next week’s column. 


HARRISBURG, Pa. — A dealer- 
backed Sunday closing law, passed 
by the Pennsylvania Legislature 
and signed by Gov. George M. 
Leader, went into effect Sunday 
(July 14). 

A similar law was approved by 
the Illinois Legislature but was 
vetoed by Gov. William G. Strat- 
ton as “improper interference 
with the constitutional rights of 
citizens who are entitled to do 
what they want with any given 
day.” 

Stratton also vetoed a dealer- 
backed bill regulating installment 
sales,. saying the matter was cov- 
ered in other legislation. The bill 
limited interest charges, 
uniform refunds and prohibited 
obtaining blank contracts. 

At press time, the Governor had 
not acted on a number of other 
bills affecting dealers. 

The Pennsylvania law had the 
unanimous approval of the 1956 
meeting of the Pennsylvania Auto- 
motive Assn. 

Edwin W. Parkinson, PAA assist- 
ant manager, hailed the law as 
“one of the most popular legisla- 
tive proposals ever proposed by the 
new-car dealers’ group.” 

He added, “We consider the Sun- 
day closing bill one of the most 
important steps in the promotion 
of good employe-employer relations 
made in recent years. It assures 
our salesmen that they will have 
the same opportunity for rest and 
recreation of Sunday as enjoyed by 
salesmen in other businesses.” 

Parkinson said that a majority 
of dealers had favored Sunday clos- 
ing but that a few had remained 
open and others were forced to 
meet the competition. 

“There has been no really good 
reason why an automobile dealer- 
ship should be open seven days 
a week since all are open six 
days a week for many more hours 
than most other retail business 
establishments,” Parkinson said. 

The law applies only to automo- 
bile retailing and charges must be 
filed within 72 hours after the of- 
fense. Maximum first-offense fines 
are $100 with subsequent offenses 


Illinois Closing Law Vetoed ... 





provided’ 





within one year punishable with 
fines up to $200 and up to 30 days 
in jail. 

The Illinois bill had the active 
support of the Chicago Automotive 
Trade Assn. but was attacked by 
the city’s newspapers. 

The Chicago American called the 
proposal “simply a foolish discrim- 
inatory measure.” 

The Sun-Times called on Strat- 
ton to veto the bill, saying, “Not 
only is the measure wrong in 
principle, it is also wrong in sin- 
gling out one particular business. 
It uses the power of the state to 
benefit a private interest.” 


Opponents of the bill pointed out 
7 
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Sunday Sales Banned— 


Edwin W. Parkinson, left, assistant 
manager, Pennsylvania Automotive Assn., 
looks on as Gov. George M. Leader offixes 
his signature to a bill which prohibits 
sale of vehicles in Pennsylvania on Sun- 
day. The bill was supported by the dealer 
association. 


Romney Among 6 Speakers 
For N.Y. Dealers Meeting 


ALBAN Y. — George 


Romney,| dent of Econobilt Development 


president of American Motors, will| Corp. 


be one of the principal speakers at 
the New York State Automobile 
Dealers Assn. annual meeting Sept. 
8-10 at Kiamesha Lake, N. Y. 

Convention Chairman J. E. 
Sayles (Cadillac-Pontiac-Interna- 
tional), Suffern, predicted that 
more than 800 dealers and wives 
will attend the convention. 

Other speakers are: 

Frederick M. Sutter, president of 
NADA; W. Hearsill Wilson, as- 
sistant to the sales vice-president 
of Plymouth; Dr. Kenneth Mc- 
Farland, lecturer sponsored by 
General Motors; Dr. Charles E. 
Shulman, Riverdale (N. Y.) writer, 
speaker and clergyman, and Stan- 
ley A. Pressler, Indiana University 
professor of accounting who is also 
an Oldsmobile-Studebaker dealer in 
Bloomington, Ind., and the presi- 





Eisenhower Picks 


Dealer Kearns 


SAN GABRIEL, Calif. — Henry 
Kearns, owner of San Gabriel Mo- 
tors (Lincoln-Mercury), has been 
appointed by President Eisenhower 
as assistant secretary of commerce 
for international affairs. 

A member of the Republican 
finance committee for Los Angeles, 
Kearns is president of the Rio 
Hondo Development Co., chairman 
of the Policy Holders Insurance Co. 
and a member of the national ad- 
visory committee of the Small 
Business Administration. 


Last year, 810 persons attended 
the convention at Kiamesha Lake, 
Sullivan County resort 90 miles 
west of New York City. 

President Nelson K. Mintz (De- 
Soto-Plymouth), Staten Island, has 
appointed the following to the con- 
vention committee: James L. 
Ruckle (Pontiac), Yonkers; G. 
William Dodds (Ford-Mercury), 
Gouverneur; Wesley Van Ben- 
schoten (Dodge-Plymouth), Pough- 
keepsie; John G. Dorschel (Buick), 
Rochester; Clarence E, Preston 
(Nash), Oneonta, and David L. 
Hagan (Pontiac), Mount Vernon. 





Used-car_ sales 
creased during 






Wemhoft 


highways, etc. ... 
“Are you aware that continued 





On_the_ House . a 


Rumors that Chrysler Corp. dealers will take over 
U. S. distribution of Renault cars “are baseless and 
groundless,” Robert Lamaison, general manager of 
Renault, told me last week. A Chrysler spokesman 
also denied the rumors. . 
field director for the National Independent Auto 
Dealers Assn., is the new manager of the Georgia 
Independent ADA... 

Uncompleted survey 
association shows 378 dealers favoring some form 
of territory protection, while 71 are opposed... . 


Chicago area. Customer repair orders and volume dropped slightly. 
... German specialists foresee tinted highways to guide motorists; 
thus a yellow-tinted surface would indicate the road to take into 
the center of a city, while light blue roads would lead to main 


a marked effect on the customer?” asks Jim Gorman, manager of the 
Missouri association. “In our travels, we never see a black statement 
where a red-eyed dealer is concerned.” 










that a similar bill had been vetoed 
in 1951. 

The Illinois Legislature passed a 
number of other bills that will af- 
fect auto retailing. 

One bill exempted the value of a 
tradein from the use tax. Dealers 
now will collect the tax only on the 
eash difference in sales. 

The state’s sales and use taxes 
were broadened to include the re- 
pairing of tangible personal prop- 
erty. For example, a tax will be 
charged when a new set of spark 
plugs are installed by a garage. 

Three other pieces of legislation 
will affect motorists. 

The cost of a driver’s license 
was raised from $2 to $3 for 
three years. The extra income will 
be used for high school driver 
education. 

Drivers will be reexamined when 
they reach 70. The third bill sets 
up standards for chemical tests in 
drunk driving cases. 

ad * + 


Seattle’s Sunday Ban 


Held Unconstitutional 

SEATTLE.—A new Seattle ordi- 
nance banning auto sales on Sun- 
day has been declared unconstitu- 
tional by Superior Court Judge 
Henry C, Agnew. 

Judge Agnew ruled that the 
fault of the ordinance was in its 
provision that persons whose Sab- 
bath is some other day than Sun- 
day would be exempted. Eighteen 
used-car dealers challenged the 
ordinance. 


Detroit BBB Raps 
‘Company-Cars’ 
Ad Gimmick 


DETROIT.— The Detroit Better 
Business Bureau has requested co- 
operation of dealers and advertis- 
ing media in stopping “use of the 
term ‘company cars’ to cover any 
car, new or used, which the adver- 
tiser may have on the premises.” 

“Certain ads have featured scores 
or even hundreds of ‘company cars’ 
—‘direct from the factory’—imply- 
ing that the lucky purchaser is 
going to get specially equipped and 
carefully serviced used cars,” BBB 
said. 

“Investigations have repeatedly 
shown that the cars they were 
trying to sell were not bona fide 
company or factory officials’ cars 
but new cars.” 

BBB said it was urging elimina- 
tion of the use of the designation 
“company cars.” It said the request 
was in line with its stand against 
such terms as “floor models, display 
models and show cars.” 


Howard Motor Cited 
SALEM, Ore. — For the sixth 
straight year Howard Motor Co. 
here has been awarded the Ford 
four-letter award for meeting Ford 
standards for finances, manage- 
ment, spirit and facilities. 









. . Miles Elliott, former 







by Northern California 
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June among Ford dealers in 










erying of ‘Poor mouth’ can have 







—Pertre Wemuorr, Editor, 
Automotive News 
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744,000 vs. 679,000... 


New-Car Stocks Dip 
But Top Year Ago 


(Continued from Page 1) 


more colors and options. They con- 
tend that the absence of a spring 
“upsurge” in 1957 and 1956 demon- 
strates that a goodly number of one- 
time spring buyers have become 
cleanup prospects, captivated by 
the promise of lower prices. 
Supporting this theory currently 
is the dramatic switch in the new- 
car sales lineup. Ford has re- 
mained in No. 1 spot ahead of a 
pressing Chevrolet, while Plym- 
outh has seated itself almost un- 
assailably in third place. 

The determination of the lowest- 
priced Big Three makes to improve 
on their present standings is con- 
tributing to a hold-the-line position 
on production scheduling. 

Another factor is the apparent 
conviction of Chevrolet, Ford and 
Plymouth officials that the 1957 
resistance to medium-priced cars 
has helped their own sales immeas- 
urably and that, as a result, they 
can best exploit the cleanup shop- 
per’s quest for economy. 

= > > 

— INDUSTRY, reportedly has 

decided against deep reductions 
in Chevrolet, Ford and Plymouth 
rates before actual inventory and 
changeover shutdowns. Dealers are 
advised that last year’s experience, 
when stocks sank to 504,000 Sept. 1 
and then to 277,000 by Nov. 1, will 
be avoided if at all possible. 

Of course, the big “if” in the 
heading-off of a chaotic cleanup is 
the maintenance of a sales rate high 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





Dealers 
Cars Cars in Total 
In Transit Potential 
Period Fleid to Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1,°50.... 261,754 188,500 440,264 
June 1, 60... 247,680 160,200 407,880 
Sept. 1, 50... 239,642 160,400 400,042 
Jan, 1,51... 306,888 89,900 404,788 
Apr. 1,’51.... 406,541 138,500 545,041 
duly 1, ’61.... 367,606 90,700 448,306 
Sept. 1, 51... 283,402 86,800 370,202 
Jan. 1, 52... 224,968 31,000 4866: 255,968 
Feb. 1, 52... 196,762 69,000 8=—- 267, 762 
Mar. 1, °52.... 182,577 76,000 268,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, "52... 251,674 88,000 339,674 
June 1, 52... 232,036 70,000 302,036 
duly 1, 52... 193,462 84,500 277,962 
Aug. 1, 52... 162,086 12,000 8=—_: 174,086 
Sept. 1, 52... 149,001 77,000 486: 226,091 
Oct. 1, ’52.... 233,556 89,000 48=—_: 322,556 
Nev. 1, "52... 308,804 90,500 399,394 
Dec. 1, 52... 287,247 76,000 363,247 
Jan. 1, 53... 291,671 83,300 «374,971 
Feb. 1, "53... 86,600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, "53... 445,382 88,300 535,182 
May 1, 53... 490,381 97,700 588,081 
dune 1, '53.... 463,546 537,046 
July 1, °53.... 479,698 82,800 562,498 
Aug. 1, 53... 517,119 82,200 599,319 
Sept. 1, 53... 514,569 74,500 689,069 
Oct. 1, 53... 519,037 60,900 579,937 
Nev. 1, "53... 538,087 68,300 606,387 
Dee, 1, °53.... 430,876 29,000 459,876 
Jan. 1, "54... 428,126 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, "54... 541,911 64,000 605,911 
May 1, ’5S4.... 538,775 68,500 607,276 
June 1, 54... 503,219 42,500 565,719 
duly 1, ’G4.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,864 
Sept. 1, 54... 355,654 50,400 © 406,054 
Oct. 1, '54.... 267,469 29,000 296,469 
Nov. 1, 54... 120,107 37,500 157,607 
Dec, 1, ’54.... 203,453 61,700 © 265,153 
Jan. 1, °55.... 293,381 362,381 
Feb. 1, 55... 373,573 89,100 462,673 
Mar, 1, °5S5.... 467,655 562.655 
Apr. 1, ’565.... 
May 1,55... 660,341 102,700 763,041 
June 1, 56... 755,498 848,498 
July 1, °5S5.... 736,591 71,000 =: 813,591 
Aug. 1, '55.... 735,447 71,500 806,947 
Sept, 1, ’55.... 675,964 37,300 713,264 
Oct, 1, ’55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 487,666 87,600 575,266 
Dee, 1, 55.... 645,707 77,400 723,107 
Jan, 1, ’56.... 755,177 53,300 808,477 
Feb. 1, ’56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 902,585 
June 1, ’56.... 746,012 52,890 798,902 
duly 1, 56... 679,596 
1, "56... 661,081 53,026 588,172 
Sook. 1, '56.... 456,013 48,382 504,395 
Oct. 1, ’56.... 288,103 25,900 314,003 
Nov. 1, 56... 212,967 65,008 $277,975 
Dee, 1, °56.... 318,687 79,656 
Jan. 1, ’57.... 461,850 50,168 512,018 
Feb. 1, ’57.... 561,934 68,100 
Mar, 1, ’57... 68,400 
Apr. 1, 57... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,206 
June 1, '57.... 724,329 63,420 *787,749 
duly 1, 57... 681,225 63,000 744,315 


? Field stocks include cars actually at 
dealerships, those warehoused by .dealers 
and factories, and demonstrators. 


enough to absorb the unabated out- 
pouring of cars from the plants. 
With June sales and early-July 
volume reported slightly above 
May, the expectations of factory 
planners are being realized. The 
dealer stockpile, averaging 40 days 
July 1, was not viewed as being 
out of line in terms of past 1957 
experience or the fact that the 
danger point for field inventories 
now is considered 45 days supply. 
Dealers may not be in full agree- 
ment with the cleanup-abundance 
thesis, but they are not as yet 
indicating any overpowering need 
to debunk it. 
+ > * 
AM 60 percent of dealers re- 
porting to Automotive News said 





their profits in the first six months| Making Innings at An Outing— 

Frank Frisch, left, one of baseball's alltime greats, and guest speaker at the Rhode 
Island Automobile Dealers Assn.'s annual outing at East Providence, is surrounded 
stayed heavy last month, there was by admirers. Standing in back, from left, are Joseph E. Malley, Republican minority 
little evidence that a glut was in| leader of the Rhode Island House of Representatives, and Frank Ll. Hurd (Chrysler- 
Plymouth), Cranston. Seated, right, John M. Dunne, RIADA president (Ford), Providence. 


of the calendar year were equal to 
or better than the same period of 
last year. And while inventories 


prospect. 








Independents Vow ‘Security’ Fight 


(Continued from Page 1) 
to any plan that would curtail 
cross-selling. 

Bell wrote, “In my letter to you 
of June 17, I referred to ‘the es- 
tablishment of some form of ter- 
ritory protection’ as one of the 
points in a specific program 
adopted by the board of directors 
of NADA for presentation to the 
manufacturers. 

“I am enclosing a copy of a 
‘Report of a Special Committee 
to the Board’ which includes a 
suggested plan that was adopted 
by the board, 

“While there is far from com- 
plete unanimity among dealers as 
to the specific content of any given 
plan, there is almost universal 
agreement that ‘something’ needs 
to be done. The plan adopted by 
our board, and submitted herewith, 
represents an effort to provide that 
‘something.’” 

> cz > 
Not ‘Legislated Out 
[Jet anite that NIADA is op- 
posed to any law that restrains 
an independent dealer from sell- 
ing any merchandise he pleases, 
Jones said: 

“I hold no brief for any member 
who might fail because he is a 
poor operator, But I feel strongly 
that it is our job to see that he 
isn’t legislated out of business. 

“It must be left up to the car 
buyers where they wish to trade.” 

Commenting on a recent state- 
ment of NADA President Freder- 
ick Sutter that cross-selling and 
bootlegging are “destroying” the 
franchised system, Jones said he 
believed that only certain as- 
pects of the system are about to 
die a natural death. 

He said the auto industry is fol- 
lowing the trend established in 
other retail fields toward retailers 

who sell several brands of mer- 
chandise rather than a single one.” 
aa * - 
eAkine it clear that his group 
will cooperate with NADA 
whenever possible, Jones said, “We 
have no quarrel with franchised 
dealers or anyone else.” 

He suggested that both 
NADA and NIADA could do more 
for their members and the auto 
retailing industry by being more 
aggressive on matters that have 
a broader impact—like taxes, 
“NIADA is going to be a strong 
voice in such general legislative 
discussions,” he declared. 

= 


* - 
Five Principles 
ELL wrote the auto presidents 
that NADA’s proposal for serv- 
ice responsibility was based on the 
following principles: 

1. The public should be free to 
buy a car where it wishes. 

2. The primary responsibility of a 
franchised dealer is to develop 
wales with intelligent aggressive- 
ness within his zone of influence 
and to render service to his cus- 
tomers and the manufacturers, 

3. If a dealer tries to sell cars 

in another dealer’s trading area, 


he should not be entitled to the 
compensation that should go to 
the dealer who services the car. 

4. Another way of expressing this 
is that every dealer is expected to 
serve the dual function of selling 
and servicing and that compensa- 
tion would be provided to the per- 
former of each function. 

5. The enactment of this plan is 
not intended to establish closed 
territories, but would protect the 
public by placing a premium on 
effective service. 

* > o 

“ALL of us are aware,” Bell 

wrote, “of the conferences and 
correspondence over the last year 
and a half that have taken place 
between NADA and the Depart- 
ment of Justice. There can be no 
guarantee, of course, that the De- 
partment of Justice would not op- 
pose, vigorously, the enactment of 
the plan suggested by the NADA 
board 


“However, the approval, or the 
disapproval of any agency or de- 
partment of government is a mat- 
ter of secondary concern provided 
that what we seek to accomplish is 
in the public interest; will con- 


tribute directly to increased safety 
on the highways and will strengthen 
the economy by helping to main- 
tain the auto industry in a manner 
that is orderly and progressive.” 

Bell then “What are the 
views of (each auto firm’s name 
inserted here) in this entire area 
of industry practice? If the pro- 
posal of the NADA board is re- 
garded as unwise or unrealistic, 
what proposals would you sug- 
gest? 

“We stand ready to discuss and 
assist in any way possible, for the 
good of the industry.” 


Intra-City Pool 


i’ REGARD to the proposal, he 
said the following statements 
were adopted by the NADA Special 
Committee: 

1. It igs the intention of territory 
security, regardless of what it is 
called, of charging a dealer selling 
into the trading area of another 
dealer. 

2. The infringement indemnity, 
in case of a multiple city dealer, 
will go into a pool for that city 

(Continued on Page 84, Col, 1) 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


duly 10 
(Sold 169 cars out of 248 con- 
signments.) 

BUICK—’56 Special Hardtop, $1,805*, 
$1,780°, $1,770*; Super setian, $1,- 
645°. '55 Super Hardtop, $1,515* (ps). 
‘54 Super 2-dr., $1,150*, 2 at $1,050*°; 
Special 2-dr., $915*, $885, $750, $685. 
'53 Super 2-dr., $590* (ps); Hardtop, 
$610; sedan, $590° (ps). "52 Super 

. 


sedan, $390 

CADILLAC—’'56 coupe de Ville, $3,500*° 
(ps). °55 (62) sedan, $2,300° (ps). 
"53 coupe de Ville, $930* (ps); (62) 
Hardtop, $900*. 

OCHEVROLET—’'57 Bel Air (8) Hardtop, 
$1,990*; Two-ten (8) sedan, $1,990*. 
’56 Bel Air (8) Hardtop, $1525; Two- 
ten (8) Hardtop, $1,425*; sedan, $1,- 
230; 2-dr., $1,125; Two-ten (6) Hard- 
top, $1,400; 2-dr., $1,305*. °55 Bel 
Air (8) Hardtop, $1,435*; Two-ten 
(8) station wagon, $1,340*° (ps); 
sedan, $1,030*; Two-ten (6) 2-dr., 
$850, $800, $730, $715; One-fifty (6) 
sedan, $740. '54 Bel Air (8) 2-dr., 

Two-ten (8) 2-dr., $700*, 

. "53 Bel Air 2-dr., 

Two-ten sedan, $500, $450, 

$435, $425; One-fifty 2-dr., $490. "51 
conv., $320. 

CHRYSLER—’56 Imperial sedan, $2,- 
400° (ps). NY sedan, $1,330°. ‘55 
Windsor Deluxe sedan, $1,305*; °54 
NY sedan, $930. '53 NY sedan, $520*. 

DeSOTO—'56 Firedome Hardtop, $1,- 
600°. '55 Firedome sedan, $1,275*. ’51 
Custom coupe, $100. 

DODGE—’57 Royal Lancer sedan, $2,- 
180*. "54 Royal (8) 2-dr., $600*. '53 
Coronet (6) sedan, $350. 

FORD—’57 Fairlane (8) 500 conv., $2,- 
085*; Custom (8) 2-dr., $1,720. '56 
Fairlane (8) conv., $1,685* (ps), $1,- 
645°; Victoria, $1,635* (ps); 2-dr., 
2 at $1,300; Custom (8) sedan, $1,- 
430*; conv., $1,370*; 2-dr., $1,100; 
Main (6) sedan., $750*. °55 Fairlane 
(8) Victoria, $1,265*; $1,225*, $1,- 
200*; sedan, $1,170*, $1,150; conv., 
$1,150, $1,100; Custom (8) sedan, 
$1,080, $870; 2-dr., $955, $940, $760; 


Main (8) sedan, $745*°. °54 Victoria, 
$800; Custom (8) 2-dr., $775, $750, 
$725; sedan, $705, $700; Ranch 
Wagon, $760. ‘53 station wagon, 
$720; Custom (6) 2-dr., $470; sedan, 
$440, $200; Crest (8) conv., $455; 
Main (6) sedan, $440. '52 2-dr., $420. 
HUDSON—’54 Hornet sedan, $200. ‘53 
Wasp sedan, $400. 
LINCOLN—'5S4 Capri Hardtop, $1,200* 
(ps); sedan, $1,010*. 
MERCURY—’56 Medalist 2-dr., $1,180; 
Monterey Hardtop, $1,610*; Montclair 
Hardtop, $1,425*. 55 Montclair Hard- 
top, $1,460° (ps); conv., $1,325*; 
Monterey Hardtop, $1,135*; Custom 
sedan, $1,120*. °54 Montclair Hard- 
top, $900°; 2-dr., $730, $625°. ‘53 
Montclair sedan, $535. ’51 2-dr., $280. 
NASH—’'57 Rambler sedan, $1,465. '56 
Custom sedan, $1,310. 


OLDSMOBILE—’57 (88) Super Hardtop, 
$2,715*. "56 (98) conv., $2,220* (ps); 
(88) sedan, $1,840*; Holiday, $1,750. 
’55 (88) Hardtop, $1,550*, $1,480*; 
2-dr., $1,540*; sedan, $1,530°. °54 
(98) Hardtop, $1,425* (ps); sedan, 
$1,200*; (88) Hardtop, $975*; sedan, 
$970*. °53 (88) 2-dr., $851°; Hard- 
top, $710*. 

PACKARD—’55 Clipper sedan, $720*. 

PLYMOUTH—'57 Belevedere (8) Hard- 
top, $2,100*, $1,925*. ‘56 Savoy (8) 
sedan, $1,080. '55 Savoy (8) sedan, 
$975, $840; 2-dr., $800, $700; Savoy 
(6) sedan, $825; 2-dr., $735, $710* 
(ps); Plaza (6) 2-dr., $695, $530. 
’54 Savoy 2-dr., $550, $530°; Plaza 
sedan, $485. '53 Hardtop, $540; sedan, 
$260. 

PONTIAC—’56 Star Chief Hardtop, §$1,- 
880* (ps), $1,750*; Chieftain Hardtop, 
$1,500*; sedan, $1,385*. '55 Chieftain 
Hardtop, $1,435*, $1,100*; 2-dr., $1,- 
000*; Star Chief sedan, $1,370* (ps), 
$1,100; conv., $1,230*. °54 Hardtop, 
$850*; sedan, $650°; 2-dr., $570. ’53 
Hardtop, $610*, 2 at $600; 2-dr., 
$545*, $500*, $450*. 

STUDEBAKER — '54 Champion sedan, 
$425. ‘51 coupe, $120. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 66, 67, 68, 69 and 70 





4. Truck Makes 


Increase Shares 


First-Half Output 
Declines 3.3 Pct. 


(Continued from Page 2) 
percent gained on 196,303 units 
year ago. 


a * ia 
OX THE brighter side, Willyy 

0.49 percentage-point gain over 
the first half of 1956 resulted from 
a production of 33,300 units and 
5.82 percent of total output this 
year, compared with 31,703 trucks 
and 5.33 percent a year ago. 

Willys, Ford and Reo were the 
only makers to register numeri- 
cal gains over 1956. 

Reo, with the aid of a military 
contract which went into effect 
during the second quarter, turned 
out 2,031 trucks for 0.35 percent of 
total output during the first half 
of this year, compared with 1,943 
trucks and 0.33 percent during the 
corresponding period of a year ago, 

- * = 


[ptAMonp T picked up 0.01 per. 

centage points despite a 39. | 
unit decline from a year ago. The | 
Chicago firm turned out 2510 
trucks for 0.44 percent of total fac. 
tory output the first two quarters 
of this year, compared with 0.43 
percent on 2,549 units during the 
same period a year ago. 

Dodge turned out 41,522 trucks 
during the first half of this year 
to capture 7.25 percent of total 
industry production, compared © 
with 7.69 percent on 45,699 units a 
year ago. Its loss was 0.44 per- © 
centage points from a year ago. 

GMC was the heaviest loser | 
among the truck makers as it’ 





Second vs. First 








Pet.of Pet. of Gain 

2nd Qtr. Ist Qtr. or 
Pos.—Make Output Output Loss 
1—Ford 34.00 830.54 +346 
2—Chevrolet 31.69 33.78 —2.00 — 
3—Int’l 12.33 8.12 44.21 | 
4—Dodge 6.38 8.19 —181 
5—GMC 5.36 706 —1.70 
6—Willys 5.13 656 —143 
7—Mack 1.44 1.75 —031 
8—White 1.33 157 —0.24 
9—Studebaker 0.89 1.12 —0.23 
10—Diamond T 0.49 0.38 +-0.11 
11—Reo 0Al1 0.30 +-0.11 
12—Mise. 0.28 0.26 +0.02 
13—Divco 0.27 0.37 —0.10 

Total: 100.00 100.00 





dropped 2.41 percentage points | 

from a year ago. The loss resulted © 

from a production of 35,372 trucks © 

and 6.18 percent of total output this 

year, compared with 51,061 trucks ~ 

and 8.59 percent a year ago. : 
. > = 


[NTERNATIONAL dropped 2.04 5 
percentage points on the basis” 
of a production of 58,988 trucks and 
10.30 percent of total industry out- 
put, compared with 73,356 units and 
12.34 percent a year ago. 

Mack turned out 9,106 trucks 
for 1.59 percent of total industry 
assemblies this year, compared 
with 9,756 units and 1.64 percent 
@ year ago, while its chief com- 
petitor, White, turned out 8,268 
units for 144 percent this year, 
compared with 1.63 percent on 
9,659 units during the first six 
months a year ago. Mack’s loss 
from a year ago was 0.05 points, 
and White’s, 0.19 points. 
Studebaker lost its 0.25 percent- 
age points as a result of a produc- 
tion of 5,739 trucks and 1.00 per- 
cent, as against 7,448 units and 1.25 
percent a year ago. 


$45,000 Fire Strikes 
Memphis Dealership 


MEMPHIS, — A three-alarm fire 
swept through the used-car and 
service departments of Union Chev- 
rolet Co. here, causing about $45,000 
in damages, according to Bill Con- 
naughton, president. 

Employes drove 30 new cars from 
a storage room in the building to 
safety. The dealership’s headquar- 
ters were not damaged. 





Trailmobile Increases 


Truck-Trailer Prices 


CINCINNATI —Prices on 
truck-trailers were boosted 1.5 
to 2. percent last week by 
Trailmobile, Inc. 

The firm said the hikes were 
forced by rises in the cost of 
freight, raw material and labor. 




















units al 


in Over 


lilitary 

effect 
turned 
ent of 
t 


1 1,943 
1g the 
iT ago. 







| 


1 per. ® 


». The 

2,510 
il fac. 
arters 
1 0.43 
g the 


year 


= 
be 3 
= 


nt- § 
uc- 
er- 


‘ire 
ind 
eV- 
on- 


o>m 


sag 


=o 





LE ROWOTL 


IGHTY CHRYS 


__ Most glamorous car ina generation 








No doubt about it, Mighty Chrysler is leading 
the industry in style! Chrysler FlightSweep 
styling was voted “smartest style of the year” 
by owners of all cars in its class, according to 
an independent survey. Chrysler sales records 
show that dealers are turning this record 
popularity into profit! 


NO WONDER 
CHRYSLER DEALERS ARE 


TRADING IN STYLE! 


And this year, more people than ever before 
have switched to Chrysler from competitive 
makes! Chrysler resale value, too, has climbed 
to an all-time high in the wake of continuing 
high demand for this red-hot car! 


CHRYSLER DIVISION, Chrysler Corporation, 


Chrysler’s success means that Chrysler style is 
setting the trend! It’s way ahead, too, in every- 
thing that means top performance! For years to 
come, Chrysler leadership and success will put 
Chrysler dealers in a mighty successful position! 


Detroit 31, Michigan 








Benne 


Auto Borrowing 
Climbs Again 


Total Debt Shows 
$369 Million Gain 


WASHINGTON, — Total con- 
sumer installment credit increased 
by $369 million in May with in- 
creased debt on autos accounting 
for more than half of the gain, ac- 
cording to the Federal Reserve 
Board 


Total installment debt reached 
$31,901,000,000 at the end of May. 
The May increase compared with 
boosts of $259 million in April, 
$344 million in May, 1956, and 
$617 million in May, 1955. 

The credit extended on automo- 
bile purchases in May amounted to 
$1,511,000,000 while auto debt re- 
paid totalled $1,318,000,000 giving a 
net increase of $193 million. 

In April, credit extended in- 
creased by $158 million while there 
was a $167 million increase in May, 
1956. 

The amount borrowed on autos 
was up in May. Credit extended 
in April totalled $1,460,000,000 which 
was $51 million below the figure 
for May. 

The total borrowed in May, 
1956, was $1,407,000,000 or $104 
million below the amount for the 
same month of this year. 

The amount repaid has also 
shown a steady rise. It was $1,240,- 
000,000 in May, 1956; increased to 
$1,302,000,000 last April and reached 
the $1,318,000,000 total in May. 

The increase in auto debt brought 
the total owed to $14,852,000,000 at 
the end of May. That represented 
an increase of $793,000,000 in the 
year ended May 31. 

The Federal Reserve Board said 
that commercial banks held $6,136,- 
000,000 of the auto debt, $110 million 
more than they did at the begin- 
ning of May. 

Finance companies held $7,272,- 
000,000 of the total, a gain of $60 
million for the month. Other 
financial institutions held $863 
million, up $17 million in the 
month. 


Auto dealers were listed as hold- 
ing $581 million of the debt, an in- 
crease of $6 million during May. 


Ret's Day 


Auctions Mark Milestone 
Of Retmier 

INDIANAPOLIS.—Three Indiana 
auto auctions will hold special 
celebrations this week to mark the 
25th anniversary 
of Floyd (Ret) 
Retmier with Na- 
tional Market 
Reports Co., pub- 
lisher of Red 
Book. 

Floyd Retmier 
Day will be Wed- 
nesday (July 17) 
at the Indian- 
apolis Auto Auc- 
tion, Thursday 
(July 18) at the F. 
Ken Schaefer Auction in Indian- 
apolis and Friday (July 19) at the 
Earl Bales Auto Auction in Muncie, 

Officials of Nationa] Market Re- 
ports Co. will come to the Indian- 
apolis Auto Auction from Chicago 
to assist in the celebration. 

In addition, a $100 bond will be 
given at this auction to the person 
who presents the oldest edition of 
Red Book. A tow-bar will be given 
to the dealer who comes the great- 
est distance. 








Foreign-Car 
s 
Registrations 
All states for May: 
1957 1956 
Pos. Pos. 
1— 5,576 Volkswagen 4,523—1 
2— 1,391 Renault . 
3— 1,293 MG 441—3 
4— 1,213 Ford 313—5 
5— 1,086 Metropolitan 657—2 
s Jaguar 373—4 
5,716 All Others 2,066 
Total All Makes 
16,725 8,373 


*Not in Top Five. 
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Beauty Takes Over— 


Sharon Anne Moore, 19, of Detroit is 
the prettiest relief replacement Cadillac 


worker R. J. Williamson has ever had. 
Sharon, Michigan's entrant in the Miss 
Universe Contest, gave Williamson a break 
from his duties of positioning bumpers | 
during her recent visit to the — 
plant in Detroit. 


GM, Ch 


sler, S-P Decline... 





Ford, AMC Widen Sales Shares 


, (Continued from Page 1) 


their monthly penetration figures to 
the highest figures they have re- 
corded thus far in 1957. 

2. Ford also gained in the month 
(but at a slower rate than Chevro- 
let) and is ahead of Chevrolet for 
the year to date. Other gainers for 
the month were Plymouth, Cadillac 
and Metropolitan. 

* + aa 

Buick, Oldsmobile and Pontiac 

* all sank to the smallest penetra- 
tion they have recorded in any 
month this year. Buick, however, is 
declining at the fastest rate and the 
margin between Buick and Olds- 
mobile is narrowing. 

4. Other makes who had a 
smaller share of the market in 
May than in any other month 
this year included Chrysler, De- 
Soto, Studebaker, Lincoln, Nash 
and Hudson. 

5. Makes which were down in 
May, but did not fall to a 1957 low, 
included Mercury, Dodge, Imperial, 
and Packard. 

6. In all, six makes were up in 
May, one (Continental) held even 
and 13 were down. For the year to 


Auto Prices and Wages 
Examined by Senators 


(Continued from Page 2) 


ignorance and bias have been 
rampant.” 

The pressing problem, Nourse 
said, is to see to it “that big busi- 
ness does not become managerial | 
domination, that big labor does not} 
become union dictation, and that 
big government does not become 
authoritarianism.” 

Nourse chose the automotive in- 
dustry to illustrate the economic 
impact of actions by big manage- 
ment and unions. He pointed out 
that Walter Reuther, UAW presi- 
dent, has said he will demand next 
year that his workers receive five 
days’ pay for working four. 


The economist wondered if this 
example of administered pricing is 
compatible “with Mr. Reuther’s in- 
spiring philosophy of ‘America 
learning to distribute abundance.’” 

He also questioned whether it 
was responsible administration 
from the standpoint of the econ- 
omy for auto makers “to load 
nickel and chrome and other ma- 
terials still in scarce supply and 
lavish labor on ever larger and 
more luxurious cars, of excessive 
power and gas consumption, 
which made obsolete our private | 
garages and city parking meters, | 
and required heavy municipal ex- 
pense for street widening whilst 
extension of water and sewer 
lines lagged, slum clearance was 
deferred and taxes soared.” 

Senator Everett Dirksen, Dlinois 
Republican, wanted to know! 
whether Nourse thought the auto! 
industry was monopolistic. 

The witness replied that it was 
in some ways and wasn’t in others. | 

“Month by month,” he said, “(the| 
auto makers) are adjusting supply) 
to what the market will take at) 
that price. That is the essence of | 
the administered price situation.” | 

But he added that the industry| 
is not a monopoly because “you do 
have a measure of competition | 
among the giants.” Each of the Big) 
Three is competing for a bigger) 
share of the total market, he ex- 
plained. 

The witness declared that he be- 
lieved both labor unions and busi-| 
ness executives are sincere in their 
belief that price and wage adminis- 
tration are in the public interest. 

But he added that both union 
and corporation approaches to the 

“fruitful administration of our 

economic resources are compli- 

cated by the political structure of 
the union and the feudal taint in 
intercorporation relationships.” 

Concluded Nourse: “When the 
prime consideration among four or 
five unions is to be at the head of 
the wage procession, and between 
two towering motor companies to 
be first in the ‘medium price field’ 
or to have the fullest ‘full line,’ the 
public ‘interest is bound to suffer.” 

The subcommittee will hear from 
four more economists before it 











takes testimony from labor and cor- 
poration officials. At present, Ke- 
fauver does not plan to call auto- 
motive witnesses. 

Meanwhile, Treasury Secretary 
George M. Humphrey backed down 
a bit from his “hair-curling depres- 
sion” comments while testifying 
before another Senate committee. 

At one point, he said last week, 
that economic growth might slow 
down a little but that he saw no 
“important” recessions or depres- 
sions ahead. 

At another point, Humphrey said 
the economy is free of the “excesses 
that get you in trouble.” He added, 
“I don’t see anything that would 
make you anticipate you would 
have anything like the 1929-type 
catastrophe or the 1930-type de- 


| pression.” 


By excesses, Humphrey said he 
meant huge inventories, a lack of 
savings, excessive spending—“wide 
imbalances in the economy.” 

Humphrey still holds that re- 
duced Government spending would 
be “a helpful thing,” but now adds 
that it is “hard to- find room” for 
budget cuts. 

Humphrey also took a stand 
against imposing wage, price and 
credit controls during peacetime. 
He said such action would be a 


date, the market was split, with 10 
up and 10 down. 

7. In May, for the first time in 
history, market penetration of AMC 
more than doubled that of S-P. 


At THE corporate level, market 
shares in May were recorded as 
follows: GM, 44.35 percent; Ford 
Motor, 30.45 percent; ‘Chrysler Corp., 
19.19 percent; AMC, 2.09 percent; 
S-P, 1.02 percent, and miscellaneous, 
2.90 percent, 


As compared with the previous 
month, Ford Motor was up 0.30 
percentage points; AMC gained 
0.15 points and miscellaneous ad- 
vanced 0.09 points. 

Conversely, GM dropped 0.27 per- 
centage points; Chrysler Corp. fell 
0.19 points and S-P was off 0.08 
points. GM has lost additional por- 
tions of the new-car market with 
each passing month this year, and 
in May its share was 2.24 percent- 
age points below that which it held 
in January. 


* * * 


percent of all new-car sales 
during the month, was up 1.09 per- 


centage points over the previous! 
month. It was the first time this) 
year that Chevrolet.had topped 24) 


percent, having ranged from 22.44 
to 23.76 previously. 
Rambler, at 1.65 percent of the 


month’s market, was up 0.16 per-| 


centage points. It had 1.49 percent 
as its best previous showing. 

Ford was up 049 percentage 
points; Plymouth, 0.16; Metro- 
politan, 0.03, and Cadillac, 0.02. 
Losses for the month in descend- 
ing order were: Buick, 0.77 per- 
centage points; Oldsmobile, 0.36 
points; Pontiac, 0.25; DeSoto, 0.19; 
Lincoln, 0.11; Chrysler, 0.08; Mer- 
cury, 0.08; Studebaker, 0.07; Dodge, 
0.04; Imperial, 0.04; Hudson, 0.03; 
Nash, 0.01, and Packard, 0.01. 


For the year to date, makes with) 


increases over 1956 ranked as fol- 
lows: Ford, 3.35 percentage points; 
Plymouth, 1.75; Dodge, 0.78; Im- 
perial, 0.42; DeSoto, 0.17; Rambler, 
0.17; Mercury, 0.13; Metropolitan, 
0.08; Cadillac, 0.04, and Chrysler, 
0.04. 

Losses ranked in order were: 
Chevrolet, 2.47 percentage points; 
Buick, 2.46; Oldsmobile, 1.12; Pon- 
tiac, 0.67; Studebaker, 0.49; Packard, 
0.48; Nash, 0.29; Hudson, 0.11; 
Lincoln, 0.05, and Continental, 0.01. 

> > . 


To percentage-point system of 
recording shifts in market pene- 





confession of “failure of the 
American economic system.” 

“I think the American people are 
better judges than some bureau- 
crats in Washington of what they 
can properly buy, what they can 
properly pay and what they can 
properly owe,” he said. 

There was talk of steel price con- 
trols after the recent increase of 
$6 a ton. Humphrey said that ap- 
plying controls to one segment of 
the economy means “you'll have to 
apply them in many other areas, 
too.” 

Humphrey was also questioned 
on the fate of small business. He 
said he was not alarmed about sta- 
tistics showing increases in busi- 
ness failures and mergers, saying 
the moves were part of a “postwar 
adjustment.” 

He admitted that the “tight- 
money” policy hit the small busi- 
ness man first but claimed that its 
effects are now being felt by big- 
ger companies. 

Talking about the steel price 
increase another time, Humphrey 
said he thought it was possible 
for steel to price itself out of the 
market. 

He also said he felt the upward 
swing of prices may be coming 
under control. 





Baker on Commission 
SEARCY, Ark.— Truman Baker, 
an automobile dealer here, has been 
named by Gov. Orval Faubus as a 
member of ithe Arkansas Game and 
Fish Commission. 


Mechanics at Work— 








tration, which is used above 
measures the performance of each 
make in relation to the totg 
market. 


If the straight percentage methog 
is used, in order to measure the 
performance of each make in rela. 
tion to itself, gainers for the year 
to date show the following improve. 
ment over the 1956 period: Imperial, 
233.33 percent; Metropolitan, 100.09; 
Dodge, 21.43; Plymouth, 20.81; Ford, 
15.66; Rambler, 14.17; DeSoto, 9.71; 
Mercury, 2.80; Chrysler, 2.14, and 
Cadillac, 1.66. 

Declining makes, in relation to 
their own record a year ago, 
showed these losses: Pack 
81.36; Nash, 58.00; Hudson, 50.00; 
Continental, 33.33; Studebaker, 
32.89; Buick, 25.26; Oldsmobile, 
14.38; Pontiac, 10.63; Chevrolet, 
9.59, and Lincoln, 7.04. 

At the corporate evel, straight- 
percentage gains over last year 
amounted to 93.85 percent for mis- 
cellaneous, 19.94 percent for Chry- 


|}sler Corp. and 12.78 percent for 
Sen by garnering 24.14) 


Ford Motor. 

Losses from a year ago amounted 
to 46.63 percent for S-P, 12.85 per- 
cent for GM and 7.50 percent for 
AMC. 





Sales Score 
for May 


New-car registrations, all states 
for May: 


alee catenin 


1957 Pos. Make 1956 Pos, | 
1—139,127 Ford 123,114— 2 | 
2—134,322 Chev. 147,942— 1 © 
3— 58,202 Plym. 46,841— 4 
4— 35,198 Buick 50,770— 3 
5— 33,699 Olds. 42,069— 5 
6— 30,359 Pontiac 33,012— 6 
7— 27,118 Mercury 26,117— 7 
&— 25,332 Dodge 20,855— 8 | 
9— 13,165 Cadillac 13,539— 9 — 

10— 9,973 Chrysler 10,456—10 

ll— 9,807 DeSoto 9,712—11 

12— 9,164 Rambler 6,360—13 

13— 5,129 Stude. 7,382—12 

14— 3,441 Imperial 765—18 | 

15— 3,071 Lincoln 4,144—14 

16— 1,036 Met. 657—19 

iv— 986 Nash 2,601—16 

18— 534 Packard 3,363—15 

19— 466 Hudson 1,536—17 

20— 89 Cont’ 132—20 

16,106 Misc. 8,147 
Total All Makes 
556,324 560,014 


Further details on Page 7}. 








Studebaker-Packard service and parts representatives explore the inner workings 
of the 300-SL fuel injected engine while undergoing training on service techniques 
for Mercedes-Benz automobiles which the company is marketing in North America. 
From left are Fred C. Oldenburg, parts and accessory division; C. E. Herbaugh (in 
foreground), service technician; J. C. Sheppard (partly obscured by Herbaugh), 
eastern regional service manager; A. S. Kidder, technical training supervisor; Ado!ph 
Laux, Daimler-Benz chief instructor; F. X. Coghlan, technical training instructor, and 
(kneeling with back to camera) Albrecht Lorenz, Daimler-Benz technical instructor. 
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Harold B. Robinson and a few of De Soto advertisements that have appeared in Philadelphia newspapers 


“the De Soto FireSweep caught on fast in Philadeiphia... 
y- and this factory advertising helped to do it’’ 
—says Harold B. Robinson, President, Harold B. Robinson Auto Sales Co., Inc. Philadelphia, Pa. 







*‘When you have a great product plus a new low price, it makes good sense 
to tell your prospects about it. That’s what De Soto did when it brought 







out the FireSweep—with newspaper, radio and TV advertising that really 






hit home that new low price. I can’t speak for the country as a whole, 






but it’s sure paid off for us! Our sales are up 25% over last year.” 











The most exciting product in the field today . . . backed up by heavy, effective 






advertising . . . just two of the many reasons why 





"On radio here in Philadelphia, we‘re sup- “On television, Groucho tells viewers in 
Ported by a consistent spot schedule on the Philadelphia area about the FireSweep 


WFIL, WIP, WCAU and WRCV—all featuring —via WRCV-TV—one of the 164 NBC-TV ° ° 
our new, low price—part of De Soto's stations carrying the show. It’s surprising t t b DE SOTO d | 
Ration-wide spot radio campaign.” how many prospects say ‘Groucho sent me‘!”’ | DayS 0 e a Ga e l * 
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Midwest Firms Cultivate Franchised Outlets .. . 


Dealer: Valued Jobber Customer 


(Continued from Page 2) 


dealers do send out salesmen to 
sell the line in the same manner 
as independent jobbers. Some 
dealers do a big parts business; 
some operate a wagon jobbing 
business with service, delivery and 
collection at one time. Most parts 
jobbers look down on wagon job- 
bing. 

The independent jobber can usu- 
ally furnish the fastest service, 
since even franchised dealers can- 
not stock all parts needed. The auto 
dealer buys from independents to 
get jobs out of his service depart- 
ment that might be waiting on 
parts to arrive from the factory. 

One independent jobber told this 
writer that he sold an Oldsmobile 
dealer two blocks away virtually all 


of his Ford parts, but said that if| 


a Ford dealer were one block away 
he would lose the business to the 
Ford dealer. 

But the independent jobber 
considers the franchised dealer an 
important customer — important 
















enough that most jobbers have 
their salesmen make regular calls 
on all franchised dealers. 

The franchised auto dealer, gen- 
erally speaking, is likewise glad 
that the independent jobber calls 
on him because he often brings 
news of new shop equipment that 
can save time in the service _de- 


Burglars Steal 
Titles and Seal 


CEDAR FALLS, Ia.— Burglars, 
who broke into a building used by 
Behrens Buick here, stole 60 Iowa 
certificates of title, old registration 
receipts to untitled autos, some 
blank finance contracts and a not- 
ary seal, which they hauled away 
in one of Behren’s used cars. 

In a second breakin, a machine 
used to write bills of sale and an- 
other used car were stolen. Kenneth 


partment and thereby help the 
dealer increase his profit. 

Most jobbers likewise carry lines 
of special tools as well as standard 
tools—special tools for all types of 
automatic drives and usually are 
first with other labor-saving de- 
velopments in jigs and specialty 
tools. 

There are cases where certain 
parts may be purchased from inde- 
pendent jobbers at greater dis- 
counts than from the dealer’s fac- 
tory outlets. 

Parts managers and service 
managers sometimes prefer to in- 
stall nationally advertised com- 
ponents in overhaul jobs or find 
that customers ask for certain 
parts. An example is in the case 
of a re-ring job. It is not un- 
usual for a customer to ask for a 
certain brand ring since these 
manufacturers often advertise in 
national publications. 

Some mechanics, as well as serv- 


Behrens, owner, said he believed | ice managers, who have a personal 
the same thieves were involvd on| following and who are noted for 
both occasions. 





the high quality of their work, 





TIME PAYMENT 


PLAN 





THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC * OLDSMOBILE 
BUICK * CADILLAC 


new cars, and used cars 
of oll mokes. 











Lead Toledo aahensiien Old Timers— 


New officers of the Toledo Council of 


Nelson Banham (Oldsmobile), secretary-treasurer; John O. Munn, Automotive New; 







Automotive Old Timers are, from left, p, 


advisory editor, president; Carl F. Weissenberger (Chevrolet), first vice-president, and 


Brace H. Sibley, vice-president, Champion Spark Plug Co., 


often recommend certain brand 
products to their customers which 
are not sold under that name by 
the factory who makes the car. 
The question of the genuineness 
of parts is not too important in the 
relation between parts managers, 
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Have you tried this Formula? 
it may increase your PROFIT 


No one needs to tell you that customers shop for financing 
as well as cars. And that some of them finance elsewhere. 


GMAC has developed a formula for General Motors Dealers 
that helps them build greater time penetration 
— and the profit that comes with it. 


This formula has been tested—and it works. 
So ask your GMAC representative for the 
full story of how it can be put to work for you. 





second vice-president, 





service departments and independ. 
ent jobbers, since almost all the 
personnel know the parts which the 
auto manufacturers buy from cer. 
tain reputable manufacturers. 


Similarly, it is not uncommon to 
find Ford, Buick, Oldsmobile and 
Chrysler factory branded parts on 
the shelves of independent parts 
jobbers, which have been supplied 
to them through regular channels, 


Thus it is a paradox that dealers 
and jobbers, while in competition 
with each other, are also customers 
of each other. 


What do jobbers think of auto 
dealers? The new-car dealer can | 
be a good customer. The new-car 
dealer has not created a good im- 
pression with the jobber credit- 
wise, so most jobbers concentrate 
their sales efforts on dealers with © 
good credit and usually these | 
good credit dealers have the © 
largest service departments and 
use the most parts. 

The used-car dealer is rated at 
zero as a parts buyer. One jobber 
said the average used-car dealer | 
doesn’t use any parts, but might 
buy a little polish. 

So, according to the statements | 
and opinions of several important | 
independent jobbers in the Middle 
West, the franchised auto dealer 
is definitely a good customer and 
an important buyer in spite of his 
factory connections and agree. 
ments. Jobbers cultivate the deal- 
er’s business and try to improve 
their service to him, so that if he 
wants it fast they can give him 
the best service and about the same 
price. 


Paint That Cuts 
Danger of Fire 
Adopted by Ford 


DEARBORN. — Ford Motor Co. 
has adopted a new water-emulsion 
“safety” paint containing no inflam- 
mable or fume-producing thinners, 
for use on automotive parts. 

D. J. Davis, manufacturing vice- 
president, said the new nonsolvent 
paint contributes significantly to 
safer working conditions. The paint 
is the result of two years of re- 
search by Ford’s process develop- 
ment department in cooperation 
with the company’s paint suppliers. 

Davis explained that the non- 
solvent paint consists of particles 
of pigment or protective substance 
suspended in water rather than dis- 
solved in a volatile thinner, such as 
naphtha. Since it contains no sol- 
vents, the new paint does not emit 
inflammable fumes, he said. 

“While water-emulsion paints 
have existed for several years, ex- 
tensive research was required to 
perfect a product with exterior 
durability and which was adaptable 
to high volume production condi- 
tions,” Davis stated, 

Humidity and exposure tests in- 
dicate that the water- emulsion 
paint equals the durability of pre- 
viously used materials, he said. 

“Studies are continuing to de- 
velop more water-emulsion paints 
with the special characteristics 
needed in the various processes of 
quality automotive production,” 
Davis said. 


Dealer in Receivership 
OTTAWA. — Lakeview Motors 


Ltd., Pointe Claire, Que., was sub- 
ject to a receiving order in bank- 
ruptcy and notice filed in Ottawa 
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A reliable source for dependable products 


Perhaps no measurement of value is as important as 
deneatnillion. For, obviously, in automotive compo- 
nents, sound design, outstanding performance, and 
efficient production service can only stem from an organ- 
ization built on the solid foundation of dependability. 
For over thirty years Bendix Products Division has 
demonstrated its ability not only to meet, but to antici- 
pate the needs of the automotive industry. The fact that 
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Bendix products have won such wide acceptance is 
proof of dependability. 

From plans to finished products, you can count on 
Bendix as a reliable source for dependable automotive 
components. *REG. 6. 5. PAT.OFF. 


BENDIX civision SOUTH BEND sorana 


Export Sales: Bendix International Division, 205 Eas! 42nd Street, New York 17, N.Y. 


Bendix Power Brakes* Bendix Power Steering* 


BRAKES « POWER STEERING « POWER BRAKING + CONSTANT VELOCITY UNIVERSAL JOINTS + HYDRAULIC REMOTE CONTROLS 
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AUTOMOTIVE WASHINGTON 


Automotive 


Hearings 


Evaporate in July Heat 


By William Ullman 


Washington Correspondent 
OTHING much.lies ahead of the first session of the 85th 
Congress except adjournment. After pushing the big ap- 
propriation bills through at the last minute, most Congress- 
men fell into their swivel chairs exhausted after the ordeal 
of taking definite action. With this chore out of the way, 


they are likely to mark time 
until they can get out of 
Washington. 

Automotive hearings seem to 
have evaporated. There was never 
much promise of a full-scale auto 
finance probe this summer, and 
with the illness of two out of three 
of the Senate investigators, there 
is less promise now than ever. 
Senator Frederick Payne, Maine 
Republican, is recuperating from a 
heart attack and Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat, has been in and out of the 

hospital for more 
than a month. 
Things are so 
quiet that the 
auto marketing 
subcommittee at- 
torney has been 
doing odd jobs for 
another commit- 
tee. 

In spite of the 
sudden clamor for 
territory security, 

Wilttam Uliman Congress seems 
unlikely to take up that controver- 
sial subject in the middle of a July 
heat wave. Senator Charles Potter, 
Michigan Republican, says he is 
“waiting” before he introduces a 
security bill, and his colleagues are 
likely to wait along with him. 

The technical tax bill, expected 
to pass the House easily, isn’t 
going to get through the Senate 

from all indications. 


so-called tax loopholes in the 
revenue code, runs te 95 pages. | 
That’s a big document to begin| 
considering so late in the year. 
Senator Harry F. Byrd, Virginia 
Democrat and chairman of the 
Senate Finance Committee, will 
probably schedule hearings on the 
measure early next year. Since the) 
bill is retroactive, it doesn’t matter | 
much when it becomes law. 
As reported by the House Ways) 
and Means Committee, the techni-| 
cal tax measure would, among 
other things, repeal a provision of 
the 1954 code permitting certain | 
partnerships and proprietorships to) 
be taxed as corporations. 
* > > 
Highway Watchdog | 
Ine the interstate high- 
way system will require pur-| 
chase of some 730,000 different par-| 
cels of land for rights of way, ac-| 
cording to Louis S. Rothschild,| 
Undersecretary of Commerce for} 
Transportation. This mammoth 
land purchase will cost $5 billion, 
he said recently, and is apt to at-| 
tract plenty of unscrupulous “fast-| 
buck operators.” 
To prevent fraud, the Bureau | 
of Public Roads has set up a new | 
project examination division, | 
headed for the time being by 
Frank Alexander, the bureau’s 
chief accountant. The division’s | 
chief function will be to make | 
spot audits of both BPR and | 
state operations in the Federal 
aid highway program. 
Commenting on the new watch- 
dog division, Rothschild said: “The 
public has a huge stake in this 
program, and we who are charged 
with its conduct have a strong 
mandate to use the Federal funds 
wisely and to get value received.” 
* * + 


Cars Gain on Drivers 


'W cars are increasing faster 

than new drivers. The Bureau 
of Public Roads reports that there 
were 17,869,284 licensed drivers in 
the U. S. in 1956, an increase of 18.5 
million since 1949. 

During the same seven years, 
however, motor vehicle registra- 
tions rose 20.3 million. Thus drivers 
increased 31 percent at the same 


time vehicles shot up 46 percent. 


Today there are 1.21 drivers for 
each vehicle. 


WOC and Roll 


RUSINESSMEN serving the gov- 
ernment without compensation 
—nicknamed WOCS—will no longer 
receive top executive posts within 
the Department of Commerce. 
Secretary of Commerce Sinclair 
Weeks has disclosed he will replace 
some 25 WOC bosses in the Busi- 


ness and Defense Services Admin- 
istration with career men just as 
fast as the WOC terms expire. 

The action to demote WOCs 
followed an alleged deal between 
Congress and the Commerce De- 
partment. For some time, Con- 
gress has been charging that 
WOCs are in a position to give 
their own companies advantages 
with the Government. 

Weeks, while admitting some 
“validity” to attacks from the Hill, 
insisted that the advice of business 
experts is of great value to the de- 

fense program. As a result, they 
will be permitted to advise from 
now on, but not to administer. Busi- 
nessmen who have been giving up 
their regular jobs for six months 
to serve BDSA may not be so eager 
to offer their time from now on, 
according to some observers. 
* * * 
Safety Conference 

ETWEEN 300 and 400 state and 

local traffic safety officials are 

expected to attend a special acci- 
dent prevention conference in 
Washington Dec, 9-10. 

The meeting has been called 
by the President’s Committee for 
Traffic Safety, headed by Gen- 


Firestone Finds Relic 
Of Less-Profitable Era 


pany’s first four months of busi- 
ness was discovered in the vault 
of the general accounting office 
here. 


The single sheet of heavy, ruled 
paper was inscribed at the top in 
a strong, modified Spencerian 
hand: “Condition to Nov. 30, 
1900.” The first entry was sales, 
$25,588; the last, profits, $3.74. 


eral Motors President Harlow H. 
Curtice. 

Conference delegates will attempt 
to set priorities on measures neces- 
sary to reduce deaths and injuries 
on the highways. In particular, 
they will determine long range 
safety programs which require pub- 
lic support most urgently. 

o + + 


Highwaymen in Britain 
_— about highway fund diver- 
sion! Great Britain’s Roads 


Miter ham Oat 
MAKES THE DIFFERENCE 


Campaign Council has calied the 
government's highway policy “@ 
modern form of highway ro obery,” 

The Council charges that $14 
billion is collected from Britigh 
highway users each year, whils |, 
only $44.8 million is spent for high. 
way modernization. 

A petition condemning the roads 
policy was recently carried to the 
House of Commons from the town 
of York by horseback. The Coun. 
cil said it was afraid a car couldn't 
make it. 


Outlays Increase 

io SPITE of Federal brakes on 
the rate of spending on new 

plant and equipment, business spent 

about $2 billion more in this cate. 

gory during the first six months of 

1957 than in 1956’s first half. 

The Federal Reserve Board hag 
reported that new capital expend- 
itures by July reached an esti. 
mated $18.2 billion compared with 
$16.3 billion in the same period 
last year. 

Borrowing has also been proceed. 
ing at a more rapid pace, but less 
of it has been done at banks and 
more in capital markets, FRB noted, 
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E of the most essential 
qualifications for selling auto- 
mobiles is persistence, A single 
demonstration or a few phone 

calls often are not enough. 
Louis Roth, of O, R, Mitchell 
Motors (Dodge-Plymouth), San 
Antonio, tells this story about the 
necessity of keep- 
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ing after the pros- 
} on Sales east: 
neat Case Back in 1942, I 
~ Histories sold a couple anew 


car, It was a good 
car and it served them well, for it 
was 15 years before they had to 
have another one. They came 
back to see me when they were 
ready to trade. 

Now, the first thing I do is 
let the prospect select the model 
he likes best. And second — 
before I talk about features or 
price—I take him out in it. 

It’s always easier—and more 


2 
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Plan to Meet in San Antonio— 


Graduates of the Ford Merchandising School from Southwestern states chose San 
Antonio as site for their next reunion and business conference in June, 1958, at 
conclusion of their 1957 meeting in Point Clear, Ala. Discussing San Antonio at- 
fractions are, from left, John Heflin, dean of the school in Dearborn; B. A. Fortier jr., 
Abbeville, La., retiring president, alumni group; Frank M. Gillespie jr., San Antonio, 
newly elected secretary; Cecil Wade, of Laredo, Tex., 1957-58 president, and R. R. 
Anfin, Ford southwestern regional sales manager. A. M. Mcliilwain of Abilene, Tex., 
not pictured, was elected vice-president. 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 





convincing—to talk about a car 
while your prospect is driving it. 


* > * 

b sconmy we took our ride, I had 
our appraiser go over this 
couple’s car, This saves time. 
Also it’s a good idea to keep the 
prospect away from the appraiser 

while he is doing his work. 
After we had been driving 
for a while, I asked the man to 
give up the wheel and let his 
wife take over. This, too, is 
standard practice, for if both 
husband and wife are going to 





Amigone Appoints 2 

BUFFALO.—Phil Amigone, presi- 
dent of Phil Amigone Pontiac, Inc. 
here, has announced two changes 
in his organization, Edward H. 
MacCleverty has been named used- 
car sales manager, and Paul 
Sanucci has been promoted to new- 
car sales manager. He had been 
used-car manager. 


DELCO-REMY ANNOUNCES NEW 
WATERPROOF STANDARD REGULATORS 
WITH IMPROVED PERFORMANCE 





Better electrical performance and ter dependability in any weather 
are important user benefits found in Delco-Remy’s new waterproof 
standard generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for 
millions of Delco-Remy equipped cars and trucks. 


New overhanging one-piece formed-steel cover and mating base 
°o shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 


and water vapors. 


Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 


New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections, and highest quality tungsten and 
non-tarnishing precious metal contact points, assure minimum 
resistance, maximum durability. 


Special fine thread screw-type controls allow easy, highly accurate 
adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators when you 
service Delco-Remy equipped cars and trucks. These improved regu- 
lators are available from your car or truck dealer or the United 
Motors System. 
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drive the car after the sale, it’s 
important that both be 

This couple was a bit difficult. 
They liked the colors, but they 
wanted a built-in air conditioner, 
which this unit did not have. 

When we got back to the office, 
I found them an air-conditioned 
model, but they didn’t like the 
color combination, They left with- 
out making a purchase. 

* + * 

Now: here’s where the persist- 

ence comes in. During the 
next 30 days I made 10 phone 
calls to this couple, Once they 
came in for another demonstra- 
tion, and I spent another after- 
noon talking to them while they 
tried to make up their minds, 

Finally they agreed to take 
the air-conditioned car if one 
of the colors could be changed 
to suit them. That brought on 
more discussion, Could we really 
put on another color and make 
it look like a factory paint job? 

My answer to that was to take 
them through our enameling de- 
partment and let them see for 
themselves what we did along 
that line— explaining each step 
in the process. 

Not the salesman’s job, you 
say? It certainly is. If you want 
to sell cars, you have to give 
the customer service. 

. . a7 


A> in this case, it appeared 
that showing the customer 
that you could change the color 
combination properly was part 
of the service. 

In the end—after 30 days of 
calling, demonstrating and ex- 
plaining—this couple bought a car 
for $4,250. And they didn’t demand 
that the colors be changed. 

But where would the sale have 
been if I had quit after the third 
telephone call? ‘ 


Blade Maker 
Offers Prizes 
In ‘Man Hun?’ 


GARY, Ind. — Anderson Co. is 
sponsoring what it calls “the great- 
est man hunt since the FBI caught 
the Brink’s robbers.” Service sta- 
tions have been alerted to hunt 
anonymous ANCO “Spotters” roam- 
ing the U. S. during July and 
August. 

To catch a Spotter, station at- 
tendant simply asks each customer: 
“Do your wiper blades streak your 
windshield?” When “tagged” with 
this question, a Spotter identifies 
himself and makes the following 
awards: 

1. Attendant who asked the ques- 
tion gets $10—plus a chance in a 
drawing next September for $1,000. 

2. Owner of station gets free dup- 
lication of all current ANCO 
blades and arms in his stock. 

3. Man in charge of station when 
Spotter is tagged gets ‘free chance 
in drawings next September for a 
$5,000 prizes and 10 additional 
prizes of $500 each. 

Each time one of above prizes is 
awarded, distributor’s salesmen 
named by winning dealer as “most 
helpful on ANCO products” gets 
duplicate prize, including $5,000 
grand prize. — 

All distributors have been depu- 
tized to remind dealers to join the 
man hunt. Response has been: “most 
enthusiastic,” according to John W. 
Anderson, president. 


Morton to Head 
Pressed Metals 


NEW YORK.—George J. Morton, 
general manager of Pressed Metals 
of America, Inc., Port Huron, Mich., 
was named president of the com- 
Pany at a meeting of the board of 
directors. 

Donald Clark was named 
manager and Herbert Stevens was 
a elected secretary and treasurer. 

The board approved plans for the 
immediate operation of a heat 
treating division and postponed ac- 
tion on the acquisition of Ferro 
Cast Corp., Santa Monica, Calif. 
until the end of the year when 
audit on Pressed Metals will 
available. 

























(so why skip ANYTHING when selling your cars?) 


Most ’57 lines are loaded with new sales features. 


Even though some may prove world-beaters—don’t let any induce you 
to neglect time-proved features that pack more sales-wallop than ever. 


(Because that’s how to shrug business right out of your salesroom — 
into the competitor’s — the man who sells EVERYTHING.) 


For instance, AIRFOAM is the greatest name in cushioning. Its over- 
whelming acceptance by consumers of every kind has never been 
matched—and AIRFOAM has proved itself the finishing touch atop the 
finest rides on any road. 


AIRFOAM is the ultimate in seating luxury. AIRFOAM keeps drivers 
relaxed and passengers coolly comfortable. AIRFOAM doesn’t sag, 
snag or break down. AIRFOAM protects upholstery, keeps cars looking 
newer—and customers happier—right up to trade-in time. 

And all those AIRFOAM advantages speak the language of the Better 
Half of your prospects—those who definitely do NOT vibrate when you 
extoll the virtues of your new super-gyro-torque-incubator. 

The moral is—sell EVERYTHING, EVERY time—and you'll wind up 
selling more automobiles! Goodyear, Engineered Products Dept., 
Akron 16, Ohio. 


Extra 
Trade-in 
Bonus 
For You! 


In addition to helping you sell cars now, AIRFOAM 
will increase your profits come trade-in time. 


How? By retaining its shape and protecting uphol- 
stery so cars come back to you in more salable 
condition. What better way to assure more resales— 
AT BETTER PRICES—than by selling AIRFOAM now! 


“ 


cm @OODFYEAR 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 


Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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TI. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


2. Every dollar of ine and oll taxes, collected by states and federal 
coe BIsEL building and maintenance of highways; 

3. Guard the precepts of individual freedom, which made the U. S. A. 
12 Sand gave iis citizens more of the better things of life than anywhere 
else in the world. 
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Why Service Responsibility 
Is in Public Interest 


“T wonder how many John Smiths will die before this sum- 
mer ends because their new or nearly new car was delivered 
to them by someone who had no sense of service respon- 
sibility.” 

These are the words of NADA President Frederick M. 
Sutter, speaking before the 
annual convention of the 
Michigan Automobile Deal- 
ers Assn. He had just told 
the Michigan dealers of a 
friend killed driving a 
nearly-new car on an In- 
diana road. Shock-absorber 
failure caused the car to 
crash and brought death to 
the driver. 


The issue of responsi- 
bility for service is rapidly 
coming to a head. NADA 
has asked all auto manu- 
facturers to set up dn 
“area of service responsi- 
bility” system, whereby 
every dealer’s cost per new 
unit would be increased by 
a minimum of $100, and 
each dealer selling a new 
unit in his own trading area would receive the $100 back. 


There seems to be no doubt that service has taken second 
fiddle to sales over the few years. The Michigan con- 
vention said as much when it adopted a resolution admit- 
ting, among other things, that “pre-delivery conditioning is 
~ uately and haphazardly done in many instances, if 
at all.” 

Just how this problem should be solved is a matter for 
careful deliberation between NADA and the manufacturers. 
But a firm solution is sorely needed to restore proper serv- 
icing to its rightful place in the automotive sun. 





“Why—we feature our service 
department!” 








Sept. 68 — Maine Automobile Dealers 


me. Inc., Samoset Hotel, Rockland, 
e. 
Sept. 810—New York State Automobile 


ealers 
Lake, 
Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 
—. 9 — New Hampshire Automobile 
. 


Inc., The Concord, Kiamesha 


— Assn., Lake Tarleton Club, Pike, 
Sept. Te Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland. 
Sept. 15-16—Kentucky Automobile Dealers 
a. Sheraton Seelbach Hotel, Louis- 

ville. 
Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 


Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 


Assn., Milwaukee. 

Sept. 19-2i—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

1-3—New Jersey Automotive Trade 

a. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

oe. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn.. Hotel Statler, Hartford. 

Nov. 10-12 —- Ohio Automobile Dealers 
Assn., The Neil House, lumbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

dan. 11-1 ational Automobile 
Assn., Miami Seach. ‘ 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court» London. 

Oct. 30-Nov. 10—international Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul, 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 812 — St. Paul Automobile Show, 
Auditorium, St, Paul. 

Jan. 11-19—National Capital Area Auto 
Show, D. C. National Guard Armory, 


Dealers | 


Letterbox 


News mentioned the fact in refer- 
ence to quality that management 
has the responsibility for it in their 
product, and that the presence or 


ond South Wings, Music Hall, Cincin- 
nati. 
Jan. 18-26—Detroit Auto Show, Artillery 


Armory, Detroit. 
Jan. 23-48—Tampe Auto Show, Fort Hes- 


terly Armory, Tempe. ' absence of quality is directly re- 
a 2—Houston Automobile Show, | lated to what management insists 


Feb. 1-8 — Louisville Automobile Show, | upon as commercially acceptable. 
State Fair Gupesiien Center, Louisville. Since we are both interested in 

General car quality, I would appreciate find- 

Aue. | : : ing out why there is such a notice- 
‘iction ‘Assn., Weitere’ Monee “Demver, |able “taboo” among auto reporters 

about car quality and the notice- 


Oct. 6&I!—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, able lack of it in so many of the 


Chicago. 
Od. 6 16—Truck Body and Equipment new and late model cars. 
ssn. annual convention and ex- the mechanics 
Atlanta Biltmore Hotel. Atlanta. It’s no secret to 


hibit 
. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—13th Annual Convention, Texas 
Independent Automobile Dealers Ass: 
Inc., Commodore Perry Hotel, Austin. 

Dec. 1-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 


30 Years Ago... 
The Big Stories 


There is now a motor vehicle in circulation for each group of 66 
inhabitants of the world. This estimate is based on the increase of 
3,061,018 cars, trucks and buses added last year to the record of 24,- 
589,249 in use on Jan. 1, 1926, when it was figured that this total 
represented one such vehicle for each group of 71 persons. 

In 1926, according to the American Bureau of Metal Statistics, the 
automobile industry consumed 205,600,000 pounds of copper and 48,- 
600,000 pounds of aluminum. 

Chevrolet’s June shipments were approximately 110,000 cars and 
trucks, compared with 115,623 in May and 7,241 in June of last year. 
The company has scheduled 89,000 units for July production. In July 
of last year the firm produced 54,900 units. 

Net income of Dodge Bros., Inc., in the second quarter of this year 
after depreciation was $4,939,074 as compared with $2,765,103 in the 
first quarter, and $9,810,875 in the second quarter of 1926. The 
company earned $7,704,178 net in the first six months of this year. 

»—From the files of Automotive News. 


workmanship, sloppy assembly 
methods and lack of adequate 
assembly line inspection are on 
the increase. Most in agreement 
with these harsh facts are the 
many people who own late model 





This is an open forum for the discussion of 


“Dad, let's advise the factory to bear down a little 
this week. What they sent us last week didn't sell 
worth a darn!” 


‘Taboo in Press? ..... / 


subject of interest to 


any 
readers, and your letters are welcomed. No attention is 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Washington. 
Jan. 17- — Indianapolis Automobile 

Show, Manufacturers Bidg., State Fair 
15 Hike itanostn thew, |“Qudck and Dir 

lan. ittsbu utomobile Show, 

Hunt National ward Armory, Pitts- ty’ 

burgh, Pa, A recent column in AUTOMOTIVE 
Jan. 18-26—Cincinnati Auto Show, North 


cars that were just slapped to- 

gether by the well-known “quick 

and dirty” method that seems to 
prevail in so many assembly 
plants. 

Far too many car owners have 
had the aggravating experience of 
repeated expense and loss of valu- 
able time in having various factory- 
built defects repaired, mainly be- 
cause some of the car makers did 
not and still do not see fit to build 
more quality into their cars. Yet 
we never see any mention in print 
of this growing cancer of the auto 
industry. Can you tell me why? 

The increasingly poor workman- 
ship and sloppy assembly in today’s 
cars show up as poor and skimpy 
paint jobs, badly misaligned ex- 
terior body parts and shiny trim 
and quick-rusting chrome plate on 
car bumpers. All these together 
with the recurring mechanical 
troubles in today’s cars indicate 
that the top management of cer- 
tain car makers know in advance 
that many of their cars leave the 
assembly lines with built-in defects. 

It would be interesting to find out 
what grip the car makers have 
over auto reporters to prevent 
them from revealing the smelly 
situation that exists in the auto 
industry.—-R. Biacpen, East Hamp- 


ton, Conn. 
* * * 


Hits Labor Cost 


We appreciated very much your 
comments in the June 24 issue re- 
garding the new marketing pattern 
of General Motors import cars. 

You state that this decision on 
the part of General Motors has 
many implications, You mentioned 
several; however, you failed to 
mention one important implicatio 
ie, the matter of the cost 
American labor. 

Certainly it is timely and very 
(Continued on Page 77, Col. 1) 
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RAMBLER SALES 





MASH ALL RECORDS 


For Second Consecutive Month Rambler Sets New Mark! 





JUNE SALES HIGHEST IN HISTORY 
. - « UP 120.9% OVER A YEAR AGO! 


ave ' Rambler is really rolling! And the reasons are ob- There’s a real opportunity for assured profit and 


— ; vious. Rambler appeals to the motorist who wants growth with a Rambler franchise. Check any 
be F European car economy and handling ease with: of our ever-expanding group of quality dealers. 
Yet American car roominess and comfort. Rambler is You'll find that their’s is an unqualified success 
to the only car that offers both. And Rambler costs story. Why not let us send you the complete story? 
an- so little to operate... has top resale value...and Just fill in the coupon below. 

apy can be sold for as little as $52.00 a month.* That’s _ it’s truet You can sell a Rambler Deluxe 4-Door Sedan, at the full suggested 
im why Rambler is selling, selling, selling... at the “Twin Travel Beds and White Sidewall Tires inchiding finance charges at 

~ ‘ ‘ ° ° e 6% on a 30-month contract, one-third down, for $52.00 a month. 

— most rapidly growing pace in automotive history. This, of course, does not include freight, insurance or state and local taxes. 


ce fl Now ...More Than Ever... 
It Pays To Be An MAIL COUPON TODAY! 


AMERICAN MOTORS DEALER! 





DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN 






Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 


I 
I 
! 
| 
! 
| 
| 
1 
! 
inquiry will be held in strictest confidence. 
i 


"] We Have the Market... 
ed We Have the Product... 


| a 


ADDRESS 
STATE 
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the amount of “lead” added. This| ness when inter-acting with the 
fact has, of course, been known/| new manganese com 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Manganese Aids Lead 


In Boosting Octane 


N READING announcements of 

Ethyl’s new anti-knock com- 
pound, don’t let the use of such 
phrases as “still in experimental 
stage” or “intended for aviation 
gasoline” lull you into overlooking 
the significant implications of this 
discovery on trends in automotive 
fuels and engines. 

It’s a good bet that the Ethyl 
disclosure was prompted by re- 
search results that encourage a 
rosy outlook for future commer- 
cial use of the new compound. 
Actually, as far back as a year 
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TEMPERATURES 





ago, when preparing a feature 
article on gasoline developments, 
we picked up indications that 
such organic octane improvers as 
the new Ethyl were 
under development at more than 
one laboratory. 

Basically, the need for some sort 
of new anti-knock compound ex- 
ists because—in using tetraethyl 
lead (TEL) to boost gasoline oc- 
tane—the third cubic centimeter of 
TEL (per gasoline gallon) is not 
nearly so effective as the first cubic 
centimeter. 

In other words, when adding 
“lead” to gasoline at the refinery, 
octane gain is not proportional to 


for many years, and the search for 
octane - boosting supplements has 
been pushed by intensive, wide- 
spread research dating back 20 
years or more. 

= * = 
Now, interesting possibilities for 

Ethyl’s new chemical anti- 
knock supplement based on an or- 
ganic compound of manganese are 
inherent in its ability to raise a 
gasoline’s octane level when used 
either alone or in conjunction with 
additions of TEL. 

Data collected thus far indicate 
that, in certain types of fuels, the 
addition of minute quantities of the 
new anti-knock compound leads to 
a marked increase in the effective- 
ness of TEL. 

Evidently, effectiveness of -the 
new chemical as an anti-knock 
agent is highly selective among 

various hydrocarbon compounds 
making up a given batch of 
gasoline. This would lead to the 
conclusion that the petroleum in- 
dustry will begin to alter its 
gasoline blends to produce fuels 
containing those hydrocarbons 
which have maximum effective- 


RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


Right now, there’s lots of excite- 
ment, as fuel and engine men 
scramble to discern the significance 
of this new variable that is about 
to enter the economic analysis of 
octane and compression ratio 
trends. Already, it is obvious to 
some people that there will be am- 
ple commercial 
using the new organic octane boost- | 
ers in motor fuels. 

As for automotive implications: 
The best guess right now is that 
these effects eventually will be of| 
major proportions—but the impact 
may not begin to show up until 
1959 or 1960. 


* + + 
Progress Reported In 
Engine Friction Research 


Lr. HAS been freely predicted that 
future efficiency improvements 
resulting from increased compres- 
sion ratios will be an important 
factor in maintaining the favorable 
competitive position of the spark 
ignition engine in the face of chal- 
lenges by gas turbine and free 
piston diesel powerplants. 
Accurate evaluations of potential 
improvements in efficiency, there- 
fore, are of obvious value in long- 


KING-SIZE COOLER 
KING-SIZE TRUCK! 


Giant Harrison Radiator Cools 
Diesel-Powered GMC Truck 


When the going’s hot and heavy, Harrison cuts the heat problem 
down to size! There’s a big, rugged Harrison radiator out in front 
of every one of these giant GMC diesel-powered trucks. For 

Harrison packs the cooling power to handle the heat over the longest 
hauls with the heaviest payloads. It’s no wonder that GMC 
specifies Harrison heavy-duty, high-capacity cooling equipment. They 
know they can depend on Harrison . . . with over 46 years’ experience 

in the design, research and manufacture of automotive heat 
controls. If you have a cooling problem, look to Harrison for the answer. 


range planning by both the automo. 
tive and petroleum industries. 
Yet, some researchers say that 
experimental evaluations of poten. 
tial efficiency gains (at higher com. 
pression ratios) are “questionable 
and inconclusive” because the 
equipment used did not provide 
sufficient accuracy in the deter. 
mination of one important variable 


justification for|—engine friction. 


It has been reported that pre. 
vious experimental evidence sup- 
ports the belief of many engi- 
neers that the motoring test 
method used to measure friction 
gives only an approximation of 
true friction. 

This problem has hampered en- 
gine researchers because, unless 
friction is known accurately, 
neither the gains in brake thermal] 
efficiency nor those found for in- 
dicated thermal efficiency are de 
pendable indicators of the potentia] 
improvement to be expected. 

Now, as an outgrowth of a pro. 
gram conducted by the research 
and development department of 
Ethyl Corp., new equipment and 
techniques are said to provide an 
accurate means of measuring both 
friction and indicated power of a 
multicylinder engine during actual 
operation. 

A detailed description of the re- 
search project that led to this sig- 
nificant technical development was 
contained in a recent SAE report 
authored by R. E. Gish, J. D. Me- 


Cullough, J. B. Retzloff and H. T. | 


Mueller. 


Findings of the Ethyl researchers 
confirmed the impression that the 
familiar motoring test method may 
be considered in general as ac- 
ceptable for determining engine 
friction in routine test work It 
tends, however, to “give values too 
low under some conditions and too 
high under others.” 

Another limitation is that it does 
not provide effective means for in- 
vestigating true mechanical] friction 
and its effect on the full realization 
of potentials inherent in higher 
compression ratio. 


This handicap arises because 
results from the motoring test 
method are the sum of the pump- 
ing work and friction under non- 
firing conditions. 

> > aa 


New Method Described 

"= method used by Ethyl dif- 
fered in that it consisted of 

measuring indicated power by ob- 

taining accurate pressure-volume 


measurements in each cylinder, and © 


simultaneously determining brake 


power during actual operation of | 


the engine. 

True friction, then, is determined 
readily as the difference between 
the indicated power of all cylinders 
and the actual measured brake 
power output. 

Using this method, observations 


of the effect of compression ratio © 
on friction led to the conclusion © 
that friction at constant engine — 
speed correlates with peak cylinder ~ 
pressures—regardless of whether a 
given pressure is obtained by | 
throttle opening or compression | 


ratio. 


Although it was found that 
friction increases with rising 
compression ratio, mechanical 
efficiency of the engine under 
full-throttle conditions was only 
1.5 percent lower at 12:1 compres- 
sion ratio than at 7:1. There is 
reason to hope, therefore, that 
the attainment of constant me- 
chanical efficiency over this com- 
pression ratio range may be 
possible. 

Another important finding indi- 
cated that potential improvements 
in indicated thermal efficiency ob- 
tainable from increased compres- 

sion ratios are greater than theo- 
retical values of the “ideal air 
cycle.” 

The Ethyl report indicated that 
the curve of brake thermal effi- 
ciency versus compression ratio 
shows no sign of rapid leveling-off 
at high ratios up to 12:1. This find- 
ing led to the promising conclusion 
that the limiting ratio for improve- 
ments in brake horsepower appears 
to be significantly higher than 12:1, 

The impression conveyed by the 
report is that the research program 
was successful in its objectives of 
finding the difference between 
motoring and firing friction, de- 
veloping a method for determining 
true friction and discovering the 
effect of compression ratio on firing 
friction. 
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Stainless Steel trim can help you sell! 


Want to give your Chrysler sales a real boost? Show 
your customers all the genuine Stainless Steel on this 
handsome car. . . then ¢ell them about Stainless. 

It’s much harder than carbon steel, so it doesn’t dent 
or scratch easily. No other trim material has the corro- 
sion resistance of Stainless Steel, so it won’t pit and 
discolor from the effect of harsh road salts. Ordinary 
car-washing detergents will keep it clean (and they 
won’t discolor it, either). 

Your customers will notice the gleaming beauty of 


Stainless Steel trim as soon as they walk into the show- 
room. When you tell them how durable this miracle 
metal is, they’re sure to appreciate that extra touch of 
quality that distinguishes the new Chrysler. Happy 
selling! 


USS 
Stainless Steel 
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Indianapolis | 
June registrations of new cars in 
Marion County (Indianapolis), to- 
talled 2,624, down slightly from 
May’s total of 2,682, 
New-truck registrations rose, on 
the other hand, from 256 in May to 
274 in June. 


Registrations of cars by make 
were: Ford, 647; Chevrolet, 415; 
Plymouth, 339; Oldsmobile, 252; 
Buick, 221; Dodge, 154; Pontiac, 
154; Mercury, 79; Rambler, 63; 
DeSoto, 54; Cadillac, 53; Chrysler, 
39; Studebaker, 35; Volvo, 23; Im- 
perial, 18; Volkswagen, 15; Eng- 
lish Ford, 6; Lincoln, 6; Nash, 6; 
Morris, 5; Triumph, 5; MG, 4; 
Metropolitan, 4; Renault, 4; Hud- 
son, 3; Jaguar, 3; Packard, 3; 
Willys, 1, and miscellaneous, 13. 
Truck registrations were: Ford, 

90; International, 51; Chevrolet, 48; 
Dodge, 25; White, 20; Reo, 13; 


CASTROL /“- 


attracts the sweetest 
customers! 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Willys, 8; GMC, 7; Autocar, 3; 
Mack, 3; Volkswagen, 3; Stude- 


baker, 1, and miscellaneous, 2.— 
(C. L. Kern.) 

+ a a 

Boise, Id. 


Sales of new cars in Ada County 
(Boise), Id., dropped to 215 in June 
from the 267 recorded in the pre- 
vious month. 

Chevrolet recaptured the new-car 
lead in Juné by outselling Ford, 53 
to 43. 

Rambler was again in third place 
with 23, and stands third for the 
first six months, with 105. Six- 
month figures show Ford barely 
leading Chevrolet, 317 to 308. 

Other registrations for June 
were: Plymouth, 19; Pontiac, 13; 
Buick, 11; Cadillac, 10; Dodge, 9; 
Chrysler, 7; Mercury, 5; Hudson, 
3; Imperial, 3; Oldsmobile, 3; 
Studebaker, 3; DeSoto, 2; Lin- 





coln, 2; Nash, 2; Volkswagen, 1, M 


and miscellaneous, 3. 

The 50 new trucks registered in 
June fell far below the previous 
month’s total of 163. 

The June breakdown showed: 
Ford, 22; International, 9; GMC, 8; 
Chevrolet, 7; Dodge, 3, and Stude- 


baker, 1 
* * ~ 


Chillicothe, O. 

A total of 136 new cars, 16 sta- 
tion wagons and 13 trucks were 
sold in Ross County (Chillicothe), 
O., during May, according to the 
clerk of courts. 

New-car registrations were 
scored: Chevrolet, 36; Ford, 28; 
Mercury, 14; Plymouth, 12; Dodge, 
11; Buick, 10; Pontiac, 6; Cadillac, 
4; Chrysler, 3; Oldsmobile, 3; Ram- 
bler, 3; DeSoto, 1; Lincoln, 1; Met- 
ropolitan, 1; MG, 1; Nash, 1, and 
Studebaker, 1. 

Station-wagon registrations 






Maybe she doesn’t know what’s under the hood, 
but there’s still good sense in that pretty little head. Sell a 
woman Castrol Motor Oil and you'll find she’s plenty 
hep to a quality pitch. She'll go for the Castrol story. 
She’ll go for Castrol performance. She’ll want to be 






Rambler Winner— 


The first of eight Ramblers to be given 
away in a joint promotion of Milwaukee 
Rambler dealers and the Gran Theatres 
is presented to the winners by Gil Pagen- 
kopf, third from right, partner in Yaeger 
Nash. Receiving the car are Mr. & Mrs. 
John Adessa, as their son, Johnny, looks 
on. More than a million persons are 
expected to submit entries for the weekly 
Rambler drawings. 


were: Ford, 4; Rambler, 4; Buick, 

2; Chevrolet, 2; DeSoto, 1; Mer- 
cury, 1, and Plymouth, 1. 
New-truck registrations were di- 


sold the same kind of quality in TBA, too. 
And she'll come back to you—for Castrol. 


We're telling them 
ASK FOR CASTROL 


in signs, posters, mailing pieces, 
radio advertising—to build high-quality, 
high-profit business for you! 


The Masterpiece in Oils 


Ask your CASTROL distributor or write for the name of distributor nearest you: 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 


...A Division of the Wakefield Group... 


es, 


vided as follows: Ford, 6; Chevro. 
let, 4; Dodge, 1; GMC, 1, and Inter. 
national, 1—(Leslie Woods.) 


x * * 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended June 27 decreased to 
1,726 units, a decline of 28 from the 
previous week and 115 fewer than 
in the like week of 1956. 

A total of 706 new cars and 79 
new trucks were registered, com- 
pared with 679 new cars and 60 new 
trucks in the week ended June 29, 

A total of 905 used cars and 3 
used trucks changed hands dur. 
ing the period, as compared with 
976 used cars and 39 used trucks 
in the previous week. 

Repossessions during the week 
increased rather sharply in com- 
parison with the previous week. 
The 64 units repossessed represent 
an increase of 26 over the week 
ended June 20, but only two over 
the like week of last year.—( Frank 
Kappel.) 


Manhattan, Kans. 

New-car sales in Riley County 
(Manhattan), Kans., slackened their 
pace in June, with 101 registra- 
tions, compared with 129 in May. 

A slow tendency also was re- 
flected in the used-car department, 
There were 285 registrations in 
June, against 397 the previous 
month. 

New-truck sales fell drastically 
with only six sales, compared with 
11 in May. 

Sales in the used-truck depart- 
ment held up better than any of 
the others although registrations 
here also were lower. The score was 
26 in June, 31 in May.—(George M. 
Hunholz.) 


Providence 

A total of 1,334 new cars were 
registered in Providence during 
May, compared with 1,384 in the 
previous month, according to fig- 
ures compiled by the Rhole Island 
Automobile Dealers Assn. 

New-truck registrations amounted 
to 124, compared with 160 a month 
earlier. 

By make, new-car registrations 
were: Ford, 341; Chevrolet, 258; 
Plymouth, 159; 
Buick, 85; Pontiac, 67; Cadillac, 
55; Dodge, 51; Mercury, 50; Nash, 
39; Chrysler, 30; DeSoto, 27; Im- 
perial, 15; Lincoln, 9; Studebaker, 
9; Rambler, 5; Hudson, 2; Con- 
tinental, 1; Willys, 1, and miscel- 
laneous, 44. 

Truck registrations were: Ford, 
43; Chevrolet, 28; International 16; 
White, 10; Dodge, 7; GMC, 5; Mack, 
5; Autocar, 3; Divco, 2; Diamond T, 
1, and miscellaneous, 4.—(Thomas 
L. Forbes.) 


> > 
Cleveland 

Sales of new cars in the Cleve- 
land area zoomed for the last seven 
days of June, with the turnover of 
2,409 being the top weekly figure 
for the year. 

The figure was 400 over the com- 
parable seven-day period a year 
ago, and 600 over the previous seven 
days. It sent the June figure to 7,109, 
just 250 under the 1956 figure. 

In used-car sales, the total of 
2,224 for the week was second 
highest of the year, and 200 over 
the corresponding period a year 
ago. The June total of 8,703 was 
more than 600 over the 1956 fig- 
ure. 

New-truck sales were 469, about 
100 under the previous year’s fig- 
ure for June, while used trucks for 
June were 242, about 20 under the 
— monthly total—Sanford Mar- 

ey.) 


Washington, D. C. 

New-car sales in Washington, 
D. C., skidded sharply in June, ac- 
cording to figures compiled by the 
Automotive Trade Assn.—National 
Capital Area. 

The association’s count showed 
1,619 in June (lowest of any monthly 
total in 1957), compared with 2,190 
in the previous month. 

June registrations by make 
were: Chevrolet, 374; Ford, 368; 
Plymouth, 178; Oldsmobile, 106; 
Pontiac, 106; Dodge, 91; Buick, 
90; Mercury, 78; Cadillac, 44; 
Chrysler, 36; Rambler, 27; De- 
Soto, 26; Imperial, 13; Stude- 
baker, 13; Lincoln, 11; Metropoli- 
tan, 5; Hudson, 3; Packard, 2; 
Nash, 1, and 47. 
New-truck registrations also 

(Continued on Page 61, Col. 1) 
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bile section on June 30 that pre- 


Affecting Factories and Dealers . . . 





Auto Advertising 


The British Automobile Manu- 
facturers Assn. has announced the 
establishment of British automobile 
news bureaus in Los Angeles and 
Chicago to supplement the opera- 
tions of its New York news bureau 
opened earlier this year. 

The function of the news bureaus 
will be to provide the public in the 
far and middle west with informa- 
tion as to the activities of the 
British automobile industry in the 
U. S, and the United Kingdom. 

The Los Angeles bureau is 
located at 7046 Hollywood Bivd., 
and is under the direction of Ed- 
ward J, Flynn. The Chicago bureau 
which is under the direction o 
Robert H. Gardner, is located at 
105 W. Madison St. The New York 
news bureau is headed up by M. 
William Friis. — 


Volkswagen Picks Stewart 


Scott Stewart has been appointed 
manager of public relations for 
Volkswagen of 
America, Inc., 
Englewood Cliffs, 
N. J., according 
to Dr. Heinz 
Nordhoff, director 
general of Volks- 
wagenwerk 
GmbH and presi- 
dent of Volks- 
wagen of 
America, Inc. 
Stewart has been 

Seott Stewart associated with 
Budd Co., Philadelphia, in the field 
of public relations for the past 11 
years. 





> * +. 


GE Unit Picks Rep 


Press relations activities of Gen- 
eral Electric Co.’s metallurgical 
products department is now being 
handled by Holden, Chapin, LaRue, 
Inc. Detroit ad agency. 

* > = 


5 Named to S-P Account 


Five seasoned automotive adver- 
tising men have been named to 
service the Studebaker-Packard 
Dealers Assns, throughout the U.S., 





Russ Paulson 


Steve Mudge 


according to Burke Dowling 
Adams, Inc., S-P ad agency. 

Russ Paulson, former supervisor 
of Ford, Mercury and Lincoln 
dealer advertising with Kenyon & 
Eckhardt and J. Walter Thompson 
ad agencies, has been named di- 
rector of all S-P field operations. 

Steve Mudge, formerly with Ewell 
& Thurber, Compton and D’Arcy 





Harry Baker 


Lou Corrigan 


agencies, has been appointed di- 
rector of eastern field operations 
with headquarters in New York. 
Lou Corrigan, experienced in both 
agency and media operations, has 
been named director of southern 
field operations with headquarters 
in Atlanta. Harry Baker, former 
dealer, is director of western field 
operations with headquarters in 
Los Angeles, and Roy Hudson, vice- 
President of Burke Dowling Adams, 
Supervisor of all national contact 
and collateral production from the 
South Bend office. 


* * * 


El Cajon Promotion 


The El Cajon (Calif.) Valley 
News published a 10-page automo- 








sented a pictorial study of local 
auto dealerships. 

Advertisers taking part in the 
promotion were Benter Bros. a 
Ford dealership; Ballantyne Buick, 
Jaffe Pontiac, Valley Mercury, and 
D & K Motors, a Volkswagen- 
Porsche dealership. 

The Valley News regards itself 
as “The Only Weekly That Gives 
a Damn About Automobile Line- 
age.” 

a + 7. 


Digest Sets New Rates 


Reader’s Digest has announced 
new advertising rates, of $31,750 
for a black-and-white page and 
$38,000 for a four-color page, effec- 
tive Jan. 1, 1958. 

Concurrently, in a letter to ad- 
vertisers and agencies, Fred D. 
Thompson jr., advertising director, 
announced that the Digest would 
have a new circulation rate base, 
of 11,500,000 per issue. 
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resent increases of about 10 per- 
cent over the present rates, How- 
ever, because of the substantial in- 
crease in the rate base, the change 
in the cost-per-page-per-thousand 
circulation will be less than 2 per- 
cent, Thompson said. 
az * 


Tidewater Picks Agency 


Tidewater Oil Co. has retained 
Foote, Cone & Belding ad agency 
to handle all domestic advertising. 

The account will be served by the 
West Coast offices of the agency 
located in San Francisco and in 
Los Angeles. 

oa * * 


Dodge Dealers Promotion 
Dodge dealers in Syracuse have 
authorized purchase of 2,080 
radio spots on Radio Station 
WFBL as part of a joint promo- 
tion of the station’s “Brooklyn 
Dodge scoring contest.” They 
budgeted $7,000 for the promotion, 
which runs through Sept. 30. 
The dealers also set aside $1,025 
for a special ad in the Syracuse 
Herald Journal’s special station 
wagon section. 
* * * 


GMC Signs Radio Pact 


The new advertising rates rep-| GMC has signed for a four-week 


AC 


campaign on the American Broad- 
casting Network. 

The GM division will sponsor 
“Speaking of Sports With Howard 
Cosell” from 6:35 to 6:40 p.m. 
(EDT) for three weeks, Tuesday 
through Friday, starting July 30. 
Also, the division will sponsor 
“Speaking of Sports” on Tuesday, 
Wednesday and Thursday, Aug. 
20-22. 


+ a 
Dodge Dealers Like Welk 
Buffalo Dodge dealers recently 
authorized $1,500 to continue 
sponsorship of a 15-minute eve- 
ning Lawrence Welk show on 
radio station WEBR, 
* a * 
S-P of Canada Pick Rep 
Studebaker-Packard Corp. of 
Canada has named Tandy Adver- 
tising, Toronto, to handle its ad- 
vertising. The account formerly 
was held by Benton & Bowles in 
the U, S. 


* 


= = 


General Dynamics Picks Rep 
General Dynamics Corp. has ap- 
pointed D’Arcy Advertising Co., 
Cleveland, to handle its corporate 
(Continued on Page 76, Col, 1} 








Anniversary Celebration— 


In 1926, a young Dodge salesman in 
Janesville, Wis., was so successful in 
making sales through use of a notebook 
he had compiled detailing a comparison 
of the Dodge car with competitive cars 
that factory officials asked him to print 
the material and sell it to all their dealers. 
That was the start of Ross Roy, Inc., na- 
tional advertising agency, which observed 
its 31st anniversary with an open house. 
Ross Roy, right, president, views the 
original notebook with M. C, Patterson, 
Dodge president. 


SELLING SLANTS OF THE MONTH! 





Check off another PLUS for AC Oil Filters! 























SALES 


developed this new AC 


and selling help. 


GENERAL 
MOTORS 





Big New AC 
48-Element, Easy-Access, 
Full-View 


OIL FILTER 


RACK 


e Clean e Compact 
e Sturdy ¢ Convenient 


AC, alert to ideas that help the dealer, has 


Oil Filter element 


rack. It’s an attractive display piece in itself, 
and takes extra display advantage of the 
neat, colorful AC packaging. It’s the answer 
to easy availability of the most-called-for 
filters, and insures the stock being kept clean 
and orderly. It simplifies inventory, too, pre- 
vents running short on a popular type. Ex- 
perts in the service field have cooperated in 
designing this AC rack. You'll want this sales 


ORDER NOW 
FROM YOUR AC SUPPLIER! 
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Arnold E. Leder has been ap- 
pointed r of pricing and 
statistics for Sealed Power Corp. 
He has been with the firm since 
; * * = 


Walker Appoints Stanard 


Joseph C. Stanard has been ap- 
pointed representative in the Kan- 


sas City district, aceording to an|Morse as President 


announcement by Walker Market- 


ing Corp., Racine, Wis. Stanard has/ g Co. have elected Robert H. Morse 


been a jobber salesman for auto- 
motive wholesalers. 
* *¢ @ 


Holley Boosts O’Connor 


H. T. O’Connor has been named 
vice-president and assistant to the 
president of Holley Carburetor 
Co. He formerly was special agent 
in charge of the Detroit and 
Chicago FBI offices and joined 
Holley in 1952 as assistant to the 
president. ‘ 

* * 


Flintkote Elects Vickers 


Harry F. Vickers, president, 
Sperry Rand Corp. has been 
elected a director of Flintkote Co. 
Vickers also was elected a mem- 
ber of the company’s finance and 
stock option committees. 

* * © 


Jack Zink Succeeds 


Father as Company Chief 


Jack D. Zink, formerly a vice- 
president, has been elected presi- 
dent of Howard 
Zink Corp., suc- 
ceeding his 
father, the late 
Howard E. Zink. 

He also suc- 
ceeds his father 
as president of 
Consolite Corp., 
a Zink subsidi- 
ary which 
makes roadside 
signs, decals 
and metal signs. 





Jack D. Zink 

The elder Zink, who founded the 
seat-cover firm in 1917, died May 
12. 


4 Lee Rubber “Aides 


Named to New Posts 

Lee Rubber & Tire Corp. has 
named Donald assistant 
to the president and William B. 
Dunlap jr. manager of development 
and research, Lee division. 

In other appointments, Ralph W. 
Deemer was named factory man- 
ager and J. Paul Matthews was 
appointed development and re- 
search manager at the corpora- 
tion’s Republic Rubber division, 
Youngstown, oO. - % 


Stahl Metal Products Names 


Hull Sales Vice-President 
Stahl] Metal Products, Cleveland, 
has named Ronald E. Hull sales 
vice-president. He joined Stahl, 
builder of utility truck bodies, in 
1956 as general sales manager. 
. > > 


Wickman Moves Up in Sales 
At Gould-National Unit 

Donald R. Wickman has been 
appointed manager of motive power 
sales of the industria] division of 
Gould-National Batteries, Inc. 

He has served as a specifications 
engineer in Pittsburgh since 1947. 

> * * 


Lee Tire Appoints Stinebaugh 
Lee Rubber & Tire Corp, has 

appointed Daniel L. Stinebaugh as 

sales representative for the Lee 

factory branch at Spartanburg, 

8. C. 

* a 


* 
Burchill, Long Named 
Two district sales managers have 
been appointed by Willard Storage 
Battery division, Electric Storage 
Battery Co., Cleveland. They are 
R. C. Buchill, eastern Pennsylvania, 
and R. OC. Long, castern Michigan. 


Robertshaw-F ulton Boosts 


Arden and Robertshaw 
Thomas T. Arden has been 
president of Robertshaw- 
succeeding 


Chairman Robertshaw an- 


president and chief administrative 
officer. 

Harvey previously was Flintkote’s 
president, while Rowe had been 
serving as executive vice-president. 
Prior to a by-law change, there had 
been no c . Harvey began 
his business career as an oil field 
“roustabout” with Shell Oil Co. 
after having served as a flier in 
World War L. Rowe joined the com- 
pany in 1929. 

* 


nounced the formation of a three- 

man executive committee headed 

by Richard S. Reynolds jr., former 

chairman. Robertshaw and Arden 

are the other members of the 
» * + * 


Fairbanks, Morse Names 


Sanderson Appointed 

The industrial division of Gould- 
National Batteries, Inc, has ap- 
pointed W. S. Sanderson to the 
newly created position of manager 
of education and training. He will 
jr. as president. direct a new sales training pro- 

Other new officers are Gordon R./| gram. 
Anderson, engineering vice-presi- ce 


dent; F. M. Mason ir. government District Sales Assignments 


business vice-president; Robert|., . 
Dana Brown, seasetany, and R. E.|Listed by Walker Marketing 
Walker Marketing Corp., Racine, 


Whiteley, assistant secretary. 
Wis., has announced the transfer 


: + * 
of two district sales managers to 
Harvey and Rowe Elected new areas and the appointments of 


To Top Flintkote Posts three new district managers, 
Directors of Flintkote Co. have| Jack Schuler, formerly Northwest 
elected L J. Harvey jr. chairman| district manager, has been trans- 
of the board and chief executive| ferred to manage the Indiana, Ohio 
officer and named Perce OC. Rowe (Continued on Page 22, Col, 1) 


The directors of Fairbanks, Morse 





Gumout Holds Sales Conference— 


District and regional managers of Gumout division, Pennsylvania Refining Co, 
held there semi-annual sales conferences in the company's offices in Cleveland. Seated, 
from left, are Eugene P. Ross, Cleveland regional manager; Frank A. Good, sales 
manager, oil division; J. H. Hughey, marketing manager; Dale T. Glenn, vice-presi- 
dent; and Robert W. Lackner, sales manager, Gumout division. Standing: Frank J, 
Mahoney, Boston district manager; Edwin F. Clark, Cleveland regional manager; 
Jonathan D. Baker, San Francisco regional manager; J. Richard Kilbane, Dayton 
regional manager; Emil B. Wells, Indianapolis regional manager, and O. L. Alexander, 
St. Lovis sales engineer. 
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AIR CLEANER 
TESTER 


It’s a Business-Builder! 








Just as the new disposable 
paper air cleaner comes into 
its own as a major replacement 
item, AC engineers present a 
tester that will be a real boon 
in selling. This AC Tester is 
simple to use, simple to under- 
stand. It gives quick, convinc- 
ing, visible evidence when an 
air cleaner needs changing. Put 
it on display and watch it sell 
air cleaners! Use it regularly 
and boost sales and profits. The 
price is $39.95 — low indeed for 
such a first-rate sales-maker! 
Inquire now from your AC 
supplier. 
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GET READY FOR THE BOOMING AIR CLEANER ELEMENT MARKET .& 











EREVER you drive this 

summer—in stone-fenced New 
England, to Florida’s white 
beaches, or west where Balboa’s 
Pacific flows into the Golden 
Gate—you’ll be driving over the 
romantic and efficient miracle of a 
major fact in modern economics 
_, . the exchange of fast con- 
struction machinery for slow 
muscle. 

And this new Federal highway 
system of a planned 41,000 miles, by 
which you can drive from New 
York to the West Coast without 
encountering a stoplight or an in- 
tersection, promises still more ro- 
mance, efficiency, and miracles 
brought about by huge bulldozers, 
graders, and pavers. 

In Vermont, President Eisen- 





hower envisioned the value of 
“every citizen of every state 
visiting all the others, seeing the 
difference, learning what we have 
in common, coming back with a 
richer understanding of America 
—its beauty, its dignity, its 
strength, its moral principle.” 

But before it’s easy to visit every 
state, we have to build roads 
quickly — with lumbering jugger- 
nauts. Look at the new Kansas 
Turnpike for a minute, It is 236 
miles of four-lane highway—and 
it was built in one season. 

That would have been impossible 
before the war. Yet contractors did 
it easily in Kansas last year. 

* * 


500-Foot Hill Is Slashed 


HE romance of it all? 

Well, our Federal highway proj- 
ect will dwarf Caesar’s famous 
road system. Right now our power- 
ful earth-moving machines are 
slashing through a 500-foot hill 
that the Southern Pacific railroad 
had to go around. 

Roads today are laid out from 
helicopters and planes. And en- 
gineers estimate that 25,000 bridges 
will be needed for the 41,000 miles. 


Even more romantic than that 
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Ammco Cites Veteran Employe— 


Fred G. Wacker jr., president, Ammco Tools, Inc., North Chicago, awards a 20-year 
gold service watch to Dick Guard, who represents Ammco in the metropolitan New 
York area. Presentation was made during an Ammco northeast Regional Meeting pre- 
ceding the National Automotive Service Show in Boston. In addition to Ammco 
eastern representatives, there were in attendance representatives of Van Der Hout 
Associates, Lid., Ammco'’s Canadian representatives, and personnel of Walter M. 


McKim & Son, Ammco's export representatives. 
—to me—was the case of Whitey | “cat,” and he loved his cat as few 
Iverson’s Marine Corps bulldozer | men ever loved a woman. 

on Iwo Jima, Whitey was a blond On Iwo — the Japs dropped 
giant who’d worked with road| a stick of close to an 


gangs in Connecticut, He’d run a| Amertcan ammunition dump. 















Get in the air cleaner business now, with the 


TYPE A47C 


MOVE IN ON THIS 


OUTSTANDING OPPORTUNITY! 
BE AIR CLEANER HEADQUARTERS 


IN YOUR MARKET! 
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AC FM-29 ASSORTMENT 


Here’s the AC assortment of fastest- 
moving paper air cleaners that deal- 


ers have been asking for. This 
of eight AC Elements gives you 


mum market coverage at minimum 
cost. You can meet today’s market 
with the AC FM-29 Assortment and 
you have only $17.60 invested. At list, 
your dealer profit is $14.40, plus in- 


stallation charges. 


group 
maxi- 


that way — and 


.| ORDER NOW FROM YOUR REGULAR © supprier 


TYPE ASIC 


Order the FM-29 Assortment today. 
Remember that more and more cars 
are using the paper-type air cleaner 
as original equipment. The trend is 
this 
market will certainly be a big profit 
opportunity for dealers who recog- 
nize and prepare for it. Be sure you 
are one of those who are ready to cash 
in on this profit opportunity. 


‘8 FAST-MOVING AIR CLEANER ELEMENTS 
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They started a fringe fire, and it 
looked pretty bad. 

Everyone was hiking for cover— 
except Whitey. He climbed in the 
cab of his cat and made for the 
dump. Ammunition was going off. 

Whitey was hit several times, but 
his cat went in and picked up 
thousands of pounds of bombs at 
each steel claw-grip, and moved 
them away from the flames. 

The bulldozer and Whitey Iver- 
son saved a lot of lives that ex- 
plosive afternoon. Later at the Navy 
yard in Boston, they gave Whitey 
a Navy Cross. He pinned the cross 
on the picture of his cat, that had 
to be left at Iwo Jima. 

= * 


War Shows Contractors 
T REALLY took World War II 
to show road builders what 
bulldozers that cleared beaches, 
built airstrips in a few hours, could 
do for roads in peacetime. Admiral 
Bull Halsey called the bulldozer 
one of the four machines that won 
the Pacific war. 

Look at the quiet, four-lane 
beauty of Connecticut’s Merritt 
Parkway, and of the Pennsylvania, 
and New Jersey turnpikes—and the 
landscaped loveliness of parkways 
through our national parks, Well, 
bulldozers, scrapers and pavers 
were there before the beauty. They 
did a lot to bring the beauty — 
and bring it fast. 

A roadbuilder turned Marine 


he loved. Now descendants of 
Whitey’s cat have nearly doubled 
in horsepower—from 130 to 230 in 
less than 10 years, Air-filled tires 
are practically standard on them 
now. 


And, in spite of the tremendous 
size of these steel-claw pinch- 
hitters for human muscle, they can 
be handled on the job about as 
easily as a power-steered baby 
carriage. 

P. S. Speaking of baby carriages, 
power steered—with or without 
pneumatic tires—no technological 
advances have come along for pro- 
ducing the occupants of these ve- 
hicles. But no matter how tenderly 
Mama may have tucked baby in, 
when Mother Necessity takes over, 
these are the babies who will pro- 
duce new machines to make today’s 
mechanical giants seem like Ford’s 
Model T. 


Parts Rebuilders 
Name Roberts to 
Association Post 


CHICAGO.—Nathan M. Roberts, 
former executive secretary for the 
Automotive Wholesalers of Ala- 
bama, has been named executive 
secretary of the Automotive Parts 
Rebuilders Assn. 

Roberts has had wide experience 
in both production and sales pro- 
motion, and has served both state 
and national associations. 

The board of directors has ap- 
proved a stepped-up program of 
services to the membership. Prin- 
cipal features proposed would in- 
clude advertising, public relations, 
employe-employer relations and 
government relations. 


Insurance Firms 
Accused in N.C. 


RALEIGH, N. C—Charles F. 
Gold, North Carolina state insur- 
ance commissioner, has charged 
two insurance companies with im- 
properly rating auto collision pur- 
chasers and with employing un- 
licensed agents. 

The accused firms are Calvert 
Fire of Baltimore and Service Fire 
of New York. Both will have hear- 
ings late in July. 


Diamond T Is Awarded 


$5.5 Million Army Order 

CHICAGO.—Diamond T has re- 
ceived an Army contract for 450 
five-ton M-139 vehicles. Value of 
the contract is more than $5,500,000. 

The M-139 is a _ six-wheel-drive 
vehicle. Diamond T had previously 
received contracts for more than 
$20 million worth of five-ton trucks 
and tractors. 
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(Continued from Page 20) 


and Kentucky areas. He replaces 
Sam Carroll, who has been trans- 
ferred to Dallas, to manage the 
Southwest district. Carroll succeeds 
Everett George, who has been 
named Western wholesale sales 
zone manager, Fred Rynearson, 
formerly Houston territory man- 
ager, has been named Northwest 
district manager, succeeding 
Schuler. 

C. P. Sniffen, formerly New York 
territory manager, has been ap- 
pointed district manager of metro- 
politan New York and New Jersey. 
E. T. Giblin, formerly territory 
manager in the New England area, 
has been appointed New England 
States district manager. 


* * + 


Firestone Shifts 3 Aides; 


Favalon Heads Service Sales 


Three staff changes have been 
announced by Firestone Tire & 
Rubber Co, including the appoint- 





ment of A. P. Favalon as manager 
of service sales. 

E. P. Whiting has been placed in 
charge of merchandising brake 
linings, antifreeze, oil filter car- 
tridges and spark plugs and B, M. 
Griffin has been named auto supply 
and seat cover department man- 
ager. 

* + + 


Davey Compressor Realigns 


Its Top-Level Executives 


Paul H. Davey sr., founder of 
Davey Compressor Co, and presi- 
dent since 1929, has been elected to 
the newly created position of chair- 
man of Davey Compressor and 
Davey International, Inc. which 
handles the Kent (O.) firm’s manu- 
facturing and sales outside of the 
U. S. 

New president of Davey Compres- 
sor is Paul H, Davey jr. formerly 
production vice-president, New 
president and treasurer of Davey 
International and general manager 


of Davey Compressor is J. T. Myers, 
previously sales vice-president. 


* + * 
Philbin Promoted by General 
John J. Philbin has been ap- 


pointed regional manager of poly- 
foam sales for General Tire & 
Rubber Co. 


+ + * 
GMC Promotes Pair 
S. E. Phillips has been named 
manager of the GMC retail truck 
store in Los Angeles. He succeeds 
Henry Bernstein, who has been ap- 
pointed Oakland (Calif.) zone man- 
ager. 
+ * + 


Superior Coach Appoints 


Shields Staff Assistant 

Superior Coach Corp., Lima, O., 
has appointed T. E. Shields as staff 
assistant, He will work closely with 
the Superior general staff group at 
the Lima plant and main offices. 

Shields has been sales promotion 
manager for Superior since 1954. 

* * * 


DeSoto Promotes Dean, 


Hull in Los Angeles 

Joseph M. Dean has been 
named assistant regional man- 
ager for DeSoto in Los Angeles, 








“About how many?” 





and W. R, Hull has been ap- 
pointed to succeed him as head 
of the region’s business manage- 
ment department. 

a DeSoto regional staff 
member for 1% years, formerly 
was an auto dealer in Ogden, 
Utah, Hull has been with Chrys- 
ler Corp. five years and most re- 


SELLING SLANTS OF THE MONTH! 





Here's a convincing way to sell 
AC Fuel Pumps and increase your profits! 


The diaphragm in an AC Fuel Pump flexes approxi- 
mately 45 million times in three years of driving. 
Ask your customers if 45 million pulsations doesn’t 
sound like a lot — doesn’t sound like a real good 
reason to replace the fuel pump. Tell them, if their 
cars have been driven two or three years, they 
deserve a fuel pump change. If you do this you'll 


TELL EVERY CUSTOMER WHY 
HIS FUEL PUMP SHOULD BE CHANGED 


increase your AC Fuel Pump sales! 





’ 


USE THE ORIGINAL 


AND FINEST FUEL PUMP...AC! 


AC originated the fuel pump chosen by automotive 
engineers for the majority of America’s cars, AC 
Fuel Pumps carry the exclusive Multi-Ply fuel- and 
chemical-resistant diaphragm. That’s extra insurance 
that the AC replacement p 
dus decteliiidhas the acighnnh AL Wack eae bem 


MAKE MORE OF BOTH—PROFITS AND FRIENDS! 
FOR STOCK RECOMMENDATIONS ASK YOUR AC SUPPLIER 


ump will give the same 























AC SPARK PLUG <P THE ELECTRONICS DIVISION OF GENERAL MOTORS 





cently was planning and place. 
ment manager in the Los Angeles 
zone office of the corporation’s 
marketing organization. 

* * * 


Eaton Promotes Three 


In Personnel Services 


Phillip B. Harrity has been ap. 
pointed employe relations manager 
of the axle division, Eaton Mfg. 
Co., Cleveland. He formerly was 
personnel director for Standard 
Thomson Corp., Dayton, O. 

In other appointments, Howard 
M. Thompson was promoted to the 





staff of the central industrial relg. | 


tions department in Eaton’s gen. 
eral office, and Shepard T. Shedden, 
assistant employe relations man. 


ager for the axle division, was algo | 


appointed training director. 
* * * 


Kerr Named to Sales Post 


Sheridan M. Kerr has been ap- 
pointed a field representative with 
the Pacific Coast division of L-O-F 
Glass Fibers Co. Kerr was formerly 
associated for nine years with the 
Merchant Shippers Assn. as sales 


manager. 
> 


aa = 
Fitzgerald, Houghton Tapped 
National City Lines, Inc. board 
of directors elevated W. Ralph 
Fitzgerald to board chairman and 
elected E, C. Houghton president, 


* > * 
DeSoto Promotes Kehn 
M. H. Kehn has been appointed 
traffic supervisor DeSoto. Prior to 


his promotion, Kehn was chief 
clerk in the traffic department. 
= * aa 


Willys Appoints Gale 
And Koski to Field Posts 


Earl D. Studer, Chicago zone 
manager for Willys, has announced 
the appointment of Edward L. 
Gale as Chicago district manager. 





Edward L, Gale 


Leo T. Koski 


Gale previously was sales man- 
ager for a Toledo Chrysler-Plym- 
outh dealer, It also was announced 
that Leo T. Koski has been ap- 
pointed district manager of the 
Springfield (Ill) territory, He for- 
merly was sales manager for 
Dodge-Plymouth dealerships in Be- 


loit and Janesville, Wis. 
> * > 


Billane to Succeed Crawford 


As Dunlop Tire President 


J. Michael Billane, London, 
England, is scheduled to succeed 
Glenn H. Crawford as president 
of Dunlop Tire & Rubber Co. 
Crawford has notified the board 
directors that he wishes to retire 
soon. 

Billane has been elected to the 
board, and it has been proposed 
that he succeed Crawford. Billane 
now is overseas sales manager of 
Dunlop Rubber Co., Ltd., England, 
parent company a Dunlop Tire. 

: ” 


Mohawk Names Morris 


Western Sales Manager 


Ralph E. Morris has been named 
western sales manager for Mohawk 
Rubber Co., Akron. 

Morris, with over 25 years 
of tire selling 
experience, has 
been with 
Mohawk for 13 
years in various 
sales capacities, 
most recently 
serving as a 
special sales 
rePpresenta- 
tive. He will be 
headquartered in 
the San Francisco 





ea Bay area and be 
in charge of all the Western 
states. 

+. a . 


White Announces Shifts 


In Southern Field Force 


White Motor Co. has announced 
the following appointments in its 
southern sales organization: B. Sim 
Lucas, Charlotte (N. C.) branch 

(Continued on Page 24, Col. 1) 
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SweptWing is sweeping the country! 


Dodge Sales Up 21%! From the day they were introduced, these low-slung 
Swept-Wing beauties have been going over like a house afire. Public response 
to the Swept-Wing ’57 Dodge has been so great sales are up 21% over last 
year. This swing to Swept-Wing isn’t surprising when you consider all that 
Dodge dealers have to sell. In styling. In performance. In exclusive advances 
like Torsion-Aire Ride, Push-Button TorqueFlite and Total-Contact Brakes. 
No wonder sales are booming and Dodge dealers are riding high! 


DODGE DIVIsitonNn OF CHRYSLER CORPORATION ‘ MAP COURTESY OF AAA 
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(Continued from Page 22) 





manager, succeeding J. E. Johnston, 
retired; R. O. C. Kraemer, Louis- 
ville branch manager, succeeding 
Norman Carlson, now Florida terri- 
tory manager. 

Also, N. L. Young, named Atlanta 
territory manager; W. R. Patterson, 
named Memphis territory manager, 
replacing Kraemer, and Mike 

named Atlanta regional 
service manager. 
* * + 


Hamilton Names Barber 


Clock Production Manager 
Eugene P. Barber has been ap- 

pointed production manager of 

Hamilton Watch Co.'s clock di- 


manager of pro- 
duction planning, 
he joined the 
company in 1947. 
He is a graduate 
of Franklin & 
Marshall College. 
Hamilton will 
have delivered its 
first quarter mil- 
lion auto clocks 
by this fall, the 
E. P. Barber division said. De- 
liveries began in September, 1956. 
>. 7 * 


Goodyear Names Fetherolf 


To Head Crash-Pad Sales 


George L. Fetherolf has been 
named to direct 
the sales of auto- 
motive crash pads 
for the engineer- 
ed product depart- 
ment of Goodyear 
Tire & Rubber 
Co. 

Fetherolf, who 
joined Goodyear 
10 years ago, has 
been section 
manager in the 
quality control 
department since 1955. 

. 


Lee Heads Agents Division 
For Metal Products Sales 


Vernon A. Lee has been appointed 
general manager of the Manufac- 
turers’ Agents division, Metal Prod- 
ucts Sales Co. 
West Hartford, 
Conn. 

The division is 
concerned with 
helping manufac- 
turers locate effi- 
cient representa- 
tives on a national 
or local basis and 
with finding new 
product lines for 
agents. It is said 
to maintain a list 
of 15,000 agents and 10,000 manu- 
facturers who sell through agents. 

> . * 


Trailmobile Picks Uecke 


Appointment of Rebert C. Uecke, 
41, as assistant to the vice-presi- 
dent of finance has been announced 
by Trailmobile Inc, Before coming 
to Trailmobile, Uecke was control- 
ler of Yule Truck Lines, Inc., and 
an associate of Robert B. Crane, 
public accountants, as a specialist 
in motor carrier problems. 

. os = 
Goodyear Shifts 3 on Staff; 
Edwards Gets Dallas Post 

Goodyear Tire & Rubber Co. has 
named O. S. Edwards assistant dis- 
trict manager-wholesale for the 
Dallas district. C. R. Brandon has 
been appointed truck tire salesman 
for the district. 

J. Grossman has been 
named to handle the combined 
duties of truck and farm tire sales- 
man for the company’s Sacramento 
(Calif.) district, 

* s 


Geodrich Names Barber 


Jack E, Barber, with B. F. Good- 
rich Co. since 1929, has been ap- 
oe general credit manager of 

F. Goodrich Tire Co. division. 
He succeeds ©. C; Martin who has 
retired. 


* * * 
Aranyos Named President 
Of Fruehauf International 


Alex S. Aranyos has been ap- 
pointed president of Fruehauf In- 





G, L, Fetheroitf 








ternational, Ltd., wholly-owned sub- 
sidiary of Fruehauf Trailer Co., 
according to Roy Fruehauf, presi- 
dent. 

Aranyos joined Fruehauf in 1953 
and has been serving as director of 
foreign operations for the parent 
company during the past year. 

* ” + 


Daubert Names Jared 


Daubert Chemical Co., Chicago, 
has appointed E, B. Jared sales 
manager of its adhesives and seal- 
ers division. He formerly was with 
the Industrial Products division of 
B. F.. Goodrich Co. 


vision. Formerly| Acme Specialty Elects’ 


Skilliter to Presidency 


Robert T. Skilliter has been 
elected president and treasurer of 


the late Adolph Schiett, founder of 
the firm. 

Directors also promoted J. Milton 
Hannes to vice-president from sec- 
retary and named Walter J. Bohn 
secretary, Bohn hag been purchas- 
ing agent and will continue in that 
capacity. 

+ * * 


IH Transfers Upton 


M. G. K. Upton, motor truck zone 
manager in Vancouver, B. C., for 
International Harvester Co. of Can- 
ada, Ltd., has been named branch 
manager of retail motor truck oper- 
ations in Winnipeg, Man. 

* * s 


Motor Truck Services 


Promotes 3 Officials 


Motor Truck Services, Inc., 
Detroit service center, has named 
P. J. Andrews president. He has 
been general manager since 1954. 

Former service manager G. V. 
Rouke has been appointed vice- 
president. Albert A. Sayre has been 
named to the new post of tire 
division sales manager. 

= * * 


Acme Specialty Mfg. Co., Toledo,|Central and Eastern Zones 


manufacturer of bus and truck mir- 
rors. Formerly, vice-president and 


Combined by Goodrich Tire 


1957 








“Why at this price it’s such a 
steal ’U have to call the police 
if you take it—” 





solidated its central and eastern 
zones under M,. F, Duffy, manager. 
Richard Alexander, formerly cen- 
tral zone chief, has been named 
Indianapolis district field manager. 

The Richmond (Va.) district has 
been eliminated and its territory 


general manager, Skilliter succeeds| B. F. Goodrich Tire Co. hag con-| has been absorbed by Philadelphia 


and Charlotte, N. C, E. H. Mueller, | 
formerly Richmond manager, hag 
been named to the same post in 
Houston. 

D. BR. Kinsel has been shifted 
from Chicago to Detroit as district 
field manager, and W. A. Hartquist 
succeeds him in Chicago. 


Fruehauf Names Kirsten 


Director of Purchases 

Appointment of Bruce Kirsten ag 
director of purchases, Fruchauf 
Trailer Co., has been announced by 
A. E. Williams, executive vice. 
president—manufacturing. 

Kirsten has been associated with 
Fruehauf for the last 11 years 
joining the company in 1946 ag 
senior auditor in the manufactur. 
ing control department. In May, 
1956, he was named assistant direc. 
tor of manufacturing. 

+ + = 


Robinson, Ehni, Etzel 
Promoted by DeVilbiss 


Three executives have been ad- 
vanced by directors of DeVilbiss Co, 
John M,. Robinson, finance vice- 
president, has moved up to execu- 
tive vice-president; John M. Ehni, 

(Continued on Page 25, Col. 3) 





IF YOU NEED A 





MARSHALL JACKSON, 
President, Marshall Jackson Motor Co. 


You'll be interested 
in this report from 


Mr. Marshall Jackson 


In June of 1955 when it became evident to us that we should seek greener fields, 
we decided that a big future possibly awaited us in the automotive service field. 
That’s where Seiberling came in. As you know, we had handled a few tires, 
mostly for our own use, of various brands including Seiberling. Even with our 
limited experience, it was obvious that Seiberling was our best bet. Not only 
had we noticed the excellent service afforded by the tires, but our relations with 
the Seiberling Rubber Company and personnel were tops. 
In July of 1955 we signed a contract as distributor. Then in July of 1956 
we put in our recapping department. 
But the best was yet to come. Seiberling introduced us to the Budget business, 
and in January of 1957 we opened our Budget Department. Since that time, our 
business has boomed. Sales picked up in.all departments tremendously. And, 
under Seiberling’s system of Budget Supervision, we are not at all worried about 
collections or possible credit losses. In addition, the collections come back in 
fast enough not to work a hardship on financing. 


In other words, let us say that we are delighted with the changes we have 
made in our business. We are working harder, enjoying life to the fullest, and 
making a nice profit for a change. The tire business and other phases of this 
business have headaches, sure, but they are of the small variety and can be 
handled easily. Under no circumstances could we be talked into changing back 
to our pre-1955 status. 
Let us say to Seiberling a big “thank you” for all the fine cooperation we have 
had. We could not ask for better service from anybody. Any time a problem has 
arisen for us, a telephone call has brought the man with the answer promptly. 


MARSHALL JACKSON Motor Co. 


By Marshall Jackson 
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Chevrolet Commercial Wins Award— 


Eisaman-Johns Advertising, Los Angeles, received the first place award in Advertis- 
ing Assn. of the West's annual competition for the best live or kinescoped television 
commercial. Eisaman-Johns, agency for the Southern California Chevrolet Dealers 









s Co Assn., produced the commercial for the dealer-sponsored “Meet the Press" program 
vice- over KRCA TV. Shown accepting award from Gale McAfee is Jess Johns, seated in 
cecu- cor. Also present for the ceremony, from left, are Tom Hart, Chevrolet Southern 
chni, California zone manager, Martin Pollard, representing the Southern California Chev- 





rolet Dealers Assn., and Tom McCray, KRCA general manager. 
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export sales director, was elected 
foreign sales vice-president, and 
Edward J. Etzel, director of pur- 
chases, was promoted to purchas- 
ing vice-president. 

The three officials have been with 
DeVilbiss 78 years, Robinson joined 
the company in 1946, Ehni in 1922 
and Etzel in 1926. 


4 Managers Named 


Registered-Tested Cars, Inc., has 
named four district managers. They 
are: S. P. Conrad, Norfolk, Va.; C. 
R. Fitzhugh, Tulsa, Okla; R. F. 
Smith, Fargo, N. D., and A. Bloem- 
berg, Arizona-New Mexico. Bloem- 
berg succeeds the late Fred McEl- 
roy. 

= * * 
Clark Promotes Turner, 


Walter, DePolis, Phillips 
George Turner and Bert M. 

Walter have been elected vice-presi- 

dents of Clark Equipment Co. 


— ee ——— 


M&S) 


a Six 


aslowas 


Turner is in charge of production 
operations at Clark’s transmission 
division and Walter handles the 
firm’s industrial and labor relations. 
In two promotions at Clark’s in- 
dustrial truck division, L, A. De- 
Polis has been named director of 
sales and Bert E. Phillips becomes 
sales manager. 

* * 

Evers Appointed 

Walter H. Evers has been ap- 
pointed special representative to 
Skelly Oil Co. in the associated 
tires and accessories division of B. 

F. Goodrich Tire Co. 

aa + * 


Edsel Names Kirch, Forrer 


To Chicago Sales Office 
Appointment of two department 
managers in the Chicago district 
sales office has been announced by 
Edsel. 
Named were Robert C. Kirsch, 


| BIGGER PROFIT 


ee 


| Buy TAY 


| take TIME to 


MARSHALL JACKSON MOTOR CO., Independent New Car 
Dealer and Independent Tire Dealer, located at 809 Avenue 
C, Rome, Georgia, has been in business for over 20 years. 


L. M. SEIBERLING 


Akron 9, Ohio. 


Ad 
= 


MARSHALL JACKSON’S FLEET 
OF SERVICE TRUCKS has 
grown to five, to keep up with 
the boom in business. 


For“Business with Profit’ it's c EI H E i LI N i 


MR, DEALER: In the words of Mr. Jackson, “. . . enjoy life to the 
fullest, and make a nice profit for a change.” 
Why not arrange a time and place where we can 


Vice-President in Charge of Sales 
Seiberling Rubber Company 
Phone: Sherwood 5-1111 
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market representation manager, 
and Charles E. Forrer, district dis- 
tribution manager. These appoint- 
ments complete the district office’s 
managerial staff. | 





* 
Weisenbach Moves 


George J. Weisenbach, sales ex- 
ecutive and salesman for 26 years 
with Pacific Mills-Wamsutta Corp., 
has joined Wooster Rubber Co. 

* * 


Morison Heads Ingersoll 


Howard E. Morison has been ap- 
pointed vice-president of the Inger- 
soll Steel division of Borg-Warner 
Corp. For the past several years he 
has been an executive at Crucible 
Steel Co. 

a: = + 
Robertshaw Promoted 


John A, Robertshaw jr., has been 
elected a vice-president of Robert- 
shaw-Fulton Controls Co. New 
York. He has been in charge of 
foreign operations since 1952, and 
was made an assistant vice-presi- 
dent in 1954. 

* * * 
Commerce Names Barry 


Vincent Barry has been named 
director of business development for 
Commerce Acceptance Co., Atchi- 
son, Kans. He will head develop- 
ment activities in Missouri, Kansas 


and Oklahoma. 
* * * 


Ford Appoints Copp 


Robert J. Copp has been named 
Philadelphia district sales manager 
for Ford division, succeeding Har- 
rison Smith, who was named Pitts- 
burgh district sales manager, 

+ * » 


J-M Promotes Johnson 


Reginald L. Johnson has been 
elected vice-president of Johns- 
Manville Sales Corp. He will head 
all advertising and sales promo- 
tion activities as sales promotion 
manager, succeeding H. M. Shack- 
elford, who has retired. 

> * > 


Laher Picks Reinhart 


Charles E. Reinhart has been ap- 
pointed general purchasing agent 
for Laher Spring & Tire Corp. and 
its subsidiaries. He was formerly 
with Lincoln and DeSoto. 

* > * 


Longon Appointed 

J. Russell Longon has been ap- 
pointed assistant comptroller of 
DeSoto. Longon, former director of 
budgets at Willys Motors, will be 
responsible for cost and financial 
analysis, product pricing and 
budgets. 

* ” > 

Flanagan Heads Sales 
For Flintkote Division 


John G. Flanagan has been named 
general sales manager of Tile-Tex 
division of Flintkote Co, Tile-Tex 
produces vinyl-asbestos and asphalt 
floor coverings. 

Flanagan has been with the di- 
vision nine years. He most recently 
was southern division sales man- 
ager in New Orleans. 

- * = 
Six District Sales Aides 
Appointed for Edsel 

Six assistant district sales 
managers have been appointed 
for Edsel. 

They are E. J. Cremins in 
Washington, James A. Pipkin in 
New Orleans, O. C. Wilson in 
Jacksonville, Fla., E. W. Stewart 
in Kansas City, Frank T. Cor- 
coran in St. Louis and Dan F. 
Will in Denver. 

* * 


* 


Firestone Promotes 2 


New assistant district manager in 
Spokane for Firestone Tire & Rub- 
ber Co. is Miller Engeman. He re- 
places G. O. who has been 
transferred to Seattle where he will 
be district manager for the Pacific 
Northwest. 


+ 7” ~ 
Mack Appoints Agee 
Manager in Jacksonville 

Ralph L. Agee has been named 
manager of the Jacksonville (Fla.) 
branch of Mack Trucks, Inc, 

Agee, formerly manager of the 
companys Birmingham (Ala.) 
branch, succeeds W. O, Stamps jr. 
now a special representative for 
the Jacksonville district. William 
V. Wooten, formerly sales repre- 
sentative in Birmingham, was 
named manager there, 


A NEW CONCEPT OF SERVICE began many 
months ago at the Edsel Technical Service Center 
in Detroit. Here service engineers studied ways 
to make service a more profitable operation— 
incorporated the latest profit-making shop proce- 
dures into manuals and service publications. The 
most informative service reference library in the 
business is available for Edsel Dealers. Another 
technical study, for example, will keep a dealer’s 
investment in tools to an absolute minimum. 


CENTRAL REGION: 
Cleveland District Mgr., George F. Walters 


N.B.C. Building, Cleveland 14, Ohio 
TOwer 1-0800 


Detroit District Mgr., Harley F. Riley 


6200 West Warren Avenue, Detroit, Michigan 
TYler 8-9822 


Columbus District Mgr., John H. Scharnhorst 


Beacon Building, 50 W. Gay St., Columbus 15, 
Ohio, CApital 8-5251 


indianapolis District Mgr., Hiller A. Pries 
414 Guaranty Bidg., 20 N. Meridian St., 
Indianapolis, Indiana, MElrose 5-5421 


EASTERN REGION: 
Boston District Mgr., Maicolm R. Fuller 


New England Industrial Center, P.O. Box 27, 
Needham Heights 94, Massachusetts 
NEedham 3-5705 


New York District Mgr., Patrick A. Brescia 


158 Linwood Plaza, Fort Lee, New Jersey 
WIndsor 4-5500 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Sylvester 


The Romax Bldg., 731 James St., Syracuse, 
New York, GRanite 4-755] 


Washington District Mgr., Emerson Planck 


Insurance Bldg., 2116 Wilson Blvd., Arlington, 
Virginia, JAckson 4-2400 


| mobile training units to augment 
E FIELD RIGHT NOW are 12 Edse 
- acai schools. They are staffed with men who have been thoroughly 
aewened on pre-production models of the Edsel itself —men who can give 
dealership servicemen thorough, up-to-the-minute instruction. 


new member of the Ford Family of Fine Cars 
THE EDSEL is ON ITS WAY 
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MIDWEST REGION: 
Chicago District Mgr., D. Edward Manning 


1900 Esquire Bldg., 65 East South Water St., 
Chicago !, lilinois, ANdover 3-7788 


Des Moines District Mgr., Louis A. Wehde 


300 Fleming Bidg., Sixth and Walnut, 
Des Moines, lowa, ATlantic 8-2165 


Kansas City District Mgr., Ellwood S. Gross 


4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 


St, Louis District Mgr., A. E. Jacobsen 


Meramec Bldg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnson 


3033 Excelsior Blvd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 
Atlanta District Mgr., Roy A. Blount 


1330 West Peachtree St., N. W., Atlanta 9 
Georgia, TRinity 5-8721 


Dallas District Mgr., Robert J. Sanford 


1120 Mercantile Securities Building, Dallas 1® 
Texas, Riverside 1-3171 


Houston District Mgr., George O. Simmons 


211 Melrose Building, Houston, Text 
CApital 8-7571 


Jacksonville District Mgr., J. D. Flynn 


915 Prudential Building, Jacksonville, Florida 
EX brook 8-1581 


Memphis District Mgr., William W. Sugg 


1200 Edway Building, 147 Jefferson Ave 
Memphis, Tennessee, JAckson 5-5601 





New Orleans District Mgr., Claiborne H. Weigand 
330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana, RAymond 9041 


WESTERN REGION: 

Denver District Mgr., Harry M. Pritchard 
Detroit Building, 2727 E. Second Ave., 

Denver 6, Colorado, DUdley 8-4171 


Les Angeles District Mgr., Paul W. Pursley : 
291 So. La Cienega Bivd., Beverly Hills, 
California, OLympia 2-2444 


San Francisco District Mgr., Wallace E. Boyer 
209 World Trade Center, San Francisco 11, 
California, YUkon 6-5403 


Seattle District Mgr., Richard J. Siewers 
521 Second Ave., West, Seattle 99, Washington 
MUrdock 7920 


This 

EDSEL 

SERVICE TRAINING 
PROGRAM 


aims at dealer profit 
right from the start 


Pictured here are a few highlight examples that make this point: The 
Edsel Service Training Program will make its dealers’ servicing job easier, 
more efficient, more profitable. Add this to the fact that 

Edsel Dealers not only have more to sell in the Edsel, they'll have 

more elbowroom to sell it in; that the Edsel aims straight at today’s 

most profitable car market; that the Edsel is backed by the 

experience of Ford Motor Company. Clearly, the Edsel represents an 
historic opportunity in the automobile business. 


How Edsel Dealers are being selected 


At the present time we have 5,100 direct inquiries on file, yet our 

initial dealerships will only number around 1,500. However, we are well 
aware that except for the car itself, nothing will affect the Edsel’s 

future more than the caliber of the men who become Edsel Dealers. 

We are determined, therefore, to secure the strongest group 

of dealers a new car has ever had. 


If you believe that you can qualify, we urge you, 
in your own interest, to get in touch with your nearest Edsel District 
Office (Listed at left) as soon as possible. 


EDSEL DIVISION @ 


FORD MOTOR COMPANY 
P.O. BOX 637, DEARBORN, MICHIGAN 
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For ‘Righ t? Kind of Dealer .. . 


Financial Strength Called Vital 


VINCENNES, Ind.—What the re- 
tail auto industry needs is modern 
merchandising methods in the 
hands of dealers with adequate 
financial resources, fully equipped 
physical resources and trained 
staffs of salesmen and servicemen. 


This advice comes from Bruce 
C. Kixmiller, president of Bruce 
C. Kixmiller, Inc. (Ply mouth- 
Dodge-Chrysler), a dealer here 
since 1915 and one of the most 
solid dealers in the country. 
His building is in the heart of 
Vincennes and covers a block. 
Kixmiller has turned in an out- 
standing merchandising job 
throughout the years. He received 
Contract 229 from the original 
Dodge company, Oct. 1, 1915, which 
makes him the oldest dealer in the 
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may be found at Kixmiller’s ang 
that the dealership was on its toes, 
A prospect is never allowed to 
try to sell his trade. In one way 
or another, the sales staff ig 
trained to get on the selling side 
so that the customer is soon 
aware that the dealer is selling 
his product to the customer and 
the customer is not selling his 
trade to the highest bidder. 


It is not unusual for a customer 
to be told that Kixmiller’s firm jg 
not interested in what some other 
dealer offered the customer for his 
car since the competitor was not 
trying to buy a car from Kixmiller, 

He is told that Kixmiller sells 
his new and used merchandise at 
reasonable prices that are fair and 
that he allows all a tradein is worth 
and that no other dealer any place 
can do better. 

The customer may be told he can 
find a dealer who will give him 
more for his tradein but that the 
dealer may also give him less in 





from ultimatums on what they will 
pay or what they will take, to mis- 
representations of their own prod- 
uct and situation. 

“Just a case in point,” he con- 
tinued, “most merchants will raise 
the dickens if an auto dealer goes 
out of town to make a purchase 
but will have no hesitancy what- 
ever in shopping the state if neces- 
sary to buy his current transporta- 
tion at what he thinks is the bot- 
tom dollar. 

“I’m not quarreling with these 
facts,” Kixmiller said, “I’m merely 
pointing up facts that exist and 
facts which can seldom be 
changed. We need to know what 
we're up against before we can 
intelligently plan our offensive. 

“That is where it is plain to see 


pays must be justified and he must 
be courted for his business,” Kix- 
miller said. 


To illustrate the change in the 
merchandising picture as compared 
with some years ago, Kixmiller said} / 
that the gap between the so-called) ' 
cheap car and the luxury car has 
been closed. 

He said the cars once known for| ° 
low price are now luxury cars and 
they are being made better all the 
time. pr 

This makes it harder to sell the 
higher priced cars by old methods 
and indicates a change in ap- 
proach is needed for this mer- 
chandise. He said that a progres- 
sive dealer never knows what he 
can sell until he tries. 


























































territory. 


He recalls that with the original 
contract he agreed to take one 
Dodge motor car, all black, at deal- 
er’s cost of $585 and the contract 
contained a $200 penalty for terri- 


tory infringement. 


In the subsequent 42 years, Kix- 
miller has adjusted his business 
and expanded and rearranged his 
facilities to keep abreast of the 
times. He has learned a lot about! 
auto selling and much more about} 


people. 

For instance, he doesn’t rely 
entirely on the loyalty of cus- 
tomers to the firm or to the cars 
the purchase, having learned 
that the public has a fickle heart. 
Consequently he plans on offer- 

ing the best service, the best financ- 
ing, and the utmost in security to 
those why buy from him. 

“The average customer has no 
sense of loyalty whatever,” Kix- 
miiler told Automotive News. “He 
is not loyal to the car dealer, he is 
not loyal to his own community 


and seldom loyal to his organiza-| 


tions. 


that we must have dealers who are 
financially situated so they can 
weather adversities and off-sea- 
sons,” Kixmiller said, “and dealers 
with adequate floor space and serv- 
ice facilities so that the customer 
in spite of his disloyalty, will get 
the most for his money and service 
that will give him security in his 
investment. 

“A dealer can provide for the 
customer in such a way that he’ll 
trade with him even if he doesn’t 
like him and whether he has any 
sense of loyalty or not.” 

For these reasons Kixmiller said 
that factories can’t prosper with 
good dealers and curbstone dealers 
in the same economy. He said the 
| well-established, financially strong 
dealer can do more for a factory 
in a minute than a dozen half- 
broke, curbstone dealers can do in 
a year and it appears strange that 
| some dealers are permitted to have 
franchises. 

With the financially strong 
dealer who has a good showroom 
and good service facilities, Kix- 
miller next lists the need for 
salesmanship and showmanship. 





He said one year he had a couple 
of top luxury priced cars that were 
not moving and no one was look- 
ing at them and current advertis- 
ing did not bring in a prospect. 

He inserted a small one column 
newspaper ad on these cars, giving 
their model year, and accenting 
the luxury features. 


The ad sold both of them. A local 
business man decided it was time 
for him to step up with a savings 
and the other buyer was a cook in 
a restaurant who had never been a 
prospect, seldom read the ads of 
the auto dealers, who wanted just 
that kind of a car and he paid two- 
thirds of the purchase price in cash. 


On the whole Kixmiller watches 
the used-car department because 
as the used-car department goes 
often goes the whole deal as far as 
profit is concerned. 

Slow movers find short shrift 
here. He recently selected 30 slow- 
moving used cars and put a price 
on each and then advertised that 
they would be reduced $10 a day. 

All were started at under $500 
and the offering consisted of '46s 
to 51s and were advertised “as is.” 


Original Contract— 


Bruce C. Kixmiller exhibits the original 
Dodge contract which got him started in 
the auto business in Vincennes, Ind., in 
1915. The agreement called for the pur- 
chase of one car every year and provided 
a $200 penalty for territory infringement. 

* * * 


were advised they would have to 
ask for them. The ad brought a 
flock of buyers. 


When a customer said he would 
take one if a tire was replaced or 
some other adjustment made, he 
was politely told that if he wanted 
it cheaper all he had to do was to 
wait two or three days and he 
could get it for his own price. 

The customer invariably said: 
“Yes—if someone doesn’t beat me 
to it.” Consequently all were 
promptly sold and when the sales 
were tallied up it was estimated 
that they received slightly more 
than they would have by selling 
them in the regular way. 

The sale brought in prospects for 
other cars, created some new sales 
and saved a lot of time in dispos- 
ing of a lot of low-priced merchan- 


the car he is buying than Kixmiller 
and then the salesman shows that 
he knows his product, by selling it 
on its quality and performance. 


Kixmiller sells enough new cars 
that he is never short of used cars, 


He has his own ideas about 
financing customers and handles 
a large bulk of his own financing. 
He believes in proper downpay- 
ments and customer equity but 
he is also cognizant of the fact 
that in case of need that pay- 
ments can be stretched out for a 
customer without hurting the 
dealer. 

“Td a lot rather have a customer 
making smaller payments if he 
runs into hard luck than to take 
his car away from him and have 
him out knocking me,” Kixmiller 
said. “Besides the extra time brings 
extra interest and the extension is 
profitable.” 

Of course, Kixmiller doesn’t ad- 
vertise that he will soften the terms 
if you need help but people in the 
area know that, if it is possible to 
work out something, Kixmiller has 
the funds that enable him to make 
any kind of deal he likes. 









“Customers probably will always; “The customer must be shown 


No salesman was allowed to try 
attempt various forms of chiseling| what he is getting, the price he 


dise. It also helped to continue the 
to sell these cars and buyers 


impression that new sales methods 






































An example occurred recently. 
Kixmiller said that a couple, who 
had bought several cars from the 
firm and was currently in debt for 
@ 1956 model, had suffered serious 
reverses. 

The man and his wife came in 
and explained personally to Kix- 
miller what had happened. They 
said frankly they were worried 
about meeting the next payment 
and even the subsequent payments 
and they didn’t want to lose what 
they had in it. 

Kixmiller told them to forget 
about the next three or four pay- 
ments and do the best they could 
with their other problems. He 
told them to come in later and he 
would guarantee to refinance the 
car to their satisfaction. 

“I gave them a needed breathing 
spell, relief from repossession 
worry,” Kixmiller said, “and they’ll 
come in and we'll work out a new 
deal for them to suit their circum- 
stances at that time. 

“Of course people for whom we 
do this are permanent residents, 
usually with good credit records.” 

Everything that Kixmiller does is 
done for a reason. When he put on 
the $10 daily reduction sale it was 
in line with his policy of giving the 
customer a bargain and making a 
booster out of kim rather than 
wholesaling cars. 

“I always make my reductions 
to benefit the local retail buyer,” 
Kixmiller said, “and if he gets a 
bargain of his own choosing he 
will tell his friends where he got 
it. From this policy we have 
made many sales and had many 
new customers come in.” 

Kixmiller recently sold 10 Plym- 

outh station wagons to the police 
department—the first time Plym- 
ouths had been used by the city in 
many years. 

Although Kixmiller has banking, 
coal mining and machinery manu- 
facturing connections besides his 
auto deal, he spends his regular 
time in his office at the dealership, 
except when he is on vacation. 

He lives in the home into which 
his mother came as a bride in 1874. 


Hardesty Joins Hollywood 


PORTLAND, Ore.—Ellsworth E. 
Hardesty has been named new-car 
sales manager for Hollywood Ford. 
He had previously been employed 
in Lincoln-Mercury dealerships in 
Rochester, N. Y. 
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CLAYTON MANUFACTURING COMPANY 


PRODUCERS OF CLAYTON DYNAROLL AND CHASSIS DYNAMOMETER 
—THE INSIDE ROAD TO QUALITY CONTROL 
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Appreciates the privilege of being one of those firms 
i selected to participate in 


THE EDSEL SERVICE TRAINING PROGRAM 


“——keep your testers off the street" 


MANUFACTURING COMPANY 
EL MONTE, CALIFORNIA 
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TOOLS 


will service the 


EDSE 








CLASSROOMS-ON-WHEELS bring service training right to the door of many Edsel dealers. This is a 
view of the interior of an Edsel Mobile Training Unit, completely equipped with Manzel Service Tools. 





The Man with the “E” is an Edsel Service Specialist. 
His job: Training mechanics to service the newest member of 


Ford’s family of fine cars. Helping him in this important task 
are factory-authorized Manzel Service Tools. 
Manzel is proud of its prominent role in the Edsel service train- 


ing program. It is a task which previous experience with Ford, 
Mercury, Lincoln and Continental Divisions eminently qualified 


us to undertake. The special service tools, which Manzel designs 


and supplies, represent months of close cooperation between 


Edsel and Manzel designers and service engineers. 


Time-saving Manzel Service Tools are available now, and as a 
result, Edsel dealers across the country can offer both prompt 


and efficient service to new Edsel owners. 





tL 


A division of Houdaille Industries, Inc. 
315 Babcock Street e¢ Buffalo 10, N. Y. 


Factory-authorized manufacturer and supplier of approved tools and equip- 
ment for servicing Ford, Edsel, Mercury, Lincoln and Continental vehicles. 








Kreiger Adds Used-Car Facilities— 





Harry Kreiger & Sons (Oldsmobile), San Francisco, hqs acquired these accom- 
modations for selling used cars. The building, located one block from the main 
showroom and service department, contains body metal and paint shops, with parking 
space on the roof. The front of the building is open for display purposes. It has 
43,000 square feet of floor area. 


te pr rere trent chine lsat Tieton tg ations iamenapermelarererensecet 


PNR La a 


“unt 40 
st & 

ye PO 

ge sorts. capa 

8% cornea At, 







































xnan 
et Tor Te iting’ 
\ead \ \pase 


pests 
set Netting : 
wre ine 

yar ibs: yrtin’ 


8; aX * ae 
canal) ey" 














































By Leo T, Parker 
Attorney at Law 
— a higher court held 
that a Federal excise tax is 
valid and must be paid although 
many business persons will be 
forced out of business, 

For instance, in Martin’s Auto 
Trimming v. Collector of Internal 
Revenue Service, 
238 Fed. Rep. (2d) 
552, it was shown 
that 185 persons 
and companies 
engaged in busi- 
ness of manufac- 
turing and install- 
ing custom auto- 
mobile seat covers 
for individual 
automobile own- 
ers and automobile 
dealers filed suit 
against the government to enjoin 
collection of an _ unconstitutional 
manufacturer’s excise tax, 

These various persons, firms 


L. T. Parker 


Sat 3 


q Ds; 


Lawsuits Affecting Dealers... 
Court Decisions 
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and companies alleged that if 
the tax law was enforced many 
of them would be forced to sell 
out and liquidate their businesses 
because they cannot afford to 
pay the tax. 

Nevertheless the higher court 
upheld the validity of the tax law, 
and also held that these 185 per- 
sons and companies could not 
maintain the suit. 


* * + 
Factory Liable for Defects 
ECENTLY a higher court ap- 
proved a jury’s heavy damage 


Fire Strikes Body Shop 


At Summers-Herrmann 

LOUISVILLE.—Damage was es- 
timated at $20,000 to $40,000 in a 
fire which struck Summers- 
Herrmann (Ford) here. 

Five cars were destroyed and 20 
were damaged in the fire which 
was confined to the body and paint 
shop. 
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allowance to the driver of a de. 
fective motor truck. 

For example, in Parker v. Ford 
Motor Co., 296 S. W. (2d) 35, the 
testimony showed facts, as follows: 
Ford Motor Co. manufactured g 
1%-ton truck and sold it to an 
authorized dealer, Kirksville Motor 
Co., which in turn sold it to another 
dealer, Clark Motor & Sales Co, 
Soon afterward one Clark so!d the 
truck to Walter Hagen, who im- 
mediately put it to use on his 
110-mile mail route, Six months and 
23 days later while one Parker, 
Hagen’s employe, was driving the 
truck at a speed of 40 to 45 miles 
an hour the truck overturned. The 
truck, according to the witnesses, 
overturned twice if not three times 
and came to rest in a ditch on the 
left or west side of the road 

Parker sued Ford Motor Co. for 
heavy damages for his injuries and 
Hagen sued for damages to his 
truck, Both Parker and Hagen 
testified that Ford Motor Co, 
was negligent in the manufacture 
of the truck in that the left rear 
axle housing, which the company 
failed to properly test and inspect, 
was made of defective steel, the 
specific defect being that it was 
“made of steel the grain size of 
which was greater than and in ex- 
cess of the grain size of steel cus- 
tomarily used in left rear axle 
housings,” with the consequence 
that the axle housing collapsed and 
caused the truck to overturn, 

The counsel for Ford Motor Co, 
contended that the axle housing 
broke from the force of the blow 
when the truck skidded or turned 
over in the ditch. In other words, 
it was Ford Motor Co.’s position 
that the accident broke the axle 
housing. 

The jury considered all testimony 
and held Ford Motor Co. liable to 
Parker for $19,000 for personal in. 
juries and Hagen was awarded $1,- 
800 for the destruction of his truck. 

The higher court approved the 
verdict, indicating that Ford Motor 
Co. was under a duty to manufac- 
ture the left rear axle housing from 
materials which were not defective. 

> . > 


Robinson-Patman Act 


HE law now is well settled that 

price differentials, not justified 
by differences in costs of manu- 
facture, sale, or delivery, are price 
discriminations prohibited by the 
Robinson-Patman Act. This law is 
particularly applicable if such price 
discriminations substantially lessen, 
injure, destroy or prevent compe- 
tition. 

See the case of Moog Industries, 
Inc., v, Federal Trade Commission, 
238 Fed. (2d) 43, decided a few 
weeks ago. 

In this case the testimony 


bile repair or replacement parts 
in interstate commerce, granted 
to its customers at the end of 
each annual period a retroactive 
volume rebate consisting of a 
flat, graded percentage of the 
aggregate volume of their 
respective purchases in the pre- 


ceding year. 
The higher court held that this 
(Continued on Page 32, Col. 3) 


Halls Backlog 
Best in 48 Years, 
Stockholders Told 


DETROIT.—C. M. Hall Lamp Co., 
automotive parts manufacturer, 
now has the largest volume of 
orders in its 48-year history, Harry 
D. Hirsch, president, reported to 
shareholders last week. 

In the company’s annual report, 
Hirsch said that Hall had achieved 
a profitable rate of operations 
through plant modernization and 
expansion. 

Hirsch’s statement showed the 
third consecutive year of improve- 
ment in financial position since the 
management he heads undertook 
working control early in 1954 with 
a net loss of $457,385 inherited 
from the previous year. 

Net income for 1956 amounted to 
$197,138, as against net loss of 
$259,194 in 1955. The 1956 net 
includes a special credit of $181,973 
as a nonrecurring profit resulting 
from favorable settlement of 4 
contract-termination claim against 
the Government. 


Sales were $5,499,959, up $177,361 


from 1955. 






new motor car will soon make its appearance on the American Highways — The EDSEL. 


Sun congratulates the Edsel Division of the Ford Motor Company and its vast Service Training 
Organization as new users of Sun Automotive Testing equipment. 


For more than a quarter century, Sun has kept pace with every major development in automotive 
engines — designing and producing new and better testing equipment for modern automobiles, 
trucks and commercial vehicles. 


For as engines have increased in complexity, so also have the servicing problems. Today's 
customers demand more from their automobiles performance-wise. The progressive shop operator 
realizes the importance of testing as the surest means of guaranteeing customer satisfaction. He 
is aware of the dangers of guessing — the loss of mechanics’ valuable time in checking out the 
engine or ignition system by hit-or-miss methods. A mechanic must know and know quickly where 
to locate the trouble areas. Only testing equipment specifically designed for automotive 
servicing can provide that knowledge. 


Sun’s famous Tune-Up Tester, Master Motor Tester and Master Distributor Tester — among others 
—are in daily use in thousands of service and repair shops. And the number is growing 
steadily — chiefly because testing represents a saving of time which makes possible the handling 
of more service orders at greater profit. Moreover, the shop offering scientific testing service 
enjoys far greater customer confidence which can be translated directly into terms of more 
profitable business. 


Sun will be happy to furnish you with complete information on these and other Automotive 
Testing Units. Write Today! 
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Persia Chevrolet Expands— 


In a transaction involving close to $1,000,000, Mike Persia, owner of Chevrolet 
dealerships in New Orleans and San Antonio, purchased Downtown Chevrolet Co., 
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Court Decisions 


(Continued from Page 30) 


procedure violated the law, and 
said: 

“It has been many times held by 
the Supreme Court that price dif- 
ferentials, not justified by a show- 
ing of differences in the cost of 
manufacture sale or delivery, be- 
come price discriminations and are 
prohibited by the Robinson-Patman 
Act if they may substantially les- 
‘sen, injure, destroy or prevent 
competition. We hold that the Com- 
mission’s finding that petitioner 
(manufacturer) has discriminated 
in price between different pur- 
chasers of like grades and quali- 
ties of products and that the effect 
may be substantially to lessen, in- 
jure, destroy or prevent competi- 
tion, was supported by substantial 
evidence.” 

Readers who desire to “read up” 
on variations of this law, see Fed- 
eral Trade Commission v. Morton 
Salt Co. 334 U. S. 37; Federal 


Houston, from Dave E. Snellings, who is retiring from business after 42 years of |Trade Commission v, A. E. Staley 


service. Pictured above, from left, are Mike Persia, Mike Persia Ill and Mike Persia jr. | Co., 


324 U. S. 746; Corn Products 


Refining Co. v. Federal Trade Com- 
mission, 324 U. S. 726. 


* * + 


Law of Blanket Insurance 


RY frequently I receive letters 

from automobile dealers ask- 
ing for law on “blanket” insurance 
policies, stating that certain in- 
surance companies had refused to 
pay insurance losses, Last month a 
higher court finally settled the law 
on this subject. 

For illustration, in General Cas- 
ualty Co. v, Walker, 238 Fed, Rep. 
(2d) 452, it was shown that an 
automobile dealer held a blanket 
liability insurance policy. The policy 
was intended to insure the dealer 
against injuries to persons and 
property caused by prospective 
purchasers who were permitted to 
drive automobiles they intended to 
purchase. 

The testimony showed that the 
facts were: Thad Cheatham Motors 
was a large Lincoln-Mercury dealer, 
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TRAINING SCHOOLS 


BEING 
EQUIPPED 


WITH 


NEW UNIVERSAL 
ADAPTER, No. 4201-N 


Holds differentials, heads and 
other work rigidly, 4 lock posi- 
tions. Full rotation. New 
adapter to fit all Edsel engines, 
and 410 cubic inch 
models. (Shown above). 





The eyes of the automotive world await the first look at the exciting 
new Edsel. But this is a time for action as well as waiting. At Edsel 
service training schools, men are busily learning how to service this 
magnificent new automobile. It is in these schools, for which service 
equipment has been chosen with exacting care, that you will find K. R. 
Wilson’s new Tubular Motor Stand. Here is a motor stand that meets 
Edsel’s rigid quality standards. The Wilson Motor Stand features the 
famous K. R. Wilson sure-control geared head. With the Universal and 
Transmission Adapters, Edsel dealers will be able to handle any head, 
block, transmission, or differential job faster, easier, more conveniently. 


Two men can work on separate parts at the same time with the new 





NEW TRANSMISSION 
ADAPTER, No. 931-ED 


Assures 


rigid support without danger of trans- — 


mission damage. Assembly can be held in any 
one of eight positions; makes every operation 
more accessible. 


A must for the clean, 
modern shop. Drip pan 
is designed to catch all 
grease and oil; keep 
floors neat. 





today for Bulletin No. ES-757. 


Wilson Motor Stand. Mechanics can move in close to work, lock-position 
it any way they like, and move it any place in the shop. Its rugged, 
modern tubular design handles engines over 1,000 Ibs., with no danger 
of tipping. The new K. R. Wilson Tubular Motor Stand offers advanced 
styling and operational features that keep pace with America’s newest, 
most advanced automobile. It all adds up to a time-saving, money- 
“must” for the service department of every Edsel dealer! Write 
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operating both a new-car business 
and a used-car business. 

The used-car business was con- 
ducted at a separate location 
some distance from the new-car 
business, under a used-car man- 
ager, Joseph Spradlin, who re. 
ceived a salary of approximately 
$700 per month, Several salesmen 
worked at the used-car location. 

One morning one Fritts drove to 
the used-car lot in his 1949 Chevro. 
let to see about trading the Chey. 
rolet on another car. On the night 
before Fritts and Kirkland had 
stolen a considerable amount of 
money from a restaurant in Knox- 
ville and before going to the used- 
car lot had used $410 of it to pay 
off the balance owed by Fritts on 
the Chevrolet. 

While awaiting to complete a 
finance deal on a Mercury, 
Spradlin, the sales manager, 
without authority of the em- 
ployer allowed Fitts to drive the 
car. Fritts had an accident and 
killed two persons. Heavy damage 
suits were filed by relatives of 
the deceased persons against 
Thad Cheatham Motors and the 
insurance company which issued 
the policy. 

The higher court held that the 
insurance company must pay the 
relatives of the deceased approxi- 
mately $50,000 although it was 
contended by the officials of the 
insurance company the policy was 


| rendered void when the sales man- 


ager allowed Fritts to take pos- 
session of the automobile without 
getting permission from his em- 
ployer, Thad Cheatham Motors, and 
also since money used to buy the 
Chevrolet traded in on the Mercury 
was stolen. 

In other words this court held 
that a blanket insurance policy is 
valid and enforceable although a 
sales manager of an automobile 
sales company gives permission to 
a@ prospective purchaser to drive 
an automobile without getting 
special permission to do so from 
his employer. 

Now, of course, this law would 
not be applicable to an ordinary 
employe in an automobile sales 
agency because an ordinary em- 
ploye has not “implied” authority 
to make valid contracts from his 
employer, whereas the courts hold 
that a sales manager has implied 
authority to make valid and en- 
forceable contracts for his em- 
ployer in the branch of the busi- 
ness of which he is a sales man- 
ager. 

= . > 


Appeals Court Reverses 
Judgment Against Dealer 


FRANKFORT, Ky.—The Ken- 
tucky Court of Appeals, reversing 
a Circuit Court decision, ruled that 
no damages were due a small boy 
who fell from his mother’s moving 
auto. 

Through his mother, the boy had 
sued Elizabethtown Lincoln-Mer- 
cury, Inc., and Ford Motor Co., al- 
leging that the defendants had been 
negligent in the manufacture and 
sale of a defective auto. The lower 
court awarded the boy $20,276. 

The appelate court said “the 
exact cause of the door’s opening 
is not important”. and added, “of 
controlling significance is the fact 
that (the boy’s mother) had... 
knowledge that the doors were not 
functioning properly.” 


Goodyear 
Retread Plant 


AKRON.—A new retread and re- 
pair plant, built by Goodyear Tire 





ns 


& Rubber Co. at Des Moines to | 


serve dealers and customers in the 
Midwest sales region, now is in full 
operation. 

The plant is producing retreaded 
tires in all sizes from 6.40x15 pas- 
senger to 37.5x33 earthmover. More 
than 30 recap and section repair 
molds are included in the plant’s 
assembly line operation. Equipment 
making up the line includes auto- 
matic buffing and tire building 
machines. 

The facility is a modernistic, one- 
story, steel-framed structure of 
cement block. V. C. Lemmons is 
manager. 


Fields Promotes Nelson 


PORTLAND, Ore.—Harry Nelson 
has been named sales manager for 
Fields Chevrolet Co. He has been 
with the firm since 1954. 
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win more friends... 


sell more cars...and roll 


more 
SeTVICe 
profits! 


Lube jobs are the traffic-builders 
of your service business. That’s 
why dealers who use and work 
with quality Alemite lubricants 
and lubrication equipment are 
making steady service sales gains. 


Alemite shows you how to make 
real profit from your lube business 
—and keeps you at the top—by fur- 
nishing you with everything from 
specialized hand guns to_a com- 
plete bank of overhead hose reels 


STH 


A 


Division 


Alemite helps you 


ALEMITE 


of STEWART-WARNER CORPORATION 


up 


. and, naturally, the finest spe- 
cialized lubricants and motor oils. 


Alemite offers you strong, 
proven sales programs, such as 
The Alemite 5-year Unlimited 
Mileage Guarantee Plan, hard-hit- 
ting customer follow-up programs, 
schools for better car care for wom- 
en, other profit builders. Alemite 
helps you keep regular service cus- 
tomers — service customers today, 
new car customers tomorrow! 


1850 Diversey Parkway 
Chicago 14, Illinois 






















Alemite, Dept. AP-77 
1850 Diversey Parkway 
Chicago 14, Illinois: 
Please send me your new and interesting book “How To Get That 
Customer To Come Back.” 
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What's New... 


ST, PAUL, Minn.— Members of 
the St. Paul and Minneapolis Ga- 
rage and Body Shop Chapters have 
voted to affiliate with Independent 
Garage Owners of America, The 
board of directors of these two 
groups met here and officially set 
up their own state association. 

Officers elected were Tob 
Hitchock, St. Paul Motor Service, 
president; Bill McNaughton, Mc- 
Naughton Motor Service, vice- 
president; Tony Villano, Payne 
Ave. Body & Fender Shop, secre- 
tary, and Louis Rochlin, Minnesota 
Auto Body, treasurer. Jess D. 
Birdseye is executive secretary. 

+ - * 


F & N Motor Buys Out 

C & D in Cincinnati 
CINCINNATL —F&N Motor 

Co., since 1914 identified with the 

automotive parts and machine 

shop fields, has purchased C&D 





Demonstration for Garage Owners— 


Douglas Lydy, representative for Champion Spark Plug Co., is shown demonstrating 
@ service unit in the Champion hospitality suite during the recent convention of the 
Independent Garage Owners of America, in Toledo. Members watching the demon- 
stration are, from left, Ollie Rideout, Toledo; Ralph James, Tulsa, Okla.; Chris Broadley, 
Detroit; Lewis Yaman, Cortland, N. Y.; lydy; Donald Doran, Cortland, N. Y., and Henry 
Silvers, Detroit. 


1957 


Auto Supply Co., another -well- 
known automotive parts firm. 

Operations of the C&D firm 
will continue at present location 
and operational personnel will be 
retained, it was announced, The 
_acquisition of C&D as an invest- 
ment purchase by F&N was 
amplified by announcement that 
the F&N operations would con- 
tinue at the Spring Grove Ave. 
site, which has been its location 
since 1914. 

a x os 


Thermostat Producer 


Offers Silverware Sets 


KNOXVILLE, Tenn.—Fulton 
Sylphon division, Robertshaw-Ful- 
ton Controls Co. is offering silver- 
ware sets to dealers and jobbers 
who buy a display containing 40 
of the division’s automotive ther- 
mostats. 

Leon W. Jobe, operator of Jobe’s 





In keeping with Edsel Division Ford Motor Company’s 
policy of improved service techniques... 


MAC 
Pye LL 






A ba 
efficiently render 


ATA mC) Lee 


—— 


for automobiles, light trucks \ 
and sports cars . . . greatest under car accessi- i 
bility . . . fast car spotting . . . high working ca- 
pacity . . . better customer relations. 
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JOYCE JOYCE 
SINGLE-POST TWO-POST 
H-MASTER TWIN-MASTER 
FRAME LIFTS FRAME LIFTS 


for automobiles, light trucks 
and sports cars. Properly spaced parallel frame 
contact lifting rails offer greatest “right down- 
ti the-center"’ freedom for servicing all make cars. 


JOYCE JOYCE 
TWO-POST ~ TWO-POST 
SHOPMASTER LIFTS | | HEAVY DUTY 
THE MECHANIC'S LIFT COMBINATION 







for automobiles and light 
trucks. Short rail superstruc- 
ture on rear piston and deep 
throated self-centering cradle on front piston give 
maximum accessibility and vision . . . floor flush. 


JOYCE TWO-POST COMBINATION 

AUTOMOBILE-LIGHT TRUCK LIFTS 

(not illustrated) harmonize with Shopmaster lift. . . 

Ideal for complete servicing of automobiles and 
j light trucks . . . floor flush. 





ships where it is desirable to 
trucks on the same floor-flush 


Designers and builders of lifting equipme 
U.S.A.: 2027 E. FIRST STREET, DAYTON 
Canada: Midland Foundry & Machine Co., Ltd., Midland, Ont. 





BULLETIN 139-L will help you increase 
your service profits . . . WRITE FOR FREE COPY TODAY! 


BUS AND 


TRUCK LIFTS 


The Joyce universal lift, recommended for dealer- 


service buses and 
lift. 





THE JOYCE-CRIDLAND COMPANY 


nt since 1873 
3, OHIO 








In Parts and Accessory Distribution 





filling station here, ‘received the 
first set distributed. 


* * * 


Parts Wholesalers Flocking 


To Auto-Lite Theater 


MEMPHIS.—Even without 
Marilyn Monroe or a similar cur- 
vaceous attraction, 220 men 
traveled an average of 304 miles 
each to attend an afternoon show 
here recently. The occasion wag 
the Memphis presentation of the 
Auto-Lite Traveling Theater and 
the lure, probably even more 
compelling to this gathering of 
automotive parts wholesalers than 
a good looking filly, was the hope 
of added income in the form of 
increased sales. 

The Traveling Theater is kick- 
ing off Auto-Lite’s fall program, 
Accompanying the theater are 
five Auto-Lite executives, turned 
showmen. The theater makes 
use of color film, orchestras, live 
skits and special effects. 


. * * 


Wilkening Moves Bobo, 


Bennett in Sales Organization 


PHILADELPHIA. — Wilkening 
Mfg. Co. has placed Leslie H. Bobo 
in charge of the midcontinent area 
in the firm’s sales organization. 

John H. Bennett jr. has been 
named assistant sales manager in 
charge of the Southeast area. 

> : © 


Oregon Rep Named 


PORTLAND, Ore.—Muffler Shop 
has been appointed Oregon distribu- 
tor for Mark IV refrigerated auto- 
motive air-conditioning equipment 
manufactured by John E. Mitchell 
Co., Dallas. 


AP Opens Warehouse 


ST. LOUIS.—AP Parts Corp. has 
opened a new warehouse here at 
3141 Locust St. 


Ford Resurfacing 
Polishing Tables 
In Glass Plant 


DEARBORN.—The biggest single 
machining job ever attempted by 
Ford Motor Co. will be undertaken 
this month when the grinding and 
polishing tables in the Rouge glass 
plant are resurfaced. 

The 212 cast iron tables which 
carry glass under the grinding and 
polishing machines must be kept 
level and free of waves in order 
to maintain uniform thickness in 
the glass, plant officials explained. 

A milling machine specially built 
for the job will shave a fraction 
of an inch of metal from each table 
to produce a surface which wil] be 
perfect in smoothness, within five- 
thousandths of an inch tolerance. 

The surface. area of the tables is 
about 20,000 square feet, and the 
milling process is expected to re- 
move more than 17 tons of iron 
shavings. 

The machining job is part of an 
extensive remodeling and improve- 
ment program planned for. the 
glass plant this summer. 

The melting and refining furnace, 
which has run 24 hours a day on 
a@ seven-day-a-week schedule since 
November, 1954, is being torn down 
and will be rebuilt with new ce 
ramic brick lining. The life of the 
lining is normally 2% to three 
years. 

Since the linings last were re 
placed, the furnace has turned out 
a continuous ribbon of glass 8% 
feet wide and more than 3,700 
miles long, Ford said. 





Revenue Service Rules 
On Motor Vehicle Tax 


WASHINGTON.—The Internal 
Revenue Service has ruled that 
. the tax due on a highway motor 
vehicle is computed on the tax- 
able gross weight at the time of 
its first use in the tax year. 

Any alteration in the vehicle 
after that first use does not af- 
fect the tax for the current tax 
year. 
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Volume Operation 

R. MITCHELL MOTORS 
O. (Dodge-Plymouth) spoke of 
yolume in an advertisement in a 
San Antonio newspaper. 

“We have sold 4,148 cars in the 
Jast 12 months,” the ad said. “We 
are genuinely proud of our sales 
record, product and service and 
intend to improve every phase of 
our operation. 

“So here we go again! For the 
next few days only, we are pulling 
all the stops. Every Dodge and 
Plymouth in stock will be sold— 
not just offered for sale, but sold.” 

* = * 


$7 Sale Draws Crowd 


A. McKEAN AUTO CO. 

(Buick), recently held open 
house at its new showroom at 6th 
and Dakota in Sioux Falls, S. D., 
two blocks north of the old loca- 
tion. 

The firm recently held another 
of its successful $7 sales. In this 
event, cars are priced at multiples 
of $7 with one car going for $7 to 
the first person in line. 

McKean’s $7 sale draws such 
crowds that numbers are given to 
those waiting in line. This year the 
$7 car was a 1947 Chevrolet. The 
firm sold 28 cars during the sale. 

= a” aa 


Celebrities Add 
Interest to Show 
From Dealership 


| patel PARK MOTORS, Mer- 
cury dealership in South Mil- 
waukee, Wis., added some special 
touches to one of the four-hour 
radio programs that originate from 
its showrooms. 

Details of the promotion were 
worked out by Clarence E. Becker, 
president of the 
dealership, and 
James Haig, gen- 
eral manager of 
WRIT 


Guests for the 
program were re- 
cording stars 
Rusty Draper and 
Vaughn Monroe; 
Bob Kames, re- 
cording organist; 
the mayors of 
South Milwaukee, 





C. E. Becker 
Cudahy and other neighboring com- 


munities, and representatives of 
South Milwaukee's industries. 

Basil Burke, Mercury’s district 
manager, and Gordon Miller, zone 
manager, also attended. The pro- 
gram was the debut of a new 
WRIT announcer. 

Members of a Little League base- 
ball team and a supervised hot-rod 
club, sponsored by the dealership, 
attended the program. 

“The program has been a very 
successful medfum for our busi- 
ness,” Becker said. He estimated 
that more than a thousand persons 
visited the showrooms during the 
special program and reported that 
two new and four used cars were 
sold amid the confusion. 

. * a 


‘Bombing’ and Drawing 
ROADWAY PLYMOUTH 
“bombed” the McKees Rocks 

(Pa.) area with 10,000 tickets as a 

Part of its opening as the area’s 

first Plymouth exclusive dealership. 

The tickets were numbered and 
one of them was worth $150 to the 

finder. The dealership also held a 

$100 drawing on tickets given those 

who took a demonstration drive. 
The two giveaways were features 
of a three-day open house when all 

Plymouth models were on display. 

7” - > 


‘Get a Horse...” 


RDOCH CHEVROLET, Pitts- 

burgh, offered buyers of new 
cars a live pony and $175 cash as 
& bonus. 

“These are real ponies,” the ad 
Teassured readers, “Ideal for any 
child.” 

For Chevrolet buyers cowed by 
the thought of a pony, the dealer- 
ship offered as an alternate in- 
ducement a two-horsepower mid- 
oe ae for children and $175 in 
cas) 


The ad had prominent pictures 
of pony and midget auto, and said: 
“Hey kids! Here’s a chance to 
Make your big dream come true— 








How They're Pushing Sales .. . 
EEE eee 


Dealer Ad Ideas 


the opportunity to have your very 
own real live pony—or a midget 
motor powered car—FREE of extra 
charge! 

“Here’s all you do: Get your Mom 
or Dad to go down to Murdoch 
Chevrolet right away and pick out 
the 1957 Chevrolet of their choice 
... Talk to Mom and Dad now... 
be sure to have Mom and Dad 
take the title to their present car 
along, so you can get your FREE 
pony or midget motor powered car 
before any other kid in the neigh- 
borhood.” 


Open House at Penn-Mar 


A* ECONOMY run, dancing, 
refreshments, door prizes and 
radio interviews highlighted the 
three-day open house at which 
Penn-Mar Motor Co. (Hudson), 
Cumberland, Md., marked the 
opening of new facilities. 

More than 1,500 persons visited 
the dealership during the cele- 
bation. A 10-piece band played 
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for dancing each evening on the 
roof of the service department. 

City Commissioner William 
Bucholtz drove a Rambler on an 
economy run through the moun- 
tains with Mayor Charles Fryer, 
of nearby Ridgeley, W. Va., as 
an observer and averaged 26.87 
miles a gallon. 

U. G. Carl, who heads the deal- 
ership, conducted a contest in 
connection with the run and 
awarded a Polaroid camera to 
the person who guessed closest 
to the actual mileage. 


* od + 

A Matter of Pride 
= may be a virtue,” 
wrote Art Meckes, of M & S 
Motor Sales (Studebaker-Packard), 
Niles, Mich., to his customers, “but 
we're proud. Proud because we rep- 
resent the oldest names in trans- 
portation — Studebaker and Pack- 


Meckes added that his dealer- 
ship was proud of its recondi- 
tioned used cars and proud of its 
“capable and efficient” service 
de nt. 

“Bring your Studebaker to us for 
the best trade on a new or certified 
used car, or for service by our fac- 
tory-trained personnel, 


proud that you did,” Meckes’ mes- 


sage ended. 
* * «& 


Wegge Marks No. 36 


A STATION wagon sale was a 
highlight of the 36th anniver- 
sary observation of Wegge Motors 
(Dodge-Plymouth), Pasadena, Calif. 
A full-page newspaper advertise- 
ment in red and black featured 
pictures of Bill and Bob Wegge, 
dealership owners. 

Copy said that factory reports 
put Wegge in first place in south- 
ern California in sales of Dodge 
and Plymouth cars and Dodge 
trucks in 1957. The company 
pledged to keep the top spot during 
June and promised immediate de- 
livery on all models. 

* oe * 


Anchors Aweigh 


ARTUNG MOTOR CO. 

(Nash), Milwaukee, supplied 
a fleet of eight new cars to 
transport the all-Navy talent 
show group when it visited Mil- 
waukee. Dealership personnel 
who drove the cast were A. H. 
Kostuck, salesman; H. H. Ne- 
thercut jr., vice-president; 8. 
Schwenger, sales coordinator; M. 


You'll be! M. Quick, salesman; A. Janke, 





35 ° 


salesman; Lois Tischaefer; R. L. 
Schlossmann, sales manager, and 
L. P. Hartung, dealer. 

* ® * 





Beauty on Wheels 


Awe. ORVAL & MAC., pro- 
motion-minded dealership in 
Houston, hired beauteous Helen 
Williams to drive a properly signed 
Metropolitan around the city dur- 
ing rush hours. 

Billed as “Our Miss Universe” by 
the dealership, Miss Williams also 
is used for telephone prospecting. 

* + : 


Auto Supermarket 


LLUMPTON CHEVROLET, INC. 
hiked its sales of used cars by 
setting up a “supermarket” of more 
than 100 used cars on its lot in 
Watertown, N. Y. 

The firm used heavy newspaper 
advertising to invite customers to 
buy on a first come, first served 
basis. There were no sales to deal- 
ers. Said Plumpton in explaining 
its “supermarket” selling plan: 

“Come in, take your time, shop 
for your used car the same way 
you shop for your groceries, All 
cars plainly marked with price and 
other information, Our salesmen 
will be on hand to answer your 

(Continued on Page 59, Col, 1) 









A Complete 


BRAKE SERVICE 
IS PROFITABLE 


BARRETT EQUIPMENT CO. 21st ana 








Sanrett Offers: 


BRAKE SERVICE DEPARTMENTS 


Designed Exclusively by BARRETT for Edsel Dealers 


Brake Service 


B-9AE 


Model B-9AE Brake Department (Illustrated) includes the World 
Famous Drum Dokter . . . Relining Machine and Brake Dokter, 


along with all steel background and Work Bench. . . 


plus a 


host of other tools and equipment for rapid and efficient precision 


brake service. 
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Mobile Brake Shop 


Model B-7AE Brake Mobile 
(Illustrated) 
signed for merchandising 
Brake 
where space is at a pre- 
mium. 
for movement from stall to 
stall — also to customer re- 
ception area during Safety 
Campaigns. 


specially de- 


Service in shops 


Portability provides 


Your Sarnrett 
Jobber “Joday { 


St. Louis 6, Mo. 
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By Jack Weed 
Service Editor 

IMED at dissatisfied car owners, 

Edsel division’s new promotion 
and service program is designed to 
make every Edsel dealer a “profit 
center” from the minute he opens 
his door. 

A full year of training and plan- 
ning has gone into the program, 
which will invade “the largest 
market ever confronting dealers 
taking on a new line of cars in 
the history of the auto business”— 
the vast army of unhappy service 
customers. 

Edsel management has recog- 
nized that the biggest hurdle that 
any dealer has to take in taking 
on @ new line is the first year he 
is in business, that period before 
he has built up a clientele of 
owners in his area. ; 

But now, for the first time in 
many years, the newly appointed 
Edsel dealer will be provided with 
promotion and service department 
training that will give him the op- 
portunity to tap an extremely lu- 
crative and wide-open group of 
prospects right in his own area. 

- 


—., this program ‘is no “flash- 
in-the-pan” attempt to lure 
dealers into taking on the line is 
geen in at least three moves that 
have been made by Edsel man- 
agement: 

1. The service manager was given 
one of, if not the largest, pre- 
production appropriations to de- 
velop plans and programs that 
would make the Edsel dealers 
profitable — from the very 

day of o on. 
a The saabecthy of men that have 
been hired to do the training and 
contact work for the service de- 
partment have had retail experi- 
ence in a dealership. 

8. Dealers seeking the Edsel 
franchise are being selected with 
an eagle eye turned toward their 
service attitude toward the cus- 
tomer. 

With the amount of money > 

riated by the company for 
Seeker service development, Harold 


How Service Managers Can Build Teamwork in 


tionship in automobile dealer 


By John O. Munn 


, O ONE is more keenly aware 


than I of the importance of the 
service manager. I learned to ap- 
preciate him long years ago when 
one of my duties included the prep- 
of service manuals and 
owner instruction books while at 
the Overland plant in Toledo. They 
must have been the first literature 
on such subjects offered in the in- 
dustry. 


Since that time the service 
have 
only 

development 
but because of the 
increase in car owners. 

He is a person with a high de- 
gree of natural ability and must be 
endowed with unusual understand- 
ing and patience. He likes people. 


fully diagnose the trouble with cus- 
tomer’s cars. 
Even more important, he must be 
leader of men, set a good ex- 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


Shop Profit in Each Deal 
Is First Target of Edsel 


Johnson, Edsel general service man- 
ager, has been able to be abnor- 
mally selective in the men he has 
taken on. 

Knowing that many programs of 
such magnitude, in many cases, 
falter and sometimes fail because 
the man who contacts the dealer 
does not know and understand the 
dealer problems, Johnson has in- 
sisted that each new recruit must 
have had retail experience or its 
equivalent and be in full harmony 
with the necessary moves that are 


Backshop 


OME 1,200 to 1,300 dealers shoot- 
ing at the dissatisfied owners of 
cars sold by other dealers isn’t 
going to set the world on fire. Nor, 
in many cases, will it immediately 
be of sufficient importance to in- 
duce many dealers who have ig- 
nored their service departments to 
become conscious overnight of their 
lost prestige. 

But I do think that because an 
important division of one of the 
Big Three makes its main profit 
pitch to dealers taking on the 
line to start off as a profitable 
operation by shooting squarely at 
the dissatisfied owners of other 
makes in their area, it will bring 
many factory “top brass” to a 
sudden realization of how vulner- 
able they and their dealers are 
to raiding. 

I expect that dealers are going to 
hear a lot more about taking care 
(Continued on Page 43, Col. 1) 


jample and inspire all under his 


supervision. " 
” m 
7 HELP him in the relationship 
with his staff is the purpose of 


this series. Already he is provided | 


constant help in technica] training 
for his workers with the excellent 
training courses and training cen- 
ters provided by manufacturers. 

But attitudes of people are im- 
portant. Someone has said—“if you 
make men, you make money.” I am 
sure that man’s greatest discovery 
was not fire or the wheel or the in- 
ternal combustion engine or atomic 
energy, but teamwork. 

This is not a new thought. It is 
true with the family unit, the busi- 
ness unit and our relationship with 
the whole world. It applies par- 
ticularly to the backshop of the 
automobile dealer. Here the payroll 
is the greatest expense of the 
business. Here is daily contact with 
customers. 


required to produce that type of 
service. 
= * = 
AN to show how basic is the 
thinking of Edsel top manage- 
ment in the opportunities offered in 
both immediate profits, every dis- 
trict and regional manager has 
been thoroughly indoctrinated in 
the service program that is being 
offered these dealers. 

Edsel will start out not only with 
six assembly plants, five regional 
.and 24 district offices, but also with 
25 parts depots and 24 mechanic 
training facilities, All shop manuals 
and parts books will be completely 
prepared and the authorized tool 
package will be all assembled and 
ready for the dealer’s shop before 
the car is announced. 

Perhaps the emphasis that is 
being placed on service by Edsel 
cannot be better portrayed than by 
repeating several paragraphs from 
the division's initial message to 
dealers. This says in part: 

“On the day that he hangs up 
his “E” the newly franchised 
dealer is in a revenue-producing 
business. That business is servic- 
ing of all makes of cars, 

“The Edsel dealer enjoys unusual 
advantages to profit quickly from 
his service shop because: 

“1, Good automotive service is at 
a premium in practically every com- 
munity today—a shortage market 
ready for cultivation. 

“2. Other-make dealers, over- 
whelmed by car population out- 
growing their facilities, cannot take 
advantage of existing conditions— 
while the Edsel dealer can, 

“3. A reputation for good service 
means a customer following, a 
prospect list for new cars, the 
best possible “booster” advertis- 
ing for prospects, The Edsel 
dealer can build service reputa- 
tion at a profit. 

“4. The Edsel division has made 

(Continued on Page 38, Coil. 3) 


New Products, 
Page 52 


ness. 

The series of letters to follow 
monthly in this column will help 
you in that relationship. They will 
contain, at least, ideas and thoughts 
you can adapt in your own words 
to use orally at staff meetings or 
to post on your bulletin board or 
send to each worker's home. The 
first letter follows: 

. + 


Dear Fellow Worker: 
Remember automobiles 
are our living. There is 
more or less talk going 
around that the “bottom 
has dropped out of the au- 
tomobile market,” that 
“used cars aren’t worth 
hauling away” and “there 
are too many motor cars.” 
This sort of thing to a 





-— 


Edsel’s Mobile Training Centers— 


Now on the way to their various headquarter cities are these 12 air-conditioned, 
completely equipped, mobile service schools which have the job of training Edsel 
dealer mechanics and other service personnel before the new car is announced, 
Each mobile classroom will be towed behind a station wagon driven by the im 


structor assigned to thot area. 


Dealers Can Solve 
Mechanic Shortage 


Two dealer groups have at long last started programs 
to do something about the scarcity of mechanics and are 
endeavoring to gain factory support at the national level. 

In Detroit, Ford and Mercury dealers sponsored for the 
seventh consecutive year a contest in which the top grad- 
uates of Detroit-area vocational schools participated. On 
the West Coast, Plymouth dealers of Los Angeles and 

Oakland counties brought back a “fix-it” contest for voca 
tional and industrial arts students. 


Each of these programs could be run by dealer groups 
in any part of the country. They could do much to encour- 
age more boys to take up auto repairing as a vocation 
and would make it possible for dealers to lift themselves 


out of their 
> 


. > 


Plymouth 

LYMOUTH dealers of Los An- 
geles County brought back to 
life, May 17, a “Trouble Shooting 
contest” that had“ been originated 
by George Cutler, general service 
manager of Plymouth, when he was 
the West Coast service head. Deal- 
ers of Oakland County followed 

with a similar contest May 22. 
The basis of this contest is to 
have teams of boys from the 

(Continued on Page 42, Col. 3) 


certain extent is confirmed 
in the public mind by some 
auto advertisements, espe- 
cially used-car advertise- 
ments and promotions 
which make fantastic state- 
ments and so-called offers 
just to get a sucker into 
the lot. 


In our dealings with our 
car customers, car owners, 
service prospects and the 
public generally, let us talk 
constructively about our 
business, which, inciden- 
tally, is also our living. 

Any good automobile is 
worth more per dollar of 
cost today than any other 
thing of equal price that 
one can buy. It is a good 
investment. The man who 
can’t afford a new car can 


mechanic problem “by their own boot straps.” 


Ford-Mercury 
FO® seven years Detroit-district 
Ford and Mercury dealers have 
been sponsoring a service compe 
tition among the graduates of the 
local vocational schoolg with auto- 
motive classes. 

During that time more than 200 © 
graduates from these schools have 
entered the Ford-Mercury con- 
test and more than 100 have 
found employment with the spon- 

(Continued on Page 46, Col. 3) 


the Shop 


have his old one rebuilt for 
a small sum that he can © 
easily finance and he can 
continue to enjoy every ad- — 
vantage and pleasure of 
motoring. 

Remind the pessimist 
that the automobile is the 
spark plug of our national 
economy. Vast sums of 
money are now being spent 
to make room for more 
cars in highways and park- 
ing establishments. The fu- 
ture of the industry is 
brighter than ever and the 
car still is the one com- 
modity for which there is 
no substitute. 

Cordially yours, 
SERVICE MANAGER 
Car Dealer & Company | 








Complete, accurate, efficient service is the key to success in every 
dealership. The fact that Bear equipment is part of the new Edsel Technical 
Training Program—as it is with so many leading car factories—is another 
indication of your service success. Bon Voyage; Edsel dealers! Write us, 
we're anxious to help! 


‘+ 


; 4 ; ; 
iwhy Specialized S ice? 
why pecia ize ervice: 
Ever-more sensitive suspension systems, now! Your friendly Bear Jobber will be 
smaller wheels, more extensive use of giladto help you—ask him, too, about his 
tubeless tires, more miles of highways convenient Pay-Out-Of Profits Plan! Send 
" and new, smoother roads ...all are evi- for latest Bear Catalog. 


dence that a NEW APPROACH to getting 
more service work is in order. 


Here's the kind of equipment you'll need to 
~ Men in tune with the times look to Spe- offer BIG PROFIT Specialized Bear Service: 
~ cialized Service for this new approach. (a) 97-12 Frame Service with exclusive 

They know that @ well-organized, ProP- 4-way action, straightens all 4 major bends at 
. . ..- makes too! 

at ed erly equipped layout such as pictured 

Ss 3 ‘ here, cuts handling time per job; does the 

ea job right, faster; creates happy customers; (b) 6831-89 Front-End Service with Telaliner* 


x and helps make more sales at one time. _is the finest money can buy. It’s the finest for 


al ke Accuracy and Sales A 1. Saves to 35% 
ie Specialized Bear Service 158 adaptable to of the operator's — ” 


any type of operation. It can be operated (<) 560 Headlight Tester 
as an individual business, with its own headlight testing in 15 inches 


dlocation. Itcan bea department electric cell shows exact center of beam a 
lete automotive service output. Entire test takes about one minute! 


organization or car dealership. Or, it may 
be operated as an integral part of a small BEAR MFG. co.. De 
garage Or repair shop. 
Start with the entire Specialized Service 
Outfit, or buy one or two pieces now, and 
Mi then expand under Bear’s Add-A-Unit 
) Plan—the main thing is to get started 
ie gs ie bem i mF camera 2S 


(d) 250 *Drive-Over” Wheel Alinement Tester 

is your sprin board to big alinement profits— 

it sells the j 1 Gives driver @ first-hand look 
at his misa inement troubles. Guarantees an 
— toe setting according to actual weight 
oad. 


(e) 322 Wheel Trver straightens average 
wobbly wheel without removing tire! Espe- 
cially profitable with new tubeless tires which 
make a true wheel absolutely necessary- 
Handles all popular wheels. 


(f) 740 On-A-Car* Tire Truer provides much 
needed, in-demand service. es both car 
and small truck tires with minimum rubber- 
removal due to exclusive tilting cutter. 


n-A-Car* Balancer works easily 
n hoist or floor. Amazing 
nce to customers. New 
accurate center- 

find location 
*Reg. T.M- 


























Light, Airy and Comfortable— 


From Opening Day oss 


E 


dealer service development the No. 
1 objective of its program of aid to 
dealers, on a scale previously un- 
heard of in the industry.” 

he * + 


ASIS of the new Edsel service 
program is that service properly 
rendered can and does make profits 
for the dealer. And that good serv- 
ice develops regular customers for 
the dealer which will have a very 
meritorious affect on new-car sales. 
To be sound in their approach to 
this procedure, Edsel has aban- 
doned certain accounting theories 
such as “service absorption” and 
its value as a measuring stick of 


Interiors of the 12 mobile training units put into the field by Edsel are air-condi-| dealer ability. Instead, the division 
tioned and heated for year-around use and are completely equipped to instruct/is placing emphasis on actual 
up fo 12 men in each class. All are equipped with a rear-view projector which throws profitable service operation. 
the image on a glass screen so that the instructor can stand in front of the screen 


Instead of telling the dealer who 
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el to Seek Profit 
In Each Deal’s Shop 


(Continued from Page 36) 


back his parts stock to his former 
factory for credit, Edsel advises 
him to hang on to those parts and 
get as many fast moving parts as 
he will need for some months while 
he can buy them at his normal dis- 
count. 

Edsel then will step in and 
show those dealers how to capi- 
talize on the service that the 


dealer has been offering in the 


Student Honored 


BUFFALO.—James W. Soles, an 
honor student in the auto mechan- 
ics graduating class at Burgard 
Vocational High School here, has 
been presented with a gold wrist 
watch by Chester Daetsch, presi- 


















































and point to each part as it comes under discussion. Special mountings take care| takes on the Edsel and who has dent of the Buffalo Automobile 


of engines, transmissions and axles. been selling another make to send | Dealers Assn. 


PROFITS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 
volume at highest levels. Keep an eye out for 
customers’ lamp needs and push Tung-Sol for 
profit! 



















NEW! FOR 4-HEADLIGHT CARS 
The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 
filament. 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
what you need to take care of immediate service requirements. 
















Standard 7-inch type: 
5040-S (6-volt) and 5400-S (12-volt). 
Special For Your Fleet Accounts 
Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
Ic will get you a lot of fleet business. (Also, 
special miniature types designed for truck 
and bus use.) 















Consists of #10 Tang-Sel Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 





®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
Mich.; Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: 
Montreal, P. Q. 
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past and for which his services 

crew has been trained. 

Rough estimates have placed the 
new Edsel dealer body of betweeq 
1,200 and 1,300 separate est«bligh. 
ments as about evenly divided 
among those who will “switch” ts 
Edsel from some other line thoge 
who will take on the franchise ag 
a new and sole venture and those 
“Ford line” dealers who will open 
a separate establishment to handle 
the new car. Qnly about 5 percent 
of the “first appointed” dealers wil] 
be dualed with that of another 
Ford product. 


* * > 


$5 Million in Tools 


HIS means that in the estimated 

“boost” to the service tool and 
shop equipment makers of the na- 
tion, the estimated nearly $5 million 
worth of their products that will] be 
needed to outfit the service shops 
of the new dealers will range from 
merely the necessary special tool 
package up to the complete out- 
fitting of a new establishment, in- 
cluding hoists, air compressors, 
paint spray booths and other equip- 
ment that is not normally thought 
of in the essential tool and equip- 
ment needs of a new dealer. 


As noted, 24 service mechanic 
training facilities are already all 
set up and ready to go. In fact, 
several are already in operation, 
less than two months before the 
new car will be announced. Each 
of these centers already is equip- 
ped with shop manuals, parts 
books, promotional matter and 
other necessary aids to immedi- 
ately start training dealer service 
managers and mechanics in the 
new order of things. 

Twelve of these facilities are in 
fixed permanent locations in De- 
troit, Chicago, Columbus, O., New- 
ark, Indianapolis, Boston, Philadel- 
phia, Syracuse, Angeles, San 
Francisco, Cleveland and St, Louis, 

The other 12 are completely 
equipped air conditioned mobile 
“schools” that will work out of 

Atlanta, Dallas, Denver, Des Moines, 
Houston, Jacksonville, Kansas City, 
Memphis, New Orleans, Seattle, 
Twin Cities and Washington, D. C. 


j= Edsel service folks are fully 
cognizant of the tremendous 
training load that their field force 
will have to assume inasmuch as 
the product training alone will 7 
have to be a “bumper to bumper” 
deal. 

For that reason, these training 
facilities have been established long 
before announcement date and the 
entire field force has already been 
trained in all phases of their field | 
work. A good share of the initial 
training load therefore wil] have 
become a thing of the past before 
announcement. 

Much of the emphasis on the 
thoroughness of this service pro- 
gram is the result of a survey that = 
was made some time ago on car 
owners who told the investigators 
that in 90 percent of the cases, the 
owner would be most inclined to 
buy his new car where service was 
good and only 30 percent would buy 
if the service was from “so-so” to 
poor. 

Unique in the setting-up of 
Edsel’s factory service department 
is the four divisional departments 
of the home office, These depart- 
ments are: 

1, An entirely new version of 
warranty and policy “wherein the 
dealer is assured of getting his 
claims worked and paid as fast 
as the factory expects the dealer 
to pay his parts accounts.” 2. A 
technica] department that will have 
jurisdiction over training, manuals, 
publications, dealer service, en- 
gineering, technical procedures and 
dealer facilities. 

3. Customer relations “which will 
be more than a complaint answer- 
ing and handling department but 
will be charged with developing 
procedures and programs that will 
prevent, as much as possible, cus- 
tomer complaints from originating.” 
4. Dealer service development—de- 
signed to develop dealer customized 
facilities, fitting the dealer’s shop 
not only to present needs but 
also to future growth. 

* * * 





Service Development 


VERY district will have a dealer 
service development man whose 
sole job it will be to work with 
the dealers. His job will encompass 
developing plans for dealer shops ~ 
(Continued on Page 40, Col, 2) 








the new Edsel— 


new...as advanced as 


: ee Only: HEYER offers Big Screen (8'/2') Dyna-Vision 
jo essential for accurate and easy-to-understand patterns 


5 
’ DYNA-VISION DYNA-VISION combined with HEYER TUNE-UP 
/ PROJECTOR (MANY OTHER COMBINATIONS ARE AVAILABLE) DYNA-VISION CONVERSION KITS 


Model 335K is designed to be mounted horizontally as shown. Brackets adapt 
it to most conventional Tune-up Stands. It can be attached by using existing 
Big Screen 8%” projector Dyna-Vision with Com- Dyna-Vision with combi- Super Dyna-Vision with screws in some cases and in others by drilling two %” holes. The Projector is not 
with 8 essential test bustion Analyzer and 336 nation Tune-up and 17” tube plus all connected electrically to the Tune-up components since it operates from A.C. 
patterns. A.C. operation. Accessory Unit Distributor Stroboscope essential accessories. and its own test leads. 
Model 335—$450.00 Model 536—$919.25 Model 505—$1653.25 Model 1000— $1895.00 It can be converted in a few minutes to a vertically mounted Model 335 by 
(Or as little as 46c per day) (Or as little as 91c per day) (Or as little as $1.63 perday) (Oras little as $1.87 per day) removing the nameplates, exposing vertical plate below, and changing the Tube 
mounting bracket from side to top. 


Model 335K — Price $475.00 (Or as little as 48c per day) 


gel" TSTT AUTOMATIC Comparator* Erelusiv’ IDENTIFIER Circuit* Exclut** TSTT3 FUEL INJECTOR Anclyzer* 


Instantly pinpoints failures of parts affecting one or more cylinders 
and identifies the cylinder at a glance. The firing voltage trace has been TIMI HECK 
PRIMARY TEST PATTERN widened ond brightened Gestrentesiiy Gin exttasive Mayer feature), 00 INJECTOR TIMING CHEC 
. it is easy to see and read accurately. Some of the types of failures 
indicated by this pattern are shown below. The KV scales are accurate to 
within 3% and the unit has a “‘built-in” Kilo Volt Standardizer Circuit. 


Instantly shows-up failures in parts common This is the only shop method developed so far 
i-cckgiecs hunt ty ghutag aves. a | Gunde omens Gs teen 
top of the other. (Competitive scopes tems, to be available on a number of 

ually = ee wv i 2 cig plet 
to compare ision complete opera- 
Checks condensers, points, = tion of injector in relation to its 
cam accuracy, dwell, continu- to Iacatasiichilitde operating interval (in milli- 
pet cal diet. tend, sovernad ae oe escends) and to the engine 
ye Comcocaae ta Bias nie a OF SCREEN ee 
—all at a glance. ir - uP ; ; r many exclusive features 
30 KV sca Showing various of Heyer Dyna-Vision. 


plug firing patterns. 


* : are 


MAIL TODAY 


15 KV RANGE 
IONVA A» OF 


FIRING ORDER 
for cylinder identification 


COMING SOON 
PORTABLE SCOPE 
FOR ROAD TESTING 

















Purolator Buys Plant— 


James D. Abeles, left, president, Puro- 
* fator Products, inc., Rahway, N. J., accepts 


the deed for the company's new plant in 

» Pa., from Dr. Joseph Leskin, 
head of the local Chamber of Progress. 
The plant is the newest acquisition for 
Purolator, which within the last two years 
has purchased a plant in Kent, O., in 
addition to the three plants operated by 
its recently acquired wholly owned sub- 
sidiary, Industrial Wire Cloth Products 


Corp., Wayne, Mich. 


AMMCO WELCOMES EDSEL DEALERS 
aw laa e LV oe a 


WORKING WITH YOU 
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Edsel Seeks Profit in Each Shop 
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and the following of the working 
out of these plans to completion. 
This man will also handle retail 
management training at the dealer 
level, His job will also take in the 


.| handling of equipment publications 


in his area, the formation of service 
managers clubs and service councils 
and in many other ways take the 
load of such work off the shoulders 
of the district service manager. 

The special tool setup in the 
Edsel service department is also 
radically new. In the first place, 
the notice of shipment of the 
special tools will go to the serv- 
ice representative in the field and 
he will be charged with following 
up with the dealer to see that 
the tools are unwrapped and put 
in their proper places and that 
the men in the eae 5 are in- 
structed in how to use them 

In addition, the cataloging of 
special tools has taken on a “new 
look.” Instead of the usual long 
list of “essential” and “desirable,” 
Edsel publishes a booklet listing 


each in its proper place with a 
picture of the tool, its code num- 
ber, its ordering number, its des- 
cription, what it is designed to do 

and for what cars and trucks—all 
in a box on each page. 

Then along with the tool when 
it is shipped, the duplicate of this 
printed box with all of its informa- 
tion with a gummed back is sent 
with each tool to act as a label 
and guide when struck on the tool 


* 
Canadians Tally 
e . * 
Filling Stations 

OTTAWA.—Retail gasoline out- 
lets in Canada totalled 33,025 as of 
Dec, 31, according to the Canadian 
Automotive Wholesalers’ & Manu- 
facturers’ Assn. 

Outlets by province are: Ontario, 
11,233; Quebec, 7,144; Saskatche- 
wan, 3,310; British Columbia, 2,801; 
Alberta, 2,609; Manitoba. 2,015; 
New Brunswick, 1,635; Nova Scotia, 
1,600; Newfoundland, 373, and 
Prince Edward Island, 305, 


ANNUAL GROSS °3,744 


on only 3 jobs per Wiss 


Compare these figures on a *1,300°° Investment 


Savings Accounts 
Stocks and Bonds 


Real Estate 


Ammco Brake Dept. 


2.5% 
6% 
10% 


288% 


*Based on National Average Flat Rate Manuals Available 


BRAKE SERVICE IS PROFITABLE... with minimum space 
and labor cost. Complete AMMCO Brake Dept. including Drum Lathe, Shoe 
Grinder with Fixed Anchor Clamp, Drum Micrometers, Bleeder, Brake Cy- 
linder Hone and other accessories cost less than $1,300.00. 


$32.50 

78.00 

130.00 
3,744.00° 


(Plus parts profits) 


YOUR AMMCO 
DISTRIBUTOR 
WILL ARRANGE 


A DEMONSTRATION 





IN YOUR 
OWN SHOP 
e) 
WRITE US 
Bea 


AMMCO TOOLS, INC. 


board or crib under the tool, Thus, 
there is no chance of the mechanics 
becoming confused. 


‘_ entire program is designated 
the “Green Light” or “go” pro- 
gram—indicating that if the dealer 
becomes the shining light in his 
territory on service he is on his 
way to profitable operation. 

The service promotion program, 
under Lou Mecklinberg, parts and 
service promotion manager, also is 
all completed with the one excep- 
tion of a series of regular programs 
featuring: 1. Green Light service 
promotion; 2. lube rack check; 3. 
lubrication; 4. wheel alignment; 5. 
engine tune; 6. brake repair; 7. 
cooling system; 8, repair order 
analysis; 9. shop display, and 10. 
more items per repair order. 

The promotional program shows 
the dealer how to develop his 
service customer list by spot 
checking. If he doesn’t know the 
lines of cars in his area where 





Organized Approach to Effective 
Telephone Solicitation,” is alse pro. 
vided the dealer and his service 
salesmen to drum up service usi- 
ness in a hurry. 

o * s 


Wholesale Parts 


POTENTIAL profit in wholesale 

parts business is featured in 
another guide which outlines the 
methods to pursue to get this busi- 
ness as well. 

Another book on how to recondi- 
tion used cars to make them most 
salable, providing complete infor- 
mation on how to set up such a 
department, will reach Edsel deal- 
ers soon. 

The thoroughness of this most 
unusual program for providing new 
dealers with an effective series of 
aids looking toward making it pos. 
sible for them to operate a profit- 
able business right from the start 
began back in November, 1955, 
when a selected team of Edsel! re- 
searchers went into the field and 
studied dealer operations, talked 
with existing dealers about their 
problems and came back with 
reams of data on what they were 
and how to avoid them in the new 


the customers are most dissatis- | organization. 


fied because of lack either of 
service facilities or due to the 
competing dealers’ lack of pro- 
ducing the kind of service that 
satisfies, the dealer is shown how 
to determine this “gold mine” of 
service customers by a formula 
process. 

This is all outlined in a carefully 
prepared booklet called “Select-O- 
Make” Program. 

After his potential customers 
have been determined, then he 
turns to another guide called “An 
Organized Approach to Increased 
Service Profits Through Direct 
Mail.” Another guide book, “An 


10-Year Report 
Lists Jobbers’ 
Costs and Profits 


CHICAGO. A 10-year com- 
parison of operating costs, gross 
margins and profits before income 
taxes is a feature of a 16-page 
report issued by Motor and Equip- 
ment Wholesalers Assn. titled “Cost 
of Doing Business in the Auto- 
motive Wholesaling Industry in 
1956.” 

The table reveals a drop in| 
profit before taxes from 7.2 percent | 
of sales in 1947 to 25 percent in| 
1954—an unbroken downward trend 
for seven consecutive years—finally 
reversed to 3.0 percent in 1955 and 
3.3 percent in 1956. 

“Encouraging as these two con- 
secutive increases are after all) 
these years of shrinking profits,” 
comments MEWA, “they are still) 
highly discouraging when com-| 
pared with net profits of years 

ast.” 

But, adds the association hope- 
fully, the second consecutive rise in 
net profits in 1956 “may be an 
indication of a reverse trend in the 
making.” 

The report analyzes five phases 
of “personnel” expenses and 22 
different “operating expenses” on 
a nationwide basis, then subdivides 
the analysis into five sales volume 
groups and also into seven geo- 
graphic regions. 

The report reveals that “gross 
margin and operating expenses 
vary inversely with sales volume” 
—and a table of operating ratios 
by geographic regions reveals con- 
siderable variation of these factors 
by territory. 

The bulletin also ma- 
chine shop operations, inventory 
turnover and inventory change, 
average number of employes per 
establishment, incoming freight in 
percent of purchases, sales returns 
and allowances in percent of gross 
sales, delivery expense in all its 
phases and rent as compared with 
ownership. All these analyses are 
by sales volume classes. 

The report (identified as MEWA 
Form 1856) has been mailed to all 
MEWA members, and is now avail- 
able to nonmembers at $10 each. 


Mike Persia Names 3 
SAN ANTONIO.—John Clegg has 
been named manager of Mike 
Persia Chevrolet Center. Roy M. 
Smith has been transferred from 
fleet sales manager to truck sales 
manager, and Clarence Denham has 

been appointed fleet manager. 








If any thing has been left out, 
it is not because sufficient dollars 
have been lacking or because 
they did not have the type and 
caliber of men who knew how to 
dig for the information. 

In addition to all the other aids 
being furnished Edsel dealers, there 
is a service manager's “handbook,” 
in which the answer to most every 

problem that confronts the manager 
is outlined and answered for him. 
He is shown why each service cus- 
tomer is considered worth $667 to 
any dealer and why it pays to cul- 
tivate and serve the customer prop- 
erly, not only from the service de- 
partment standpoint but from the 
standpoint of the sales of new and 
used cars. 

And that, too, is why the Detroit 
technical center has been in opera- 
tion from early 1956, developing 
training techniques and training 
the future Edsel district service 
managers and all field personne! in 
every phase of their duties and 
how they are to function. 
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Service School for imports 


British Motor Corp. Establishes U. S. Classes 
For Dealership Personnel 


'W YORK:—Factory engineers|a study and outline of the’ best 


of British Motor Corp. are con- 
ducting an advanced service school 
here for general service managers 
representing all U. S. distributors 
of MG, Magnette, Morris, Austin, 
Austin-Healey and other cars in the 
BMC line. 

A. E. Birt, president of Hambro 
Automotive Corp., BMC repre- 
sentative for the U. S., said the 
service school, believed to be 
unique in the imported-car field, 
has been established as a per- 
manent activity. 

The school is fully equipped with 
demonstration components, factory 
authorized tools and technical 
visual aids duplicating training 
standards established by the factory 
in England. 


- * + 


ERVICE managers, after com- 
pleting the two-week course, will 
conduct similar training schools for 
500 authorized BMC dealers 
throughout the U. S., Birt said. In 
conducting dealer schools, they will 
be assisted by service executives 
from the central office of Hambro. 

The intensive two-week train- 
ing program is being led by Stan 
Delemonte and John McMahon, 
BMC factory service instructors. 
Alan Page, service engineer for 
BMC, also is participating in the 
school. 

In addressing the opening class, 
Birt stated that, “no phase of a 
dealer's business is more vital to 
customer satisfaction and dealer 
stability than prompt, courteous 
and efficient service, Yet, under the 
conditions of the current seller’s 
market in the BMC line, some 
dealers might be inclined to over- 
look the fact that the profits from 
efficient service should carry a 
large part of fixed dealer expense 
to keep new and used-car sales on 
a competitive basis. 

“Our factory service training 
schools have been set up to keep 
our products competitive and to 
ensure efficient after-sale service to 
all purchasers of BMC automo- 
biles,” Birt said. 

> > > 

yas BMC factory service school 

course covers engine, tuneup, 
body, suspension, chassis, rear axle, 
carburetor, ignition, brakes, Manu- 
matic transmission and overdrive. 
Each subject is preceded with an 
outline and later construction of 
the vehicle part of assembly, discus- 
sion of its functions and the prob- 
lems that may arise. 

An important objective of the 
service school, according to Birt, 
is to assure that all parts will be 
fully stocked by distributors and 
dealers according to a parts- 
control system enabling all Ham- 
bro-BMC dealers to provide 
prompt owner service. 

In addition, instructors outline 
the operation of Hambro’s big 
Parts depots in New York and San 
Francisco. The course also includes 


Everyone Helps 
Stevens Boost 
Absorption to 74% 


OAK HARBOR, O.—Everyone at 
Stevens Motor Sales (Dodge-Plym- 
outh) sells service, and their efforts 
have boosted absorption to 74 per- 
cent. 

Every employe watches for 
banged-up. cars. When one is spot- 
ted, the Stevens man tries to in- 
terest the owner in having it re- 
Paired at. the dealership. 

Although the 74 percent figure is 
considered excellent for the size of 
the dealership, neither owner Nick 
Stevens nor Paul Nau, parts and 
Service manager, is satisfied. 

In his two years with the firm, 
Nau has achieved a 20 percent in- 
crease in absorption and is working 
constantly to nudge the figure even 
higher. 

He believes in selling service and 
deals with every customer himself, 
He also has a file on every cus- 
tomer and keeps them informed of 
Service and repair needs. 


methods for ordering and stocking 
parts for improved customer serv- 
ice. 

“We believe that our service 
schools throughout the U. S. will be 
pacesetters in the imported car field 
and will continue to even higher 
levels of BMC ownership satisfac- 
tion,” Birt told the distributor rep- 
resentatives. 

= + * 
N ADDITION to the Hambro 
Automotive executives, general 


service managers attending the| | 


GOP Units OK’s Buchanan 


SPOKANE —R, G. Buchanan, 
Spokane automobile dealer, has 
been approved as Washington State 
Republican chairman by resolution 
of: the Fifth Congressional District 
Republican State Club. Buchanan, 


who is presently Republican state | Frank V. Harrison 


school included Carl Konet, Cran- 
dall-Hicks, Boston; Phil Stiles, Ship 
and Shore, West Palm Beach; Bill 
Buck, Royston Distributors, Phila- 
delphia; Frank Bott, Overseas 
Motors, Fort Worth; Jack Murray 
and George Adams, J. S. Inskip, 
New York; Gene Nelson. Continen- 
tal Cars, ‘St. Louis; Bill Pringle, 
Gough Industries, Los Angeles; 
Bill Sample, Falvey Motors, De- 
troit; Monty Thomas, Waco Motors, 
Miami; Chuck untington, Le 
Elliot, Minneapolis; Jack Kiernan 
of J. 8. Inskip, Providence. 

Birt also announced the appoint- 
ment of Frank V. Harrison as 
general service manager in the U. 
S. for the BMC 
line. 

Harrison, form- 
erly western parts 
depot manager, 
succeeds Charles 
A. Haight, re- 
cently named 
general = sales 
manager. A native 
of England, Har- 
rison entered the 
automotive indus- 
try there as parts 


sgegeesszenaeonesetone 





committeeman, is a member of the; warehouse manager for Austin 


party’s state executive committee. 
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‘You Push That First Valve Down—' 


Cutaway drawings of MG, Morris, Austin and Riley engines are used by British 
Motor Corp. factory instructors at Hambro Automotive Corp.'s service school in New 
York, Attending students, the general service managers from 11 U. S. distributor- 
ships serving 500 dealers, watch Stan Delemonte, left, and John McMahon, explain 
inner workings of a Morris engine. Hambro is BMC representative in the U. S. 


We are proud to have owt 
products play an important part in the 


EDSEL MECHANICS TRAINING PROGRAM 


both at the Edsel Training Center in Detroit and in their 
Mobile Training Trailers 
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> the ONLY Underfloor Exhaust Unit 


with 44 
3 HOSE 


DUAL 
Med 
CAR-MON 


VENTILATING 
SYSTEM 


featuring exclusive 


DOUBLE-DOOR 
DUAL ADAPTERS 


ervice 
SINGLE or 
TWIN 

xhoust cors 
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2-DOOR FLOOR PLATE PROVIDES 
FULL VENTILATION SAFETY, with 
ONE or BOTH OUTLETS in use 


Closed door over unused out- 
let maintains full draw-off 
from outlet in use. Only one 
unit needed per stall —cuts 
installation cost in half . . . 
serves single or twin-exhaust 
cars. 


3-INCH 
STAINLESS STEEL HOSE 


Retracts easily into floor ducts. Hidden, 
out-of-the-way when not in use. 


CALL or Write your jobber NOW! 


CAR-MON 


PRODUCTS CO. 


N BROADWAY 


John BEAN 
is proud to participate 
in EDSEL Service Training 


PROJECTION 
] HEADS 
REMOTELY CONTROLLED 
FRONT WHEELS 
TURNED BY 
REMOTE CONTROL 


John Bean’s Visualiner line can cut your shop 
time on your aligning jobs by .-- or more! 
Simply by operating any of three remote con- 
trols, placed at convenient work stations, you 
can now easily turn, stop and hold front wheels 
(including power steering). No pulling, no 
pushing. You not only save time-consuming 
steps, you eliminate errors in readings caused by 
man-handling the wheels. 


Secondly, with John Bean’s new Remote Chart 
Controls, you change charts in the Visualiner 
rojection heads without leaving your work. 
ore time saved . . . better profits for you! 





Available either in new Visualiner 
instalictions or as additions to 
present equipment, these features 
are worth your immediate attention. 


WRITE FOR DETAILS TODAY. 














0-4664 {.] New Remote Control [| New On-the-Truck  [] Complete visualiner 
A send me Wheel Turner Wheel Balancer Installations { 
1 1] New Remote Control [] New On-the-Car (] Wheel Alignment fools = |{ 
' data on Chart Controls Wheel Balancer and Accessories ' 
1 ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD i 
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Plymouth Contest on Coast... 


Dealers Can Solve 
Mechanic Shortage 


(Continued from Page 36) 


local vocational and trade arts 
schools endeavor to find and re- 
pair the 15 malfunctions that were 
purposely put in otherwise good- 
running, late-model cars, The first 
team to find all malfunctions and 
fix them properly wins the top 
prize. 

The incentives for dealers to run 
such a contest include the stimula- 
tion of interest of young men of 
high school age to take up automo- 
tive repairing as a vocation to in- 
sure a future supply of auto techni- 
cians, to keep the ever-increasing 
number of vehicles running prop- 
erly, to encourage cooperation be- 
tween Chrysler Corp. dealers and 
the vocational training schools as 
a community civic program and to 
get more schools to teach Plym- 
outh technical information in their 
shops. 

ca * * 

| year’s two programs, which 

were considered highly success- 
ful, were conducted with the coop- 
eration of the school authorities of 
the major high schools and junior 
colleges in the area. Students en- 
tering the contest were from the 
industrial arts, vocational training 
and automotive training classes. 

In Los Angeles, 29 teams of 
boys from 19 high schools and 
seven teams from seven junior 
colleges entered the contest, The 


would not function. All cars had 
the gas line plugged. 
* * * 


ONALD BORST and Edward 

Mekata won first place in the 
Los Angeles contest, representing 
the Los Angeles Trade Tech school. 
They competed in the junior college 
class. First place in the high school 
vocation class was won by Charles 
Moore and Layno Watari, repre- 
senting Fremont High School, Win- 
ners in the industrial arts class 
were Dennis Gardner and Ernest 
Brazee, representing Washington 
High School. 

The contest was held on the 
athletic field of Wilson High School 
in Los Angeles. 

One of the features of this 
contest from a public relations 
standpoint is that it lends itself 


Hertz Expands 
To Europe 


CHICAGO.—The Hertz Corp., has 
extended its rental operations to 
include Europe. 

The rental company has had 
franchised agents in foreign lands 
for many years. This year, however, 
Hertz began company-owned opera- 
tions in Paris through its recent 
acquisition of the controlling inter- 





winning team took only 32 min- 
utes to find all of the 15 mal- 
functioning parts and either 
repair or replace them and have 
the car running so that it could 
be driven around a track, stopped 
and started again. 

In the Oakland contest, 12 teams 
from six high schools and two 
teams from two junior colleges par- 
ticipated. 

The malfunctions were put in the 
cars by Plymouth technicians and 
even the boys’ instructors were not 
told what they would include. Some 
of the things done to the cars were 
substituting a black piece of rub- 
ber for the brush in the genera- 
tor, substituting a piece of rubber 
hose for one of the electrica] leads 
and crossing the wires so that they 


‘Job Well Done’ 
Is Goal in Shop 
Of Dodge Dealer 


SANTA MONICA, Calif—When 
Claude R. Short opened the doors 
of his Dodge dealership 25 years 
ago, his service department con- 
sisted of two men and the motto: 
“Service with us is not just a name, 
but the highest symbol of a job 
well done.” 

The intervening years have seen 
it expand to a bustling 60,000- 
square-foot plant, with 23 experi- 
enced employes. 

“T’d figure we've taken care of 
nearly 4,000 customers in that 
time,” says R. V. Rudolph,. service 
manager, “and about 20 percent of 
them have been steady repeaters 
over the years.” 

Complaints are few and far be- 
tween, Short requires all his me- 
chanies to attend the Dodge Master 
Service Technician conferences. 
Over the last five years, every me- 
chanic has received master techni- 
cian awards regularly. 

Kenneth G. Parr, general man- 
ager, points out that much of the 
credit for the firm’s service success 
is the result of seeking jobs ag- 
gressively, then being fully equip- 
Ped to do them. 

“We use the Wolf follow-up sys- 
tem,” he explains, “as well as per- 
sonal calls and reminder cards on 
lube jobs and light maintenance 
work, A good deal of our repeat 


business results from effective fol-|™ 


low-up of every service job.” 

In April, the dealership grossed 
$47,500 in parts and service, more 
than half of which came from the 
paint and body shop. 

“Every phase of our service setup 


stocked parts inventory. 


est in Guy A. Leriche’s Europcars, 
S. A. 





First Across the Line— 
Winning team in Plymouth dealers West 


———, 


to audience participation. Even 

though this was the first con- 

tests of its kind held in the Los 

Angeles area in several years, 

quite a crowd of students and 

families of contestants turned out 
for the event. 

- Dealers immediately saw the op. 
portunity to increase this turnout 
in the future by having some kind 
of a program while the boys track 
down the malfunctions in the cars, 
This seemed to be the only “dead” 
spot in the entire program. 

Several top factory officials of 
Chrysler Corp. and Plymouth can 
now see an opportunity to carry 
this contest nationally in those 
areas where there are vocational 
or industrial arts classes teaching 
automotive repair work and where 
dealers can get the wholehearted 
support of the school authorities 
like they did in Los Angeles and 
Oakland. 

” + = 

| FACT, to many Plymouth offi. 

cials the highlight of these two 
contests was the unqualified en- 
dorsement of the program by Glenn 
I, Newhouse, supervisor of indus- 
trial arts of the Oakland Public 
Schools, in which he congratulated 
the Plymouth dealers for bringing 
this contest to the school officials. 

Ray Vane, president of the 
Plymouth Dealers Assn. of South- 
ern California, expressed the sen- 
timent of all dealers participating 
when he wrote Cutler, saying, 
“The Trouble Shooting Contest 
which was conducted by the local 
Plymouth service representative 
and sponsored by the Plymouth 
Dealers Assn, of Southern Cali- 
fornia was a worthwhile activity. 

“The reaction of the dealers and 
service managers who actively par- 
ticipated in this event was real 
good and the favorable publicity 
resulting from it was priceless.” 





Coast “Trouble Shooting Contest" brings 


its test Plymouth across the finish line after circling track to demonstrate its car is 


in proper running condition. In foreground 


are, from left, John C. Schmitt, Plymouth 


service representative who coordinated the contest; M. J. Bernard, regional service 
manager, and Robert T. Bruce, Plymouth regional sales manager. Contestants’ friends 


and relatives fill stands. 


Trade Tech in the industrial arts class. 





Two Event Winners for Plymouth— 


Mary Davis, winner of the Mobilgas Economy Run, talks with winners of the 
is geared for profit,” Parr says,| Plymouth “Trouble Shooting Contest” in Los Angeles after completion of the event 
“from the 10-twin-post hoists in| in which the young men found and corrected 15 malfunctions in 32 minutes. The 
the lube department to our fully| winning team was Edward Mekata, left, and Ronald Borst, representing Los Angeles 
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Backshop . . . .. sack Weed 


(Continued from Page 36) 


of their service customers from now 
on, In fact, I lenow of several fac- 

service departments that are 
putting quite a lot of emphasis on 
petter service right now. Much 
more attention is being given this 
phase of their operation than for 
geveral years past. 

But I can see one immediate 
result of the Edsel “pitch” that is 
going to come home to roost with 

many dealers in the areas where 
the new dealers will be located. 

As everyone in the retail end of 
the business knows, there is a dire 
shortage of both good mechanics 
and good service managers. 
Whether many dealers realize it, 
there also is a real shortage of 
good service order writers. 

With the shortage of all three as 
acute as it is, the advent of 1,200 
to 1,300 new dealers in the industry, 
all keyed up with the need for hir- 


the cost, even the loss of produc- 
tive time, to send or let their serv- 
ice manager attend such a school 
if it existed. 


* * 


Dealers to Blame 


S° DEALERS, in the main, who 

are losing customers and money 
in their service operation can blame 
themselves most of all for their 
predicament. They have not stepped 
up to the growing need for better 
trained service men as the need 
continued to snowball into the dire 
situation that many find themselves 
in today. 


So, if a new Edsel dealer steals 
your best mechanics or your 


















































Insurance Rates Up 
OTTAWA.—Automobile insurance 
rates have been raised in several 
Canadian cities, according to a 


nging ing both good mechanics and good/ survey of consumer price indexes 
icials, managers, can’t help but have quite by the Canadian Government. 

the a disturbing affect on the efficient- 
uth- man market. | 
sen- * * 
ting How to Get in Trouble 
ine. RS who do as a Detroit 
cam dealer is being accused of doing 
tive —trying to cut the earnings of the 
uth men in a dealership which he took 3 
‘ali- over and firing the whole crew If satisfied 
rity when they went running to a union 

and to help them out of their an 

ties—will find it hard to maintain 

cai good relations with either their customers 
icity customers or their factory. 


Service is getting more and 





As a shop gets organized with 
a@ good hard-hitting crew that 
Py knows how to fix the things that 
go wrong, the greater the need for 
order writers who oe to 

ose properly what wrong 
an on waste the time of good 
mechanics or break their pride in 
good workmanship by writing fool- 
ish instructions on the repair order. 

And as the payroll of the shop 
goes up— because the dealer will 
have to lay out better money to get 
and hold such men—the demand for 
service managers who can actually 
ae will become more and more 


"ieee are the days when the 
dealer, to cut expenses, would fool- 
ishly fire the service manager that 
was making him money in the shop. 

= = . 


Weak Link in Shop 
| FACT, many dealers today who 
are complaining about not being 
able to make money in their service 
operation don’t or won't realize that 
it is because they don’t have a 
sound, well-trained service man- 
ager who is able to get a paying 
volume of work out of the shop. 


gs 

is 
sth 
ice 
ds 


of 
their job due to no fault 
their an Their heart .is in the 
right place and they want to do a 


with costs that it never should 
carry and who won't provide the 
Space or the tools needed to take 
care of the customers, the war- 
ranty, the make-ready and used- 
car conditioning they insist upon. 

One can’t criticize service man- 
agers for their lack of know-how 
too much as long as they are will- 
ing and eager to learn. 

That criticism can be placed 
Squarely on the heads of those in 
the industry who expect mechanics 
to graduate to good service man- 
agers by some mysterious method 
not even known to themselves. 

They have made no provision 
either at the dealer or factory 
level to provide a place where they 
can be trained in management, and 
far too many dealers are so short- 
sighted they wouldn’t stand part of 








are your, 


SOCONY MOBIL OIL 
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| cervice manager because he secs lager for the fine job he hai done| hold himecl dawn nana > 
the opportunity to raid your 


back and damn him, Take a good 
look at your own operation and 
try and see for yourself why you 
lost those men. 

Losing a good man or two might 
be the best thing that could happen 
to some dealers. It might wake 
them up to just how vulnerable 
they are, even though they do sell 
a@ well-known product that has had 
& popularity swing for several 
years. 

It takes more than reputation or 
nice lines to keep owners satisfied 
today, It’s the dealers responsibility 
to keep not only the cars but the 
customers running sweetly, And it’s 
the dealers “bogie” to do it at a 
profit. 

Thousands of dealers are doing it. 

oO + + 


Pride of the Industry 

JUST can’t help but be proud 

of the accomplishment of a 
dealer like Harold C. Titwiller of 
Ottawa, Kans. He not only led his 
Franklin County group to a leading 
position in this year’s March of 
Dimes campaign to raise funds for 
this most worthy cause but was 
commended by his division man- 
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same time. He was first in parts 
sales and third in customer labor 
sales among all Group “D” dealers 
in the Kansas City district, 

For a small-town Mercury 
dealer to accomplish both in an 
area like his near Kansas City 
is quite an accomplishment, I 
think. But then it usually is the 
small-town dealers who have the 
desire to give their jobs, both 
automotive and civic, that extra 
little effort that raises them 
above the rank and file, 

It is men like Harold Titwiller 
who continue to make automotive 
dealers the nation over looked up 
to as the leading citizens of their 
communities and substantial busi- 
ness men despite all the carping 
and groaning over their lack of in- 
terest in their customers. 

* Rd = 


_ DOMAN, general service 
manager of Ford division and a 
former engine design engineer, said 
in his talk before the vocational 
boys’ graduating class that he had 
been asked by a group in Ann 

Arbor to forecast the car of 1965. 
He said he tried not to let his 


ager for the fine job he had done 
in service in his dealership at the 
imagination take over but __aseanesoesanotennsuneenaneansentadeseninsaaaaeteinstomnieapeteuenntegeeeGgeta eee ee ee ee ee ae. eee to 
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hold himself down to what he could 
visualize from current develop- 
ments. 


He was certain that compression 
ratings will have gone to as high 
as 14 or 15 to 1 and that there 
may be a sealed engine, He fore- 
sees the engine in the rear to get 
better weight distribution, The en- 
gine will not be much over 300 
horsepower, but will have a very 
high torque which will permit a 
2% to 1 axle ratio, he said. 

He says that but for the de- 
cision of all companies to tone 
down the power angle, we might 
have seen engines of 500 horse- 
power in cars the weight of Ford 
by that time. 

He said the engine ratio was 
bound to go to the higher ratios 
to get more economy in the modern 
power plants and that currently 
engine-engineers are shooting for a 
mean of around 23 miles per gallon. 

He also foresees a development of 
an automatic method of adjusting 
valves and cam angles to suit the 
power needs of the engine. 

All of these, he pointed out, will 
be of little value without the me- 
chanics to keep them renaieat 
hence the need for more knowledge 
at the mechanic level. 


---recommeénd this one 





cars... 


Can double engine life . . 
sub-zero cold. 


of gasoline. 


ping, spark plug fouling. 


Outsells all other 
year-round oils by far! 


PANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


forjevery new car! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
. a “must” for new cars! 


. in summer heat, 
In effect, increase the octane rating 


Help control engine knock, pre-ignition 


Increase gas mileage, engine power. 



















No. 39 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


a= 
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The Ford Rotunda, your national 
showroom for the Ford Family of Fine 
Cars, is visited annually by over 
1,700,000 le . . . more than the 
yearly total of visitors to the Statue 
of Liberty and the Grand Canyon 
combined! 
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From pencil to 
proving ground 


...at the Ford Rotunda! 


From Pencil to Proving Ground is the name and theme of a 
special exhibit this summer at the Rotunda, one of the 
country’s top tourist attractions located in Dearborn, Mich. 


Colorful, eye-catching displays cover every aspect of the 
automobile business—from initial market and consumer 
research . . . through styling, engineering, testing and manu- 
facturing . . . right on to you, our dealers! 


To demonstrate how we test every new car, an actual prov- 
ing ground has been built on the Rotunda grounds. Visitors 
have the unique opportunity to ride with skilled test drivers as 
they put new Fords, Mercurys and Lincolns through their 
paces—over every type of road condition! Impressive proof of 
the safety, performance, comfort and handling ease built into 
all our cars. 


Invite your customers and prospects to visit this interesting, 
informative show in Dearborn when they’re vacationing this 
summer. It’s an appealing promotion designed to pre-sell them 
on your products! 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD e THUNDERBIRD e MERCURY «LINCOLN e CONTINENTAL 
FORD TRUCKS « TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON (E) THE NEW EDSEL 










































Graduates in Ford-Mercury Contest— 


In Detroit vocational contest sponsored by Ford and Mercury dealers, winning 
students share $2,000 worth of prizes donated by the dealer associations, Here, 
from left, rear, are Andrew Althouse, assistant director, and Earl T. Bedell, director of 
vocational education, Detroit Public Schools; Thomas Jacuszcwski, Raymond Zulinsk, 
Merle Perry, Phillip Nadeau and Thomas Traczyk, contestants; Carl Doman, general 
service manager, Ford division, and Al Briggs, of Smith-Briggs, Detroit Ford dealer. 
Front row, Martin Maciniski, Leonard Bertock, Hollis Walker and Raymond Molitor, 
contestants; William Walton, Ford Detroit District service manager, and James Pugh, 
Howerd Freeman and Thomas Jones, contestants. 
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Ford-Mercu 


Contest in Detroit... 





Dealers Can Solve 


Mechanic Shortage 


(Continued from Page 36) 


soring dealers. In the beginning, 
William Walton, district service 
manager who has pushed this an- 
nual event nearly single-handedly, 
took as many as 30 to 50 gradu- 
ates each year. In recent years, 
however, participating students 
have been graded up to the 10 or 
12 boys with highest graduation 
marks. 
a + * 


, 7 contest rewards young men 


in the vocational schools for 
outstanding accomplishments in 
their vocational training. It gives 
them a chance to earn valuable 
prizes in the dealer-sponsored con- 
test and provides a means of plac- 
ing them in jobs as embryonic 
automobile mechanics. 

As in previous years, the par- 
ticipating Detroit-area vocational 
schools selected their outstanding 


graduates through a written ex- 
amination, Finalists then received 
a three-day intensified training 
course at Ford service training 
school. The winners of the con- 
test were then selected on tests 





3-Phase Test of Brakes 


Adopted by ICC Advisers 


WASHINGTON.—An Interstate 
Commerce Commission advisory 
committee on brakes has adopted 
a three-phase program of brake 
testing, subject to change during 
the program. 

The function of brake systems 
will first be tested in laboratories 
and then on the road. The third 
phase will test reliability and 
need for maintenance. 





New Truck Safety 


from the Driver’s Point of View 








Union City Body Co. built 
this curb-side delivery truck 
body ona Chevroletchassis. 
The panoramic windshield 
(largest ever for this kind 
of truck) was specially 
built by L-O-F to fit the 
body design, add safety 
and provide more driver 
comfort. 






From this cab, a driver sees ball-chasing kids, toy-jammed drive- 
ways, thoughtless traffic. He sees everything quickly, easily, and 
in. time through the widest-vision panoramic windshield ever put 
into a truck. 


See how it bends around the corners, broadens vision. Gives 
a driver comfort . . . and confidence. Gives the truck owner a 
safety margin for his fleet. 


L‘O-F built this windshield especially for this body design. 


It’s the most recent step ahead for trucks, but only one of 
many modern steps to safer and safer driver vision that L-O-F is 
pioneering for auto and truck manufacturers. 
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LIBBEY- OWENS: FORD @ Gneat Name in Glaso 


TOLEDO 3, OHIO 
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and ratings on their work curing 

the three day period. 

It is claimed by service instru. 
tors and service men that few of 
the “journeymen” automotive me 
chanics could pass the contest that 
these vocational-school graduates 
are given. The contest covers actua] 
work as well as considerable 
theory. 

In addition to Walton, Andrew 
Althouse, assistant director of the 
Detroit vocational school sys 
has been an ardent booster and 
worker in the contest. 

= * 7 
H's particular interest from ap 
educational standpoint is that 
this contest each year raises a 
challenge to the vocational teach. 
ers, They must keep abreast of 
modern service methods and revise 


their courses to meet changing 


procedures or their students are not 
able to enter the contest, which ig 
a black mark against the instruc. 
tors. 


One of the highlights of this 
year’s contest was the appearance 
at the graduation dinner of Sam 
Pupilo, who was in the first 
graduating class and has been 
employed by Johns Bros., Detroit 
Ford dealer, ever since. 

Pupilo is credited with being the 
outstanding mechanic in the dealer. 
ship and—not being content with 
that honor—is going to night school 
at Wayne State University to fur- 
ther his education. 

This contest has that sort of a 
record, Several of the winners dur. 
ing the years the contest has been 

> > * 





First Winner— 


Carl Doman, left, general service man- 
ager of Ford division, congratulates Sam 
Pupilo, who seven years ago won first 
contest for auto mechanics students in 
Detroit sponsored by Ford and Mercury 
dealers. Pupilo has been employed at a 
Detroit Ford dectership ever since. 
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running have gone on to schools 
of higher education, mostly techni- 
cal schools. 
* = * 
ANY of the Ford men would 
like to see this contest ex- 
panded to a national level and this 
year, for the first time, there has 
been an inclination in certain quar- 
ters to push to this end. 

There is nothing to stop Ford 
dealers in other cities from get- 
ting behind this idea or duplicat- 
ing the Detroit effort in their 
area. 

Students from seven Detroit vo- 
cational schools were represented in 
this year’s class of 12 boys and the 

two top winners were from one 
school. 

This is the first time that both 


first and second prizes went to 


boys from the same school. 


s 
Patriarch 
26th Buick Purchased 
By 81-Year-Old 

FLINT. — Eighty-one-year-old 
Frank Emerick of Seattle, has been 
hailed as “the patriarch of the 
Buick family” by Edward T. Rags- 
dale, general manager of Buick. 

Emerick, a retired businessman, 
recently purchased his 26th Buick 
and told the salesman to “expect 
me back again in two years for 
No, 27.” 

The record of Buick purchases 
by Emerick dates back to 1913 when 
he was the first man to drive a car 
through Snoqualmie Pass in the 
Cascade Mountains of Washington. 

In a letter congratulating Emer- 
ick, Ragsdale said that “the fact 
you have been a Buick driver 
steadily since 1913 entitles you to 
the rank of patriarch of the Buick 
family.” 
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Truck Power Loader 


Folder describing a power loader 
which is mounted on the truck 
frame immediately behind the cab 
four pages, free. Daybrook Hy- 
draulic Division, L, A. Young 
Spring & Wire Corp., 498 Lehman 
Ave, Bowling Green, O. 


+ * + 


Brake Kits 

A brake merchandising cata- 
log, listing lined brake shoe and 
lining packages and repair kits— 
$2 pages, free. Service Sales De- 
ent, Bendix Products Di- 

vision, South Bend, Ind. 

> * * 


Castings Literature 
“Technical Literature on Cast- 
ings,” 2 folder describing the con- 
tents of 15 publications of the 
Gray Iron Founders’ Society—eight 
pages, free. Gray Iron Founders’ 
Society, Inc. National City-East 
Sixth Building, Cleveland 14, O. 
7 > > 


Two Sanders 
A catalog page describing two 
Easy Sanders—free. Detroit Sur- 
facing Machine Co., 1333 E, Eight 
Mile Rd., Detroit 20, Mich. 
> * = 


Commercial Trailers 
Insert for looseleaf, commercial 
trailer catalog—-four pages, free. 
Fruehauf Trailer Co., 10940 Harper 
Ave., Detroit 32, Mich. 
* . 


ThermoShock Ceramic 


Brochure describing ThermoShock 
Grade HT-2, a ceramic with re- 
sistance to changes in temperature 
—two pages, free. Duramic Prod- 
ucts Division, Technion Desing & 
Mfg. Co., Inc., 262 Mott St. New 
York 12, N. Y. 

7 


Fork Truck 


A brochure describing features 
and operating characteristics of 
the YR-6024, a 6,000-pound capacity 
fork truck for outside handling— 
four pages, free. Industrial truck 
division, Clark Equipment Co., 1921 
Escote St., Battle Creek 80, Mich. 

. > * 


Bundyflex Catalog 
Information about Bundyfiex 
brake lines, oil lines and fuel lines 
—Catalog A-457, free. Everhot 
Products Co., 2009 W. Carroll, Chi- 


cago, Ill. 


= > * 


Wheelabrator Literature 


Bulletins on four new airless 
abrasive blast cleaning machines 
and a booklet on mechanical de- 
scaling of steel—free. Wheelabrator 


Ford Appoints 
Richardson Chief 
Of Lorain Plant 


DEARBORN.—Joseph A. Richard- 
son has been named manager of 


bly plant for the last five months. 
The 1,500,000 square foot Lorain 
plant has been under construction 
for nearly 10 





administrative assistant to the 
Richmond plant manager, and later 
held the positions of industrial 
engineering manager and general 
superintendent at Richmond. 
When Ford announced plans in 


at San Jose, Calif., to replace the 
old Richmond plant, Richardson 
was appointed to supervise activa- 
tion of the new facility. When the 
Plant opened in 1955, he became 
general production manager at San 
Jose, and continued in that capacity 
until his transfer to Kansas City. 









Bulletin Board... 





Corp., 1016 S. Byrkit St. Misha- 


waka, Ind. ‘is 


Welding Charts 

Two wall charts on torch and 
arc welding—free, Eutectic Weld- 
ing Alloys Corp., 40-40 172nd St., 
Flushing 58, New York, N. Y. 

* * * 
Industrial Hose Reels 

A catalog giving detailed infor- 
mation on hose reels for industrial 
use—16 pages, free. Clifford B. 
Hannay & Son, Inc., Westerlo, N. Y. 


* * * 


Electrical Equipment 


A catalog listing products and 
equipment for the electrical indus- 
try—20 pages, free. Sittler Corp., 
18 N. Ada St., Chicago 7, IIl. 

* 


* * 


Replacement Panels 


Catalog describing body replace- 
ment panels made for 19 automo- 


Autobody Panel Mfg. Co., 875 E. 
140th St., Cleveland 10, O. 
+ * * 
Shipping Heavy Goods 
Discussion of shipping heavy 
products in corrugated boxes effi- 
ciently and economically—28 pages, 
free. Hinde & Dauch, 4265 Decatur 
St. Sandusky, O. 
* * * 


Industrial Lift Trucks 
A brochure detailing its new G-3 
Series of industrial lift trucks— 
16 pages, free. Yale & Towne Mfg. 
Co., 11000 Roosevelt Blvd., Philadel- 
phia 15, Pa. 


* * *& 
Flow Meter Selection 
“A Brief Guide to the Brooks 
Rotameter Line”—Bulletin 110, free. 
Brooks Rotameter Co., Lansdale, 
Pa. 


om 
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“I believe I’ve discovered why 


* we're operating in the red. We're 


* a. 
International Accessories 


Catalog describing and illustrat- 
ing accessories for International 
trucks—12 pages, free, International ic 


not making any money.” 





12 pages, free, Van Straaten Chem- 


al Co., 630 W. Washington St., 


Harvester Co., 180 N. Michigan Chicago 6, Il. 


Ave., Chicago 1, Il. 
* * * 


Tool Lubricants 
A brochure on how to select tool 


Heating Element Alloy 
A catalog-manual on Chromel-D, 


biles— 30 pages, free. Made-Rite' lubricants and grinding coolants—! nickel-chromium-iron heating ele- 


WATCH YOUR PROFIT GROW 
WITH ALEEN EF*hRs * 


chandising aids (like the banner above.) Here’s 
how you make your profit margin grow: select the 
‘plan that suits you best, then cash in on added 
tune-up profit, greater automotive service parts 
turnover and extra gas and lubrication sales. 


Call your Allen wholesaler right now! He’ll dis- 
cuss your operations and help you analyze your 
needs. He’ll give you the details of how the Allen 3 
PM Plan means increased income for. you. Com- 
petition’s keen—you can beat it with the Allen PM 
Plan. Act now! 


*A Plan of Preventive Maintenance that Means More Profit for You 


ALLE 


New ... exclusive... Allen’s PM Plan is paving 
the way for thousands of service stations that are 
getting into the money-making tune-up business 
—and doing it right now! Allen’s PM Plan makes 
it easy . .. simple and profitable. It has everything 
needed to make money for you... provides real 
customer satisfaction. No doubt about it, PM sells! 
Allen offers a choice of three PM profit packages. 
Each is tailored to specific service needs and budg- 
ets, each is complete with tune-up equipment, 
simplified operator instructions and sure-fire mer- 
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ELECTRIC AND EQUIPMENT COMPANY 
Kalamazoo, Michigan 
Canadian Branch: Walkerville, Ontario 
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ment—12 pages, free, Hoskins Mfg. 
sae 4445 Lawton Ave., Detroit 8, 
ch. 






Expense Accounts 
“Salesmen’s Automobile Expense 
Allowances and Practices”—survey, 
$12.50. Dartnell Corp., 4660 Ravens- 
wood, Chicago 40, Ill. 
* * = 





































































Transmission Facts 
Driver-instruction booklet for 
Fuller RoadRanger transmission— 
eight pages, free. Fuller Mfg. Co., 
Prouty St., Kalamazoo 13F, Mich. 
+ + * 


Automatic Sprinklers 
“How Investment in Fire Pro- 
tection Pays Dividends”—eight 
pages, free, Bulletin 78, Automatic 
Sprinkler Corp. of America, Youngs- 
town 1, O. 


* + = 
Electrodes Booklet 
Murex Hardex hard surfacing 
electrodes—20 pages, free, Metal & 
Thermit Corp., Rahway, N. J. 
* = - 


Steel Piping 
“Compilation of Steel Piping Ma- 
terials,” a volume containing 60 
specifications, one method of test 
(Continued on Page 48, Col. 1) 








Bulletin Board .. . 





(Continued from Page 47) 


and one classification—455 pages, 
$4.50. American Society for Testing 
Materials, 1916 Race St., Philadel- 
phia 3, Pa. 


Dual Exhaust Kits 


A catalog sheet describing dual 
muffler kits for Ford V-8 truck 
engines—free, Alexander-Tagg In- 
dustries, Inc., Hatboro, Pa. 

* * * 


Gray Iron Machinery 


Manual‘ on the machining and 
grinding of gray and nodular 
(ductile) cast irons—57 pages, $3. 
Gray Iron Founders’ Society, Inc., 
930 National City-E. Sixth Build- 
ing, Cleveland 14, O. 

* + 


* 
Care of Asphalt Tile 
Bulletin on the maintenance of 
asphalt tile floors—free. Multi- 
Clean Products, Inc., 2281 Ford 
Parkway, St, Paul, Minn. 
* * ~ 


Facts on ‘500° 


Facts and figures on the Indian- 
apolis “500” race—16 pages, free. 
Marquette Mfg. Co., Inc., 307 E. 
Hennepin Ave. Minneapolis 14, 
Minn. 


Home Study Courses 


Home study courses in auto 
repair training listed—free, Na- 
tional Home Study Council, 1420 
New York Ave., N. W., Washington 
5, D. C. 


* > * 


Silicone Makeup, Uses 
Copies of a lecture by Charles E. 
Reed on “The Industrial Chemistry, 
Properties and Applications of 
Silicones”—$1.50, American Society 
for Testing Materials, 1916 Race 





St. Philadelphia 3, Pa. 
. > . 


Cooling System Manual 
“Antifreeze and ag 
Cooling Systems” — free. w 
Chemical “ tifreeze Sales, 
Midland, Mich. : 
+. 
Lubricating Equipment 
Catalog covering Arolube auto- 
motive lubricating equipment — 52 


pages, free. Aro Equipment Corp., 
1949 Erie Ave., Bryan, O. 
> 7 * 


Repairs with Stonfast 
Use of Stonfast to repair dam- 
aged floors without delaying traffic 
—six-page folder, free. Stonhard 
Co., Inc., 1306 Spring Garden S&t., 
Philadelphia 23, Pa. 
> 


7” 
Self-Dumping Hoppers 
Self-dumping hoppers — catalog, 
free. Apex Welding & Fabricating 
Corp., 30 Interstate St., Bedford, O. 
” - ” 


Mufflers and Pipes 
Muffler and pipe catalog—free. 
AP Parts Corp., 26 AP Bidg., To- 
ledo 1, O. 
> = 


> 
Industrial Trucks 
A catalog describing a complete 


Macton’‘s 
Paravane Turntable 


: & 


Assemble 
in 5 minutes 


‘(No Tools Required 


_Get FREE Catalog 
MACTON MACHINERY CO. 
STAMFORD 12, CONN. 


AORN AAS 


¢ 


=. 


line of fork-lift trucks, straddle 

carriers, powered hand trucks and 

towing tractors — 16 pages, free. 

Clark Equipment Co., Industrial 

Truck Division, Battle Creek, Mich. 
* + * 


Alloy Liners 

A bulletin describing “Wear- 
Resist” alloy liners for protection 
of blast cleaner parts subject to 
abrasive action—four pages, free. 
Pangborn Corp., 10 Pangborn Blvd., 
Hagerstown, Md. 
+ * * 


Armstrong Tools 
A catalog listing 4,980 Armstrong 
tools—120 pages, free. Armstrong 
Bros. Tool Co., 5200 W. Armstrong 
Ave., Chicago 30, Ill. 
+ ¥ « 


DC Power Supply 


Explanation of construction and 
operating principles of Model D- 
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tube and transistor radios, both 
portables and those in autos—four 
pages, free. Electro Products Labor- 
atories, 4500 N. Ravenswood Ave., 
Chicago 40, Ill. 

* 


= = 
News About Noise 


“Why Must This Be?”—recom- 
mendations for eliminating indus- 
trial noise—free, Sigma Engineer- 
ing Co. 1491 N. Vine St. Los 
Angeles 28, Calif. 

* * 2 


Enjay Butyl Fillers 
Slide chart showing selection of 
filler materials that can be used 
with Enjay Butyl—free, Enjay Co., 
Inc. 15 W. Fifty-first St. New 
York 19, N. Y. 
* * ¥* 


Broaching Bulletin 


Horizontal broaching machines 
for production gun rifling — four 
pages, free. Bulletin GR-57, Colonial 
Broach & Machine Co., P. O. Box 
37, Harper Station, Detroit 13, 
Mich. 


Speed Indicators 


A bulletin describing a variety of 
generators and indicating or re- 
cording instruments for measuring 


612T DC power supply for testing| speed of any industrial rotating 
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“Price is no object ... 
just looking.” 





equipment—12 pages, free. General 
Electric Co., Schenectady 5, N, Y. 


* * * 


Packaging Services 


A brochure describing services | Mich. 


AROLUBE 


These are the friendly AROLUBE Division 
Managers whose sales-and-service staffs are nearby 
to assist you in all parts of the nation! 


The combined experience of these 27 lube equipment 
experts totals 324 years ... each man averaging 12 years with 
ARO! This means—the ARO Manager who serves your area can 
bring a wealth of know-how to your problems of lube department 
planning and service. He can help you step up lube profits! 

It will pay you to call on this man and get acquainted. Ask him about 
the fast build-up of profit when you go modern .. . go overhead with ARO! 





and facilities for boxing, c 
and packaging for export—2% 
free. AACON Contracting Co,, 145 
Wolcott St., Brooklyn 31, N. Y, 
* * * 


Alloy for Furnaces 
A manual covering Chromel-D g 
heating element alloy for use ‘iq 
controlled-atmosphere furnaces — 
12 pages, free. Hoskins Mfg. 
4445 Lawton Ave., Detroit 8 Mich, 
~ . * 


Automation Machines 
A folder on automated welding 
machines and automation machines 
—four pages, free. Expert Die & 
Tool Co,, 17144 Mt. Elliott Ave, 
Detroit 12, Mich. 
* * + 


Butyl for Tires 





















“Enjay Butyl for Tires” — @ 
pages, free. Enjay Co., Inc., 15 W, 
Fifty-first St.., New York 19, N. Y. 

ee & * For 
Gear Shaving Ch 

A catalog describing the Req | 
Ring Universal diagonal gear. | 
shaving process—four pages, free, ae 


National Broach & Machne Co, 
5600 St. Jean Ave. Detroit 13 


























For Independent Dealers— 


Cleveland Independent Automobile 
Dealers Assn., marking its 10th anniver- 
sory, is installing large metal signs carry- 
ing the national organization's emblem 
at member lots. Shown with the first sign 
are Sam Messerman, left, CIADA presi- 
dent, and Robert S. DeTchon of the Cleve- 
land Better Business Bureau. 
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Used-Car Notes 


BAKERSFIELD, Calif. — The 
Kern County Used-Car Dealers 
Assn. has held the first of what, is 
planned as a yearly series of social 
gatherings for new and used-car 
dealers in the county. 

Some 200 persons attended the 
dinner-dance in the Bakersfield 
Country Club. 

Wally Tucker is president of the 
host association. Gene Winer, presi- 
dent of the new-car dealers’ group, 
headed the delegations of new-car 
dealers attending. 


* + = 


Bishop Adds New Lot 
ATLANTA. — Bishop Bros. has 
opened a new lot at 270 Spring St., 
S. W. Roy Bishop is owner and 
Clarence Stanley and G. E. McMil- 


lan are managers. 
* + aa 


Trade Group Helps Ease 

Chicago’s New Zoning Law 
CHICAGO.—Z oning difficulties, 

which would have affected adverse- 


ly a number of Chicago dealers, 
have been alleviated through efforts 
by the Chicago Automobile Trade 
Assn., and a new zoning ordinance 
has been passed by the City Coun- 
cil. 

Before the new ordinance was 


Old Inner Tubes Bring 
Cash from Swimmers 


DETROIT.—A dealer near a 
summer resort tried this out and 
is passing it along to other dealers 
and service stations. Instead of 
discarding inner tubes which are 
no longer useable on cars, he in- 
flates them, prints a price on them 
with crayon and offers them for 
sale to swimmers. 

Dealers with the facilities for 
printing the name and location 
of their firm on the tubes could 
go a step further and give the 
tubes to customers as a “float- 
ing advertisement.” 


sales and service 


passed, it was found that the pro- 
posed law would be detrimental to 
dealers in regard to used-car lots 
and service departments. The CATA 
and other business groups helped 
bring about an ordinance satis- 
factory to all. 


Dealer Gives Car (Painted ) 


To Vermont City Police 
WINNOSKI, Vt. — Herbert W. 
Barcomb, a used-car dealer, has 
donated a 1949 sedan to the Win- 
noski police department, giving the 
department two cars. Barcomb also 
offered to repair and paint the car. 


* * * 


Hi-Jinks in L. A. 

LOS ANGELES.—The 39th an- 
nual Hi-Jinks of the Los Angeles 
Used-Car Managers Assn, was held 
at Fox Hills Country Club, Culver 
City, Harry Larson headed the 
committee in charge, The program 
included golf, dinner and enter- 
tainment. 

= a 


Shay Elected President 


Of Denver Independents 
DENVER.—John Shay has been 
elected president of the Denver In- 
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dependent Automobile Dealers 
Assn. 


Richard Crane is vite-president 
and Howard Stark is secretary- 
manager. 


Jones Outlines 
National Plans 
To U.C. Group 


CAROLINA BEACH, N. C.—vVal 
T. Jones, new executive vice- 
president of the National Inde- 
pendent Automobile Dealers Assn., 
was the principal speaker here at 
the second convention of the North 
Carolina Independent Automobile 
Dealers Assn. 

Jones outlined the national or- 
ganization’s program, adding that © 
strong state associations would 
play a big part in NIADA’s plans 
to expand its services. 

New officers of the North Caro- 
lina association are Howard Neigh- 
bors, president; Cardell Carter, 
first vice-president, Harris Haskett, 
second vice-president; Willard Ves- 
tal, secretary, and Homer Cooper, 
treasurer. E. M. Stafford is the re- 
tiring president. 

Elected regional vice-presidents 
were Tillman Moss, Forest City; 
Herman Gulledge, Rockingham, 
and Marion DuBose, Wilmington. 

Some 150 of the 463 members of 
the NCIADA attended the three- 
day parley. 


National Auto 
Adds 2nd Lane 


BORDENTOWN, N. J.—The Na- 
tional Auto Dealers Exchange has 
begun dual-lane selling and the 
issuance of its own checks. Dealers 
will receive NADE checks rather 
than the checks of individual 
buyers. 

The second auction block will 
enable the Exchange to handle 
more cars in a shorter auction day. 
One lane will handle all 1952 and 
older cars. The other lane will han- 
die all newer cars as well as trucks. 

The Exchange is also mailing 
identification cards to dealers. This 
will speed up registrations and 
settlements and permit the exclu- 
sion of unauthorized persons. 


Security Motor Opens 
DOUGLAS, Ariz.—Security Motor 
Co., a used-car firm, has opened 
at G Ave. and 15th St. 


Booklet on Financing 


Offered by Associates 


SOUTH BEND. — Associates In- 
vestment Co. has published a 40- 
page booklet on commercial financ- 
ing titled, “Money to Grow On,” 
for businessmen. 

The booklet discusses short and 
medium-term secured debt financ- 
ing and shows how these financing 
plans allow a company to obtain 
funds without affecting manage- 
ment control, Copies may be ob- 
tained by writing the commercial 
division of Associates Investment 
Co., South Bend, Ind. 


Go overhead ... go modern with 
AROLUBE Reels to save time 
and increase your profits! Choice 
of reels for chassis, gear, motor 
oil, air, water, automatic trans- 
mission service. Today more 
than ever it pays to go overhead 
to get ahead! 


THE FIRST 


“NEW LOOK” 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make 
your place stand out like a sore thumb. 
You get attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 
mann rene 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 


S447 24th Ave., N. W. Seattle 7, Wash. 
Phone: Hemlock 8176 


THE ARO EQUIPMENT CORPORATION 


GENERAL OFFICES=BRYAN, OHIO ¢ Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. 
Aro Equipment of Conada, Ltd., Toronto 15, Ont. 
Offices in All Principal Cities 


® 
LUBE EQUIPMENT 


Automotive—Farm—industry 
Also ... Air Tools . . . Aircraft 
Products . . . Grease Fittings 


SERVICE “DEPOT 


LUBRICATING 
EQUIPMENT 









Roundup from State Capitals... 


By Bethune Jones 


Legislative Correspondent 

et in North Carolina of a new compulsory 

motor vehicle liability insurance law will add steam to 

the drive for adoption of such measures in the future in 
other states. 

Massachusetts for many years was the only state with a 

compulsory insurance la 

and the fact that it has been 


a source of continuing contro- 
versy there did 
little to help the 
cause of advo- 
cates of such 
legislation else- 
where. 

The picture 
changed consider- 
ably, how ever, 
with the enact- 
ment last year of 





pace setter in the field of insur- 
ance law, With North Carolina now 
becoming the third state to turn to 
compulsory insurance, the pressure 
behind such proposals will get a 
further boost in other states. 
Introduction of compulsory in- 
surance bills in the legislatures of 
some 28 states this year indi- 
cated the extent of interest in the 
issue, although no further affirm- 
ative action is expected, until 
next year or thereafter. 
such a law in| Meanwhile, compulsory insurance 
New York, which| and other means of dealing with 
is regarded as a| the problem of providing protection 
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Legislation Affecting Auto Industry 


against financially irresponsible 
motorists will be the subject of 
legislative interim study and dis- 
cussion in a number of states. 

* ” a 


Must Show Proof 

DER the new North Carolina 

law, effective next Jan. 1, no 
motor vehicle will be registered 
until the owner shows proof of 
financial responsibility through an 
insurance policy, bond or deposit 
in minimum amounts, of $5,000 for 
injury or death of one person; $10,- 
000 for injuries to more than one 
person in a single accident, and 
$1,000 property damage. 

Thirty-five percent of North Car- 
olina’s motorists are estimated to 
be uninsured at present. The state’s 
new compulsory insurance law will 
expire May 15, 1961, unless the Leg- 
islature sees fit to continue it there- 
after. 

In another significant current- 
year legislative development, the 


« «a « @ vital message to 


AUTOMOBILE MANUFACTURERS 


explaining how Willmark Research 
can help you sell more cars 


EVERY 


PROSPECT A CUSTOMER 
Better salesmen sell more cars, and Willmark helps develop better 


Maryland Legislature enacted a 
bill providing for the establish- 
ment of an unsatisfied claims and 
judgments funds administered by 
the state insurance commissioner. 

Under the Maryland act, insured 
motorists will contribute $1 and 
uninsured motorists $8 into the 
fund, which also will receive pay- 
ments from insurance companies of 
% percent of their liability insur- 
ance premiums in the state. Pay- 
ments will be made from the fund 
to satisfy claims of innocent vic- 
tims of uninsured motorists. The 
measure was enacted as an altern- 
ative to proposed compulsory in- 
surance. 

+ = + 


Financial Liability 
ROPOSALS for new or more 
stringent motorists’ financial re- 
sponsibility laws, providing for sus- 
pension of driving privileges of 
accident-involved motorists unable 
to demonstrate ability to pay dam- 
age claims through insurance or 
otherwise, were enacted this year 
in several states, including Florida, 
Georgia, Indiana, Iowa, Kansas, 
Nevada, Pennsylvania and South 
Dakota. Such a measure was ve- 
toed in Maine. 
In the field of highway financing, 
the number of states providing for 
increased highway-user levies or 


salesmen. In today’s competitive market, your product needs the most 


powerful sales treatment, designed to sell every prospect who walks 


into one of your showrooms. No prospect should be allowed to walk out 


without deciding to buy your car. 


POINT-OF-SALE TESTING PROMOTES BETTER SELLING 


Willmark’s skilfully trained point-of-sale testing analysts provide you 
with the basic information essential to building more sales. Such 
factors as how the salesman greeted his customer, how he made his 


presentation, did he offer a demonstration ride, his effectiveness in 


“closing the deal” are pointed up for strengths and weaknesses to better 


FORTY 


help you teach superior selling techniques. 


MAKE A SALES FORCE A SELLING FORCE 
Willmark’s methods of showroom sales testing provide more than 
a temporary ‘“‘shot-in-the-arm.” Salesmen, made to realize that 
certain techniques result in greater sales, tend to continue using these 
techniques, and so maintain their volume at a higher level. 


YEARS OF “KNOW-HOW’”’ 
For forty years Willmark has helped American business maintain @ high 
level of salesmanship. In the past year alone, thousands of automobile 
showrooms were tested. This is the kind of proven experience Willmark 
places at your disposal at all times—during preliminary discussions, 
construction of forms, actual testing, editing and the final over-all summary. 


Find out how Willmark Research Corporation can help you 
j increase dealer sales. Write for your free copy of our booklet: HOW 
TO INCREASE SALES AT POINT OF PURCHASE. 


illimark research corporation 


250 West 57th Street © Dept..AN-6 ¢ New York 19, N. Y. 




































~~ 
bond issues, or both, is con tinuing 
to grow. 

Nebraska’s Legislature enacted g 
bill increasing the state {asoling 
tax rate from six to seven 
a gallon, to provide $5,035,000 jp 
additional annual highway 
struction revenue. Rejected by the 
Nebraska solons, however, vas 
other road revenue bill which woulg 
have imposed a special fuel tax on 
big trucks and buses. 

A Connecticut legislative enact. 
ment extended the state’s six-cent 
gasoline tax rate until July 1, 
1959. Without the new law, the 
tax would have reverted to four 
cents a gallon next year. 

Vermont lawmakers authorized g 
$26,000,000 highway bond issue to 
clear the way for a _ $97,000,009 
three-year construction program 
A proposal pending at this writj 
in Alabama would authorize a $29, 
000,000 state highway bond issue. 

A $24,000,000 highway bond issye 
was approved by the Maine Legis. 
lature for submission to the voters 
at a referendum Sept. 9. Also en. 
acted was a companion bill to ip. 
crease Maine driver license ang 
motor vehicle registration fees 
starting next year, to raise funds 
to help pay off the bonds. 

* + 


Road Bond Ceiling 


}ypenwayr financing legislation 

enacted in Michigan included a 
provision fixing a ceiling. of $500, 
000,000 on state highway bonding 
authority instead of pegging the 
limit to income, with the result 
that the state will be able to issue 
about $110,000,000 more in highway 
bonds than under the limits which 
had been in effect. 

Bills enacted in Texas included 
@ measure providing a 10 percent 
increase in motor vehicle registra- 
tion fees to yield about $8,000,000 
in additional annual revenue for 
highway right-of-way purchases. 

Among new legislative develop- 
ments affecting automobile mer- 
chandising, the Florida Legisla- 
ture enacted a bill establishing 
maximum interest rates for auto- 


com 


fixes 
maximum finance charges on auto 
mobile sales and specifies what in- 
formation must be given a pur 
chaser in his sales contract. Under 
the measure, the maximum finance 
charges run from 7 percent on new 
cars to 13 percent on those older 
than three years. 

Nebraska's Legislature authorized 
an interim study of possible new 
laws dealing with installment loans 
and credit sales. The study will be 
made by the State Legislative 
Council, which will report its find- 
ings and recommendations to the 
1959 state legislative session. 

” > . 


Written Contract 


AN ILLINOIS legislative enact- 
ment requires that every retail 
installment sales transaction be ac- 
companied by a written contract 
containing all agreements between 
the buyer and seller and signed by 
both parties. Killed by an [Illinois 
Senate committee after it had 
passed the House was a bill to ban 
the sale of automobiles on Sunday. 
New legislative action affecting 
labor relations includes the enact- 
ment in California of a bill provid- 
ing for state regulation of union- 
employer health and welfare funds. 
It requires the funds to be regis- 
tered with the state insurance com- 
missioner, and directs the trustees 
to make annual reports to the state 
and the beneficiaries. The commis- 
sioner is empowered to investigate 
the funds as he finds necessary, oF 
at least once in three years. 

A new Connecticut law requires 
all labor unions to file annual finan- 
cial statements with their members 
and the state. Prior to final legis- 
lative , the measure was 
amended to eliminate a $100 fine 
penalty and substitute a $25 penalty 
fee for failure to file such state- 
ments. 

Also enacted in Connecticut 
was a bill providing for strict 
regulation of welfare 
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ments must be audited by a cer- 
tified public accountant. 
The new Connecticut law also 
ibits contributing trustees or 
employers or unions and those who 
work for them from accepting any- 
thing of value from insurance com- 
panies, agents, brokers or service 


Ss. 
Prlorida lawmakers enacted a bill 
providing for the establishment of 
a voluntary state conciliation and 
mediation service for labor and 
industry. 

A Wisconsin legislative enact- 
ment empowers the State Indus- 
trial Commission to issue orders 
prohibiting racial or religious dis- 
crimination by employers, labor 
ynions or employment agencies. 
Penalties of $10 to $100 could be 
imposed for each violation of such 


orders. 


> a « 
Jobless Benefits Up 

DD California, Florida and 

Maine to the list of states which 
have enacted legislation this year 
liberalizing unemployment compen- 
gation benefits, and California, 
Maine and New Hampshire to the 
list of those liberalizing workmen’s 
compensation benefits. 

California solons boosted unem- 
ployment benefits from a maximum 
of $33 to $40 a week, and non- 
occupational sickness benefits from 
$40 to $50 a week. 

Enacted earlier in California 
was a bill increasing maximum 
weekly workmen’s compensation 
benefits for temporary. disability 
from $40 to $50, and for perma- 
nent disability from $35 to $40 a 

The measure also raises 
the maximum death benefit for a 
surviving wife with one depend- 
ent from $12,000 to $15,000, and 
increases the maximum in other 
cases from $10,000 to $12,000. 

Maximum weekly unemployment 
benefits in Maine were increased 
from $30 to $33 and minimum bene- 
fits from $6 to $7 a week. The bene- 
fit period was extended from 23 to 
26 weeks. 

Florida boosted maximum weekly 
unemployment compensation bene- 
fits from $26 to $30. 

Workmen’s compensation bene- 
fits were increased in Maine from 
& maximum of $30 to $35 a week, 
while in New Hampshire such 
benefits were raised from a weekly 
maximum of $34 to $37. 

= > 


Reiected in N. Y. 


ALTHOUGH both Gov. Averell 
Harriman and the Republican 


Labor Legislation 
Moves Forward 


At State Level 


New developments in the field of 
State legislation and regulation 
affecting labor-management rela- 
tions include the following: 

Caurornu—A bill providing for 
state regulation of union-employer 
health and welfare funds was sent 
to -the governor for signature. 

Rejected by the Senate was a bill 
which would have prohibited em- 
Ployers from. entering into any 
agreement which would deny a ma- 
jority of their employes “the right 
to choose their own bargaining 
agent.” 

Connecricut—The Legislature en- 
acted a measure requiring all labor 
unions to file annual financial state- 
ments with their members and the 
State. 

Fiorwa—A new law provides for 
the establishment of a voluntary 
state conciliation and mediation 
Service. 

Itunows—Killed was a bill which 
Would have prohibited the union 
shop and other forms of union se- 
curity contracts. 

Kentucky —A Russellville city 
Ordinance limiting union activity 
within the city was ruled unconsti- 
tutional by the Federal District 
Court. 

Nesraska— An interim study of 
Possible legislation dealing with 
Secondary boycotts was authorized 
by the Legislature. 

Wisconsin—A bill to require state 
regulation of union welfare funds 
Was favorably reported to the As- 
sembly by its Judiciary Committee. 


Legislative Roundup — 


(Continued from Page 50) 







majority of the New York Legisla- 
ture favored benefit liberalization 
provisions of bills to increase maxi- 
mum workmen’s and unemploy- 
ment compensation benefits from 
$36 to $45 a week, a recent special 
session of the Legislature refused 
to pass such bills in a form without 
other features objectionable to the 
governor. 

Instead, the New York special 
session again passed the measures 
in the same form in which they 
had been approved earlier at the 
regular session and vetoed by the 
governor. Harriman again rejected 
the re-passed bills, leaving the issue 
for settlement next year. 

Favored by business and indus- 
try, but opposed by labor and 
Harriman, were provisions of the 
workmen’s compensation bill 
which would make decisions of 
the State Workmen’s Compensa- 
tion Board, when not unanimous, 
subject to court review as to 
issues of fact. They are now re- 
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viewable only on issues of law. 

Provisions of the unemployment 
insurance bill that would increase 
tax contributions of employers in 
seasonal businesses, such as the 
apparel industry and building 
trades, were opposed by the gov- 
ernor and organized labor but fa- 
vored by other industry. 

= > = 


Illinois Gets Speed Law 

Gov. William G. Stratton has 
signed a bill establishing absolute 
speed limits on Illinois highways. 
The maximums, which will be the 
same both day and night, are 65 
miles an hour for cars, 60 for buses, 
55 for trucks under 8,000 pounds 
and 50 for trucks over that figure. 

* * + 


$10 Car-Fee Bill Dies 


By a vote of 30 to 1, the Wiscon- 
sin Senate killed a proposed $10 
municipal license fee for all auto- 
mobiles. The Senate first amended 
the bill to make the tax mandatory, 
rather than local option, and then 
killed an amendment to make it 
applicable only to Milwaukee 
County. 


N. H. Bill Would Curtail 
Minors’ Driving Privileges 













2134332 
232A2 AOTOMm 


“The boss has a one-track 
mind!” 





the New Hampshire Senate would 
prevent persons under 21 from ob- 
taining a driver’s license or auto- 
mobile registration in their own 
names without either permission of 
their parents or evidence that they 
carry motor vehicle insurance. 

The measure, sent to Gov, Lane 
Dwinell, also would make parents 
responsible for damage caused by 
their children if they have con- 


A bill given final approval by | tributed to the delinquency of their 
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youngsters, either intentionally or 
through negligence. 


* aa 

Nebraska OK’s Studies 

Nebraska’s Legislature has au- 
thorized an interim study of state 
sales and income tax laws in 
other states and the impact such 
levies would have on Nebraska. 
Also authorized were studies of 
property and highway tax laws. 
Reports are to be made to the 
1959 legislative session. 


* * * 


Sales Tax Sought 


A move to put a proposed State 
sales tax on the Oregon ballot by 
initiative petition has been started 
in Klamath County. Advocates also 
seek to give relief to property own- 
ers and to lower the State income 
tax. 


* * * 


Fla. Broadens Tax 


Bills enacted by the 1957 Florida 
Legislature included a measure 
broadening the State sales tax to 
apply to items previously exempt 
and making other revisions to raise 
an estimated $120,000 in additional 
biennial revenue. 
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THESE KENDALL LUBRICANTS CAN 
SAVE YOU SPACE, TIME AND MONEY 


Kendall SuperB Motor Oil — All-Weather SAE 10W-30. Pro- 
vides all essential requirements to effectively lubricate the most advanced 
passenger car engines. Eliminates pre-ignition and detonation “ping” and 
valve lifter sticking. A consumer proven product that reduces need for 
stocking several SAE grades. 


Kenlube B-521 Multi-Purpose Grease — Recommended 
for ball-joint suspensions, chassis lubrication and many other applications. 
Features amazing resistance to shock, heat, water corrosion and oxidation. 
Speeds, simplifies application; reduces inventory. 


Kendall Three Star Gear Lubricant = The only All-Weather 
All-Purpose SAE 80 - 90 - 140 gear lubricant. Unique and unmatched for 
over 16 years. Saves lubrication time; reduces equipment investment; 
helps make inventory problems a thing of the past. 


Plus a full line of specialized lubricants and greases for every 
automotive requirement. 


KENDALL REFINING COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists since 1881 











Buzzer Warns Motorist 


To Turn Off Accessories 

A Battery Sentinel, designed to 
warn motorists that current-using 
accessories are on when the engine 
is off, has been introduced by the 
Special Products division of Indus- 
trial Computer Corp., Jersey City, 
N. J. 

The device buzzes when the car 
door is opened if accessories are 
on and the ignition switch has been 
turned off. The buzzer may be 
halted by turning off the acces- 
sories, closing the door or turning 
on the ignition. Models applicable 
to all six-volt and 12-volt ignition 
systems are offered. 

COMPRESSOR — Ingersoll-Rand Co., 11 a > 
Broadway, New York 4, N. Y., announces 
an air compressor for the automotive serv- 
ice market. The motorcompressor, to be 
known as the Channel-Flo., is a two- 
stage, 200 psig rated unit, presently 
available in 1% and 2-horsepower sizes. 
The complete packaged unit includes the 
motorcompressor, cushioned rubber mount- 
ing on an ASME vertical tank, intercon- 
necting piping and fittings and automatic 
start-and-stop control. 

* > 
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SPRING 

Model FDT-8 
Distributor SP Sian 
TOOL - GAGE a a 


DISTRIBUTOR TOOL - GAGE—A tool 
designed for faster, easier rebuilding of 
Ford, Lincoln and Mercury right-cylinder 
distributors from ‘49 to "56 models has 
been announced by Renberies Products 
Co., 18606 Fitzpatrick Ave., Detroit 28, 
Mich. Model FDT-8 combination tool and 
gage is said to remove cam from shaft 
and reassembles accurately in less than 
one minute. It is said to eliminate drilling 
geor pins and removing gears to dis- 
assemble distributor. The unit is recom- 

RADIATOR HOIST— Inland Mfg. Co.,| mended for use as a precision gauge for 
1108 Jackson St., Omaha 2, Neb., an-| ol! tuneups to check cam position and 
shaft to correct improper location. 

Vat. The i ea 





enables the 
radiator 








The company said this feature 
helps prevent clogging of the car- 
buretor needle valve and seat and 

ens carburetor life. The units, 
which fit in the fuel line near the 
carburetor, are factory set and no 
adjustment is necessary, according 
to Alondra. 


fool which incorporates a patented prin- 
ciple that enables mechanics to work 
around corners and at right angles in 


“tight” spots, is available from the 

National Reechet Corp., 2093 E. 19th St., 
lower cors and less road clearance, has Se eee ee Cent aaa 
been introduced by Wayne Water Pump 


specialized advantages on jobs requiring 


on ones a ceien Samael toms tightening or loosening at normally “im- 
eae fomeed so thet even the low-slung possible to reach" angles, it is claimed. 
Theaderbird bas two inches clearance, it| WH" Reechet, spark plugs con be re- 
le claimed. The iaside lip rail has been | MOV! 2nd replaced while engines are 
lowered from 6% inches to less than| es oi 


Windshield Sealer 


“Wind-Shield,” a sealer for leaky 
windshield gaskets, has been mar- 
keted by Rubber Magic, Inc., 4312 
Third Ave., Brooklyn 32, N. Y. 


















AIR FILTER—Emco Pneumatic Corp., 
1317 Locust St., Des Moines, Ia., has 
announced an automatic \4-inch Air Filter. 
The unit eliminates moisture, sludge and 
other foreign substances heavier than air 
from entering air operated devices thus 
preventing deterioration of vital parts, it 
is claimed. The Emco L-200A-," operates 
on a maximum of 90 c.f.m. The maximum 
working pressure is 300 pounds. Internal 
parts have been treated to pass a 100 
hour salt spray test, it is said. The unit 
has been designed to filter air for pnev- 
matic equipment operating on intermittent 
air flow. ie ih 


‘Cover Mat’ Offered 

A new-style, one-piece protector 
mat—which is said to give full 
door-to-door protection on car 
floorboards, toeboards and over- 
the-hump—is now being introduced 
by Anchor Rubber Products, Inc., 
Cleveland. Called the Cover Mat, it 
is available in three deep-tone 
colors, plus white and black, Also 
available in matching colors and 
design is a rear-compartment Mat- 
shield, designed for combination 
sale with the new Cover Mat. 

> > > 





MUFFLER—An anti-rust design muffler 
that employs the principle of even heat 
diffusion for longer life has been an- 
nounced by Merit Mufflers, Toledo, O. 
The hot exhaust gases are piped through- 
out the entire length of the muffier and 
every chamber is evenly swept dry by 
the flow of these gases, according to 
the manufacturer. Moisture collecting cold 
chambers are eliminated because every 
chamber temperature is above 212 de- 
grees Fahrenheit, it is said. Even ‘in 
stop-and-go city driving, this new design 
feature prolongs muffler life beyond the 
extra service life already provided by 
heavier shells, heads and inner con- 
struction of Merit mufflers, it is claimed. 
Temperatures shown were recorded during 
normal stop-and-go city driving, it is said. 

or - =o 


Plastisol Spray Finishes 


RIGHT-ANGLE TOOL—A geared hand Developed for Autos 
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NEW PRODUCTS 


Grease Solvent 

Graymills Corp., 3705 N. Lincoln 
Ave., Chicago, has just brought out 
Strip-Grease, an emulsifying grease 
solvent in concentrated form. It can 
be applied to engines, bikes, motor- 
cycles, lawnmowers, farm, marine, 
shop and yard equipment to remove 
grease and grime. 

* 


> 4 


WINDOW GRILLE—The Spi Window- 
Grille, a chrome-plated, heavy steel wire 
protective barrier for rear windows of 
station wagons, is in production at Stephen 
Products, Inc., Crystal Lake, Ill. This in- 
novation permits children and pets to 
ride safely in station wagons with the 
rear window raised, it is claimed. The 
grille also affords additional ventilation 
and protects valuables from theft, it is 
said, Three models are in production: 
Model 1060 for ‘55-56 Ford, Mercury, 
Plymouth, Dodge and Chrysler; model 
1070, for ‘55-"56-'57 Chevrolet and Pon- 
tiac, and model 1080 for ‘57 Ford, Mer- 
cury, Dodge, Plymouth, Chrysler, Buick, 
Oldsmobile and. ‘5055 Rambler. 


Easy to Squeeze 

A more convenient squeeze-bottle 
package for Royal Sparkle white 
wall tire cleaner has been introduced 
by Richman Chemical Products Co., 
Inc., 2632-58 West Nineteenth St., 
Chicago 8, DL 
> 





RATTLE CHECKER—An improved model 
of the Ratl-Check, a device designed to 
locate rattles and other noises in auto- 
mobiles, has been marketed by Breeze 
Corp., Inc., 700 Liberty Ave., Union, N. J. 
The unit is said to feature a perfected 
vibrator-clamp that can be attached to 
the car frame at any point. The instru- 
ment sets up vibrations in the car, and 
the operator increases the vibration fre- 
quency by means of a control unit. As 
the frequency increases, the rattle or 
noise is magnified so that its exact lo- 
cation is found, it is claimed. 





POWER SUPPLY—A dual range DC 
power supply, designed for transistor 
circuitry, has been developed by Electro 
Products Laboratories, 4500 N. Ravens- 
wood Ave., Chicago 40, Ill. With less 
than 10 millivolts ripple at top load, this 
model, the “EFB," is engineered to meet 
requirements for transistor applications 
and is virtually unlimited in its range 
for the operation and testing of transistor 
circuits and electronic equipment re- 
quiring a DC power supply, it is claimed. 
Designed to operate under almost any 
voltage input condition, the “EFB" sup- 
plies a continuous variable power source 
from 0 to 16 volts for current loads to 
8 amperes, and 0 to 32 volts for current 
loads to 4 amperes. 

















PLIERS—A lightweight pair of gear. 
lock pliers, said to do the work of both 
pliers and wrench, is being manufactured 
by P & C Tool Co., Box 5926, Portland, 
Ore. Designed as No. 1245 Gear-lok 
Pliers, the pliers have five positions with 
jaws exactly parallel, from 0 to 1% 
inches. The pliers are said to be easily 
adjusted, with a pivot pin that rolls 
from one position to the next like g 
roller bearing. The teeth on the face of 
the pliers are cut on inclined angles jp 
give maximum bite and a ratchet-type 
action. In addition, the Gear-Lock has 
a built-in cutter, powerful enough to bite 
a ten penny nail in two with ease, it i 
claimed. 

* * * 


Permacel Adds New Lines 
Of Labels, Decorative Tape 


A line of self-sticking paper label 
stocks and a new decorative tape 
have been introduced by Permacel 
Tape Corp., New Brunswick, N. J. 

Both products are available in 
many colors. The 33 types of label 
tapes now are offered in roll form 
and soon will be available in sheet 
form also. The decorative tape is of 
metalized Mylar with a permanent 
pressure-sensitive adhesive and is 
marketed as Permacel EH-3820 
Embossing Stock. 


. * * 





FOLLOWER PLATES — Follower plates, 
which prevent waste and cul grease 
residve to a minimum by removing lubri- 
cants down to the very bottom of 400- 
pound containers, have been introduced 
by the Alemite Division, Stewart-Warner 
Corp., 1826 Diversey Pkwy., Chicago 14, 
ill, Working down fiat and evenly across 
the top of the grease, the follower pictes 
keep the pumps primed, prevent air 
pockets and grease “channeling,” often 
evident in heavier greases, it is claimed. 
The follower plates, available for Alemite 
7700 series high pressure barrel pumps 
and for Alemite “H" and Super “H" high 
pressure barrel pumps, eliminate the need 
for “hand-packing”™ to obtain pump prime. 
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Sun-Repellent Cover 
Developed by Rayco 


A clear plastic seat cover spe- 
cially treated to repel the destruc- 
tive effects of the sun’s rays has 
been developed by Rayco Mfg. Co., 
220 Straight St., Patterson 1, N. J. 

The material in the seat covers 
has a special ingredient, called Sun- 
gard, which Rayco says has enabled 
them to stand up when exposed to 
600 continuous hours of high-tem- 
perature solar heat. 


Aerosol Car Polish 


Aerosol Car Polish, containing 
@ special hard wax, has been de- 
veloped by Jewel Chemical Corp., 
747 Belmont Ave., Brooklyn 8, 
N, ¥. The hard coat of protec- 
tive wax offers remarkable re- 

(Continued on Page 54, Col. 1) 
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BIGGEST BUSINESS BUILDER YET... 


the pu M ONT 
| EnginScope 


FIND ’EM, FIX ’EM and FORGET ’EM... And you Find ’em 
and Fix ‘em FAST with the DU MONT EnginScope. It takes 
only a few seconds to slip on the two SignalClips to hook 
up the Enginscope — with NO dismantling or disconnect- 
ing. The Enginscope gives a complete analysis in a few 
seconds. The exclusive SuperScan display presents the 
complete ignition system in full detail, showing up both 
the immediate trouble and its basic cause. 

Make the repairs, make a quick EnginScope recheck (it 
takes only a few seconds) and you know that the new d - 
parts are good parts. Result: Satisfied customers—steady 
customers. - 

. Comebacks? FORGET ’EM! They’re a thing of the past 
when you engine check with the EnginScope. 

Besides holding and satisfying the customers you 
already have, the EnginScope attracts new customers, 
increasing parts sales and profits. In short, the 
EnginScope becomes your BIGGEST BUSINESS-BUILDER YET. 

The EnginScope itself is your best advertisement and 
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ENGINSCOPE SALES 
ALLEN B. DU MONT LABORATORIES, INC. 
DEPT, A-7 CLIFTON, N. J. 


(0 Arrange a NO OBLIGATION demonstration of the EnginScope 
(0 Send more detailed information on the EnginScope 


your satisfied customers are your best salesmen. Come NAME i is Si 

On! Get on the EnginScope bandwagon. Watch your profits 

climb. Fill out this coupon for more information — or - 

better yet, let us arrange a NO OBLIGATION demonstration CITY ; ZONE STATE 


in your shop. *Trade Mark 
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New Products 


(Continued from Page 52) 


sistance to heat and cold, as well 
as rain, it is said. 
* 





DUST COLLECTOR—A Cylindrically- 
shaped, wet-type dust collector, said to 
be 1/20th to 1/10 the size of any com- 
parable unit and capable of collecting 
over 99 percent of dust-particles five 
microns and larger in size, has been an- 
nounced by the Joy Mfg. Co., Oliver Bidg., 
Pittsburgh 22, Pa. Called the Joy Micro- 
dyne dust-collector, it is said to represent 
an unusual application of certain aspects 
of wet inertial type collection. Joy will 
produce the unit in a standard line rang- 
ing from 2,500 cfm to 64,000 cfm. Special 
applications will be handled on a custom 
basis, 

i. a 


Ring, Valve Cleaner 


Ring-In a chemical cleaning 
process that is said to remove 
power-robbing deposits from rings, 
valves and combustion chamber of 
any type internal combustion en- 
gine, has been marketed by Ring-In 
Sales Co., 3200 Beverly Bivd., Los 
Angeles 57, Calif. Available in quart 
bottles. 


GE Offers Device to Spot 
Burned-Out Control Bulbs 


A “push-to-test” indicating light 
unit that provides a quick method 
of testing for burned out lamp bulbs 
on control panels and pushbutton 
stations, is available from General 


driQuik 


infra-red 


costs 3 EASY WAYS TO BUY 
Cash © Easy Terms 


® Lease Plan 


Now you can DOUBLE PROF- 
ITS by increasing the amount of 
work you turn out in your pres- 
ent paint and body shop without 
spending a large sum of money. 
Here’s a real workhorse that 
rolls quickly from one spot to 
another, quickly baking all kinds 
of spot and panel jobs . . . and 
it teams up with the famous 
driQuik Model 16 to cut drying 
time in half on an all-over job. 
New Model 8 is economical to 
operate. Wire today for a FREE 
DEMONSTRATION in your 
shop. 


DRY CLIME 


MP CORP 


DC | would the © demonstrotion on idote) ssesen 
CF Pleore send me more intormotion on the driQuik leosng pion. 


Electric Co.’s general purpose con- 
trol department. 

Through the use of a continu- 
ously energized testing circuit, an 
immediate indication of a faulty 
bulb is given by pressing the unit’s 
color cap. It is not n to re- 
move the indicating light cap or the 


bulb. 
o . . 


Oakite Rust Remover 

Oakite Products, Inc., New York, 
has announced a powdered acid 
material which is said to remove 
rust, scale and corrosion with 
safety to metal surfaces and per- 
sonnel, It is added to water in con- 
centrations of eight ounces to the 
gallon, Oakite said, 

oa . a2 


Upholstery Fabric 


Virginia Fibre Corp. High Point, 
N. C., has introduc a new up- 


blend durability with a soft feel. 
The new fabric is said to have 
added significance for interior dec- 
orators and for manufacturers and 
retailers of furniture designed for 
homes, offices and institutions, 

> * * 


Oil Filter for GM Cars 


The oil filter that is original 
equipment on 1957 Ford Motor Co. 
cars now can be installed on Buick, 
Oldsmobile, and Pontiac cars, ac- 
cording to the manufacturer, Wix 
Corp., Gastonia, N.C. A conversion 
kit, similar to that made for pre- 
’57 Ford models, has been designed 
for these GM cars. 

* * + 


Servicing Valve Springs 

Houser Engineering & Mfg. Co., 
Bluffton, Ind. is distributing four 
new assortments of valve spring 
shims and gauges for servicing 
springs and correcting insufficient 
valve-spring tension, The assort- 
ments serve Ford and Mercury, 
Chrysler, General Motors and trucks 
and industrials. 


a > od 
Trading Stamp Dispenser 
An aluminum pocket dispenser 


holstery fabric, which is said to| for trading stamps has been intro- 
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CAR MATS—Ace Rubber Co., 2310 Yuma 
St., Dallas, Tex., announces the addition 
of a line of rubber car mats to their 
list of products. These mats are designed 
with a molding which catches and holds 
water, mud and dirt. The design makes 
easy clean-out without removing mat from 
car, and the under-design provides free 
air circulation and at the same time in- 
sures a “non-skid” grip, it is claimed. 
Made of flexible rubber, they come in a 
choice of six colors to fit all cars, both 
new and old. 





/, 
x 





duced by Eureka Specialty Printing 
Co., Scranton, Pa. It is designed to 
provide protection and convenience 
in the handling of 1,000-stamp pads 
carried by retailers issuing rela- 


_—— 
tively small numbers of stamps at 
a time. 

- * * 


Prescription Goggles 
Flash goggles with prescription 
lenses have been announced by Air 
Reduction Sales Co, The goggles 
are for wear under the welding 
helmet or hand shield in inert-gag. 
shielded metal-arc welding, and are 

obtainable in ten lens styles. 

oa + * 


Premium-Grade Motor Oil 


Is Offered by California 

California Oil Co., 1200 State St, 
Perth Amboy, N. J., is marketing 
RPM Supreme Motor Oil—a pre. 
mium grade lubricant available in 
two all-weather grades, 10W-20W. 
30 and 20W-40. 

The oil contains a detergent com. 
pound. 


* * * 


Trostel Oil, Grease Seals 


Offered Auto Repair Trade 
Albert Trostel Packings, Ltd, 
Marshall and Madison Sts., Lake 
Geneva, Wis., is offering its line of 
oil and grease seals to the automo. 
tive aftermarket for the first time, 
The line covers all types of autos, 
(Continued on Page 55, Col. 1) 
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they assure dreedom from short} Parker Rust Proof Co. to replace 
circuits around switchboards and/| Parker’s Bonderite phosphate treat- 


New Products 





(Continued from Page 54) 


Oil seals are available in leather, 
synthetics, — and pens emcees 
* 


Faster Conngrah 


A new multiplying model of the 
Comptograph 10-key adding ma- 
chine that prints both factors and 
answer on two lines has been an- 
nounced by Comptometer Corp., 
Chicago. Speed of the new 220M 
model has been increased from 202 
to 220 cycles i, — 

* 


Metallizing ‘Co. Offers 
Engine Block Tester 
Metallizing Co. of America, 3520 
W. Carroll Ave., Chicago, has 
announced a new portable circu- 
lator and tester to test engine 
blocks and rebuilt engines for 
water leaks, and then seal them. 
Designated model MPC-160, the 
unit has a tank capacity of 60 
gallons, with the supply tank 





equipped with an agitator to meen 
the solution in mixture at 

times. It is equipped with a ee 
ber stator type pump, belt driven 
with % h.p. electric motor. Steam 
or gas heat can be furnished at 
small added cost. 

* + * 
Chrome Protector 


A protective spray for automo- 
tive chrome is now being distrib- 
uted in bomb and gallon form by 
Therm-O-Glare Corp., 95a Granite 
St., Rockport, Mass. It is called 
Arm-O-Tec 100. 


* * * 
McGill Offers New Series 
Of Portable Service Lights 


A new series of grounded, com- 
pletely insulated portable service 
lights is being marketed by the 
electrical division of McGill Mfg. 
Co., Inc., Valparaiso, Ind. 

The lights have a macerated can- 
vas molded cage and a molded 


seat passengers and a trunk full of luggage. 


The entirely new Monroe Load-Levelers absorb the stress of heavy loading . . . 
prevent sag, sway and dip. They increase road clearance. They give a smooth, level 
ride, with headlamps always beamed safely on the road. When the car is unloaded, 


they automatically compensate for the lightened load. 


A large percentage of the cars that come into your shop need Monroe Lead- 
Levelers—the market is wide open! Contact your jobber now—today—for complete 
. and let Monroe Load-Levelers carry a heavy load of profits your way! 


details . 


Monroe Auto Equipment Company 


Monroe, Michigan 


CALIBRATED RIDE CONTROL WITH ANY LOAD 


ENTED | 


Monroe Load-Levelers 


ook at the design of today’s cars, and you’ll immediately see the need for the new 
Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. Trunks are 
bigger. There’s more overhang in the rear. Springs are softer, to cushion the ride. 
All this adds up to trouble: cars have plenty of space for passengers and luggage 
but they are not designed to safely and comfortably carry the heavy load of rear 





BATTERY — Gould - National Batteries, 
Inc., St. Paul, Minn., has introduced its 
Gould-National silver cobalt, sealed-charge 
batteries for cars. These batteries, the 
company says, have greater starting 


other open-wiring locations, 
+ 


* * 
Roof Coating 

A protective coating for built-up 
and metal roofs, called Rooflex, 
which may be used as a patch or 
coater, has been marketed by Filex- 
rock Co., 3601 S. Filbert St., Phila- 

delphia 1, Pa. 
* * * 


Modern Design 
Burgess Battery Co., Freeport, 
Ill., has applied contemporary de- 


sign to its unitized battery-and- 
case in a portable electric lantern. 
* ~ * 


Focusing Utility Lantern 

A new type sportsman’s all- 
purpose utility and home lantern, 
designed with a focusing lighthead 


power, double life and triple resistance} and using a double-powered dry 


to overcharges, based on SAE minimums. 
The battery's positive plates become coated 
with silver cobalt which resists overcharg- 
ing, yet allows the negative plates to be 
fully charged, it is claimed. At the same 
time, this tough coating helps internal 
cycling and discharging. 


phenolic handle which has no ex- 


battery which is its own battery 
case, has been developed by Burgess 
Battery Co., Freeport, Il. 

* * s 


Tropical Preprimer 
Preprimer metal conditioner for 
protecting galvanized metal, alumi- 
num or sandblasted surfaces has 
been announced by Tropical Paint 


posed metal, The company said|Co., Cleveland, It was developed by 


< 
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ment on objects too large to be 
dipped in Bonderite tanks. 


Parks Offers Car Shavers 
For Lighter and Radio 


A Parks radio shaver and a Parks 
car shaver have been announced by 
Robert M. Parks Co., Inc., Holly- 
wood, Calif. 

The radio shaver draws power 
through the car radio, and the car 
shaver plugs into the cigaret lighter. 

* * > 





HUB FLANGE TOOL—A tool designed 
for re-surfacing rough or burred, hub 
flange faces on the car has been intro- 
duced by Kwik-Ezee, Inc., 54 Brooklyn 
Ave., Westbury, N. Y. In order to machine 
a badly burred hub, the tool, called the 
Hub-Tru, is clamped to the spindle nut 
and the cutting tool is adjusted for the 
proper depth. By simply rotating the wheel 
by hand, the hub is faced, it is claimed. 

a 


Chassis Lubricant Offered 


A chassis lubricant which is said 
to give extra protection to ball- 
joint steering knuckles and mod- 
ern spring suspensions has been 
introduced by Quaker State Oil Re- 
fining Corp., Oil City, Pa. 

+. oo a 


Auto Scratch Remover 


Woodhill Chemical Manufactur- 
ing Co., 1391 E. Thirty-third St, 
Cleveland 14, O., is offering “Duro 
Auto Body Scratch Remover.” It is 
claimed it covers surface scratches 
and paint blemishes. 





Now Ready For Capable 
And enced 
Detroit Representation 


Hundreds of thousands of 
aftermarket sales have proven 
Mileage Minder's dramatic 
abilities to smooth the flow of 
gasoline from fuel pump to 
carburetor, without reducing or 
restricting effective fuel pres- 
sures. Dampens pulsations, 
takes out the alternate ham- 
mer and vacuum of high pres- 
sure fuel pumps — gives im- 
proved gasoline economy, 
better performance, happier 
customers. The only non- 
restrictive, pulsation dampener, 
as well as the world's best fuel 
filter, effectively removing 
troublesome iron oxides. 

After use in over a thousand 
cities, car dealers have told us 
this is the answer to fuel sys- 
tem headaches, gets service 
managers off the spot, quiets 
griefers, makes customers 
happy and satisfied instead of 
grumpy and discontented. 

Now, Mileage Minder is con- 
fidently ready for presentation 
to manufacturers of cars, trucks 
and all types of gasoline en- 
gines. If you have the ability 
and contacts with these manu- 
facturers, we have an attractive 
and profitable proposition for 
you. Write, wire or phone in 
confidence. 


Paser Manufacturing Co. 


537 Terk Street, San Francisco 2 
GRaystone 4-1373 
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New Plant to Produce Rubber Air Springs— 


The rubber industry's first plant built solely for the production of rubber air 
springs takes shape at Firestone Tire & Rubber Co.'s Noblesville (ind.) industrial 
products factory. The new Firestone structure, foreground, will house machinery for 
the production of rubber bellows for air suspension systems to be used on some 
"58 cars. 


on Lane Joins Fabricon 


—lIn Operations Post 
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Technical Personnel 


boating mishap. Fenner succeeds 
L. W. Jenkins, who was named 
industrial relations manager for 

Lawrence G. Lane has joined| the Atlanta assembly plant, 
Fabricon Products division of * * * 
Eagle-Picher Co, as operations 
vice-president for the firms plastics 
impregnating, laminating and auto- 
motive division in Los Angeles. 

He will assume responsibility for 
the development, manufacture and 
marketing of products produced on 
the Coast. 


Acme Products Names 
Hoffman Vice-President 


R. K. Hoffman, manager of the 
engineered products division of 
Acme Precision Products, Inc., 
Dayton, O., has 
been named a 
vice-president of 
the company. 

Hoffman's elec- 
tion to the newly 
created post came 
at a board meet- 
ing following 
Acme’s annual 
meeting of stock- 
holders. The 


= 2 * 


Ford Makes 3 Changes 


At Factories in Buffalo 


Edward C. Brown has been | 
named controller for the Ford | 
stamping plant in Buffalo, Ed- 
ward J. Young has been ap- 
pointed quality control manager 
and William S. Fenner has been 
named industrial relations man- 
ager for the Buffalo assembly 
plant. 

Young replaces George C. Ny- 
man who was drowned in a 





R. K. Hoffman factures 
dies, jigs and fixtures, 
automated and special machinery, 


tools, 








PACKARD / Presto! ... 
ELECTRIC 





eight electrical circuits engage simultaneously 





WIRING 
IDEAS 


to save you a few cents— thousands of times per day! 


company manu-| 


patterns, | 


as well as ground suppor' equip- 
ment for the Government. 


* * * 


Gerstung Named Director 


Harry S. Gerstung, former chieg 
automotive engineer for Sinclair 
Oil Co., has been named director of 
the new technical services division 
of Alpha Molykote Corp., Stamford, 


Conn. 
* Ed * 


Eclipse Machine Lists 


Advancements for Four 


Four administrative and engineer. 
ing staff changes have been an- 
nounced by the Eclipse machine dij. 
vision of Bendix Aviation Corp, 

Nelson H. Mageoch has been pro- 
moted from staff assistant to the 
general manager to assistant gen. 
eral manager. Joseph W. Poliseo 
has been named chief engineer of 
a new electronics engineering de. 
partment. James W. Mason has 
been promoted from general! super. 
intendent to assistant factory man- 
ager. Robert W. Sutton, formerly 
assistant chief engineer in car- 
| buretor engineering, has been ap- 
pointed assistant chief engineer of 
| the electronics engineering depart- 
ment. 





* * * 


Marshall Appointed 


Dr. Shadburn Marshall has been 
appointed director of metallurgical 
research at Air Reduction Cos 
central research laboratories Mur. 
ray Hill, N. J. 


* * * 


Test Group Picks Peterson 


R. E. Peterson, manager of the 
mechanics department of the West- 
inghouse Research Laboratories, 
Pittsburgh, has been elected to a 
three-year term as director of the 
| American Society of Testing Ma- 
terials, 


Chayne Gets 5-Year Term 


On MIT Governing Body 


Charles A. Chayne, General 
Motors engineering vice-president, 
has been elected to a five-year term 
on the governing 
body of the Mas- 
sachusetts Insti- 
tute of Technol- 
ogy. 

A graduate and 
former instructor 
at MIT, Chayne 
was elected one 
of three Alumni 
Assn, representa- 
tives on MIT Corp. 
He has been a 
member of MIT’s 








C. A. Chayne 
mechanical engineering visiting 
committee since 1951. 

: Chayne was graduated from MIT 
in 1919. A year later he joined the 


faculty and was an instructor in 
mechanical engineering until 1926. 
He joined Buick in 1930 and became 
chief engineer of Buick in 1936. He 
has held his current GM post since 
1951. 


Miller Heads Plant 


Industrial Tectonics, Inc., has 
named Dalton H. Miller general 
manager of its new special bearing 
plant in Compton, Calif. Miller 
formerly was consulting engineer 
for Albert Ramond and Associates. 


> ” ” 
Minetti Aids BDSA 
Al Minetti, vice-president, Harron, 
Rickard & McCone Co. San Fran- 
cisco, is on loan from his company 
for six months to serve as con- 
sultant to the metalworking equip- 
ment division of the Business and 
Defense Service Administration of 
the U. S. Department of Commerce. 
7 ~ 


Ohio State U. Appoints 


Kimberly to Advisory Unit 

A. E. Kimberly, DeSoto chief en- 
gineer, has been appointed to a 
five-year term on the alumni ad- 
visory board of Ohio State Univer- 
sity. 


No fuss and fumble here! Packard 
Electric’s self-insulating connec- 
tors simply snap together. Two, 
three, five, eight circuits engage 
instantly. They can’t be connected 
improperly. No assembly line fires 
or other damage. They won’t 
shake loose. 

Automakers, using this Pack- 
ard Electric idea, save more than 
a million dollars per year in pro- 


duction costs. And that’s not all! 
Packard Electric research, expe- 
rience and engineering skills have 
brought about many other start- 
ling improvements in wiring 
methods and construction. 
Packard Electric, world’s largest 
producer of electric cable, com- 
plete cable assemblies and new 
wiring ideas for automotive equip- 
ment, aircraft and appliances, 





can help you save time, money and 
trouble. It will pay you to get the 
facts. Branch offices in Detroit, 
Chicago, and Oakland, California. 


Packard 


Warren, Ohio 


Electric 


oroes 


“Live Wire” division of General Motors 


He will represent the college of 
Engineering. 
~ ” 


oe 
Chrysler Appoints 3 
In Stamping Division 

Three appointments in Chrysler 
Corp.’s Stamping division have been 
announced by J, F. Kerigan, general 
manager. 

George S. Aradan was named di- 
visional master mechanic; and John 
H, Davis was named divisional chief 
engineer, Both will report to Keri- 
gan. The third appointee is Ernest 

(Continued on Page 58, Col. 1) 
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Highways 





New maximum speed limits in 
Florida, Maine and Kansas head 
the list of new speed legislation 
by states this year, accord- 
jing to & survey by the National 
Highway Users Conference. 

Florida set the maximum for 
autos at 65 by day and 55 by night; 
Maine, 60 by day and 50 by night, 
and Kansas, 70 by day and 60 by 
night. 

Truck speed limits were in- 
creased in Maine, Montana and 
Oregon. Florida and Maine per- 
mitted buses to follow the limits 
for autos. 

The school bus limit was in- 
creased from 45 to 50 m.p.h. in 
Maine and from 35 to 45 in Mary- 
jand and North Carolina. Michigan 
cut school bus limits to 55 by day 
and 45 by night. 

Indiana increased toll-road speed 
limits to 50 m.p.h, for -trucks and 
60 for buses. Maryland approved a 
higher limit of 60 on dual-lane, 
controlled-access highways. 

Provisions for posting maximum 
speed limits were enacted in 
Florida, Maine, Kansas, Minnesota 
and Ohio (for controlled-access 
highways). i 


Bureau of Roads Sets Up 
Watchdog Division 

A new project examination di- 
vision has been established within 
the Bureau of Public Roads. 

Chief function of the division will 
be to check all operations pertain- 
ing to construction, engineering, 
right-of-way acquisition and other 
aspects of the Federal-aid highway 
program. 


WASHO Opposes 
More Highways 


The Western Assn. of State High- 
way Officials is opposed to any ex- 
pansion of the 41,000-mile interstate 
system at this time. 

In a resolution passed at the 
group’s 36th annual conference 
here, the WASHO members op- 
posed “any current or proposed 
legislation which would expand the 
mileage of the National System of 
Interstate Highways until such 
time as funds have been made 
available to assure the completion 
of the existing mileage.” 

In another resolution, WASHO 
asked Congress “to enact proper 
legislation to prohibit the payment 
or reimbursement from Federal- 
aid highway funds of any portion 
of the costs for moving, removing 
or adjusting the facilities of utilities 
when such facilities are located 
upon the publicly owned rights of 





way of a public highway.” 





Humorous Signs 
Get Attention 
Of N.C. Drivers 


Use of humorous safety signs is 
drawing the attention of drivers in 
North Carolina. 

Some sample signs read: 

“Heavy foot, light head, bad 
curve, stone dead.” 

“Don’t be a 1957 statistic.” 

“If you must kill yourself, get 
off the highway.” 

“Slow down, don’t be like the 
curve—‘dead ahead.’” 

“Are you driving yourself to 
death?” 

“Take time, the judge can wait.” 

“Driving speed—55, social secur- 
ity—65.” 

“Don’t be impatient, it’s a short 


hill.” 
SS es 


N. H. Highway Users Act 


To Avert Road-Fund Grabs 


The New Hampshire Highway 
Users’ Conference has recom- 
mended unanimously that all ex- 
Penditures made by the state 
department of public works and 
highways out of highway user 
revenues during the next two years 
should be limited to highway pur- 
Poses. 

Stinson L. Taylor, chairman of 
the conference and executive secre- 
tary of the New Hampshire Petrol- 
eum Industries Committee, named 
& committee to consult with officials 


& Safety 


and legislators in order to ac- 
complish this purpose, 





General Tire Magazine Ads 
Tell of Injured Children 


In a crusade to promote safer 
motoring, General Tire & Rubber 
Co, devoted a full-page ad in na- 
tional magazines to the tragic story 
of the hurt inflicted on thousands 
of American children through need- 
less traffic accidents. 

“Statistics reveal that 175,000 boys 
and girls between one and 14 will 
be injured severely this year unless 
traffic accidents can be reduced,” 
said L. A, McQueen, General vice- 
president. “This would be almost 
23,000 more than the 1955 figure of 
152,250.” 


Belgium Installing 
Highway Phones 


As part of a program to increase 
road safety, the Royal Automobile 


Club of Belgium is installing 1,600 
emergency telephone booths along 
the Ostend-Brussels highway at in- 
tervals of three miles. The 70-mile 
long highway, one of Belgium’s 
busiest thoroughfares, is the prin- 
cipal route between Brussels and 
Ostend. 

This project is being given 
priority because the Belgians ex- 


pect that many of the millions of |°* 


visitors to the Brussels World’s 
Fair in 1958 will use the highway. 
The Belgian Royal Automobile 
Club plans to install eventually 
emergency phone booths on all of 
the country’s main roads. 


Canada to Spend 
$861 Million in °57 
On Road Building 


All units of government in Can- 
ada plan to spend a record $861 
million on road building this year, 
a 20 percent increase over 1956, a 
survey by the Canadian Good Roads 
Assn. shows. 

The 1957 figure represents a gain 
of $146 million over the 1956 total 
of $715 million and is more than 





“Why don’t you try reading the 
telephone book for a change?” 





four times the amount spent for 
roads and streets in 1946. 


Provincial highway budgets ac- 
count for $604 million, or 70 percent, 
of the planned spending. Munici- 
palities will spend $167 million 
while $71 million will be spent by 
the Federal Government. 

Spurring on the road-building 
programs is the constantly mount- 


ing number of cars in the country. 
Total vehicle registrations are ex- 
pected to hit 4.4 million this year. 
In 1950, the country had 2.6 million 
vehicles. 


+ * = 
Plea from Pulpit 

Parish priests in the Province of 
Quebec have been asked by the 
Government to explain to their 
parishioners that a lower accident 
rate will bring a decrease in auto- 
mobile insurance rates. 


Deaves Youtlas Get 
Own Traffic Court 


Denver has set up a special traf- 
fic court for juvenile offenders. Ses- 
sions are held on Saturday morn- 
ing with Juvenile Judge Philip B. 
Gilliam presiding. 

In some cases, the charges will 
be dropped when the offenders suc- 
cessfully complete a short driver's 
course to be taught by Police Lt. 
Leonard Johnson. Delinquency pe- 
titions will be filed against the 
more serious offenders. 

Juveniles will be given the same 
traffic tickets as other offenders 
but they will be ordered to appear 
in the juvenile court. 





“Automatic transmission profits are automatic 
with Quaker State Quadromatic Fluid!” 


With more automatic transmissions on 
the road every day—there’s more of an 
opportunity for you to pull in big profits 


with Quaker 


Transmission Fluid. Years of research 
have gone into the development of this 
top-quality transmission fluid, and today 
it surpasses all others in performance 
and protection from wear. Quaker State 


State Quadromatic 


Quadromatic Transmission Fluid is fully 
approved for all makes of cars. Check 
these other Quadromatic qualities: 


Super stability and heat resistance. 

Will not thicken, form sludge or varnish. 
Extra oiliness for smoother shifting. 

Prevents scoring, scuffing, and wear. 

Flows freely—even at 40 degrees below zero. 


QUAKER) 
STATE 


MOTOR folie 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 


: 
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Blake Heads Council 


Alvin J. Blake, staff assistant en- 
gineer with International Harvester 


of "the Chicago Technical Societies 
Council, The council, made up of 36 
societies, has 28,500 members, Blake 
is a member of the Society for Ad- 
vancement of Management. 


Schier to Succeed Davies 


As ASME Secretary 


Oscar B. Schier II has been 
oe nmagt ra mag eal aoe 


as secretary after 23 years. 

Schier has been a member of 
ASME since 1932 and a member 
of the staff 11 years. He was 


Technical Personnel 





(Continued from Page 56) 


W. Marchand, named manufactur-| elected assistant secretary in 
ing manager for the Mack Avenue 


e-6 7-8 Robinson. 


Service engines by sight — not by ear 


tuning gauges 


with these 

















divisions to 250 PSI. 

















Ask your Snap-on man to demonstrate these tune- 
up gauges next time he’s in your shop. And 
remember — Snap-on tools and shop equipment 


1953 and advanced to deputy sec- | ordination of sales, and Bruce Mac- 
retary last —a 


Jefferson Tranefere 3 

R. M, Roach has been named New 
New York district sales manager 
been installed as president | for Jefferson Chemical Co, R. J. 
Robinson was transferred from 
Cleveland to the New York office 


and J. M. Luger moved from . Richmond. Va. 
Houston to Cleveland to take over oo + “s : F 


the territory previously handled by Associated Sprin, g Names 
. 


Presented’ to Mortartty oratory of Underwood Corp., Hart-| product development which Associ-| ycts division of Motch & Me 
The Malleable Founders’ Society ford, Conn., has joined Associated| ated Spring has inaugurated. 

American Society of Mechanical | has presented its Charles H. McCrea e e 

Engineers. He will succeed Clar- 


ity’s leadership in the recent form- 





Compression testing is a cinch with this 
easy-to-use set. The 16-in. flexible hose 
gives you access to almost every type of 
spark plug installation. A complete set of 
five adaptors covers most engines. 
Adaptor screws in spark plug hole with 
same socket that unscrews plugs. Hose 
eoupler quickly clips on and you're ready 
to test. Gauge holds reading until coup- 
ling is released. Calibration is in 5-lb 


ing of the Malleable Research and 
Development Foundation was cited. 
> * = 


Arter Appoints Reid 


Robert F. Reid has been named 
sales manager for Arter Grinding 
Machine Co., Worcester, Mass, As- 
sisting Reid will be William J. 
Arter, in charge of internal co- 


Gilvra. “ae 
Grass Joins McGill 


Edward P. Grass has been named 
general manager of the electrical 
division of McGill Mfg. Co., Inc., 
Valparaiso, Ind. He formerly was 
vice-president of Old Dominion Iron 


Smith to Research Post 


ager of the general research lab- 


Spring Corp., Bristol, Conn., as as- 


ret en nes Tae a sistant director of research. 
E, Davies, who is retiring | Vice-president, National Malleable|" smith will be located at the cor- 
y & Steel Castings Co., Cleveland. 


poration’s new research center in 


“Going by ear” is a money-losing way to service engines — especially 
if tune-up mechanics hit a “sour note.” That’s why every top-notch 
mechanic should be using these Snap-on tune-up gauges. 
Here’s equipment to help mechanics do an expert job. Troubles can be 

found and adjusted quickly and easily. Vehicles are kept operating efficiently 
with more power and economy to give greater owner satisfaction. 


VACUUM 
GAUGE SET 














late models. 












are available on easy time payments that let you 


earn with the tools as you pay for them. 


SNAPTON TOOLS 


Cc o& i a: oR A Te 
8082-G 28th Avenue e Kenosha, Wisconsin 
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“Pm a new-car salesman and I 
don’t like to waste time—either 


pp 
Malleable Founders’ Award H. Perry Smith, formerly man-| "”7Y ™ buy a car! 





J S ieae laa ae Me- Cutting Tool division and assistant 
The award is for “unusual con-| Bristol, where he will be in charge| Millan have been elected vice-presi-| |. 4+. division. 
tribution to the industry.” Moriar-| of setting up facilities for an ex-| dents of Commercial Solvents Corp., e 
panded program of research and|New York. Dudley will head the 








This vacuum gauge will accurately detect 
a wide range of engine troubles from leaky 
manifolds to weak valve springs. Adaptors 
in the kit fit carburetor or fuel pump con- 
nections of almost all cars — including 


The 3-color, 314-in. dial shows trouble 
spots at a glance. Normal motor and fuel 
pump divisions are outlined in green. 
Faulty motor divisions are outlined in 
red, subdivided into “leaky manifold, heat 
riser, late ignition or carburetor adjust- 
ment.” Adjustable screw reduces vibrations 
to insure more exact readings. 





 —— 
company’s production and e:igineer. 
ing activities, and Dr. McMilian wig 
be responsible for the resea ch ang 
development program and tie oper. 
ation of CSC’s Central Research 
Laboratories at Terre Haute. Ind, 

* + 


Press Automation Names 





quest 
Ryan General Manager re 
Thomas M. Ryan has been named 
vice-president and general man: 
of Press Automation Systems, Inc, ‘Car 
Center Line, Mich. Dp’ 
He had been manager of Sahlin 1 
Engineering Co. since 1950. Before | “car 
1950, Ryan had been with Fisher] ysed 
Body since 1928, first as a die esti. pon 
mator and later as experimental | the 
development contact engineer T! 
* * + the 
Motch & Merryweather Unit = 
Picks Scott to Head Sales = 
Dan R. Scott has been named 
sales manager for the Allied Prod- | 50 
weather Machinery Co., Cleveland, FE 
Scott previously has been district Hol 
sales manager for the company’s tiac 
sales manager for the Allied Prod. ow 
* * Ls 
GM Appoints Nichols ‘ 
In Process Development We 
C. A. Nichols has been ap- A 
pointed technical assistant to R. 
M. Critchfield, vice-president in } M« 
charge of General Motors’ process ga 
development staff. pr 
Nichols formerly was director sh 
of manufacturing facilities for an 
Delco-Remy division, He had been 
with Delco-Remy since 1923. th 
* * * ho 
Fisher Body Announces e 
4 Engineering Appointments 
Fisher Body has appointed W. C. U 


Mitts senior engineer-in-charge, 
product engineering department. 
He succeeds R. M. McVeigh who 
previously was named assistant 
chief engineer. 

Other Fisher Body appointments 
are B. A. Garry, assistant engineer- 
in-charge, product engineering; C. 
E. Hedeen, assistant chief drafts- 
man, design and drafting depart- 
ment, and V. A. McIntosh, engineer- 
in-charge, doors, openings and cen- 
ter pillars. 


> - * 
Lommel Appointed 
Edward G. Lommel has been ap- 
pointed plant engineer for General 
Motors’ Detroit Transmission divi- 
sion, Lommel joined GM in 1937 
with Chevrolet Forge, Detroit. In 
his new post, he succeeds George W. 
Chubb, who retired after 18 years’ 


service. 
* > = 


Axelson Named Rep 


J. L. Axelson Co. has been ap- 
pointed sales and engineering rep- 
resentative in southern California 
for Colonial Broach & Machine Co., 
Detroit. Axelson is located at 2499 
~~ pcr Drive, San Marino 9, 

if. 


7 
B-O-P Boosts McGinnis 
James E. McGinnis has been 
named general superintendent of 
production departments at the 
Buick-Oldsmobile-Pontiac assembly 
plant in Kansas City, Kans. He 
joined GM in 1936, and before his 
latest promotion, was superintend- 
ent of the body metal department at 
the Kansas City B-O-P plant. 
7. = 


General Names Godin 
General Industries Co., Elyria, O., 
has announced appointment of Ed- 
mund J. Godin as sales engineer, 
series motors for the Detroit area. 

Godin previously served as sales 
engineer for Bendix Aviation Corp.’s 
Eclipse Machine division. 


dont, A aehinel 
William V. Cross has been 
named manager of sales develop- 
ment for National Aluminate 
Corp.’s ion exchange division. 
” 7 


Staub Retires 
Charles R. Staub, former chief 
engineer for Michigan Tool Co. 
Detroit, has retired after 28 years 
with the company. He joined the 
firm in 1929, was chief engineer 
more than 20 years and has been a 
staff consultant the last two years. 
” 


Torley Wins Promotion 


John F. Torley, since 1953 assist- 
ant plant superintendent for Na- 
(Continued on Page 78, Col, 2) 
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Dealer Ad Ideas 





(Continued from Page 35) 


questions or assist you only when 
you ask them.” 
The promotion ran for six days. 
* * cm 


“Car Scouting’ Offered 

N ROHYANS FORD, Colum- 
bus, O., has offered to serve as 
“car scouts” for persons desiring a 
used car, An ad contained a cou- 
pon on which shoppers could list 

the type car they had in mind. 
The dealership promised to “find 
the model used car you're looking 
for if Dan doesn’t have it.” The 
ad assured readers, “It’s all free, 
no obligation.” 
+ * * 


50 Pontiacs Loaned 


AN FRY, general manager of 

A. E. England (Pontiac) in 
Hollywood, Calif., provided 50 Pon- 
tiacs to transport guests from the 
Ambassador Hotel to the premier 
‘showing of the Cinerama produc- 
tion, “Seven Wonders of the 
World.” ie 


Weekend in New York 


WEEKEND for two in New 

York was offered by Lakeside 
Motors (Lincoln-Mercury), Michi- 
gan City, Ind. The winners were 
promised a visit to the Ed Sullivan 
show which is sponsored by Lincoln 
and Mercury. 

Registration for the drawing was 
the highlight of a one-day open 
house at the dealership, and no 
purchase was necessary to be eligi- 
ble for the trip. 


. * 


Used-Car Bonus 


meng a shortage of used 

cars, C. Connelly Motors, Ltd., 

Ottawa, advertised a $50 cash bonus 

for used units in the 1948-55 class. 
> = 


Confidence Builders 


A SERIES of ads emphasizing 
the importance of buying auto- 
mobiles from franchised dealers is 
being sponsored jointly by six new- 
car dealers in Coolidge, Ariz. 

The ads ask prospects three 
questions: 

“Are you getting 
want?” 

“How is the 
nanced?” 

“What kind of service will you 
get?” 

Customers were warned to be 
wary of dealers offering something 
for nothing, short downpayments, 
“special deals” and extras at no 
extra cost. ‘ 

Joining in sponsoring the ads are 
Morris Burns Motors (Studebaker- 
Packard); Edwards Motor Co. 
(Hudson-Nash); Garrett Motors 
(Oldsmobile); Hendrie Buick Co., 
Inc. (Buick-GMC); Nowell Motor 
Co, (Ford), and Sizer Chevrolet Co. 

” 7: * 
Off to the Big City 
T° HELP finance a trip to New 
York to permit the appear- 
ance of the Dixieland Half Pints, 
youthful Pinellas County musical 
group, on the Ted Mack Original 
Amateur Hour, the Clearwater 
(Fla) Automobile Dealers Assn. 


what you 


ear being fi- 


Florida Shippers 


Protest Increase 


In Truck Rates 


TALLAHASSEE, Fla.—An order 
of the Florida Railroad and Public 
Utilities Commission authorizing an 
8.72 percent increase in truck rates 
is being opposed vigorously by 
many Florida shippers. 

A protest has been filed with the 
commission by shippers in Miami, 
Tampa, St. Petersburg, Fort Lau- 
derdale, Jacksonville and Pinellas 
County. 

A spokesman said the shippers 
contend the carriers did not present 
Proper proof, particularly as to the 
need for increases on intrastate 
traffic. 

They have requested cancellation 
of the order and a rehearing, or 
Teduction of the increase to a 
maximum of 3.53 percent. 

The petition declared that ship- 
Pers would have to pay more than 
$18,000 more a week under the new 
Schedule. The weekly increase 
would be about $9,000 a week under 
the 3.53 percent hike. 





gave a check for more than $100 
to Eddy Edwards, the group’s 
director. 

Dick Burkhart association 
president, said he felt the project 
worthwhile because of its publi- 
city value for Cleargvater dealers. 


* * * 


‘On Location’ Commercials 


OMY HAMMES CO.,, South 

Bend (Ind.) Ford dealership, is 
sponsoring a television series, 
“Hawkeye—Last of the Mohicans,” 
on WNDU-TV, NBC outlet. The 52- 
week series features live “on loca- 
tion” commercials. 

= +. Ba 


Price Pooh-Poohed 


aren up the theme that! mas.” 


“price isn’t everything,” Gillogly 
Chevrolet, Buffalo, promoted new- 
car business with a newspaper ad 
which stressed the pitfalls of buy- 
ing on price alone. 
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an important event in any man’s 
life. Take your time. Compare qual- 
ity, dealer’s reputation, service fa- 
cilities. Then compare price, allow- 
ance for your car, credit terms. If 
you compare everything, you'll buy 
here. You’ll save time, worry, trou- 
ble and money.” 

The firm said it offered a 30,000- 
mile guarantee, six complete lubri- 
cation jobs, 36-month battery guar- 
antee and a hand wax job. 

* +. * 


Christmas in June 


AX APPEL MOTORS, INC., Erie, 
Pa., came up with a Christmas 
greeting in a newspaper ad during 
a June heat wave. 

Startling readers was a sketch 
of Santa Claus and the caption: 
“Merry Christmas and a Happy 
New Year. We are celebrating 
Christmas in June. We are making 
deals that are absolutely colossal, 
stupendous, tremendous. Because of 
the deals we are giving today, we 
may not be in business for Christ- 


* * = 


Stars Under the Stars 


A* MOULDER’S (Chrysler-Impe- 
rial-Plymouth), South Bend res- 


Said ad copy: “Buying a car is|idents can view new cars and still 


enjoy any cooling breezes the eve- 
ning might offer. 

For the summer months, the 
dealership has turned its used-car 
lot into a huge open-air new-car 
showroom. The promotion is billed 
as “cars under the stars.” 

* * +. 


Bale Remembers 1912 


‘De YOU remember,” asked Bale 
Chevrolet Co., Little Rock, 
Ark., “the days of the carbide 
headlights, when windshields and 
tops were extra equipment and 
starters were unheard of?” 

The nostalgic reference was 
part of a two-page advertisement 
which marked the celebration of 
the company’s 45th anniversary 
in the automotive business. 

The ad included pictures of Har- 
din Bale, company founder, and his 
sons, W,. Eugene and John H., pres- 
ent heads of the business. There 
also were individual pictures of de- 
partment heads, a group shot of 
Bale’s 98 employes and another 
group photo of 39 five-year-or-more 
employes whose combined service 
totals 589 years. 

The only selling pitch in the 
institutional presentation was a 
pair of boxes which urged: “Watch 









"Bedroom on Wheels'— 


Ninety-year-old Joseph C. Brittain, of 
New Galilee, Pa., is a real advocate of 
the twin travel beds in his Nash. He 
recently completed a 15,000-mile trip, 
during which he slept for 366 consecutive 
nights in the car. He is shown looking 
over a road map outside the American 
Motors piant in Kenosha, Wis., which he 
visited on his trip. Brittain said he enjoys 


for our 45th anniversary sale start-|living in his car because, “I meet so 


ing June 21.” 


many nice people that way.” 
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TIRES CAN GO CRAZY 








WITH THE HEAT! 


and no tire cord made stands up to heat like tough new Super Rayon! 


When cars and trucks hit the road, the heat’s on! Passen- 
ger tires average 225° running, truck tires 300°. Some 
new tire cords go crazy with that heat—they can swell 
and go soft (and then shrink and go hard), with tread 
cracking, dangerous “chunk outs,” shorter tire life. 





There’s nothing like the new tire Rayon for sweating it 
out. Stable, new Super Rayon withstands heat better than 
any tire cord at running temperatures. 

That’s one big advantage of tough new Super Rayon, 
and there are more. Here’s what they mean to you: 


> 
Ss : 
LOW 
PRICE 


Rayon costs less. Of course you and 
your customers can pay more for tires. 


1 


But for new Super Rayon’s premium per- 


formance, the cost is actually less. So 
today’s new Rayon, vastly improved in 
recent years, represents the best buy for 
your customers — and for you. 





When a customer 

buys one tire, he’s in effect getting 
several. Rayon’s freedom from shrinking 
and stretching, plus the fact that it adheres 
better to rubber than any other tire cord 
fiber, makes it best for efficient, economi- 
cal retreading—and retreading! 


lt retreads better. 


Rayon can solve your inventory problem. 

And you know it’s getting to be a big- 
ger problem every day. Super Rayon tires, 
by giving top performance in every respect 
at the best prices, take care of all your 
needs most satisfactorily. And Rayon tires 
turn over faster—more sales, more profits. 


3 Rayon lasts longer. New Rayon has the 
strength of steel, pound for pound, 
and the Rayon tire cord from one tire 
actually has the muscle to lift -a 12,000- 

und truck. Extra strong and durable, 
uper Rayon cord gives you a tread wear 
bonus of 7 to 20%. 


eee 


é ? o 
ww 
THUMP << 








5 No thumping and bumping. Less driving 
fatigue and annoyance, happier cus- 
tomers. Super Rayon is 100% flexible, 
doesn’t soften or harden with temperature 
changes; no overnight “flat spots” you often 
get with other tire cords, and driving’: 
smoother, quieter—and thereby safer. 





keep your profits up with 
new Rayon cord tires! 


9 out of 10 tires on the road 
are made with Rayon cord! 


AMERICAN VISCOSE CORPORATION 
350 FIFTH AVE., NEW YORK 1,N. Y. 
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Archway Motors Receives Ford Award— 
Archway Motors, Inc. (Ford) Baltimore, has received the Ford Four Letter Award 


for the seventh consecutive year. William P. Bave, Ford Washington branch manager, | than 1,700,000 employes, 1,773 plants | 


110 Presidents Predict: 





10 Years of Prosperity 


NEW YORK.—Between now and 
1967, America’s industrial growth 
will break all previous gross sales 
records in an atmosphere of con- 
tinued economic stability and do- 
mestic peace. 

Such is the prediction made by 
a group of America’s industrial 
leaders who were asked by Dun’s 
Review and Modern Industry to 
take a searching look at the eco- 
nomic future of the nation and 
their companies. 

Nine out of 10 of these indus- 
trialists, whose collective company 
assets total more than $27 billion, 
expect their sales to climb from 26 


to 300 percent in the coming decade. | 
Panel members included 110 pres-| 


idents, mostly from America’s 400 
largest corporations. Their compa- 
nies have a total payroll of more 


has been with his present com- 

pany about 25 years and reached 
the top a scant seven years ago. 
| He guides company policy and 
| delegates responsibility through 
| nine or 10 subordinate executives 
who report directly to him. He 
| works from 1-53 hours a week. 
| Not one of the presidents fears a 
major recession this year. Only a 
dozen of the 110 presidents see any 





| MacPherson Will Head 


| Mid-Atlantic Auto Show 


PHILADELPHIA. — Robert S. 
| MacPherson, E. P. Rotzell Co., has 
been elected president of the Mid- 
dle Atlantic Regional Automotive 
Show. 

Maury Boehm, Shapiro & Boehm 
Co., Jenkintown, was elected vice- 
president; W. B. McCullough jr., 


is shown presenting the award to George J. Kenney, Archway sales manager. in the U. S., and enjoy annual sales| J H. McCullough & Son, treasurer; 
Looking on, from left, are, Leonard Boyken, Ford field manager, and the following | in excess of $32 billion. 


members of the Archway sales staff: Harmon Zimmerman, Charles Bridge, Alfred Fry, 
George Tonkens, Robert Hart, lovis Ginsburg, Morton Sweren and Jack Culiner. 


According to the survey, the 
typical company president is 55, 


|Charles H. Bauer, secretary, and 
George B. Shearer jr., Gaul, Derr 
& Shearer Co., president emeritus. 
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Pete Penn is using... 


96,500,000 MESSAGES 


— — 
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in these leading magazines to help you 
sell more PENNSYLVANIA MOTOR OIL 


a 


a 1 


Le 


Your customers will see Pete Penn pro- _can give them the world’s finest motor | 


moting Pennsylvania Motor Oil in these _ oil for today’s modern, precision- built, Ke fy 
national magazines in 1957: the Post, high-speed engines... your brand of bes 


Time, Farm JouRNAL, OuTpoor Lire, Pennsylvania. 
and Sports ILLUSTRATED. 


Learn how you can make more profit 


Carry a brand of Pennsylvania Motor with a brand of Pennsylvania Motor Oil. 
Oil and remind your customers that you Write us at the address listed below. 





MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 
MOTOR OIL 






ny 
A 


a 
likelihood of a major recession of 
depression during the next |) yearg 

More than three-fourths of the 
presidents completed college -many 
principally in law, with ac vanced 
degrees, Another 10 percent hag 
some college training. Ten »ercent 
completed high school only. 

The company presidents worry 
most about motivation, training 
and development of people. with 
organizational problems running a 

close second. The ideal pr+sident, 
according to the panel’s replies, 
should possess leadership, the abil. 
ity to get along with people, “horse 
sense” and integrity. 

The presidents divulged the hu- 
man flaw in themselves that has 
caused them the most difficulty 
in their rise to the top. Four out 
of 10 men think they are too im- 
patient, intolerant or reluctant 
to delegate responsibility. 

The panel was asked, “What per- 
sonal philosophy or maxim hag 
given you the most courage in liy. 
ing through business crises?” A 
variety of answers, ranging in form 
from poetry to prayers, and the 
practical and simple prescription of 
“a good night’s sleep,” were given 
by the panelists. 


Archer Appointed 
To Succeed Orr 
In UMS Sales 


DETROIT.—Sam W. Archer has 
been named assistant general sales 
manager-merchandising by United 
Motors Service division of General 
Motors. He succeeds S. A. Orr, who 
resigned. 

G. Scott Foster, former super- 
visor of prodtct lines, has been 





G. 3. Foster 


appointed assistant operations man- 
ager, succeeding Archer. 

Four new supervisors of product 
lines have been selected by the di- 
vision. They are E. T. Moore, elec- 
trical; Thomas L, Stringer, me- 
chanical; A. Van Camp, Delco 
battery, and A. J. Dehring, Delco- 
Remy. 

G. W. Trask, assistant zone man- 


ager in Chicago, has been named 
a merchandising specialist in the 
central office. 





Carrico to Direct 
Rheem Division 


NEW YORK.—O. W. Carrico has 
been appointed general manager of 


the automotive division of Rheem 


Mfg. Co, at Ful- 
lerton, Calif. He 
succeeds F. G. 
Fisher, who has 
resigned. 
Carrico has 
been operations 
manager of the 
division since he 
joined Rheem in 
October, 1954. He 
had previously 
been division 4 
manager of Hou- 0. W. Carrico 


daille-Hershey Corp, at Chicago. 





BMC Vehicles Tested 
By Canadian Officials 


OTTAWA.—Thirty new model 
cars, trucks and tractors were 
tested by the British Motor Corp. 
in the first display of BMC 
vehicles for the Canadian gov- 
ernment and military officials at 
the Canadian Army proving 


by offféials included 
Austin, MG and Morris, Several 


tested the models with a view to 
possible adoption of certain 
models for official use. 
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meted—from 314 in May to 168 





wo: 
aining jn June. Totals for June were: 
with |Ghevrolet, 61; Ford, 50; GMC, 23; 
ing q | International, 12; Diveo, 7; Reo, 5; 
sident, | Willys, 3; Diamond T,-2; Dodge, 2; 
eplies | White, 2, and miscellaneous, 1.— 
abi]. | (William Ullman.) 
‘horse * * * 
Sioux City, Ia. 
re he. June saw 262 new cars registered 
: has in Woodbury County (Sioux City), 
culty Ia, compared with the May total 
ir out : 
o im of 268. 
ctant June's truck registrations climbed 
fo 46, from 39 in the previous 
it per. month. ; ; 
has By make, new-car registrations 
in liy. § were: Ford, 79; Chevrolet, 70; 
s” A 
fom {McMahon Names 
a Me ° 
‘on of }Committees for 


Missouri Dealers 


JEFFERSON CITY, Mo.—V. T. 
McMahon, president, has appointed 
the following committees for the 
Missouri Automobile Dealers Assn.: 

Bupcer—J. M. Allton, Columbia; 
D. F. Riley, Jefferson City, and 
H. M. O'Connor, Sedalia. 








aan LecisLaTive—Riley; McMahon, St. 
nited | Louis, Q. J. Bernard, Lexington; O.| 
1era] & N. Bell, Bowling Green; I. J. Sharp, | 
who § Poplar Bluff; G. V. Boyer, Inde- 

pendence; W. C. Hailey, Cassville; | 
per- § Wiliam Mode, North Kansas City, | 
been and C. F. Coons, St. Joseph. | 

Insurance—P. G. Johnson, West} 
Plains; R. G. Bentrup, Kansas City; | 
Cc. H. Martin, Springfield; W. E.| 
Zenge, Canton, and J. A. Gorman, 
association secretary, Jefferson 
City. 

Trarric aND Hichway—W. M. 
Robertson, Joplin; L. W. Thoms, St. 
Louis: H. A. Morris jr., Springfield; | 
V. T. Rueseler, Cape Girardeau; C. | 
H. Truitt, Kirksville, and F. M. 
Wilson, Platte City. 

Convention—J. A. Smith, E. W. 
Feld, J. H. Scott jr. and R. G. 
Bentrup, all of Kansas City, and 

an- @ Boyer. 

uct . * | 

a- | Baltimore Begins 

BC- a 

| Regulation of 

., + ° 

* | Towing Business 

= BALTIMORE.—This city has be- 

ed gun regulation of the auto towing 

he business, according to the Maryland | 
Auto Trade Assn. 

The ordinance was backed by the} 
association to “break up certain | 
illegal practices.” 

Firms engaged in towing autos 
disabled in mishaps must be licensed | 

s by the police commissioner, be 


if bonded, refrain from soliciting acci- | 
dent business or locating accidents 
by use of a police radio and must 
file a schedule of towing fees. 

The ordinance also requires that} 
a@ written contract showing esti- 
mated price be signed before any 
Tepair work can be done on a 
wrecked car. 


Auto Title Law 
Passed in S.C. 


COLUMBIA, S. C.—Gov. George 
B. Timmerman has signed into law 
a bill calling for the registration 
of motor vehicle titles. 

The bill provides that titles will 
be recorded by the state highway 
department and by the recorder in 
the county where the sale occurs. 


‘Hollywood Muffler’ Ban 


Is Upset in Rochester 


ROCHESTER, N. Y.—A City 
ordinance banning so-called “Hol- 
lywood mufflers” or any replace- 
ment muffler louder than stock 
equipment has been declared un- 
constitutional by City Judge John 
P. Lomenzo. 

Judge Lomenzo said the ordi- 
mance did not define either the 
Hollywood or standard type 
muffler, thus giving no standard 
for enforcement. The city’s cor- 
Poration counsel is considering 

g 2 new ordinance pro- 
Posal based on the use of a sound 
meter to determine loudness. 
SRE 








(Continued from Page 18) 


Plymouth, 37; Buick, 20; Pontiac, 
13; Oldsmobile, 11; Mercury, 8; 
Dodge, 6; Nash, 6; Chrysler, 4; 
Cadillac, 3; DeSoto, 3, and mis- 
cellaneous, 2. 

Truck registrations were: Ford, 
16; Chevrolet, 9; Diamond T, 6; 
International, 6; Dodge, 3; GMC, 2; 
Volkswagen, 2, and White, 2. 

* + * 
Minneapolis 

Registrations of new cars in Hen- 
nepin County (Minneapolis) in June 
dropped slightly from the May total, 
but showed a gain of 239 over June 
of last year, according to figures 
compiled by Finance and Com- 
merce Minneapolis business news- 
paper. 


Total for the first six months of | 
the year was 19,870, compared with| 


19,386 for the same period of 1956. 

Ford led the field in June with 
616 registrations. Chevrolet was 
second with 558 and Plymouth third 
with 340. 


| 





Following in order were: Buick, | 
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198; Oldsmobile, 131; Dodge, 124; 
Pontiac, 116; Mercury, 106; Cad- 
illac, 55; Chrysler, 52; Studebaker, 
29; DeSoto, 27; Nash, 19; Volks- 
wagen, 14; Lincoln, 12; Packard, 
3; Hudson, 2, and miscellaneous, 
40. 

New trucks delivered during June 
totalled 219, compared with 211 in 
June of last year. By makes, they 
were: Ford, 94; Chevrolet, 48; In- 
ternational, 40; Dodge, 11; GMC, 11; 
Volkswagen, 3; Willys, 3; Divco, 2; 
Studebaker, 2; Mack, 1; White, 1, 
and miscellaneous, 3.—(Donald M. 
Lyons.) 

* + * 
Houston 

Dealers in Houston sold 4,486 new 
ears in June, compared with 4,456 
in May. 

New-truck sales were off slightly, 
from 597 to 544. 

By make, new-car sales were: 
Ford, 1,322; Chevrolet, 1,116; 
Plymouth, 508; Oldsmobile, 277; 
Pontiac, 261; Buick, 206; Mercury, 
203; Dodge, 129; Cadillac, 80; 
Chrysler, 74; Rambler, 64; De- 
Soto, 44; Studebaker, 34; Impe- 
rial, 32; Volkswagen, 28; Isetta, 
20; Lincoln, 20; MG, 15; Volvo, 11; 
Willys, 9; Goliath, 6; Metropoli- 
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Flamm. 


When gas is burned in an auto, 
it produces water through the 
exhaust pipe. It has been es- 
timated that in this country 
enough hydrogen in the gas 
mixes with oxygen in the air in 
this manner each year to fill a 
canal over six feet deep and 25 
feet wide from coast to coast. 





tan, 5; Renault, 4; Hillman, 3; 
Jaguar, 3; Nash, 3; Hudson, 2, 
and miscellaneous, 7. 


—————-|rolet, 231; Ford, 205; International, 


56; Dodge, 20; GMC, 10; Mack, 5; 
White, 4; Diamond T, 2; GMC Bus, 
2; Studebaker, 2; Willys, 2; Auto- 
car, 1; FWD, 1; Reo, 1; Goliath, 1, 
and Volkswagen, 1.—(Ruby Fenog- 


lio.) 
ad * * 


Pittsburgh 

New-car registrations in the 
Pittsburgh area “increased consid- 
erably” in the week ended June 20, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 111.3 percent of the 1947-49 
average during the week. 

According to figures compiled 
by the Pittsburgh Automobile 
Dealers Assn., new-car sales in 
April amounted to 2,304, com- 
pared with 1,780 in March. 

By make, they were: Chevrolet, 
485; Ford, 474; Plymouth, 334; Olds- 
mobile, 168; Pontiac, 150; Buick, 
149; Dodge, 136; Mercury, 106; 
Chrysler, 93; DeSoto, 57; Cadillac, 
51; Nash, 26; Lincoln, 20; Stude- 
baker, 20; Packard, 3; Continental, 
1, and miscellaneous, 31.—(Leon M. 


Truck registrations were: Chev-| Leffingwell.) 


(Right) HOLMES user shows capabilities of Wrecker with fF #_ 
Ad-Mor-Length Boom which permits lifts up to 38 Feet. = 


(Below) Note how HOLMES platform-type body with its 92” 
width handles demolished car that could not be towed-in. 


The removal of Wrecked Cars and Trucks from 
streets and highways is a factor in public safety that 


calls for Fast, Efficient work . . 


. with a Wrecker which 


can be quickly adapted to any road emergency. 


For more than 42 years HOLMES engineers have 
specialized in the development of wrecker equipment 
to meet such requirements. The above illustrations show 
the results of these efforts with picture proof of the 


HOLMES 525 MODEL 


A 12 Ton, Moderate Size Wrecker for 
handling all Cars and average Trucks. 
Has rated Capacity of 6 Tons per 
Boom—Long range of 
operation and Capable of 


handling wide variety 
of work. May be 


very profitably used on 


any of the popular 
1% or 2 Ton Trucks. 
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flexibility to be had in the HOLMES 525 Model, which 
is regarded as an all-purpose service unit. 


HOLMES offers a wide choice of 7 Wrecker Models, 
all varying in size and capacity. Each built with that 
standard of working efficiency which has made 
HOLMES the world’s most widely used Wrecker. Write 
today for details on How a HOLMES Wrecker can 


make money for you. 
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Across the Nation .. . lines. 














































from Endwell, N. Y. 
Gail E. Stater Co., Studebaker-| dealership in 1939, has announced * * 


Packard and Mercedes Benz dealer-| no plans for the future. 
ship in Sacramento, Calif., has oa 

moved into a new building at 1622) 
K St. | 


* * * 


i ors, Inc., 1200 
Berquist in New Quarters ag ag 
| Berquist Buick, owned and op- 
femmes: by Robert Berquist, has ae a. 
Plymouth ‘Solo’ Opens |moved into new quarters at Fif- 

Broadway Sales and Service has| teenth St. and, Cloquet Ave., Clo- 
become the first Plymouth exclu- | quet, Minn. 
sive dealership in the McKees| A eS as 
Rocks (Pa.) a eens . the | Haywood Sells to Peed 

roprietors, Jack uto and Jerry | * 
a P The ath a ia: seen eee Peed has purchased Dick | 


aywood’s DeSoto-Plymouth deal-| 
changed to Broadway Plymouth, |ership in Royal Center, Ind., and| 
; o's e 





* 


Gealership at Mt, Morris, N, ¥. |C°"*! 2’ years. | 
Buick Co., . 
| Gena N'Y. from Lucius 8. | Richland Adds Hudson 
: Leonard. White will relinquish | Richland Motors, Inc., is the 
the Mt, Morris dealership, Leon- | new name of the former Richland | 


* * 


ee 







Everybody’s looking at Gabriel advertising 


All through 1957—in all these favorite magazines— 
Gabriel will be the best-advertised line in the shock busi- 


ness. And that means Gabriel is the most salable line for 







you. Only Gabriel offers you so much: famous HydrOshox 


and Silver “E”; exclusive AjustOmatic; a name your cus- 





tomers know and trust. All these advantages are yours 


to use. Profit from them now .. . with Gabriel. 






THE GABRIEL COMPANY, CLEVELAND 5, OHIO 


Ccmabrie 


AJUSTOMATIC 
SHOCK ABSORBERS 
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Carroll Moving Firm 


Henry Carroll has purchased the 

uto ea er anges old Loblaw store building in Vestal, 

N. Y., and will move his sports 

and foreign-car business there 


S-P for Main Motors 


Tulsa, Okla., has been awarded a 
Studebaker-Packard franchise. 


Million Buys Hughes | 
| Sloan Million, vice-president, Mil-| Grant's New Headquarters— 
|lion Ford Sales, Paragould, Ark., 
| announced the purchase of Hughes 
Mercury, Inc., also of Paragould. 

* 


Braun Buys Nunaally 


William L. Braun has purchased 
| has renamed it Foster Park Motor Nunnally Motors Co. (Ford), 2617 


White Buys Out Leonard | Sales. Peed has been | Thirteenth St., Gulfport, Miss., and 
Paul White, operator of a Buick tional Harvester dealer in Royal|pas renamed it Braun Ford, Inc. 


Allen Moves in Albany 


Wis. The dealership has added 
Hudson to its Nash and Rambler 


S. Main, 


| used-car lot. 


Shown above is the new enlarged dealership of Grant's Oldsmobile, Inc, 
| Puyallup, Wash. Facilities include a service and body shop, a showroom and gq 















i 
LT 


room and garage of Don Allen| Mansfield, O., from W. A. Branden- 
Chevrolet at 104 Central Ave. Al-| burg and renamed the dealership 
bany, has been sold to ALKO En-| Pat Dollohan Chevrolet, Inc. 
terprises, Albany, Allen hag moved * 


* * 
to a new location at 781 Central| DKW Appoints Dealers 
| Boyce Nunnally sr., who organized Ave. 


| the predecessor company in 1941, is * 
secretary-treasurer of Braun Ford. 


Deal for Dollohan 


Pat Dollohan, New Castle, Pa., chised to handle the German-built 
ard, who acquired the Geneva | Center Nash at Richland Center, The former main new-car show-| has purchased Mansfield Chevrolet, DKW line of cars. 
Se ee enn es ee 


» in 





——» 


In Tennessee, Illinois 


Dealerships in Nashville and 
Mount Morris, Ill., have been fran. 


They are Mountcastle Import Mo- 
tors, 1501 Broadway, Nashville, and 
Martin’s Sales & Service, Mount 
Morris. 

= = > 


IH Moves in St. Paul 


A new International Truck sales 
and service branch has been opened 
at 775 Rice St. in St. Paul. E. P. 
O’Connor, Minneapolis district 
truck sales manager for IH, said 
the building has a 16-stall shop and 
unit overhaul room. 

* . . 


Mitch Adds S-P Deal 


Henry T. Mitch announced last 
Week that he had taken over Stude- 
baker, Packard and Mercedes-Benz 
dealership in Huntington Park, 
Calif. This was formerly operated 
by the Hoffman Co. and it will be 
known as Mitch Motors. Henry 
Mitch has been engaged in the 
automobile business in and around 
Los Angeles for over 20 years. For 
the last 12 he has been a Packard 
dealer in southwest Los Angeles. 

> > 


> 
Buick Deals Shift 

A change involving three Oak- 
land (Calif.) area Buick dealers 
has been announced, Ed Deemer, 
formerly a dealer in Alameda, 
purchased the Warren Boyd 
dealership in Oakland, and Bill 
Jaques purchased Deemer’s for- 
mer headquarters, Boyd has. re- 
tired from the dealer field to 


enter the finance business, 
> > o 





Olson in New Home 
Olson Motor Co. (Dodge-Plym- 
outh), Jackson, Minn. has moved 
into its new building. Gordon Olson, 
|}owner, also operates the Olson 
Garage, which is taking on the 
| Nash-Rambler line. 


* > > 





Dvorak Takes Chevrolet 


Jack Dvorak, formerly operator 
of Jack’s Garage, Madison, Wis., 
has opened Dvorak’s Chevrolet 
Co. at Stoughton, Wis. The dealer- 
ship formerly was owned by 
Frank Keuper. 





Center Adds 4 Imports 


Center Motors, Durham, N. C,, 
now handles Citroen, Morgan, Borg- 
ward and Isetta as well as Ren- 
ault. Dewey Barbee is president. 


Renault Appoints 
22 U.S. Dealers 


Twenty-two new dealers for 
Renault automobiles have been ap- 
pointed in the U. S, They are: 

Somerset Motors, Inc., Roslyn, 
N. Y.; A. M. G Motor Sales & 
Service, Orono, Me.; Rand Motor 
Co. Conway, N. H.; Frank Hilker 
& Co., Chicago Heights, IIl.; Foster's 
Garage, Pontiac; Foreign Motors, 
Ltd., Pueblo, Colo. 

F. M, R, Electric Service, Bis- 
marck, N, D.; Nodak Auto Special- 
ties, Minot, N. D.; Billion Motors, 
Sioux Falls, S. D.; Rudy’s Imported 
Motors, Galveston, Tex.; Import 
Motors, Carlsbad, N. M.; Central 
Auto Exchange, Albuquerque, N. M. 

Nelson Motor Co., Tulsa, Okla.; 
Denton-Easterling Motor Co., Mus- 
kogee, Okla.; Moore Motor Co., 
Bartlesville, Okla.; Coward Motor 
(Continued on Page 65, Col, 1) 


DOES LEATHER UPHOLSTERY 
HELP TO SELL AUTOMOBILES? 
Independent Survey* Shows: 


3 
DEALERS vore YES 


e and 

fran. 
1-built to 
‘t Mo. 


p. and 
Mount 





Inc., j 
and q 
anil 


inden- 
ership 








In April 1957, a random sample of 52 automotive dealers selling car X in the New York and Philadelphia 
E. P. areas were asked: 








Said 
oo What do you feel is the biggest competitive advantage of 
| the interior of car X over the interiors of other cars in its 
] 
tude- price range? 
Park 
rated 
Il be 
lenry 
the 
—_ 927% said “genuine leather” (the other 8% mentioned 
—_ other features). 
~ 
rs 
~ The results, we think, speak for themselves. These dealers feel that genuine leather upholstery is a very valu- 
si able selling aid. Leather builds prestige; leather provides a competitive tool. Leather helps sell automobiles! 
‘to 


ved FOR YOUR INFORMATION, HERE ARE OTHER IMPORTANT QUESTIONS AND THE DEALERS’ REPLIES: 


son, 
son INTERVIEWERS ASKED: DEALERS REPLIED: 
YES NO DON’T KNOW 

! Do you feel that genuine leather upholstery, as standard equipment, 96 Yo A, Yo 
i. has been a lot of help in selling car X? (Medium-priced car.) 
- Do you feel that genuine leather upholstery should be continued as 9$ % 2 % 

standard equipment on car X? | 
a Compared with other upholstery materials, does genuine leather offer Q4. % 6 % 
= a greater appeal to potential car X? 

Would it be a great disadvantage to the dealer if leather were dis- 90 % 10 Yo 

continued as standard equipment on car X? 
3 Does leather upholstery add prestige to the automobile and is it 96 %o 4, % 
P- favorably reacted to by potential customers? 





P iescictenians Gb dink tnew Sor sain Cle THE UPHOLSTERY LEATHER GROU P, INC. 


survey was made. This means, of course, 
the dealers themselves had no way of 
knowing for whom the survey was made 
is or why the questions were asked. 


FISHER BUILDING, DETROIT, MICHIGAN 
TRINITY 2-5715 . 
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Painting Tips for High School Students— 


Twenty-two students from Fenton high school, Bensenville, Ill., learn the fine arts 
of spraying finishes during a special one-day course at the Binks spray painting 
school. Explaining the fine points of a Binks spray gun, is William Brooks, chief 
instructor. This class, like the regularly scheduled sessions, was held in the spray 
painting equipment manufacturer's Chicago headquarters. 


THE PETERSEN READER ... six of a series 





DETROIT.—Here is the sched- 
ule of field service schools for the 
next month—a regular feature of 
Automotive News. 


For Make Servicemen 


FORD DIVISION—From July 22 
to Aug. 23, the 35 Ford district 
service schools will be completing 
their courses on the new automatic 
transmission for trucks, In addition, 
many of the schools will conduct 
courses in carburetion or air condi- 


ments. 


GMC TRUCK .& COACH DI- 
VISION—Jacksonville, Fla., V-8 en- 
gine tuneup, Stromberg WWZ & 
Holley 4000G carburetors, July 22- 
25, July 29-Aug. 1; Diesel, Aug. 12, 
19, 26. Hinsdale, Ill, V-8 Tuneup, 
July 23-24, July 25-26; 4000G car- 
buretors, July 30-31. Evendale, O., 
Brakes, July 22-23, July 24-25. 
Cleveland, Diesel, July 22, Memphis, 


| 25-26. Tarrytown, N. Y., Hydra- 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle and Equipment Makers 


tioning according to local require-| 


Tenn., Turbo-Diesel, July 22-23, July | 
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Matic, July 22. Moorestown, N. J., 
Hydra-Matic, July 22. Pittsburgh, 
503 Engine overhaul, July 22, Kirk- 
wood, Mo., Transmission and clutch 
overhaul, July 22, 29. Golden Valley, 
Minn., Diesel, July 22-29. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich, — The Allen Power-Tune 
course and a new tune-up school, 
the Allen PM Tune-Up School, de- 
signed especially for people who 
are interested in learning the fun- 
damentals of the tune-up business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional informa- 
tion can be obtained by writing di- 
rectly to Allen Electric, 2101 N. 
Pitcher St.. Kalamazoo, Mich. 

AMMCO TOOLS, INC. North 
Chicago—Instruction on engine re- 
| pair and brake service. No set 








P.A.G.* readers drive more miles! 





WO CO 


The man who drivés more, buys more 
automotive products and services. That’s 
why your advertising discovers fertile 
sales ground in Petersen Automotive 
Group magazines. Each year the P.A.G. 
reader drives 6,000 miles farther than 
the average motorist. And he’s 4,000,000 
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THE PETERSEN AUTOMOTIVE GROUP (Motor Trend, 
Motor Life, Hot Rod) has an ABC circulation of 1,112,278, 
and a combined readership of over 4,000,000 — unquestionably 
the “World's Largest Automotive Consumer Readership!” 


strong — America’s huge bonus market 
for automotive products. 


From Bennett-Chaiken Survey, 1956. 


PETERSEN PUBLISHING COMPANY ¢ 6969 Hollywood Bivd.,Los Angeles 28, Calif. © HOllywood 2-3261 





schedule but three to fiv 

classes started when needed Ng 
instruction charge, Contact Richarg } Ac 
D. Stevenson, Ammco Tools, Inc, = 
2128 Commonwealth Ave. North 


Chicago, Iil. 
BEAR MFG. CO., Rock Islang / 
Iil.—School offers training in align. 
ment, balancing, and frame straight. } 
ening and is located at 2103-5t, 
Ave., Rock Island, Ill, Address aj 
inquiries to Mildred T. Clark, regi 
trar. Classes begin July 22, Augug Go, 1 
5, 19. Motor 

BENDIX PRODUCTS DIVisioy,} &.4 
South Bend—Courses are offereg jake! 
covering service and sales traini 
on Bendix power brakes, Stromberg Sport: 
carburetors, basic brake and power} M 
steering. The length of the courge 
covering an individual product jg nard, 
normally one week and no tuition 
fee is charged. Additional informa. 
tion may be obtained by contacting 
the nearest Bendix distributor or 
writing to the Bendix training 
director. 

CARTER CARBURETOR CORP, 
St. Louis—Classes of 12 men in car. 
buretion starting each Monday for 
a three-week duration will begin on 
July 22, 29, August 5, 12 and 19, 
Contact nearest Carter distributor, 

DEVILBISS CO., Toledo — One 
week classes of limited size cover- 
ing theory, maintenance and servic. 
ing of spray painting equipment 
The subject of spray painting isf 
broken down into four categories: 
Industrial, auto refinishing automo. 
tive, jobber, and portable equip- 
ment jobber. No instruction charge, 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

INLAND MFG. Co., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise, Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, adver- 
tising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
Neb., for reservations or further in- 
formation. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
service course will be held at the 
Raybestos brake-service schoo] and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8:00 to 4:30, All 
phases of brake service work such 
as major and minor adjustments 
and complete brake overhauls of 
all types of both new and old brake 
systems will be covered, Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound, mo 
tion picture showing adjustment 
procedure as well as changes made 
in 1957 brakes. Individuals who 
successfully complete the course 
will receive a certificate showing 
that they are qualified to work on 
all types of automotive brakes. The 
course will be conducted by A 
D’Andrea, chief service instructor 
for Raybestos Div. Write to J. 
Kane for further information. in 

STEWART -WARNER CORP, 
Chicago. -— Complete instruction by 
trained factory personnel will con- 
sist of actual bench repair, as- 
sembly and disassembly of control 
valves, meters, swivels, pumps, 
reels electric power guns and 
specialized lubrication equipment, 
All living expenses during the 
student’s five-day stay in Chicago M 
are paid by the Alemite factory in fr 
addition to 50 percent of the round- e 

(Continued on Page 72, Col. 4) a 


69% of Old Cars 
Fail to Pass 
Buffalo Check 


BUFFALO. — Random sampling 
shows that 69 percent of the vehi- 
cles checked in Buffalo under New 
York’s compulsory inspection laws 
were mechanically unsafe. All cars 
tested were more than 10 years old. 

The sampling was done by the 
State Motor Vehicle Bureau’s in- 
spection section and indicated that 
most defects involved brakes, steer- 
ing, lights and wheels. 

The sampling consisted of 394 
vehicles checked in 10 Buffalo in- 
spection stations between Feb. 1 
when the law became effective, and 
June 1. ' 

The Bureau said complete infor- 
mation about vehicle check will be 
available in the fall. 
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if Across the Nation .. . 








Go, Inc., Marianna, Fla.; Import 
Motors, Ltd., Atlanta. 

L, & M. Motor Co., Columbus, Ga.; 
‘itakeland Motors, Inc., Knoxville, 
fenn.; Adcock & Dirby Foreign & 
Sports Cars, Chattanooga, Tenn.; 
le Mans Motors, San Bernardino, 
Calif, and Barlow Motor Co. Ox- 


nard, Calif. 


+ a = 
Oldsmobile for Welty 
CG. Welty Co., Stoughton, Wis., 
has been appointed an Oldsmobile 
dealer. Calvin J. Welty, president 
of Gateway Motors Corp., Beliot, 












co Wis., the past two years, heads 
in a the new franchise. 

day for << giae Opes 

eginon§ Schipper, Aubol Open 

and 19.} gebert Schipper and Virgil Aubol 

ributor, § are the new owners of Salem Motor 
















One§Go, (Ford), Red Lake Falls, Minn., 
cover- Band have changed the name to Falls 
servic. f Motor Co. . 

ipment ° * 

ting is Burns Picks Costello 

a "es: Thomas Costello has been ap- 
omo- § »ointed sales manager of Bill Burns 
ha wP | Buick, Phoenix, Ariz. 

, cu * *¢ *¢ 

*illipa Gonzales Sells, Retires | 

Metairie Ford, Inc. a Haull- 

naha— | Dobbs operation, has purchased 

morn-§ the assets of Gonzales Motors, 

>lete§ Ine. 801 Metairie Road, New Or- 

© two§ Mans. Sidney J. Gonzales, after 

ent is 3 years in business, is retiring. 

Yourse Charles Fain is president of the 

clean- § B&W dealership. 0 

se and 

‘unda- §| Double Header for Parnell 

udver-§ Mel Parnell Plymouth, Inc., 1820 

J. V.8 St Charles Ave., New Orleans, has 
maha, Bopened a second outlet at 1901 
er in- § Canal St. 

> = = 
ridge- Batt Buys Stevens Buick 
<7 Paul V. Batt has purchased Jack 
| and § Stevens, Inc. (Buick), 5175 Broad- 
ford, way, Lancaster, N. Y. 

a Batt has been with General 
* h Motors for 10 years on the whole- 
wr sale level. He also owned dealer- 
ud ships in Dunkirk and Lockport, 
- ts N. Y. The dealership will be known 
nt | 3% Paul Batt Buick, Inc. Ralph 
oll Phillips has been retained as 
rake § general manager. 
onal . « 
= Stovall Appoints Knight 
nent Gerald M. Knight has been ap- 
nade § Pointed general sales manager of 
who § Stovall Motor Co. (Ford), 290 S. 
urse § Broadway, Denver, by owners Rob- 
ving § ert Stovall sr., and Robert Stovall 
con & Et. ae 
The 

A Bush Pontiac Moves 
ctor Bush Pontiac has moved to larger 
J. § quarter at Lincolnway and Garfield 

in Valparaiso, Ind. 
Pe. * * * 
b Riefling Nash Closes 
pt Riefling Nash, St. Louis, has 
trol gone out of business after 40 
’ years as a new-car dealership. 
= - ~ ~ 
ont, English Ford Deal 


the Strickland & Gregory Motor Co., 
4g0 § Moultrie, Ga, has been awarded a 
in franchise for English Fords. Own- 
nd- ers of the firm as Paul Strickland 
and Jack T. Gregory. 
- * a 


Courtesy Ford Opens 
Courtesy. Motors, Inc, (Ford), has 
opened at 515 E. Fourth, Charlotte, 
N. C. Jeff Davis is owner and gen- 
eral manager. 
= 


” x 
ng Mack Deal Opens 
ai- Evangeline Mack Trucks, Inc., is 


ow te new Mack dealer in Lafayette, 
rs * s * 


d. Burke Gets New Facilities 


he 

ne Bernard Burke, president of 

at Burke Motors, Inc. (Ford), has an- 

r- nounced new showrooms and serv- 
ice facilities at 6455 S. Western 

4 Ave., Chicago. 

~ * +. 

1 Osmundsons Split 

d Wayne W. Halle has purchased 


the interest of Jay Osmundson in 

undson Motors (Buick-Inter- 
national), Waseca, Minn, Jim Os- 
Mundson will continue as a partner 
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ership. Felix Benerito, service man- 
ager, and Frank Keen jr., new-car 
sales manager, have been named 
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Scriber retained an interest in the 
Pine Bluff firm, but will continue to 
operate a second dealership in 













‘| Auto Dealer Changes 


(Continued from Page 62) 


in the business, while Jay Osmund- 
son will devote his time to Osmund- 
son Implement Co., Waseca. 

* = * 


Van Gorp Manages Firm 


Harry Van Gorp is general man- 
ager of Plaza DeSoto-Plymouth, a 
new Palm Springs (Calif.) dealer- 
ship. Dean Coffey is parts manager 
and Archie V. Bagley is service 
manager. 

> + + 


Pontiac-Cadillac Deal 


Diesi Pontiac-Cadillac, Inc., has 
been organized in Opelousas, La. 
= = * 


Stevens Shares Deal 


Miles G. Stevens, president, How- 
ard Motors, Inc. (DeSoto-Plym- 


outh), New Orleans, announced he 


vice-presidents. 


* * 


+ 
Staal Buys Out Jordan 
Don Staal, a former Buick 
dealer in Jackson, Mich., has pur- 
chased Jordan Buick in Grand 
Rapids, Mich., from Arthur W. 
Jordan. Harold Staal has been 
named sales manager. 
+ * a 
Shedd Joins Mobay 
Daniel P, Shedd has joined Mobay 
Chemical Co., St, Louis, as a sales 
development specialist. He formerly 
was a technical sales specialist for 
Monsanto Chemical Co. 
+ . + 


Continental Opens 
Continental Motors (English 
Ford-Triumph-Jaguar) has held its 
grand opening in Minneapolis. Offi- 
cers of the firm are Russel Lee, 
president, and Warren Holcomb, 


vice-president. 
: + * 


Copeland Joins Scriber 
W. E. Copeland, Crossett, Ark., 
has acquired an interest in Jeffer- 


ANY 
© 


Crossett. 
af * = 


Persia Adds Outlet 


Mike Persia, a Chevrolet dealer 
in New Orleans and San Antonio, 
has purchased Downtown Chevrolet 
in Houston for about $1 million, 
Persia said that Downtown will 
add two or three outlets. 

+ om a 


Foreign-Car Deal Opens 

Foreign Cars., Inc., has held 
formal opening at 4434 North 
Broadway, Knoxville, Tenn. It is 
operated by Sam Shanton, who 
has been in business in Sevierville, 
Tenn, for two years. 

= * os 


Turner Sells to Atwood 

Frank Atwood Chevrolet Co, has 
purchased the Oldsmobile dealer- 
Ground 1908. Purpose: To protect | ship in Fordyce, Ark., from Leroy 
the eyes and face from dust and | Turner. ~ 
wind while motoring. . ee 

Leigh in New Location 
J. Talbert Leigh (Dodge) has f 
manager of the firm, Until he pur-| opened for business in a new loca- ) 


chased part of the company, it was|tion at 1812 25th Ave. Gulfport, 
Crossett. | Miss. 



































A false-faced enamel mask for 
women was introduced in France 





Pine Bluff, Ark., and will become 


has taken two partners in the deal-| son Motor Co, (DeSoto-Plymouth),| owned by Leo Scriber, 
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The patented process under which Nokorode is made 
results in a coating of greater density ...a coating 
uniquely tough. Consequently, heavy applications, such as 
are recommended for other nationally advertised brands, 
are absolutely unnecessary with Nokorode. The thinner 
coat recommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness gives 
you 50% more satisfied customers from each drum... 
50% to 100% more profit. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. S. PATENT NO. 2,393,774. 








LION OIL 


A Division of Monsanto 
Chemical Company 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


COMPANY 


EL DORADO, ARKANSAS 





50% to 100% MORE PROFIT 


| Nokorode 


UNDER-CAR SEALER AND SILENCER 























































SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 

A Division of Monsanto Chemical Company 

Dept. AN-G 

El Dorado, Arkansas 

Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 
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Average Prices of Used Cars Sold at Auction 
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(Compiled by Automotive News from Auction Reports.) 
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Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 


Figures alongside bars represent dollars. 








Market Trend 


The average price of used cary 
sold at wholesale auction lag 
week rose $3 to $893, acco 
to Automotive News’ index. The 
average was only $12 below the 
figure recorded two months ear. 





& 


COLORADO 








COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH DENVER 
DEALERS ae A 


The Bank of Denver 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudiey-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at Ii A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4695 S. Santa Fe Littleton, Colo. | 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 











CONNECTICUT | 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


Crossroads 


. . . where they meet .. . 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 


through an ad in Automotive 
News. 





INDIANA 


CELEBRATE FLOYD RETMIER DAY 
“‘The Red Book Man”’ 


at 
Indianapolis Auto Auction 
Wednesday, July 17, 1957 





Join the nation's hundreds of automobile dealers 
who will honor our beloved Mr. Retmier on his silver 
anniversary with National Market Report. 


$100.00 War Bond will be given for oldest edition 
of the Red Book. A tow-bar will be given to the dealer 
in attendance from greatest distance away. 


Other events must be kept secret in order to sur- 


prise the 
HONORED GUEST 
BUT YOU WILL ENJOY THEM 


Officials of National Market Report will open events 
on the dot at 11:00 A.M. 


DON'T MISS IT !!!! 


Indianapolis Auto Auction 
Call us for Hotel, Motel Reservations 
CHAPEL 4-9546 LEONA DRAKE 














IOWA | MASSACHUSETTS 
TOM FLETCHER'S PEABODY AUTO AUCTION, 
DES MOINES AUTO AUCTION INC. 


lowa's Oldest Auto Auction 
In the Heart of the Ciean Car Country | 
S.E. i4th Des Moines 15, lowa | 
Phone ATiantic 2-8353 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at !1 A.M. 
Newburyport Turnpike, U. S. Rt. | 





Sale Every Monday—I!_A.M. | West Peabody, Mass. Jefferson 1-7500 
Gusrentecd Titles end Chocks | Joseph Herbert Phillip Glick | 
MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed Phone Dunkirk 3-0150 





LEADING USED-CAR AUCTION DIRECTORY 


_ Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display 
- (minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., 
Automotive News, Detroit 26, Michigan. 


| MICHIGAN 


GRAND RAPIDS AUCTIONS, INC. 
| On M2i—One Half a west of Grandville, 


| EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





| JACKSON — Greater Jackson Auto 

| Auction, Inc., Wilmington St., P. O. 
Box 8468, Every Wednesday at 
12:30 P. M. 


MISSOURI 





ST. LOUIS AUTO 
_ AUCTION BARN, INC. 
3807 Easton Ave. 
| St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 

| AND FRIDAY 

Checks and Titles Guaranteed 

Owned and Operated by 
| BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
| Operating Since 1946 








AUTO DEALERS AUCTION 
Keonsas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, Owner Fred Reed, Mgr. 
Auctioneers 
Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 
Sale every Friday: 10:30 a.m. 
Now . . . Two Ring Selling . . . 
400 or More Cars... “in Half the Time." 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured ; 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, | __ 


Center of Empire State, Insured 
Checks and Titles (Wed.). 
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lier in mid-May. eon 
Only two models on last week's power 
index failed to share in the up. 
ward movement: ’57s were off $31 I 
and ’51s dropped $10. (Skylit 
aay. Pri 
Increases were ranked as fol. | (ari 
lows: ’55s, up $30; ’54s, up $17;) 9 cle 
‘52s, up $11; ’56s, up $7; °50s, up| Meme 
$3, and ’53s, up $1, puIcK- 
At a group of representative 
auctions last week, the sales ratio] §320°: 
was a flat 70 percent of the aver. | capi 
age consignment of 154.1 units, 4} giev® 
week earlier, with an average of -.. 
193.6 units, the sales ratio was . . 
65.6 percent. wasor 
ér., 
Prices marked with an as.-§ ™ : 
terisk indicate a unit equipped Yor, 
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NEW YORK 





NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M 





OHIO 








MONTPELIER AUTO AUCTION CO, 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asse? 
On U. S. Rovre 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





BPs 


WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 








LUCAD 


(Leading Used Car Auction Directory) 
-+.is the key to a dealer's problem whee 


2666 Penobscot Bidg., Detroit 26. 
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with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Fri- 
day. Prices are for sale of June 28.) 
(Market softened again here this week 
os clean cars continue in very critical 

e, Sold 90 cars out of 131 con- 

signments.) 

K—'56 Special 4-dr., $1,585. °53 RM 
4-dr., $625* (ps), $550° (ps). "52 RM 
4-dr., $330° (ps). ‘51 Super Riviera, 
$320° ; 4-dr., $265*. *50 conv., $210°*. 
CADILLAC—’'51 (62) 4-dr., $500*. 
GHEVROLET— 57 Bel Air (8) 4-dr., $1,- 
710°. °56 station wagon, $1,400*; Two- 
ten station wagon, $1,390; 4-dr., $1,225. 

55 Bel Air 4-dr., $1,000; Two-ten station 

wagon, $1,100, $970, 2 at $900, $825; 2- 

ar., $910, $875, $845; Delray sedan, $600. 

54 Bel Air Sport coupe, $825. "53 Two- 

ten 4-dr., $530; One-fifty 4-dr.. $395. °52 


(Continued from Page 66) 


week, Rain all day. Sold 255 cars out of 

318 offered.) 

BUICK—’' 57 Special 2-dr., $2,200*. '56 Spe- 
cial Riviera, $1,920*; Super 4-dr., $1,640* 
(ps). °55 Special Riviera, $1,340*; Cen- 
tury 4-dr., $1,275* (ps); Riviera, $1,240°. 
’54 Century Riviera, $1,325* (ps), $1,- 
150*; Special Riviera, $1,140* (ps); 4- 
dr., $990*. 

CADILLAC—’57 (62) conv., $4,925* (ps); 
Hardtop, $4,430* (ps). '55 (60) 4-dr., 
$2,790* (ps); (62) 4-dr., $2,350° (ps), 
$2,100* (ps). °54 (62) coupe, $2,105* 
(ps), $2,030* (ps); 4-dr., $1,325* (ps). 

CHEVROLET—’57 Bel Air (8) conv., $2,- 
175*. °56 Two-ten (8) 2-dr., $1,460*, 
$1,420*, $1,250°, 2 at $1,220*, $1,100; 
Two-ten (6) 4-dr., $1,390*. '55 Bel Air 
(8) 4-dx., $1,050*, $930*; Two-ten (8) 
2-dr., $905, $895; Two-ten (6) 2-dr., 
$985. °54 Bel Air station wagon, $850; 
Two-ten 4-dr., $685, $650°, $580*, $560; 
One-fifty 2-dr., $270. '53 Bel Air 2-dr., 
$600; Two-ten 2-dr., $510, $505*, $490, 
$465, $400; One-fifty 2-dr., $345, '52 SL 
Deluxe 2-dr., $215. 


4-dr., $315, $265*. °51 conv., $290; 2-dr.,| CHRYSLER —’55 Windsor 4-dr., $1,065* 


$230. °50 2-dr., $175°. 

CHRYSLER—’53 Windsor 4-dr., $260*. °52 
Windsor Hardtop, $230*, '51 NY conv., 
210°; 4-dr., $130°. 

'53 Firedome 4-dr., $460° (ps). 
§2 Custom 4-dr., $275*, $265*. 

popGE—'53 Coronet Hardtop, $600*; 2- 
dr., $300°. 

FORD—'55 Fairlane Victoria, $1,350°; sta- 
tion wagon, $1,280; 4-dr., $960. 54 Main 
2-dr., $600; station wagon, $590. "53 sta- 
tion wagon, $550*. "52 club coupe, $290; 
2<dr., $200. '51 station wagon, $265. 

MERCURY—'56 Monterey 4-dr., $1,500°, 
$1,480°. ‘54 Monterey Hardtop, $935"; 
4-dr., $800*. °51 4-dr., $130. 

NWASH—'53 Statesman 4-dr., $430°. "52 4- 
dr., $210. 

GLDSMOBILE — ‘57 (88) 4-dr., $2,150*° 
(ps). °54 (98) conv., $1,070* (ps); (88) 
Suver 4-dr., $960° (ps). ‘53 (88) 4-dr., 
$520°. '51 Holiday, $300°. 

PACKARD—’53 conv., $500*° (ps); 2-dr., 
$460°. '51 4-dr., $240°. 

PLYMOUTH—’ 54 Belvedere Hardtop, $700*; 
4-dr., $660° (ps). °53 4-dr.. $350. ‘52 
station wagon, $300. '51 station wagon, 
$270; 4-dr., $190; 2-dr., $125. 

PONTIAC—’'56 Star Chief conv., $1,650*. 
"SS Chieftain 4-dr., $1,060° $665, $600. 
‘M4 Star Chief 4-dr., $800°; Chieftain 
4-dr., $745°. °53 Chieftain 4-dr., $600°; 
2-dr., $495°. °52 Chieftain 4-dr., $220°. 
‘51 Hardtop, $260°; 4-dr.. $210°. 

STUDEBAKER—’52 Champion 4-dr., $215; 
Commander 2-dr., $200. 

WILLYS—'53 station wagon, $275. °47 sta- 
tion wagon, $130. 

MISCELLANEOUS—'56 Ford %-ton pick- 
up, $775. '46 Volkswagen station wagon, 
$1,450. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of June 28.) 

(Market was good and loaded with 
action. Prices about the same as tiast 





» Representatives 
Promoted in Field 
By Champion Plug 


TOLEDO.—Champion Spark Plug 
Co. has announced 
five promotions 
among its field 
representatives. 
Wilbur J. Wells 
has been named 
manager of the 
western sales 
zone and Max M. 
Mayer has been 
appointed his as- 
sistant. 
Judson H. 
Pickup, 





W. J. Wells 
Francisco representative, has been 
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F. L. Padgett 
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(ps). '52 NY 4-dr., $275, $270*; Sara- 
toga 4-dr., $265*. '51 NY 4-dr., $225°; 
Windsor 4-dr., $100*. 

DeSOTO—'56 Fireflite 4-dr., $1,860* (ps). 
"53 Firedome 4-dr., $595* (ps). '50 4-dr., 
$125. 


DODGE—’57 Sierra station wagon, $2,650*. 
"56 station wagon, $1,505*. °53 Meadow- 
brook 4-dr., $305*°. °52 4-dr., $210. ’51 
club coupe, $235. 

FORD—' 57 Del Rio station wagon, $2,295* 
(ps); Fairlane (8) 500 Victoria, $2,200* 
(ps); Custom 4-dr., $1,800* (ps). °56 
Country sedan, $1,735*; Fairlane (8) 4- 
dr., $1,640* (ps), $1,355*; Victoria, $1,- 
690*, $1,600* (ps), $1,475*, $1,400* (ps), 
$1,360; Custom (8) 4-dr., $1,185. °55 
Fairlane (8) Victoria, $1,205*, $1,145*, 
$1,035*; 4-dr., $920; Custom (8) 2-dr., 
$1,085* (ps), $910*, 2 at $895, $870, 2 
at $865, $850, $660°. 

HUDSON—’54 Hornet coupe, $560*; Super 
Jet 4-dr., $405°. '51 4-dr., $135. 


KAISER—'52 4-dr., $135°. 


LINCOLN — ’56 Premiere 4-dr., $3,090* 
(ps). '53 Cosmopolitan 4-dr., $750° (ps). 

MERCURY—’'56 Custom coupe, $1,520*. ‘55 
Monterey coupe, $1,275*, $1,215*, $780*; 
2-dr., $940. °54 Monterey 4-dr., $1,060*, 
$995° (ps); 2-dr., $610*. '53 coupe, $660°, 
$550; 2-dr., $540°, $520°. 

NASH — '55 Ambassador 4-dr., $1,045; 
Rambler 4-dr., $735*. 

OLDSMOBILE—'57 (88) Holiday, $2,600*° 
(ps); 2-dr., $2,120*. °56 (98) Holiday, 
$2,050° (ps); (88) Super Holiday, $1,- 
970°; 2-dr., $1,700* (ps); conv., $2,100° 
(ps). "55 (88) Super 4-dr., $1,355*, $1,- 
350°. '54 (88) 4-dr., $1,050°, $860°. 

PACKARD — '52 Clipper 4-dr., $160. "51 
Clipper 4-dr., $150°. 

PLYMOUTH—’'57 Belvedere (8) coupe, $2,- 
090°. 56 Savoy (8) 2-dr., $1,235*, $1,- 
140, $1,130, $1,125, $1,120, $1,060. ‘55 
Savoy (8) 4-dr., $920, $905 $895, $865; 
Plaza (6) station wagon, $665. "54 Savoy 
4-dr., $590, $580, $545, $510. ‘52 Cran- 
brook 4-dr., $275, $245. ‘51 Cranbrook 
4-dr., $200. 

PONTIAC—'56 Chieftain Catalina, $1,680° 
(ps), $1,475*; 4-dr., $1,500°, $1,200. '55 
Star Chief conv., $1,625° (ps); 4-dr., 
$1,350° (ps), $1,260°, $1,230°; Chieftain 
Catalina, $1,250°; 2-dr., $1,115° (ps), 
$990. ‘54 Star Chief Catalina, $1,010°*. 


STUDEBAKER — ‘56 Commander station 
wagon, $1,450°. "51 4-dr., $120°. 
WILLYS — '53 station wagon, $600. 


"50 Jeepster conv., $360. '46 station wag- 
on, $120. 

MISCELLANEOUS—’'55 Volkswagen 2-dr., 
$1,425, $1,335. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of July 1.) 
BUICK—'57 Super 4-dr., $3,150° (ps); Spe- 

cial 4-dr., $2,585°; 4-dr. station wagon, 

$2,475°. '56 Special 4-dr. Riviera, $1,770°. 

"55 Century 2-dr. Riviera, $1,615° (ps), 

$1,605* (ps); Super 4-dr. Biviera, $1,- 

355° (ps). ‘54 Special 2-dr. Riviera, $1,- 
090°. "51 RM 4-dr.. $225°. 

CADILLAC—’57 (60) 4-dr., $5,750° (ps); 
(62) 4-dr., $5,050° (ps); conv., $4,735° 
(ps). "56 (60) 4-dr. $3,125° (ps). "55 
(62) Eldorado, $3,250° (ps). ‘54 (62) 
coupe de Ville, $2,485*° (ps). 

CHEVROLET—'57 Two-ten (8) 4-dr. sta- 
tion wagon, §$2,495*, $2,475*°, $2,340°; 
Bel Air (8) 4-dr. Hardtop, $2,320*, $2,- 
155°; 2-dr., 2 at $2,275*, $2,260°, $2,- 
245°, $2,185° (ps), $2,100*. '56 Corvette, 
$2,380*; Bel Air Nomad, $2,050* (ps); 
One-fifty (6) 2-dr. station wagon, $1,- 
495°, $1,390; Two-ten (6) 2-dr., $1,200. 
‘55 Bel Air (8) 2-dr. Hardtop $1,570*, 
$1,480° (ps), $1,310°, $1,195. '54 Bel Air 
2-dr., $700; Two-ten 4-dr., $690. '53 Bel 
Air 4-dr., $685*; One-fifty club coupe, 
$595. ‘51 4-dr. station wagon, $465°; 
Carryall, $370. 

CHRYSLER—’56 NY 4-dr., $1,890* (ps). 
’55 NY Deluxe 4-dr., $1,585* (ps). "53 
NY 4-dr., $650° (ps). 

DeSOTO—'56 Fireflite (8) conv., $2,220*° 
(ps). °55 Firedome (8) 2-dr. Hardtop, 
$1,430*, '53 Firedome (8) 4-dr., $515. 


Named to succeed Wells as Los| DODGE—’57 Coronet (8) 2-dr. Hardtop, 


Angeles representative. 
Floyd L. Padgett is the central 
Sales zone manager and Charles W. 


M. M. Mayer 
Penzel has been named successor 
. Padgett as St. Louis representa- 
ive. 





J. H. Pickup 


$2,430*. '56 Royal (8) 4-dr., $1,350*. ’55 
(8) station wagon 2-dr., $1,535*° (ps); 
Royal (8) 2-dr. Hardtop, $1,310*; conv., 
$1,290* (ps). ‘53 (8) 2-dr. Hardtop, 
$565°. 

FORD —'57 (8) Country sedan, $2,300*, 
$2,265*; Fairlane (8) 500 4-dr., $2,185°, 
$2,180* (ps), $2,170; Custom (8) 2-dr., 
$1,780*. °56 Thunderbird, $2,520%; (6) 
Country sedan, $1,680*; Fairlane (8) 2- 
dr., $1,670*, $1,485°. °55 (6) Country 
sedan, $1,500*, $1,480*, $1,425. "54 Vic- 
toria (8), $875; Crest (8) Victoria, $835; 
Custom (8) 2-dr., $755, $740. '53 Custom 
(8) 4-dr., $550. 

IMPERIAL — '57 2-dr. Hardtop, $4,600* 
(ps). 

LINCOLN—’54 Capri coupe, $1,455* (ps). 

MERCURY — ’55 Monterey 2-dr. Hardtop, 
$1,420°, $1,445*, $1,305*; Montclair coupe, 
$1,630* (ps); Monterey 4-dr., $1,285°. 

NASH—'52 Statesman 2-dr., $475. 

OLDSMOBILE — ’57 (98) 4-dr., $3,000* 
(ps); Super (88) 2-dr. Holiday, $2,935° 
(ps). °56 (98) 2-dr. Holiday, $2,325*° 
(ps). "55 (98) 4-dr., $1,690* (ps); (88) 
4-dr., $1,495°. '54 (98) Holiday, $1,470° 


(Continued on Page 68, Col. 1) 
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Save time, space, and money with 


BULKY ..a LONG PARTS 


TTT Te CoM TUM ite me ih alit:, 


Bin Assembly 


Yes, gentlemen, these Borroughs assemblies are perfect for the system- 
atic storage of bulky, heavy and long parts, whether you have bin or 
shelving installations. They utilize every inch of valuable storage and 
floor space. Strong and flexible . . . in fact, they are the strongest and 
most flexible on the market. Instant adjustability (positive locking spacer 
rods) . . . require no bolts or nuts. Dual label holders — no squatting 
to see parts numbers. Quick delivery from Borroughs warehouse 
distributors. Write today (Dept. B) for 
more information. 


o 


Shelving Assembly 


i 
| 


Borroughs bulky and long parts shelving installation at 
Reliable Chevrolet Company of Meridian, Mississippi. 


ki ie b ao U & es s MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ali q@ KALAMAZOO, MICHIGAN 













ee we? CE 


Used-Car Auction Prices 
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(ps); 4-dr., $1,400* (ps); Super (88) 
Holid: $1,410*. 

PLYMOUTH_~'57 Belvedere (8) 4-dr. Sport 
sedan, $2,350°, $2,275°; Plaza (6) 2-dr., 
$1,846, $1,790, $1,685. "56 Belvedere (8) 
4-dr., $1,395*; Savoy (8) 4-dr., $1,395°*. 
’51 Belvedere 2-dr., $300. 

PONTIAC—'56 Chieftain (8) 
570°. 
coupe, $1,200. 

WILLYS—’55 Jeep, $1,100. 50 Jeep, $370. 
*48 Jeep, $300 


pickup, $1,750, $1,620, $1,405. °55 Chev- 
rolet 


FORD—’56 Country sedan, $1,685*; 
tom 2-dr., $1,245. ’55 Custom 2-dr., $985, 
$970. '53 Custom 4-dr., $525*, 50 Cus- 
tom 2-dr., $225. 

MERCURY—’52 Monterey conv., $480*. ’51 
4-dr., $210. 

NASH—’54 Metropolitan 2-dr., $560. 

4-dr., $1,-| OLDSMOBILE—’56 (88) 4-dr., $1,635°. '54 

(88) 4-dr., $1,150°, °49 4-dr., $120°. 

STUDEBAKER — '55 President (8) club) pLYMOUTH—’56 Savoy 2-dr., $1,260*%. ’55 
Plaza 4-dr., $725. 

— Star Chief Hardtop, $1,- 


$425, . 660°. 
NEOUS — '57 Chevrolet %-ton| STUDEBAKER—’56 Silver Hawk Hardtop, 
$1,450. 


Y%-ton pickup, $825, $780; Stude-| WILLYS—’50 Jeep, $400. 


baker, %-ton pickup, $570; Volkswagen| MISCELLANEOUS—’53 Chevrolet pickup 
truck, $365. 


2-dr., $1,570°. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
Tuesday. Prices are for sale of July — 


BUIOK—’56 RM Hardtop, 
per Hardtop, $1,550°. ‘54 Special Hard- 
top, $950°. ‘53 Special 4-dr., $665°, 
*; Super 4-dr., §500°. ‘50 Special 
4-dr., $140° 


OCADILLAC—’46 4-dr., $215*. 

CHEVROLET—'56 Two-ten 2-dr., $1,345. 
’65 Bel Air 4-dr., $1,335°. °52 Delray 4- 
dr., $400"; 2-dr., $215, ‘51 Delray 2-dr., 


$285°. 
CHRYSLER—'50 NY 2-dr., $160°. 
DODGE—’53 Coronet 4-dr., $395. 


tion. 


400° 
conv., $3,260* 


era, $1,405*. 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Auc- 
Sale every Tuesday and Thursday. 
consignments. Prices are for sale of June 20 and 25.) 
$2,080*, °55 Su-| BUICK—’57 Century station wagon, $3,- 
(ps); 
’55 Super Riviera, 
$1,645° (ps), $1,600° (ps); Special Rivi- 
era, $1,480*, $1,455° (ps); Century Rivi- 
’54 Super Riviera, $1,265° 
(ps), $825; conv., $890°; 4-dr., $1,130*; 
Special Riviera, $1,120° (ps), 
dr., $600. '53 Super 4-dr. 
$575*; Special 4-dr., $475. '52 
Riviera, $300°; RM 


(ps); Riviera, $2,950° 
(ps). 


$585; Riviera, 


Special 
Riviera, $175* (ps). 
"S51 Special 2-dr., $270. '50 4-dr., $120°. 


CADILLAC—’57 (62) 4-dr., $5,275* (ps); 
coupe, $4,045* (ps); coupe de Ville, $4,- 
750° (ps), $4,550° (ps). °56 sedan de 
Ville, $3,535° (ps); (62) coupe, $3,360° 
(ps). ’55 Eldorado, $3,380* (ps), $2,800* 
(ps); coupe de Ville, $2,850* (ps); (62) 
4-dr., $2,645* (ps), $2,625* (ps); coupe, 
$2,575* (ps). ’54 coupe de Ville, $2,700* 
(ps); conv., $2,385* (ps), $2,375* (ps), 
$2,300* (ps). '53 (62) 4-dr., $1,300* (ps). 
*52 conv., $1,040* (ps). ’51 conv., $800°. 
’49 (62) coupe, $475*, $425°, $395*. °46 
4-dr., $165, $100. 

CHEVROLET— 57 Corvette, $3,465*°, $3,- 
025*, 2 at $2,900*; Two-ten station wag- 
on, $2,700*; Bel Air (8) Sport coupe, 
$2,405*, $2,390* (ps); 4-dr., $2,050°, $2,- 
045*, $2,000*; Two-ten (6) 4-dr., $1,730. 
56 Bel Air (8) Nomad station wagon, 
$2,195*; Sport coupe, $1,930*, $1,890*, 
$1,850*, $1,820°; 4-dr., $1,765*, $1,625, 


$1,590; 2-dr., $1,750; Two-ten (8) 2-dr.,| 


$1,550°, $1,535°, 2 at $1,495*; One-fifty 
(6) 2-dr., $1,345, °55 Bel Air (8) Sport 
coupe, $1,645", $1,640, $1,620*, $1,600°, 
$1,500*; 4-dr., $1,340%, $1,300; Two-ten 
(8) 2-dr., $1,080, $1,005*, $925; One- 
fifty (6) 2-dr., $900, '54 Two-ten Delray, 
$935; Bel Air 4-dr., $935; 2-dr., $885, 
$870*; Two-ten 4-dr., $630; One-fifty 2- 
dr., $730. °53 Bel Air 4-dr., $760, $650; 
Two-ten 4-dr., $490, $445; One-fifty 4- 
dr., $450. ’52 4-dr., $465, $325. ’51 sedan, 
$450, $350. 50 4-dr., $285. 

CHRYSLER—’57 Imperial $5,050*° 
(ps). °55 NY 4-dr., $1,675* (ps). 54 NY 
coupe, $1,150* (ps). '53 NY club coupe, 
$485* (ps). 

DeSOTO—’55 Firedome 4-dr., $1,325*, $1,- 
175* (ps). '52 Firedome 4-dr., $275. 50 
Custom 4-dr., $150. 

DODGE—’ 57 met (8) Hardtop, $2,650° 
(ps). °56 Coronet (8) Hardtop, $1,550° 
(ps). °55 Royal (8) Hardtop, $1,590* 
(ps), 2 at $1,395* (ps), $1,295°. °50 club 
coupe, $130. 

FORD—’57 Thunderbird, $3,325* (ps), $3,- 


coupe, 
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Model Breakdown 
Of Auction Averages 

















July, 1957 June May, 
Model To Date 1957 1957 
1957.. ..- $2,270 $2,198 $2,236 
MD icscsewevcive 1,548 1,569 1,576 
1955 1,187 1,171 1,211 
827 849 834 
535 553 557 
330 359 357 
254 249 239 
196 192 193 

Overall 
Average $ 893 $ 393 $ 900 
285*, $3,275* (ps), $3,220* (ps); Country 
sedan, $2,340° (ps), $2,325*, $2,075; 
Fairlane (8) Victoria, $2,200*, $2,100*, 
$2,000*. °56 Thunderbird, $2,900* (ps), 


$2,785* (ps), $2,700* (ps); Country se- 
dan, $1,825*, $1,750%; Fairlane (8) Vic- 
toria, $1,790* (ps), $1,760, $1,715* (ps); 


conv., $1,715* 
$1,400, $1,335, 
Main (6) 2-dr., 


$1,250, 


(ps); Custom (8) 2-dr., 
$1,175, $1,150; 
$945. °55 Thunderbird, 


2 at $2,235° (ps), 2 at $2,120° (ps); 
Fairlane (8) club sedan, $1,200; 4-dr., 
$1,200; Custom (8) 4-dr., $1,085°, $900, 
2 at $890; Main (6) 4-dr., $885; business 
coupe, $825. °54 Country sedan, $1,125*° 


(ps); 


Custom Ranch Wagon, $1,055*; 


4-dr., $835°, $735, $675, $575; Custom 
(6) club coupe, $720; Crest 4-dr., $695. 
’53 station wagon, $815*, $705*; Custom 


4-dr., $560, 


, $500, $485; 
$370°; Main 4-dr., $320. 


Custom 2-dr., 
'52 station 





The story of the upside-down car 


SOME KIND OF NEW 
INVENTION? 


IT’S CONOCO ALL-SEASON SUPER 
MOTOR OIL. STAYS UP IN YOUR 


ENGINE... NEVER 
as DOWN. 


YEP... LETS ME PARK UPSIDE DOWN. 
KEEPS OIL UP IN MY ENGINE... 


CUTS FRICTION WHEN 
| START. , 


IT OIL-PLATES YOUR ENGINE®... 
CONQUERS FRICTION AND CORROSION! \ 


I'VE GOT SOMETHING BETTER IN MY 
SERVICE DEPARTMENT THAT LETS YOU 


PARK RIGHT SIDE UP. TRY IT. 


\ 


| USE IT IN ALL MY CARS. 


KEEPS MY CUSTOMERS 
AMAZING ! \ 


NSM RINE Ue 


sell exclusive Oil-Pl 


means of a unique 

ic action, it actually “plates” a 

tough film of lubricant onto the entire 

‘ne. It never drains down, even over- 

night! Result? Faster, safer, friction- 

free starts . - - automatic warm-up - - - 
up to 80% less friction wear! 


Oil-Plating. By 


tralizing combustion acids 


CONOCO all-season Super Motor Oi 


What’s more, this additive “scoops up” 


holds 


of dirt and d 


them in harmless oil suspensions until 
drain-time. 

implifies inven’ ‘ 
apie all cars. Build profits and cus- 
tomer confidence from break-in to 
trade-in with Conoco all-season Sune. 
Contact your Conoco office or wri 
Continental Oil Co., Houston, Texas. 


too—2 grades 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1957, Continental Olt Company 


WHAT’S THAT? 
/ 


NOW, ISN’T THAT BETTER? 


GREAT INVENTION, 
\ THAT CONOCO 
\ ALL-SEASON SUPER ! 


ating from break-in to trade-in! 








_ ——_—n —_——— 
wagon, $590; Custom 4-dr., $430*; cony. 
$400; club coupe, $400, $375; 2-dr., goss! 
Main 4-dr., $320. °51 station wagon, 
$295*; Custom 2-dr., $250, $225°, 

LINCOLN — '56 Premiere coupe, $3,005¢ 
(ps), $2,785° (ps). "55 Capri coupe, 1, 
820* (ps). 

MERCURY—’57 Montclair coupe, $2,g99 
(ps), $2,675* (ps), 2 at $2,625* (pg) 2 
at $2,595° (ps), $2,545* (ps), $2,4doe 
$2,405. '56 Monterey station wagon, $2, 
075°; 4-dr., $2,035* (ps); coupe, $1, 789° 
’55 Montclair 4-dr., $1,510* (ps); Mon. 
terey coupe, $1,390, °54 Monterey 
$1,035*, $975, $970°. °53 Custom Spon 
coupe, $700. '52 Monterey coupe, $635. 
station wagon, $460; Custom Sport Coupe, 
ee "51 4-dr., $355, $280°. "49 4-4, 
160. “4 

NASH—’57 Rambler Cross Country, 2 
570°, ’55 Rambler station wagon, $1, 
200. 

OLDSMOBILE — '56 (88) Super Holiday 
$2,260° (ps), $2,100* (ps); coupe, g2' 
050°; 4-dr., $1,815*, $1,650°. ‘55 (98) 
Holiday, $1,675* (ps); (88) Holiday, 1. 
675* (ps). 54 (88) Super Holiday. gy. 
500* (ps), $1,425* (ps); conv., $1,185. 
(98) Holiday, $1,420* (ps), $1,405* (pay 
$1,250°. °52 (88) Super Holiday, g5gg: 
(98) Holiday, $350°. '51 (98) 4-d' 
$300*; Holiday, $255*. ’50 (98) Holiday 
$270, $205. F 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,959 
"56 Belvedere (8) Sport coupe, $1,725% 
(ps), $1,625* (ps); 4-dr., $1,450°, *g 
Belvedere Sport coupe, $1,180; 4-dr., g1. 
055; club sedan, $1,035; Savoy 4-¢. 

$1,055; Plaza (6) 4-dr., $750; Plaza (g} 
4-dr., $745°*. °54 Belvedere Sport coupe, 
$900; 4-dr., $715*. '53 club coupe, $375 
52 station wagon, $545. '51 4-dr., $319 

PONTIAO — '56 Chieftain 4-dr., $1,699 
(ps); Star Chief conv., $1,625; Ca 
$1,570°. '55 station wagon, $2,150* (pg): 
Star Chief Catalina, $1,650° (ps), $1. 
455° (ps), $1,450°. °52 sedan, $445°, "5; 
conv., $240°*. 

STUDEBAKER—’57 Golden Hawk PLY) 
$2,400, '56 Golden Hawk sedan, $1,958 $87 
(ps); Sky Hawk, $1,600; Power Hawk, $16 
$1,575* (ps); Commander (8) 2-dr. 3§ pon’ 
at $1,160°. °55 President sedan, $1,125¢ ar. 
$950; Commander coupe, $1,080. 53 Com. § gfUl 
mander coupe, $535. ar. 

MISCELLANEOUS—'57 Volvo 2-dr., $1.5 sist 
750, $1,700. '56 Volkswagen 2-dr., $1. $6: 
525. '55 Chevrolet %-ton pickup, $960, ee 
$730; Flat bed truck, $800; Ford Pickup 
truck, $850, $835, $825, $775; %-ton 
pickup, $795; courier, $780. °54 Chevro. 
let %-ton pickup, , $725; %-ton Pe 
Pickup, $715; Delivery truck, $650; Tues 
Dodge %-ton pickup, $550; Ford 4 -ton 


Qeggurae, 


eRuseuetars 


ts 
oS 


Baghssabes get 


Pickup, $640; GMC %-ton pickup, $675°, a 
"53 Chevrolet %-ton pickup, $585; Ford (p 
%-ton pickup, 2 at $550; MG roadster, R) 
$890. '52 Dodge %-ton pickup, $325; MG caD 
roadster, $620. °51 Ford pickup truck, "52 
$425. (6 


ALBANY 


(Tim Anspach Dealer's Auto Auction 
7 every Monday. Prices for sale of July 


on the @ 

side, The auction was fast. Nice front- 
line clean cars selling for high book and 
over. Sold 145 cars out of 174 offerings.) 

BUICK—'57 Century 4-dr., $2,470* (ps), 
"56 RM Riviera, $2,050° (ps), $1,940 
(ps); Century Riviera, $1,760° (ps); 
Special 2-dr., $1,660°. '55 Century station 
wagon, $1,650; Riviera, $1,470*; Special 
Riviera, $1,310*; Super Riviera, $1,400° 
(ps), $1,300; Century conv., $1,740*°, '% 
RM 4-dr., $980° (ps); Super conv., $1- 
050° (ps); Special Riviera, $1,000* (ps). 
ae Riviera, $630°. ‘50 RM 4-dr, 

CADILLAC—'56 (62) 4-dr., $3,450* (ps). 
"55 (62) 4-dr., $2,485° (ps), $2,460" 
(ps). °54 (62) conv., $2,350°. ‘53 (62) 
4-dr., $1,135° (ps), $1,200° ‘52 (62) 
coupe, $1,060°. "50 (62) 4-dr., $405*. 

CHEVROLET—'57 Bel Air (8) 2-dr., $1- 
895°; Bel Air (6) conv., $2,210; Two-tens 
station wagon, $2,125. '56 Bel Air (8) 
2-dr., $1,700* (ps); 4-dr., $1,335; Bel 
Air (8) Sport coupe, $1,525*; Two-tes 
(8) 4-dr., $1,510 (ps); 2-dr.. $1,170; 
Two-ten (6) station wagon, $1,510; 2 
dr., $1,230, $1,190; One-fifty 2-dr., $1,- 
200. ‘55 Bel Air (8) conv., $1.540*; 
4-dr., $1,150*; Two-ten (6) 4-dr., $925, 
$880. °54 Bel Air Sport coupe, $910; 
conv., $850; 4-dr., $600; Two-ten Delray 
coupe, $785; 4-dr.. $750. °53 Bel Af 
Sport coupe, $785*; 4-dr. $725; 2-dr., 
$640; Two-ten 4-dr., $725, $500°; One 
fifty 4-dr., $450, $350; 2-dr.. $380. "52 
4-dr., $475, $430; 2-dr., $320, $280. ‘Si 

pm ys 320; 4-dr., $330, . 

-—— "55 Windsor cow . 
peat sm of 
*53 Coronet conv., 30; 
$350. = 

FORD — '57 Fairlane (8) conv., $2,370° 
(ps); station wagon, $1,900; Custom (6) 
4-dr., $1,670. '56 Fairlane (8) 4-dr., $1,- 
670°; station wagon, $1,540* (ps), $1,- 
500, $1,425, $1,225°. °55 Fairlane (8) 
Victoria, $1,170*, $1,100°; 
Victoria, $1,280°; 4-dr., $820; Main (8) 
2-dr., $880. 54 Custom (8) 2-dr., $830, 
$775, $760; Ranch Wagon, $940; Main 
(8) 4-dr., $575, '53 Victoria, $735; 2-dr., 
$650, $630. 52 2-dr., $175. ’51 Victoria, I 
$350, $300; conv., $220; 2-dr., $250, 
$200, $175. '50 2-dr., $225; 4-dr., $200. c 

HUDSON—'54 Wasp, $345. 

LINCOLN—'55 Capri 4-dr., $1,390* (ps). 

"52 Capri coupe, $690*, $620*; Cosmo 
politan Sport coupe, $550*, °51 4-dr., 
$190°. 

MERCURY — '57 station wagon, $2,800*. 

55 Monterey Sport coupe, $1,080. ‘54 
Monterey 4-dr., $560. '53 Custom 4-dr., 
$575. '52 Custom 4-dr., $330°. 

N A S H—’55 Rambler station wagon, $1,- 

300, $1,085; Ambassador 4-dr., '$930° 
(ps). '52 4-dr., $270. 

OLDSMOBILE—'53 (88) Super 4-dr., $900. 
51 (88) 4-dr., $200, $190. 

PAOKARD—’55 Clipper 4-dr., $1,070* (ps). 
52 Clipper 4-dr., $180*. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
350°. ‘56 station wagon, $1,500*. ‘54 
Cranbrook 4-dr.. $580. ’53 coupe, $550; 
een’ $380. °52 4-dr., $550. °50 4-dr., 

PONTIAO — ’'56 Chieftain station wagon, 
| gt A Am (8) 4-dr., $1,030, 

. ion wagon, $1,060*, ’50 4- 
dr., $170*, $130°. — - 

STUDEBAKER—’51 Champion 2-dr., $100. 


~ salle ay 5 a a a ho <i eine caanenn 


4-dr., 


— ene 


WILLYS—’'53 Aero Lark 4-dr., $270, '50 
station wagon, $370. 
MISCELLAN 


EOUS—’56 Volkswagen 2-dr., 
{ae "55 — 4-dr., $625. ‘S4 
‘a r conv., ,120. '52 Jaguar sedan, 
$850. '47 Studebaker %-ton pickup, $150, 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 


Friday. Prices are for sale of July 5.) 


(Continued on Page 69, Col. 1) 














dr., 
‘54 
dr., 


$1,- 
80° 


SP 


< 

























(Had a good sale in spite of the 4th.) 
56 Special Hardtop, $1,920*° (ps). 
"55 Super Hardtop, $1,430* (ps); Century 
@dr., $1,290° (ps); Riviera 2-dr., $1,- 
0° (ps). ’53 RM Hardtop, $600*. '52 
4-dr., $220°, "51 RM sedan, $275*; 
guper 2-dr., $225*°. '50 Super 4-dr., $195*. 
O—'54 (62) 4-dr., $2,275°. 
LET—’57 Bel Air 4-dr., $1,855°. 
96 Bel Air Hardtop, $1,785*; conv., $1,- 
705°; Two-ten 4-dr., $1,310*; 2-dr., $1,- 
190. "55 Two-ten Hardtop, $1,400°; Bel 
Air 4-dr., $1,000. °54 Two-ten 4-dr., $825. 
§3 Bel Air 4-dr., $705* (ps). "52 Bel Air 
4-dr., $350. '51 2-dr., 2 at $300°, ’50 2- 
ér., $335. 
GaSYSLER 


’53 4-dr., $565°. 
Fireflite Hardtop, $2,550°. 
=—'55 Custom Royal 4-dr., $1,250*. 
UC met 2-dr., $320*. 
Ne Custom 4-dr., a a fa 
Hardtop, $1,740* (ps). °5 ‘airlane 
is) Victoria, $1,600° (ps); Custom 4-dr., 
090, ‘55 Fairlane (8) 4-dr., $1,195; 
Custom 4-dr., $1,075*. °53 Custom 4-dr., 
9650. 52 Custom 4-dr., $565°. °51 Cus- 
ie ‘7 itop, $320° 
N—’S. ardtop, ° 
SSURY—’'ST Monterey 4-dr., $2,400°. 
%§§ Monterey Hardtop, $1,600°. ‘55 Mon- 
terey Hardtop, $1,100. "54 Monterey 4- 
ar., $700°; 2-dr., $565. . 
@LDSMOBILE — "S57 (88) 4-dr., $2,600 
(ps). '56 (88) Hardtop, $1,950°, $1,900°. 
'§§ (88) Holiday, oh ee ier ene 
ACKARD—'53 conv., : 
Te MOUTH — '55 Belvedere 4-dr., $950°, 
$875. ‘54 Savoy 4-dr., $520. °52 4-dr., 
60. 


SNTIAC 53 Chieftain 4-dr., $620°; 2- 
ar, $415. "52 2-dr., $135. 

sTUDEBAKER—'53 Hardtop, $440. ‘50 4- 
ér., $120. 


MISCELLANEOUS 56 Ford pickup truck, 
> ten pickup, $780. °51 Studebaker 


%-ton pickup, $200. 


PORTLAND, ORE. 


4d Auto Auction, Inc. Sale every 
any, Prices are for sale of July 2.) : 
pUICK—'56 Century 2-dr. Hardtop, $1,990° 
(ps). ‘55 Super 2-dr. Hardtop, $1,620 
(ps). 51 RM 2-dr, Hardtop, $350*. "50 
RM 4-dr., $250°; Super 2-dr., $110 i 
CADILLAC—'56 (62) 4-dr., $2,930° (ps). 
"53 (62) coupe de Ville, $1,600° (ps). "52 
(62) 4-dr., $1,055°. * 
FROLET—'57 Corvette. 
a) 4-dr., $2,160°. "56 Two-ten “> 
4dr, station wagon, $1,835*; 4-dr., $1,- 
980; 2-dr., $1,350; (6) 2-dr. station wag- 
on, $1,500; 4-dr., $1,470°; 2-dr., $1,260. 
‘58 Bel Air (8) 2-dr. Hardtop, $1,510; 
4-dr., $1,400°; (6) 4-dr., $1,300°; clu 
coupe $1,195; Delray (6), $1,170; a 
ten (8) 4-dr., $1,110; (6) 4-dr., 2 @ 
$1,100, 2 at $1,075. "53 Two-ten Hardtop, 
$760"; 4-dr., $700°; 2-dr., $665, $455°; 
Bel Air 2-dr., $580. ‘52 SL Deluxe 2- r., 
$475°. °51 Bel Air 2-dr. Hardtop, $515°; 
SL 4-dr., $300°. "50 FL 4-dr., $180. . 
CHRYSLER—'53 NY 4-dr., $630° (ps). *49 
Windsor club coupe, $150°; 4-dr., $120. 
DeSOTO—'5SS Firedome 2-dr. Hardtop, $1,- 


$3,050; Two- 


penen- si t (8) 2-dr., $1,405°; 
E—'56 Corone -dr., d : 
2dr. $1,375*, $1,325°. "55 Royal 4-dr., 


$1,095*. °54 Coronet 4-dr., $710. *53 Cor- 


onet (8) 4-dr., $520°, "52 Coronet 4-dr., 
yoRD _’57 Fairlane (8) 500 2-dr. Hard- 
top, $2,350° (ps); 300 2-dr. Hardtop, 
§2,070° (ps), °56 Victoria (8), $1,850° 
(ps); Fairlane (8) 4-dr. Hardtop, $1,- 
820° (ps); conv. (8), $1,760°; Custom 

station wagon, $1,750°, $1,- 


8 -dr. 
100; 2-ar., $1,350; 4-dr., $1,300; Fairlane 
(8) 2-dr.. $1,510°; (6) conv., $1,620 
(ps). "55 Fairlane (8) 4-dr., $1,210°, ¥1,- 
200°, $1,175; Victoria (8), $1,460° (ps); 
Fairlane (8) 2-dr., $1,275*; Custom (8) 
2-dr.. Hardtop, $1,195*; 4-dr.. $1,040. 
‘54 Custom (8) club coupe, $820; 2-dr., 
$710; (6) 4-dr., $700. "53 (8) 2-dr. sta- 
tion wagon, $835; Custom (8) 2-dr. Hard- 
top, $825. "52 Custom (8) 4-dr., $545; 
2-dr.. $445: Main (8) 4-dr., $435, $380; 
club coupe, $400, ‘51 Custom (8) 4-dr., 
$345°: (6) 4-dr., $175; Victoria, $335°. 
"50 Custom (8) 2-dr.. $275, $150; 4-dr., 
$235; (6) 2-dr., $195. ‘49 Custom (6) 
4-dr., $220; (8) 2-dr., $140; Deluxe (6) 
2-dr.. $110. "48 Metro, $175. 
HUDSON—’54 Hornet 4-dr., $595. 
KAISER—’51 Manhattan 4-dr., $225. 
LINCOLN—’52 Cosmopolitan 2-dr. 
top, $755°. 
MERCURY — ‘56 Montclair 4-dr., 
(ps). "55 Custom Hardtop, $1,195*. 


Hard- 


$1,750° 
"4 


Custom 2-dr., $1,100; Montclair 4-dr., 
$1,050* (ps). "53 Monterey 2-dr., $1,020; 
4-dr., $870; Custom 4-dr., $605°. ‘52 


Monterey 2-dr., $775. °51 4-dr., 3400. "50 
club coupe, $365; 2-dr., $150, ‘49 4-dr., 
$140. 

NASH—'55 Rambler 4-dr., $1,000; Metro- 
politan 2-dr., $805. "50 2-dr., $110. 


OLDSMOBILE—’55 (88) Super 2-dr., $1,- 
755; (88) Hardtop, $1,750°; 4-dr.. $1,- 
740; 2-dr., $1,445*, $1,300°, $1,165°. ‘54 
(98) conv., $1,530° (ps); (88) Super, 
$1,000. 52 (98) Hardtop, $695*°, $660° 
(ps), $600* (ps). "51 (88) Super Hard- 
top, $580; (88) 2-dr., $550, $300°,. 50 
(88) 4-dr., $235°. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 


$2,350°. '56 Savoy (8) 2-dr., $1,350, $1,- 
320; Plaza (6) 4-dr., $1,050. '55 Belve- 
dere (8) Hardtop, $1,370* (ps), $1,095; 
Savoy (8) 4-dr., $1,155*, $1,025, $1,015. 
"53 4-dr., $425. ‘52 4-dr., $200, $125. 
PONTIAC—’55 Chieftain Catalina, $1,415. 
"52 station wagon, $685. °51 4-dr., $350, 
$300. '50 4-dr., $140. '49 4-dr., $175. 
STUDEBAKER—’57 Golden Hawk Hard- 
top, $2,650°. °54 Commander 2-dr., $970. 
‘51 4-dr., $140. 
YS—’55 station wagon, $1,010. 
MISCELLANEOUS — '56 Chevrolet panel 
truck, $810. '55 Volkswagen 2-dr., $1,- 
330, $1,255. '54 Chevrolet %-ton pickup, 
$780. '53 Chevrolet %-ton pickup, $620. 
"51 Chevrolet %-ton pickup, $400. '48 
Dodge %-ton pickup, $260; Ford .%-ton 
Pickup, $320; panel truck, $115. °46 
Dodge panel truck, $170. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Fri- 
day. Prices are for sale of June 28.) 
BUICK—'54 Special Riviera, $790*. ’52 Su- 

Per Riviera, $400*, $395*, $280*. ’°51 RM 


Coupe, $215*; sedan, $160*°. °50 Super 
Conv., $150%; Special 4-dr., $145*, $110. 
"49 4-dr. $100*. 
CADILLAG —'56 coupe de Ville, $4,050* 


OLDSMOBILE—’' 57 


(Continued from Page 68) 


(ps), $3,900° 
$2,750° (ps). 
(ps). 


"565 coupe de Ville, 
coupe, $2,370* 


(ps). 
"54 (62) 


CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 


450° (ps); conv., 
station wagon, $2,200. 
4-dr., $1,650°; conv., $1,620*; One-fifty 
(6) 2-dr., $1,050. ‘55 Bel Air (8) conv., 
$1,355; 4-dr., $1,310, $1,305*, $1,125°; 
2-dr., $1,050*; Two-ten (6) station wag- 
on, $1,060; 4-dr., $830°, °54 Bel Air 
Sport coupe, $960°; 4-dr.. $795°*. 

CHRYSLER—’57 Imperial coupe, 
(ps). "54 Windsor 4-dr., $1,500°. 

DeSOTO—'53 4-dr., $405°*. 

DODGE — ‘57 Coronet (8) 
(ps). ‘55 Custom 4-dr., 
Hardtop, $160*. 

FORD — '57 Retractable Hardtop, $3,000* 
(ps), $2,950° (ps); Fairlane (8) 500 Vic- 
toria, $2,510°; Custom (8) 4-dr., $2,243*; 
2-dr., $1,870° (ps), $1,785. °56 Fairlane 
(8) Victoria, $1,625; Main (6) 2-dr., 
$890; Custom (6) 4-dr., $870. ’55 Fair- 
lane (8) 4-dr., $1,075*; Custom (8) 2- 
dr., $950. 

HUDSON—’51 4-dr., $155; 2-dr., $110, 

MERCURY—’57 Turnpike Cruiser, $3,612° 
(ps). °53 4-dr., $505. 

(98) Holiday, $2,875° 
(ps); (88) Holiday, $2,210°. "55 (88) 2- 
dr., $1,370*. ‘50 coupe, $305°, 

PLYMOUTH—’57 Belvedere (8) coupe, $2,- 
_ "54 Plaza (6) 2-dr., $515. "51 coupe, 
$375. 


$2,370*; Two-ten (8) 
"66 Bel Air (8) 


$4,100° 


4-dr., $2,500° 
$1,525°. °51 


“<—-* 


<= 
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PONTIAC— 54 Star Chief conv., $905*, 52 
coupe, $325°. 

STUDEBAKER—’52 conv., $265*, 

MISCELLANEOUS ’57 Willys pickup 
truck, $1,665; Chevrolet %-ton pickup, 
$1,395; %-ton pickup, $1,335, $1,320. '55 
Chevrolet %-ton pickup, $630, '52 Chev- 
rolet %-ton pickup, $500. ‘51 Willys 
Pickup truck, $250. ’50 Ford %-ton pick- 
up, $225. °49 Willys pickup truck, $350. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 

Thursday. Prices are for sale of July 3.) 
(Off day prices remain same, Clean 
cars are very much in demand, Sold 53 
cars out of 66 consignments.) 

CADILLAC—’49 (62) 2-dr., $295*, 

CHEVROLET — '57 Bel Air (8) Hardtop, 
$2,260*. °56 station wagon, $1,420; Two- 
ten 2-dr., $1,225. °55 Bel Air (6) Hard- 
top, $1,230°; 2-dr., $1,065; Bel Air (8) 
2-dr., $1,055. °54 Two-ten 2-dr., $675. 
*53 Bel Air 2-dr. $450; Two-ten 2-dr., 
$470. 51 4-dr., $365*, $280°, $200*, °50 
2-dr., $335°; 4-dr., $240; station wagon, 
$375*. °49 conv., $100. 

CHRYSLER "53 Imperial 4-dr., $535* 
(ps). "51 Windsor conv., $250°*, 

DeSOTO—’52 club coupe, $265, 

D O D G E—’55 Custom (8) 4-dr., $1,350° 
(ps). "53 4-dr., $450. °49 club coupe, 
$125, °48 sedan, $100. 

FORD—’56 Custom (8) 4-dr., $1,425* (ps). 
‘55 Custom (8) 2-dr.. $1,200*; 4-dr., 
$980, $900; Custom (6) 2-dr., $905. °53 
Custom (8) 4-dr., $650; Main 2-dr., $4 
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85, 
'52 station wagon, $600; Main (8) 2-dr., Haley Delivers Police Cars— 


$345. '51 2-dr., $200. ’49 conv., $170. 


MERCURY — ‘54 2-dr., $805, ’52 conv., 
$425°. 

NASH—’51 station wagon, $165. 

OLDSMOBILE — ‘50 (88) 4-dr., 


conv., $160°. °48 (98) 4-dr., $100*, 
(Continued on Page 70, Col. 1) 






C. A. Haley, second from left, of Boner & Haley (DeSoto-Plymouth), Santa Barbara, 
Calif., delivers the first of 11 Plymouths sold the Santa Barbara police department. 


g135*;| The cars are equipped with 235-horsepower engines and Powerflite transmissions. 
"| Standing, from left, are Reg Cooley, chief of police; Haley; Mayor Floyd Bohnett, and 
Perry Scott, city administrative officer. 


Why do most mechanics prefer the 
replacement bearings in the black and red box? 


Your own experience will tell you why. They know they’ll get 
exactly the right etandard or undersize bearing for any recondi- 
tioning job . . . because only the Federal-Mogul line of service 
bearings is truly complete! They know the quality is right .. . 
they’ve been proving it on millions of overhauls for 33 years! They 
know their jobber is backed by fast service from our nation-wide 


ry 
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network of warehouse stocks. No wonder that the black and red ieee senv's : 


box is your best bet for every replacement bearing requirement! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


FEDERAL-MocuL 


508 32-20 


TET: Ta 
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Used-Car Auction Prices 





(Continued from Page 69) 


$405. 


PONTIAC—’'55 Star Chief (8) conv., 
400° (ps). 

WILLYS—’55 station wagon, $1,350. 

MISCELLANEOUS—Chevrolet %-ton pick- 
up, $375. '52 Chevrolet %-ton pickup, 
$505; Ford %-ton panel truck, $365. 


W. PEABODY, MASS. 


(Peabody Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of July 3.) 
(Our sale was a fast moving sale, es- 
= for the day before the holiday. 
Geod, clean, sharp cars are still in de- 
mand, Sold 74 cars out of 101 consign- 


"52 2-dr., 
$1,- 


PLYMOUTH — '53 4-dr., 
$235. 


ments.) 

BUICK— 54 Super 2-dr., $1,115*. ‘53. Super 
Riviera, $700*; Special 4-dr., $700°, ‘51 
Special 4-dr., $275*, $220. 

CHEVROLET — '54 Two-ten 4-dr., $765; 
2-dr., $725; One-fifty 2-dr., $440, ‘53 
station wagon, $725; Two-ten 2-dr., $610; 
One-fifty 4-dr., $300; 2-dr., $315. ‘52 
4-dr., $325*. '51 4-dr., $305, $205; 2-dr., 
$225, $215. 50 2-dr., $110. 

DODGE—’53 Coronet 2-dr., $250. 

FORD—’55 station wagon, $1,155*; Cus- 


tom (8) 4-dr., $1,025*, $1,010; Main (8) 
4-dr., $630. '54 Custom (8) 4-dr., 
Main (8) 4-dr., $590. '53 conv., 
Custom (8) 4-dr., $675°; 2-dr., 
Main 2-dr., $505. '52 Custom 2-dr., 
*51 Custom 2-dr., $150. 
MERCURY — '54 Custom 4-dr., 


$840°; 
$740°; 
$640°; 

$400. 


$940*, 


$900°; 2-dr., $725. °53 Monterey Hard- 
top, $775*, $730°; Monterey 4-dr., $475*. 
"51 Monterey 2-dr., $235; Custom 2-dr., 
$300; 4-dr., $225. 

OLDSMOBILE — ‘54 (88) 4-dr., $1,240*, 
$1,040°; (98) 4-dr., $1,090°. "53 (98) 
conv., $780° (ps); 4-dr., $740° (ps), 
$725* (ps). "52 (88) 2-dr., $320°. '51 (88) 
4-dr., $370°. 


PACKARD—’51 Clipper 4-dr., $175. 


PLYMOUTH — ‘55 Belvedere 4-dr., $955; 
Savoy 4-dr., $850. "53 2-dr., $545. ‘52 
4-dr., $420. 

PONTIAC—’55 Chieftain Catalina, $1,200°. 
"53 Catalina, $790; 4-dr., $695; 2-dr., 
$545. ‘52 Catalina, $220°. ‘51 4-dr., 
$380°; 2-dr., $235. 

STUDEBAKER—’53 4-dr., $405. °52 4-dr., 
$190. '51 2-dr., $110. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 3.) 

(Continued growing demand for good 
clean cars in this area. We have buyers 
for twice as many as entered cach week. 
Seid 124 cars out of 179 offerings.) 


BUICK—’'55 Century 2-dr., $1,520°. ‘'S4 
Super 2-dr., $1,010° (ps). °50 Special 4- 
dr., $290°, $220. 

CADILLAC—'SO 2-dr., $605*. 

OHEVROLET—'5S6 Bel Air 4-dr.. $1,355; 
Two-ten 4-dr., $1,205, $1,180. 55 Bel Air 
4-dr., $1,165; 2-dr., $1,340°; $1,075. ‘54 
Bel Air 2-dr., $805; Two-ten (6) 2-dr., 
$740; Deluxe 4-dr., $715; 2-dr., $660. "53 


Bel Air 2-dr., $785, $535; conv., $570. "52 


2-dr., $255. "S1 2-ar. $395, $380, $180. 
"50 2-dr., $275, $195, '$175°; 4-dr., $205, 
$165. 49 2-dr., $200, $140. 46 4-dr., 
$105. 

CHRYSLER—'51 Windsor 2-dr., $135. 

DesOTO—'49 4-dr., $185°*. 

DODGE—'53 4-dr., $165. 

FORD — ‘57 Fairlane (8) 2-dr., $1,865°; 





The First 
“All - In - One" 
wen 


wert Repay Tool 


® Removes Jammed Sliders 
® Re-Meshes Open Zippers 
© Attaches New Sliders 
Installs Staple Stops 

© Tightens Teeth 


INCLUDED WITH TOOL: 


Leng Tab Sliders . 95 

Lubricant Stick . 

Gisastel Qneteectiene.. . —_ 
Order 


Extra Zipper Repair Parts 
Including Ford Pressure Sliders In Stock 


Satisfaction Guaranteed 
‘Or Money Refunded Within 30 Days 


iMustrated Circular Available 


Manufacturer of Zipper Repair 
Equipment For Over 10 Years 


"56 Fairlane 
$1,430*; 


Custom (8) 4-dr., $1,630. 
(8) 4-dr., $1,580*, $1,160; 2-dr., 
Hardtop, $995*; Custom (8) 4-dr., $1,- 
085*. °55 Fairlane (&) 2-dr., $1,230, $1,- 
175*, $1,155°, $1,030; 4-dr., $1,185* (ps); 
Main (8) 2-dr., $1,000; Custom (8) 2-dr., 
$980. °54 Custom (8) 4-dr., $965, $805, 
$590; 2-dr., $605. 53 Custom (8) 4-dr., 
$610*, $605, $595; 2-dr., $640, $435; Vic- 
toria, $680°, 52 2-dr., ” $505, $410, $405, 
$375*; 4-dr., $365. "51 2-dr. $360, $285, 
$230, $215, $210, $205; 4-dr., $275. '50 
2-dr., $300, $236, $195, $180, $170; 4- 


dr., "$160; club coupe, $130, °40 4-dr., 
$205. '39 2-dr., $365. 

HUDSON—’53 Hornet 4-dr., $375. ’°52 Hor- 
net Hardtop, $140; 2-dr., $135°*. 

LINCOLN—’ 49 2-dr., $230, 

MERCURY — ’'55 Monterey conv., $1,315* 
(ps). "53 4-dr., $555°, "52 2-dr., $395*. 
"51 4-dr., $255. 

OLDSMOBILE—’57 (88) 4-dr., $2,415*, '56 
(88) 2-dr., $1,575°. '55 (88) 4-dr., $1,- 
600°. '53 (88) conv., $955*; 2-dr., $795°. 
"51 (88) 4-dr., $250°, °50 (88) 4-dr., 
$270. 

PLYMOUTH—’55 Belvedere conv., $1,065*. 
"51 2-dr., $255. °48 2-dr., $135, 

PONTIAC — ’55 Chieftain 2-dr., $1,320°, 
$1,055. °54 Chieftain 4-dr., $785*, ’50 
Star Chief 4- dr., $160. 

STUDEBAKER—’ 51 4-dr., $145, $130. 

WILLYS—'48 Jeep, $255. °45 Jeep, $225. 


MISCELLANEOUS—'57 Ford %-ton pick- 
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up, $1,205, 56 Ford %-ton 
"54 Ford %-ton pickup, $605. 
rolet %-ton pickup, $350. 

+ * * 


— Auctions in Brief — 


OMAHA 
Richard Abel Auto Auction. Sale every 
Wednesday (July 3). Prices are good, More 
= needed to supply our many Western 
juyers. 


$955. 
"50 Chev- 


* * + 


ST. LOUIS 

St. Louis Auto Auction Barn, Sale every 
Tuesday and Friday (June 25 and 28.) 
Consignments large with sale percentage 
good in spite of rainy weather, Very good 
demand for clean cars of all makes and 
models. Sold 249 cars out of 310 consign- 
ments, 

+ * * 
JANISON, MICH. 

Grand Rapids Auction, Sale every Tues- 
day (July 2). Buying on a very selective 
basis. Most dealers apparently expect price 
slump after July 4. Sold 106 cars out of 185 
consignments. 


Robert Bosch to Handle 


Blaupunkt Radio in U. S. 


NEW YORK.—U. 8. distribution 
of the Blaupunkt-Blue-Spot high- . 


over by Robert Bosch Corp. "| Veteran Salesman Sells 5,000th Buick— 


over by Robert Bosch Corp. 

The German-built radio is both R. P. Barbata, left, Buick St. Lovis zone manager, congratulates E. J. Heiligers, sales. 
AM and FM, has coaxial speakers,| man for Burns Buick, Inc., St. Louis, for establishing an outstanding sales record, 
separate amplifiers and built-in| Recently, he sold his 5,000th Buick. Except for his first year of selling, Heiligers he 
rear-speaker plugs. It is available! been the top Buick salesman in the St. Lovis zone for 26 years. Looking on is Clem 


in six-volt and 12-volt models, Burns, owner of the dealership. 


a8 


\3 223.8 
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WHEEL CYLINDER REPAIR KIT 


All parts necessary to put wheel cylinder 
in normal operating condition. 


MASTER CYLINDER REPAIR KIT 


All parts needed to put 


in normal operating condition. 


General Motors Values from 


DELCO LINED BRAKE SHOES 


Made and assembled to original 
equipment specifications. 

























Delco Super 11 brake fluid improved with HTD—original equip- 
ment in Ge neral Motors cars and trucks—is efficient at 50° higher 
temperatures, improves braking at all temperatures, under all 
operating conditions. Chemically stable, ornate with the rubber 
and metal parts in the brake system—and with greater resistance 
to corrosion and pth the rove ms Super 11 exceeds the S. A. E. 
and government specifications for heavy-duty hydraulic brake 
fluid. Do yourself and — customers a favor—order Delco Super 
11 improved with HTD today! Packed in convenient containers, 
from pint cans to 54-gallon drums. Available everywhere through 
the United Motors System or your General Motors car or truck dealer. 








master cylinder 











} Moraine Products 


Division of General Motors, Dayton, Ohio 















ighway Planners 
#t Together in 
ific Northwest | « 


TTLE. — Federal and Wash-| 
n State highway officials and 
ects of the proposed 41,000- 
interstate highway system held 
e-day conference here. 

icipating organizatiéns in- 
pd the executive committee and 
ming and design policies com- 
of the American Assn, of 
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we have rescued from switching tu 
His P rofit Formula... another product. Every day we find 
more people returning to our serv- 
D ] D ds ~ ° ice station because of the good 
ea. er epen on ervice words they have heard from their 
neighbors.” 
Nicola is full of confidence about 
a: Gesamte duties toward the customer and the| +46 future. He admits that business 
SUMMIT, N. J.—B. E. Nicola of} Customer satisfaction with is on the rough side right now, but 
Nicola Chevrolet here believes that| Properly attended service has be-|it doesn’t worry him at all. 
his service department is the secret|Come the prime target at the It is his opinion that “people in 
t nstant fits in his business.| 2¢@ership. this business have gotten just a 
. ee ~ | “In the short time that we have| jittle lazy. Maybe we need some 
“If I can get my service de- |peen here, we feel that we have guys in the business who are not 
partment up to 70 percent ab- | gained the confidence of our cus- aie so well off, I was ta Oe 
sorption, I just have to make | tomers to the extent where we can q 













Highway Officials and the money all year,” he said. point to concrete examples of sales} Pusiness when things were really 
y-research board of the Year to date figures indicate that | tough, back you know when.” 

i Mational Academy of Sciences. Nicola has not only increased his $5 Million Army Order Except for floor time, the sales- 

: A, Bugge, Washington state : . men are never around the dealer- 

—— ese, § volume of new-car business over| Received by FWD ship. They are constantly out 





ays director, is president of 
s highway association and chair- 
man of its planning and design 
icles committee. 


x Whitton, chief state highway 





last year, but has made a profit.) CLINTONVILLE, Wis. — Four|digging up business. There has 
However, to guarantee that profit) Wheel Drive Auto Co. has received| been little or no difficulty getting 
through the next few months of|/9 $5,183,120 order for six-wheel-|the salesmen to get out and find 
clean up, Nicola is working dili-| drive crane carriers for the Army|the business simply because they 
; : ; 5 gently toward at least a 70 percent| Corps of Engineers, it is announced| have come to realize that they 
Pine of cna oes tae absorption, in his rather cramped|by G. F. DeCoursin, FWD sales| make more money that way, 

-, Vos a quarters. vice-president. Nicola himself makes dail 
tional Academy of Sciences. Fleet Deal— A graduate of the parts and serv-| The latest order, for Model MUC| checks of the business seine 
Planning for the giant highway is| CC. D. Colley, right, president, Colley &| ice departments, Nicola has hired a| carriers to be equipped with 20-ton through the service department, by 
pronounced “on schedule,” but it} Herrick Motors (DeSoto-Plymouth), Los} group of willing young men since| cranes, will bring to 2,437 the num- reviewing all the previous day’s re- 
will be 1960 or 1961 before the public | Angeles, delivers first of a fleet of four| opening his deal in Summit about| ber of crane carriers which FWD pair orders. This way he can 











ers, soles. 















i : : 

ry will be driving on many of the! automobiles to D. R. Smith, vice-president, | 18 months ago, and instructed them|has built for Department of the| quickly observe the progress of the 
new roads, conferees said. West Coast division, Sun Electric. in the correct performance of their; Army use in recent years. department, at the same time that 

—— good prospects might be culled 





from the orders by careful ap- 
natnininial praisal of the work being done and 

: the frequency of visits. 

If sales start to get a little sticky, 
Nicola goes into a huddle with his 
sales manager and they generally 
emerge with a little contest for 
their salesmen, which results in a 

cash award to the man or men 
winning the established prizes. 

Experiments have shown that 
money elicits the best response 
from the men. 

One other thing Nicola does is 
keep his eye on his operating 
profit figure. In his opinion this is 
the only figure a dealer can use 
to accurately gauge his progress 
through the month. 

As long as that figure is sub- 
stantially black, the dealer need 
have no fear. Any other profit will 
be like whipped cream on the 
dessert, but you can’t go wrong by 
figuring only the net operating 
profit, he feels. 


Tilden Adds Branch 





EOE rT 


} . cI is . — 








BROOKLYN, N. Y.—Tilden Com- 
mercial Alliance, Inc., has opened a 
branch office at Route 46 and Dye 
Ave., East Paterson, N. J, Thomas 
A, Curry is office manager. 


WANT TO SELL 


MORE CARS? 
* 
Display Them 
on the 


AUTO- 
ROTASELLER 
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MORAINE-400 BEARINGS — 


toughest automotive engine bearings 
ever made. 













A complete line of Moraine Service bearings for all cars 
and trucks. The new, complete Moraine bearing line 





gives you the bearings you need for all ring replace- TURNTABLE 
ment pee —coerneey available from a ers 
Remember— Moraine bearings are ——- equipmen 
in General Motors cars and trucks. So—replace with * 
Moraine in General Motors applications; sell and use TERRIFIC 
Moraine bearings for other bearing replacement jobs. LOW PRICE 
Moraine service bearings are available aaess 
through the United Motors System or your « 
Motors car or truck dealer. 
COLOSSAL 
STRENGTH 


MORAINE GAS FILTERS! 2 
Glass-bow! and pancake all- 

metal types assure dirt free, LOWEST 
lint free fuel under all oper- SILHOUETTE 





ating conditions. 


€ 
MOST 
SELLING POWER 
Get Free Catalog 
ULRICH BROTHERS 


Cerpus Christi, Tex. 


MORAINE BI-METAL BEARINGS— 
precision built to original equipment 
specifications. 





General Motors Valves from 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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gers THIS SURE-CAR SEAL 


Comerntcare 


on your 


USED CARS 
inspires 
CUSTOMERS TO 


CONFIDENCE 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 

WRITE TODAY 


SURE-CAR (ctv. 


MAIN OFFICE: SEA CLIFF, NEW YORK 
°o 
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Pageant Helps Dealer . . . 
Community Relations Plus 


FORT LAUDERDALE, Fla.—For 
DeSoto-Plymouth dealer Frank 
Sawyer, this year’s “Mrs. America 
Pageant” was an opportunity to 
hitch his sales wagon to a star— 
with some real community rela- 
tions resulting. 

DeSoto, for the third consecu- 
tive year, participated in the Mrs. 
America contest as co-sponsor. In 
previous years, the national finals 
were held at nearby Daytona 
Beach. 


When Sawyer got wind that the 
contest was moving to his com- 


munity, he was determined to make 


Cars by Law 


Vermont Bows to Width 
Of New Models 


MONTPELIER, Vt—Cadillac, 
Imperial and Lincoln have been 
taken out of the truck class by 
special action of the Vermont 
Legislature. 

The three makes were exempted 
from a Vermont law requiring ve- 
hicles more than 80 inches wide to 
mount clearance lights. 

All other U. S. passenger cars fall 
inside the 80-inch limit. 


( 
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] 
{ 


Cy 


his Fort Lauderdale dealership an 
active participant. 

Since DeSoto was cooperating on 
a national level, Sawyer decided to 
tie in his business on the local 
level. 

“I’m sure our efforts are adding 


‘up additional new-car sales now 


and an abundance of service for 
years to come,” he says. 

Sawyer’s first big problem in pre- 
paring for the contest was to find 
room—and time—to new-car service 
the 30 DeSoto convertibles used 
during the contest. With only a 
small service force, Sawyer set 
about getting the cars ready for the 
contest. It meant overtime work, 
but the shiny convertibles were all 
readied for their initial appear- 
ance. 

When the first plane load of con- 
testants arrived, 24 gleaming cars— 
along with smiling Frank Sawyer— 
were on hand at the Miami airport 
to extend a personal welcome. 


Parades for contestants became 
nearly daily affairs, and each car 
was personally checked by Sawyer 
to see that it had showroom ap- 
pearances before being driven— 
thus always showing the cars to 
their best advantage to both spec- 
tators and contestants. 


Actually, Sawyer had launched 
his own promotion in advance 
of the finals. He had presented 
the official city Mrs, America 
hostess with a hardtop, complete 
with a sign reading “Courtesy of 
Sawyer Motors.” The car appeared 
in local newspapers and on tele- 
vision. 

Sawyer and his sales manager, 
Walter Zerkle, shifted into high 
gear. After talking with DeSoto 
officials, Sawyer decided to pur- 
chase all the seats for thé contest 
finals. 


Tickets were available four 
nights, with space for 3,000 persons 
at each performance. Sawyer was 
determined to jam the auditorium 
~~ night by giving away tickets 
ree. 


Half-page advertisements an- 
nounced the free tickets—“available 
at your friendly DeSoto dealer’s.” 
According to Sawyer, the ad 
brought hundreds of persons into 
his showroom where a staff of 
salesmen were on hand to give out 


tickets—and get names of pote 
customers. 

The ticket giveaway wag gf 
nounced on radio news broadeam 
and in Miami and Fort Laude 
newspapers. 

The town’s top radio anne 
called Sawyer “Fort Laude 
number one citizen” for this ¢ 
gesture. | 

The response was so terrific ¢ 
Sawyer cancelled his ad for ¢ 
next day. Tickets were gone 
500 complimentary standing 
ducats were printed overnight 
quickly disposed of for the § 
night of competition. 

The night of the finals, to a 
packed auditorium, Sawyer 
asked by the master of ceremg 
to stand and be recognized ag 
man who is greatly responsible 
helping you see this nation 
televised show.” 

Sawyer received a thund 
ovation from his fellow-cit 
The city hostess thanked him & 
all his help in making the conta# 
a successful city project, The ¢ 
scientious staff at Sawyer Mot 
had won itself countless new frie 
in Fort Lauderdale. 

The publicity, however, didnt 
end with the culmination of the 
contest. Sawyer’s picture ap 
peared in the Miami and Fort 
Lauderdale papers the following 
day with George Fenne an- 
nouncer on the Groucho 
“You Bet Your Life” show. Other 
stories named Sawyer as the 
donor of all tickets. 

The day following the contest 
found three new customers at 
door when the dealership opene 
A competitor, Mrs, Oregon, wanted 
a new hardtop to drive back to he 
native state. 

And two of the contest committe 
members, who were impressed wit! 
Sawyer’s efficient operation, decide 
to purchase convertibles. After 
brief talk with Sawyer, each c: 
celled his plane reservations 
drove home in new DeSotos. 


Air Conditioning 
Up 28% at Buick 


FLINT. — The number of Buick 
equipped at the factory with air 
conditioning rose 28 percent to 16- 
750 in the first six months of 199], 
compared to 13,088 in the first half 
of last year. 

Edward T. Ragsdale, Buick ge 
eral manager, said the biggest de 
mand for air-conditioning was in 
the Roadmaster series. He added 
that almost 5,000 air-conditioning 
units were installed at dealerships 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle and Equipment Makers 


(Continued from Page 64) 


trip transportation. Tuition is paid 
by the Alemite factory distributor. 

SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tune-up, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information as 
to locations and dates contact the 
local Sun representative or write 
Sun Electric Corp., 6337 Avondale 
Ave., Chicago 31, Ill, 

THERMOID CO., Trenton, N. J. 
—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test garage. 
There is no tuition, but students 
are expected to pay their own living 
expenses. Session takes approxi- 
mately five days. Text book fur- 
nished to students at no charge. 

UNITED MOTORS SERVICE — 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy, 
starting, lighting and ignition sys- 
tems), (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4): auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington Jacksonville, 
Fla. El Paso, Tex., Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 


lanta, Philadelphia, Charlotte 
N. C.; Denver, San Francisco, St 
Louis, New Orleans, H But. 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Sault Lake 
City, Omaha, Pittsburgh and Cin 
cinnati. 


Two at a Time— 


This new twin sling method of unload 
ing cars caused many “double takes" af 
an East River pier in New York. This 
sling was designed to speed up the de 
livery of BMW Isetta “300s" to Isetia 
dealers throughout the U. S. Aboard the 
same freighter arrived the first shipment 
of the new Tempo line, consisting .of 
station wagons and trucks called Viking 
and Matador, now ready for national 
distribution. 


ae 


; 









$5,000 for Taber— 


Thomas Taber, right, won $5,000 for 
wilting the best letter in Pennsylvania 
Twe Co.'s contest based on the question: 
“What's wrong with the tire business, and 
what con we do about it?" Taber, a 
partner in Muskegon General Tire Service, 
Muskegon Heights, Mich., received his 
deck from James P. Hoffman, Pennsyl- 
vonia Tire president. 





OTTAWA.—Dealers report that 
rumors of tax cuts are holding up 
new-car sales, a trend which al- 

had hurt business in June 
but which is apparently continuing 
into July. 

“Our June sales were down 
ig dollarwise over 30 percent,” said 


k rumors of tax cuts as affecting 
his new-car business even in July. 
Other dealers said that July’s 
early days were poor, some adding 
“lousy,” “awful,” and “worst this 
year.” 
It was noted, too, that a number 


Integration Used 
At Supplier Level 
By Leece-Neville 


CLEVELAND.—Leece-Neville Co., 
maker of automotive starters, 
switches and rs, is carrying 
integration to the supplier level. 

The company now is in the sec- 
ond stage of a consolidation and 
expansion program which will in- 
clude the production of certain 
previously purchased parts. 

According to P. H. Neville, pres- 
B ident, “We have long believed that 
City, the benefits from integrated pro- 
Lake duction are not the exclusive prop- 
Cin- erty of large companies.” 

Since Jan. 1, the company has 
—— been active in the second phase of 
its program, that of purchasing $1 
million worth of new machine tools 
and equipment and the integration 
of this equipment into existing de- 
partments. 

At the same time, the company 
Said rearrangement of production 
facilities has freed extensive space 
for rearrangement of all assembly 
= for greater efficiency and out- 
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The first phase of the company’s 
Program was begun several years 
go with the purchase of additional 
facilities totalling more than 100,000 
Square feet. 

AMC Makes 3 Changes 
1} In Canadian Sales Staff 

TORONTO.—As a part of the in- 
tegration of Nash and Hudson into 
American Motors Sales of Canada, 

od. § Ld. three staff changes have been 
: made. 

This J. A. Henry, former national car 
de @ distributor, has been named assist- 
ta @ Sant eastern zone manager, U. D. 
the @ Mossop, former eastern zone Hud- 
ent ® 80n sales manager, has been ap- 
of @ Pointed national car distributor. 
ing New manager for the Toronto area 
nal‘ ts Garnet R. Gunn, former eastern 

Zone Nash manager. 


“iNew Rumors of Tax Cuts 
Depress Canadian Car Sales 



























































Court Upholds 
ICC Regulation of 


‘Gypsy Truckers 


BALTIMORE. — An Interstate 
Commerce Commission order de- 
signed to regulate the operations 
of independent truckers has been 
upheld by a special three-judge 
Federal court, 

The “gypsy” truckers contended 
that the ICC rule—which forbids 
them from leasing their trucks to 
authorized carriers for periods of 
less than 30 days—would put them 
out of business. 

In a 12-page opinion, the court 
acknowledged that some independ- 
ent truckers may be forced to halt 
operations as a result of the order, 
but held that it is “without power 
to prevent it under the circum- 
stances.” 

Before the time the order went 
into effect in April, the independ- 
ents leased their trucks to author- 
ized carriers on a “trip” or “spot” 
basis. Such leases are now pro- 
hibited. 

The court noted that the ICC 
rule grew out of an eight-year 
investigation into the trucking in- 
dustry, in the course of which the 
commission reported that trip leas- 
ing was “inimical to sound regula- 
tion and proper administration of 
the act and of our safety regula- 
tions.” 


of dealers believed conditions were 
merely unsettled due to the change- 
over of Government and they were 
remarkably calm under the adverse 
conditions. 


Most dealers did not believe the 
tax cuts will bring sharp reductions 
in prices and the price adjustments 
may be smaller by the time these 
are made, possibly by October. 

Inquiries in this capital seem to 
support the dealer viewpoint be- 
cause official sources say that costs 
of production are continuing up- 
ward in the automotive industry. 

At the last official count, for 
instance, the average hourly 
earnings of employes in the motor 
vehicle industry reached 192.5c 
from 1384.5c last year, while the 
average hours of work per week 
dropped to 39.8 from 42.2 last year. 

Manufacturers of motor vehicle 
parts and accessories, too, found 
average hourly earnings climbing 
to 180.55 from 175.7 a year ago and 
average hours of work per week 
fell to 40 from 41.3. 

There are rising costs in other 
directions also where supplies are 
concerned, as well as labor. So that 
by the time the tax cuts are made, 
price adjustments may not be as 
large as new-car buyers seem to 
expect. 


Gore Promises 
Close Check on 
Road-Fund Deals 


WASHINGTON. — Senator Albert 
Gore, Tennessee Democrat, has 
served notice that his Roads sub- 
committee will keep a close check 
on all state transactions involving 
Federal-aid funds. 

If necessary, he said, his group 
will draft legislation to prosecute 
public officials and others who may 
enter into a conspiracy to profit 
illegally. 

An Indiana situation has been the 
subject of a hearing by the sub- 
committee. Several of the witnesses, 
including the former chairman of 
the State Highway Commission, 
have been indicted on charges of 
conspiracy to defraud the State in 
connection with the acquisition of 
two tracts of land for right of way 
on an Indianapolis project. 

According to Gore, there is no 
evidence to show that either tract— 
although purchased — actually was 
needed for right-of-way purposes. 

It was reported that all the wit- 
nesses under indictment in Indiana 
invoked the Fifth Amendment and 
declined to answer questions posed 
by the subcommittee counsel and 
members. 
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For Better and Faster Service 
SHATTERPROOF GLASS CORP. HAS EXPANDED AGAIN 









To meet your continuing demand 
for highest-quality automobile re- 
placement glass from a reliable, 
independent source of supply .. . 
Shatterproof has, again, expanded 
its curved glass production facil- 
ities. 


and efficient plants in the industry 
and the technical “know-how” nec- 
essary to keep pace with this 
rapidly growing market ... Your 
SHAT*R*PROOF Distributor can 
really give you “AUTO GLASS 
SERVICE WHEN YOU NEED IT” 
Today . .. backed by 35 years of on all your auto glass replacement 
experience, one of the most modern needs — Call him today! 


Our 35th Anniversary As 
“THE BEST KNOWN NAME IN 
AUTOMOBILE SAFETY GLASS” 


SHATTERPROOF GLASS CORPORATION 
4815 Cabot Avenue ° Detroit 10, Michigan 












Mr. Dealer... boost your S.A." 


(and have pleasant dreams of painted models) 











Do you go to bed happy . . . satisfied with a job 
well done? Or do production worries give you 
nightmares? You'll spend more pleasant nights 
when you plan a modern appearance-service 
program around DeVilbiss spray-painting equip- 
ment. Fast, factory-quality finishes at rock-bottom 
costs will have you smiling in your sleep when 
you dream of the healthy curve of your *Service 
Absorption. Call your DeVilbiss man today. 















The DeVilbiss Company, Toledo 1, Ohio 
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tury, 
“75."" Power standard on 
Roadmaster and Roadmaster ‘‘75."’ 
brakes standard on Roadmaster ‘‘75.’") 
CADILLAC — Series 62 — 4-dr. 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille $5, ; 2-dr. 
conv., 
hard- 
conv., 
. hard- 


sed., $7,439. 
677.88 Wiyare- 
brakes stand- 


CHEVROLET — (Prices are for 6-cyl. 





AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-S5 deluxe 4-dr. sed., $2,127. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 

v., $3,195. (Heater standard on deluxe.) 

BENTLEY—Series S—2-dr. or 4-dr. sed. 
(Mulliner), $19,316; conv., $20,383. Con- 
timental—4-dr. sed. (Mulliner), $20,035. 
(Series S chassis, $9,160.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe; power brakes, 
power steering and automatic clutch stand- 
ard on DS-19.) 

FORD (England)—Angliia Sertes—Angliia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2,910. 

HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535. 

ISETTA 300—$1,048. (Heater standard.) 

JAGUAR—Mark VII 4-dr. sed., $5,470. 
$4,420 (overdrive); $4,505 
(automatic transmisgion). XK-150 cpe., 
4.475; XK-150 conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL. ecpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
comv., $7,641; 300-C 4-dr. sed., $7,- 
; 300-SL. epe., $8,905; 300-80 conv, or 
readster, $12,272. standard 


Port-of-Entry Prices 
On Imported Cars 


| 389; roadster (wire 
(dise 


| sed., $1,809; 2-dr. sed., $1,656; 
|}luxe sed., 
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models, For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32, Bel Air— 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat, wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
epe. or conv. (V-8 only), $3,465.32, 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr,- hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3.141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 
486.75; 4-dr, hardtop, $3,670.75; 2-dr, hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 





on 219 sed.; automatic transmission stand- 
ard on 300-© sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
| 527; conv., $1,551. 

MG—MGA roadster (disc wheels), $2,- 
wheels), $2,473; cpe. 
wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663. (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
2-dr, de- 
$1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. ( 
standard on deluxe models.) 

RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 

ROVER—90 4-dr. 
dr, sed., $3,625 


sed., $3,295; 1058 4- 
(overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Sliver Cloud—4-dr. sed. 
and 2-dr. sed. (Mulliner), $19,630; conv., 
$20,657. Stiver Wraith—touring lim, (Mull- 
iner), $20,858. (Stiver Cloud chassis, $9,- 
480, Silver Wraith chassis, $9,976.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large $1,999; Plein Ciel 
sport Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 


SUNBEAM — Rapier 2-dr. sed., 
(Heater and overdrive standard.) 

TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 

VOLKSWAGEN—2-ar. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 
camper, $2,712. (Heater standard on all 
all models. ) 

VOLVO—2-dr. sed., $2,170; 
wag., $2,345. (Heater standard on 
models. ) 


$2,499. 


2-dr, stat. 
both 


stat. 3-seat stat. 


$3,981.75; 4-dr. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 


$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr, sed., $2,478; 4-dr. 
$2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
2-seat Sierra, $2,946; 4-dr 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custem—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. 300 — 4-dr, sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fatriane— 
4-dr. sed., $2,286.36: 2-dr. sed., $2,235.08; 
4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wi — 2-dr, 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan $2,556.08; 4- ‘ar, 3-seat Country 
Squire, $2,683.64, Thunderbird — hardtop 
cpe. (V-8 only), ” $3,408.12. 


HUDSON—Hornet V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 
on Custom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 


4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 


Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 
LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 
MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 


Truck registrations by 

are released here 

compiled by R L. Polk repre- 
sentatives in state capitals. 


Brock- 
way 








3 | 4-dr. 


4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., 
Wagons — Commuter —2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park, Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Ambassacor Super V-8—4-dr. 
sed.; $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr, sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, ‘stat, wag., 
$3,541. ‘47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus, cpe., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. $2,263.50; 4-dr, hard- 
top, $2,418.50: 2 dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 


PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,441.39; 4-dr. 3-seat 
| stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
| 2-dr, hardtop, $2,735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 





RAMBLER — Deluxe Six —4-dr. sed., 
| $1,961.45. Super Six—4-dr. sed., $2,122.65; 
| 4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed., 





$4,102.80. Station 















os 
$2,212.65; 4-dr. Poe stat. waz. — 
Super V-8—4-dr. 252.64; 
seat stat. wag., “gn0es.ee. Custom = 
dr, sed., $2,342.65; 4-dr, hardtop, — 
4-dr, 2-seat stat, wag., $2,629.65; 
seat hardtop stat. wag., > 69 ‘eet 
8—4-dr. hardtop, $2,785.90 
STUDEBAKER—Scotsman 6— -4-dr, 
$1,826; 2-dr. sed., $1,776; 2-cr 
stat. wag., $1,995. ‘Champion ¢—4 4-dr, 
tom sed., $2,048.99; 4-dr. deluxe sed., 
170.79; 2- dr, custom sed., $2,000.59; 
deluxe sed., $2,123.09, Commander’ v4 
4-dr. custom sed., $2,173.29; 4-cr. delux 
sed., $2,295.09; 2-dr. custom sed $2,123.59. 
2-dr. deluxe sed., $2,246.09, President v4 
—4-dr. sed. $2,407.29; 2-dr. sed. » $2,357.99, 
President — 4-dr. sed... $2, 
Station Wagons—2-dr., 2-seat Pelham 
$2,381.59; 2-dr. 2-seat’ Parkview Vv-8 
504.69; 4-dr, 2-seat Provincial V-8, 
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4-dr, 2-seat Broadmoor V-8, $2,665, 
Hawks—Silver Hawk 6 cpe., $2,14 
Silver Hawk V-8 cpe., $2,263.17: 


Hawk V-8 2-dr. hardtop, $3,181.82. (Ove, 
drive standard on Golden Hawk. Hente 
standard on Scotsman.) 


Colleges Honor @ 


Five Leaders 
Of Auto Industry 


DETROIT. — Five auto industry 
leaders have been honored at com. 
mencement exercises at universities 
around the nation. 

Ernest R. Breech, board chair. 
man of Ford Motor Co., and Post. 
master General Arthur E. Summer. 
field, Flint Chevrolet dealer, re 
ceived honorary doctorates from 
the University of Michigan. 

Alfred P. Sloan, former General 
Motors board chairman, was given 
an honorary doctor of laws degree 
by Dartmouth College, Hanover, 
N. H. 

Western Michigan University in 
Kalamazoo presented an honorary 
degree to Harold E. Churchill, pres 
ident of Studebaker-Packard. 

James C. Zeder, engineering vice- 
president, Chrysler Corp., received 
an honorary degree from Lawrence 
Tech, Detroit. 


New Commercial Car Registrations, 
All States for May, 1957-1956 


TO- 
White Misc. | TAL 


Stude- 
baker 


Reo Willys 























41 States Previously "57| 3 19882 | | = 20100; 4231 6667) 1074) 166) —| 1424, 1231| 59% 
Reported for May 56) 20512) wwe 18880; 5973 8107; 1098) 2277 m un 1572 714, 63 
Arkansas *57| | ‘| | 411} 103 91 | 2 me 
"56! | ae 4 479) 147 175} 2 3 3 8 | 1617 

California ‘57) i 18 480 538 is 14 63 146 40, Uh 
*56/ | 3 ee? 27 2091 1901 617 4 37} 7s 351 211 153| 77 
lowa ‘S7 | 390) 65 474 68 5 2 6 é 10 23; im 
S ‘56 Ee ee: | 4 S| ‘s| iz} 
Kentuck ‘57 514 od 124 9 i 31 6 14tl 
cops 56 | 2} al wo | i 2] 20 2 3} isa 
Maryland b 4 110 a 117 2% 7. = 15 12 1162 
r | jal 2} ‘981323 | iz | 4] i] 20} 3|_ to 
Missouri = atl 31 82) 619 155! 178 *| 15 a 13 23 | 690 
56 93} 536] 180) 232 7 12 a 19 4| 1085 

South Carolina *57| 21 321) 4i 71| 13 5 8 6 7} | mW 
7 *56) 309| 3| 3a 343) 68 79} 2! | 1| 8% 
Texas *57) | 2874) 9 2% 2491 | 595 78) ;| x 103 68 4; on 
*56| 2254| 24 277 1625 405 573 5i} 3 89 42| 23} 34 

All States Reported ‘57 | 7 204 a 268 seal 28276 5651 8585 1257) ms 644, «1246| =—1716|—s«s1792| : 82 
To Date for May 56| 36! 25304| _7869| 10267! 1269|_—«289|_—915| 1464) ~—«1937| ~—«924)_ SRT 
Year ‘57) 307) one 1452| 20382| 111022) 27396| 38040; 5489/ 5697; 8966 7309) sie 
To Date "56! 436| 126710; 1729| 23671| 110989| 36383; 45717; 5494) 12341 4310 6765| 8694 4374| 374| 376506 
“The information contained in this report has been compiled from official state documents, Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received ~~ ara at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.""—R. L. 





New Passenger Car Registrations, All States for May, 1957-1956 







































RYS- SG. M. Pe S-P |Miscel- 
LER TOTAL 2 TOTAL] lan- |TOT, 
state TOTAL eous 

36 States Previously ‘57 576! 538 318 612) 7229) 5635) 1831) +5610] 14146) 32595) 59817) 77932 ai; 15375 i 7214| 74697; 19169) 17499 joo] 421 3564 4 312065 
Reported for May ‘56 4459 314} 1053) 1754 6287; ~ 432 a 12846} 27624| 53160| 72788 65 2396 15048 __ 29649) 7325| 84008} 23993) 19183 wae 2100} 4521; 6621; 3545) 32536! 
Alabama ‘57 1% 20 17 15 a 235 1150! 2129 >| | 351| 2507; +518 115) 2333 I ams 4, 4 2 189, 77 
"56 4! 18 ot 8 ise 736| 1545 2 35 305} 1887 679 113] 2499 425 ait 21 71 37 an 

lifornia ‘S7 653 213 70| a 2015; 3907) 7867| 12071 24 3% 2269| 14700) 2118; 1408) 10382 724| 24 dani 2 nav | 28 330) aI rer 
) 452 236 146} 347 616} 1397] 3469} 6314) 99! 26 2657 __ 3751} 1547) 414] 2724) 2441) 21877 211 606}  _817| + 2448} 44698 
lowa ‘57 146| 18 ra 125 i 109 pL 1410| 2007 | 31 36] 2154 a| ea} 124) 2127 | Bl 4 450 | 3] 5 88 3 67| ‘7% 
"56 tit} 3 4% 209 127 7 108 za 1045) 1772 I 45 336} 2154 147|__ 2195 417 4\ 108 149 34| 74% 
tucky ‘S7 56 2 2 67 85 “| : a xe 1832 | 2! 3, 2194) 519 +(98| 1944) 444)  374| 3279 2 57 59 m1 6752 
"56 oi 84 562} 924|__—=*t787 | 356| 2142 723|__113)__2437|__—558 412| 4243 19 él 80 24 x 

isiana ‘57 58 21 88 | 4 = 713 [Tes | 2244 | 32 369| 2646 442 151| 2680 530 545| 4348 4 201 59 3] 3 

‘56 re 7 68 98 182 458 823| 2057 | 43 376| 2477 634 2564 691 661; 4694 80 102 39 
and ‘ea 16 "| ir 13 156 163 53 us | 1506 | . +5991 tal 2| 5| 391 883 Peal 203 P| a ‘a7 13 105 Al 221\ in 
“56 56 6 16 16 94 162 8 170 388 871 1599} 1946 2 57 349 794 167 607 477| 4474 67 137 204 70| 87% 
Michigan = 524 4 is 5! 647 al 175 667; 1894/4191 al 8sis 2 186 1797| ~ 10503 1944 846| 7277; 1706; i80t| 13576 20 oe | 214 588| 32952 
"56 13 77 165 677 438 33 477| 1140} 2321]; 4409) 6557 7 291 1437| 8292) 2878 847| _8776| 2440| 1746) 16687 176 288 464 239| 30768 
Minnesota ‘S7 299 2 6 7 346 is! 4 145 475| 1052 91894) = 2624 br 475| 3139 687 135| 2637 721 533) 4763 14 164 178 | 10450 
"56 129 2 50 276 215 10 192 473 855; 1745) 2331 56 453|__ 2840/1018} 213] 2663) «1040 584 =e 15 194 309 62| 10750 

ississippi ‘s7 fH ! : 14 7 1 E vor 421 671 I 134, 18 272 re 1198) «et om 2 2 %| 4i + 
"56 15 312 496 SP I 187} 1160) 326 —2i 289 209 23 16 91 5| 3 
Missou . mT 4 zi i 4 ma 58| 1419 on | 2908! | 60) 29] 360 a rel 344 792! 713] Ss 6121 12] 126 138 | (2782 
161 12! 198 34 1164 2 68) 118 an 0 | 881 | 744| 6816 77| 185 262 78| 12850 
3 iorr 110 a i 1565 542 ial lias pk taal il 12928 12 452 2912/1 leaas “| Belt | 12435; 4 | Soa! ~~ 3229) 25521 ry) pan 56l| 2421) 5964 
es 744 t i 20 es 1674 109 12131 12241| 11661 13 491 2591| 14756) 5 | 13295 | 3971; 305 aT 403 1155] 1385] 61215 
Carolina a| "I | ef = 1218 | 10} 13% 33% es 1047| 3 iil 3 ee a 33 79; «4071 
‘56 19 2| 56 is 1153 9| 180} 1342 381 Bi} 1499) mi 50 24| 4523 
Texas a7 258 . 7 x x aI Es yo aoe on bel 5 117 1526} 10731| 2098 701; 9344 lt | 15854 16 182 198 417| 32600 
"56 175 7 in 300 2721 10 sn 1213} 7864) 2272 718 aks 15591 89 260 ae 157| 26978 

All States Reported ‘57 9164 = ro 2 eal weal 3441 Sonne ser ss 139127 87 i 169405 site |e me | 33699 oe 246743; «534 yuar| tones 16106 
To Date for Ma’ ‘56 6860 1536] 2601] 11654 765 m2 123114 132 a44 26117 13539} 147942 oor sees 287332 x 10745| 8147] 560014 

"61 sa a | 12639 a4 48709 a pe vi 295 asa 9 423) 16926) 121872| 7 viieam hae ee aed ae 43863|1157307| 2838) 25604 iz | 
To Date "56 30526 5723 50965 ATTA 214294 832| 18021} 118281) 682171| 248134) 61376 60649| 1325359 15007 38119} 53128] 33227|2548710 


contai is report 
precaution has been ccantend i insure accuracy of this r enedt to the a of the teen received and 





reasonable 


tabulated at the time the 
inaccuracies or ommissions.""—R, L. 





k & Co, 


rr a published. R. L, Pak ‘+ Co, cannot assume any liability by reason 











| 






= eee" 
biazts 
Srp ys 







= 
a 


ms 
-e 

2 

" 


fingge 


~~ 


| 





i 


i 





§ 
3 


F B 


Mw 
- 





ile 





Li 





Chevrolet Cites Rabbi— 


lov Bachrodt, right, president, Manning- 
fachrodt Chevrolet Co., Rockford, Ill., con- 
gratulates Rabbi Savi Appelbaum, home- 
jown religious leader whose heroic conduct 
wes recently portrayed on “Crossroads,” 
Chevrolet's weekly television series over 
the American Broadcasting Co. network. 
A large group of Chicago-area Chevrolet 
officials attended a testimonial dinner in 
Rockford honoring Rabbi Appelbaum. 
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Without obligation, please send booklet describing 
how Executone helps turn out more service jo 
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News to Note... 





Auto World in Brief 


NEW YORK.—American Airlines 
set records for passenger and cargo 
traffic in May, according to C, R. 
Speers, sales senior vice-president. 
The line carried 720,000 passengers 
442 million miles compared with 
695,000 passengers and 410 million 
miles in May, 1956. 

Cargo ton-miles climbed to 10.3 
million which, American said, was 
a monthly record for the domestic 
industry, It included a monthly air- 
freight peak of 7,963,000 ton-miles, 
surpassing AA’s previous peak of 
7,835,000 set last October. 

o * * 


Pontiacs for Premiere 

HOLLYWOOD, Calif.—A, E. 
England, Pontiac dealer and presi- 
dent of the Hollywood Chamber of 
Commerce, furnished a fleet of cars 
to transport dignitaries from a 
dinner to the premiere of the 
Cinerama production, “The Seven 





SERVICE JOBS UP T0 50% 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 
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— Production is continuous and 
ished, uninterrupted. Jobs are routed, 
ail parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 
Large and small dealers 
everywhere report the new 
TAL SERVICE and INSTRUCTION on your premises 
to Factory-trained technicians in your area provide 
Th prompt, dependable service whenever required. 
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Wonders of the World.” Proceeds 
went to the building fund of Im- 
maculate Heart College, Guest of 
honor at the dinner was James 
Cardinal McIntyre, archbishop of 
Los Angeles. 
+ = > 


Milner Boosts Terry 


LITTLE ROCK, Ark.—Horace 
A, Terry, general manager, Dumas 
Milner Pontiac Co. has been 
named president of the company, 
and Dumas Milner, formerly 
president, now is chairman of 
the board. 

* * = 
Canada Announces Plan 
To Sell Stockpiled Tin 


OTTAWA.—The Canadian Gov- 
ernment announced that it intends 
to dispose of its stocks of tin ac- 
quired during the Korean war. This 
involves the possible sale of some 
3,000 tons. 

Plans call for disposing of the 
stocks to Canadian consumers or 
as directed by the International Tin 
Council in a manner which would 
interfere least with the tin market 
and normal commercial practices. 

> > . 


Ramsey Joints Don Allen 

CHARLOTTE, N. C.— Floyd E. 
Ramsey, who was with Piedmont 
Chevrolet in Concord, N, C., for 15 
years. is the new sales manager 
for Don Allen Chevrolet here. 


Hertz Adds Office 


PHILADELPHIA. — Hertz Rent- 
A-Car System has opened an office 
| at 18 N. 18th St. in downtown Phil- 
| adelphia, The new station will have 
access to more than 250 cars. 
> 7 > 


Collision Parts Book 


Published by MoPar 

DETROIT.—MoPar division of 
Chrysler Corp. has published a 
1957 passenger car collision parts 
book designed to help repairmen 
make accurate estimates of re- 
pairs and to provide them with a 
quiek identification method for 
ordering parts. 

The book has “blown-up” views 
of major assemblies, and each il- 
lustration is keyed by number to 


| assist in parts identification. The 


book is priced at $1 and is avail- 
able from Chrysler Corp. dealers, 
MoPar wholesalers or from the 
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MoPar advertising department, 
Boz 1718, Detroit 31. 


Big Four Industries 


| Buys Second Plane 

| CINCINNATI.—Big Four Indus- 

| tries, Inc., has purchased a second 

|airplane to enable its officials to 

| keep in close touch with district 
managers, customers and major 
refiners and tire manufacturers. 

Last year Big Four purchased a 
Cessna 172. It has now traded this 
plane for a Cessna 182, which has 
a longer cruising radius and a 
higher speed. 
. 


7: > 
Rental Firm Expands 

BEVERLY HILLS, Calif.— R. J. 
Fenel, president of Greyhound- 
Rent-A-Car, Inc., has announced 
the purchase of Hartford U-Drive 
System and Hartford Automobile 
Leasing Corp. in Beverly Hills and 
Hollywood. The price of $500,000 
covers 175 units. 

= > 


Tacy Named to Manage 


Shepard Cadillac Deal 


BERKELEY, Calif—A. W. Tacy 
has been appointed vice-president 
and general manager of the en- 
larged Shepard Cadillac Co. here, 
and W. B. Briody has been named 
new and used-car sales manager. 

Succeeding Tacy as general mana- 
ger of Shepard Cadillac & Olds- 
mobile Co., Oakland, Calif., 
Russell W. Brickell. Both dealer- 
ships are owned by H. W. Shepard. 

+. e = 


Defense Reserve Award 


Presented to Oldsmobile 
LANSING.—The Department of 
Defense reserve award has been 
presented to Oldsmobile. More 
than 400 Oldsmobile employes are 


members of reserve units or of 
the National Guard. 


of Oldsmobile’s cooperation with 
the military in encouraging em- 
ployes to participate in military 
training. 


+ * 


* 
Ringsby Names D’ Alton 


DENVER.—D’Alton Agency has 
been appointed New York City sales 
representative for Ringsby Truck 
Lines, Inc. Richard E. D’Alton and 
— Seifert head the New York 

rm. 


= * = 
Split-Level Lot 

DORCHESTER, Mass.—Franklin 
Field Motors (Dodge-Plymouth) has 
scored a first in New England—a 
split-level used-car lot which gives 
an unobstructed view of more than 
50 cars. 


* > > 
Salih Honored by Wynn 
As Top ‘500’ Mechanic 
AZUSA, Calif—Wynn Oil Co. has 
presented its annual award of $1,200 


and a diamond-studded lapel pin 
to George Salih, Whittier, Calif., for 


75 


being chief mechanic of the win- 
ning car at the Indianapolis “500.” 

Salih also built the car which was 
driven by Sam Hanks. Salih, a chief 
design engineer for Meyer and 
Drake, builder of the Offenhauser 
engine, was also chief mechanic for 
Lee Wallard on the winning car in 
1951. 

* * a 
‘New Deal’ in Canada 

OTTAWA.—Members of the new 
Federal Cabinet in Canada will be 
asked to resign “within a reason- 
able time” from any company di- 
rectorships which they may hold at 
present, according to Prime Min- 
ister John Diefenbaker, this being 
part of the “new deal” policies of 
the new Canadian Government, 

. a 


= 
Shatter proof Expands 
DETROIT. —Shatterproof Glass 
Corp. has conducted a plant open 
house to mark the opening of its 
new manufacturing and storage 
facilities here. Employes and their 
families were invited. 
> * aa 


Car, Truck Exports Rise 
Sharply in Canada 
OTTAWA, — Canadian Govern- 


ment reports a spectacular increase 
(Continued on Page 79, Col. 1) 
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EVERY TIME people in your community see 
the Yellow Pages emblem, more of them become 
buying prospects who reach for the Yellow Pages 
to find where to buy. That makes your own 
Yellow Pages advertising more and more profitable. 


THE YELLOW PAGES EMBLEM is 
advertised throughout the year. Special adver- 
tisements feature it in Better Homes & Gardens, 
Life and The Saturday Evening Post in June and 
July, and again in the fall. Hundreds of leading 
firms display it in their newspaper, magazine and 
television advertising. 


PROFIT from this year-round tie-in promotion 
campaign by displaying the Yellow Pages em- 
blem in your advertising, on your store front and 
trucks. Call the Yellow Pages representative at 
your telephone business office for information. 
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York, and previously was with Pan |» 


Factories and Dealers .. . 


Auto Advertising 


(Continued from Page 19) 


advertising formerly handled by 
Gotham-Vladmir Advertising. 

Gotham-Vladmir will, however, 
continue to handle the Electric 
Boat division and the Electro Dy- 
namics division. Other divisions will 
continue to retain agencies cur- 
rently handling their accounts. 

* * a 


‘Suddenly, It’s 1620° 


A takeoff on Plymouth’s “Sud- 
denly It’s 1960” theme appeared 
in the New York Times the day 
the Mayflower II arrived in New 
York. 

Placed between a picture of the 
Mayflower II and a 1957 Plym- 
outh hardtop was the headline in 
Old English type “Suddenly, It’s 
1620.” 

The ad was sponsored by Plym- 
outh. 

* o + 


Shady Deals Attacked 


Chicago newspapers have opened 
both barrels on “unscrupulous” auto 
dealers. In addition to barring 
“bait” advertising, the papers also 
have taken editorial space to warn 
the public of the “bad guys” in the 
auto business, those who make a 
practice of getting signatures on 
blank contracts, have hidden 
charges, etc. 

In the first of a series on “Gyps 
Are Out to Take Your Money,” 
in the Chicago American, writers 
James Murray and L. W. Meredith 
warn “‘wheel and deal’ and ‘bait 
and bush’ used-car dealers are in- 
creasing the tempo of their sales 
drives in Chicago and Illinois.” 

The writers said the “deals” were 
being rushed to beat enforcement 
date, July 1, of a bill designed to 
end “gyp” installment plan 
sales. The series included examples 
of how the “unscrupulous” dealer 
operates. 

Last month, Jack Mabley, Chi- 
cago Daily News columnist, ran @ 
brief series on experiences of a car 
buyer and “unscrupulous” dealers. 
He “exposed” the blank contract 
gimmick. 

The paper points out, however, 
that such “unscrupulous” dealers 
represent a smal] minority in auto 
sales. 


Truck Story 


F 
Reynolds Tells 
Reynolds Metals Co. will tell the 
trucking industry role in the na- 
tion’s economy on its network tele- 
vision show “Circus Boy” as its 
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for dry, safe, tidy floors 


New, green-flecked Sol-Speedi-Dri floor absorbent 
does more... it better. Abserks—thirsty for oils, 
greases, i up more . . . holds more. 
Covers— goes further than ever. Besists— won't cake, mat, 
break up, or get“‘mushy.” Dustiesssess— most dust-free 
you can buy. Gallermm—bag after bag, ton after ton. 

For sample, see your local jobber, or write Speedi-Dri 
Div., Minerals & Chemicals Corp. of America, Essex 
Turnpike, Menlo Park, N. J. 


participating activity in the Ameri- 
can Trucking Assns, Foundation. 

Reynolds television plans were 
disclosed with the announcement 
that it had become the 20th truck- 
ing industry supplier-member of the 
ATA Foundation. 

The special trucking presenta- 
tion, the first on network television 
as an ATA Foundation Project, is 
scheduled for “Circus Boy” on Aug. 
25. . 


* * * 


Fadex Appoints Grunwald 


Joachim J. Grunwald has been 
appointed advertising and public 
relations manager of Fadex Com- 
mercial Corp., exclusive U. S, im- 
porters of the BMW Isetta 300 and 
Tempo, Matador, and Viking sta- 
tion wagons and trucks. 

Grunwald formerly was advertis- 
ing manager of Lufthansa in New 


I'S WOVEN 


American World Airways. 
+ * = 


Names 


John L. McQuigg, manager of J.| 7 
Walter Thompson Co.’s Detroit| 7 
office, has been elected a member | 7 


of the advertising company’s board 
of directors. Elected a vice-presi- 
dent of the company was William 
D. Laurie jr, McQuigg joined 
Thompson as a vice-president in 
1955. Laurie joined Thompson last 
February as director of planning 


for the Detroit office and a member 


of the operations committee, 
+ + * 


Henry G. Loudenback, former 
assistant to the public relations 
manager of Douglas Aircraft Co., 
Inc., Tulsa, has joined the National 
Management Assn. as director of 
information. 

. = * 


Charles V. Hicks has been named 
to the newly established post of 
executive copy director of Brooke, 
Smith, French & Dorrance, national 
advertising agency. Hicks formerly 
was creative supervisor on several 
important BSF&D accounts. 


ABC Signs Kaiser— 


Kaiser Industries Corp. and Kaiser Aluminum and Chemical Corp. will sponsor 
“Maverick,” the Warner Bros. film series on ABC-TV starting Sunday, Sept. 22. In New 
York for signing of Kaiser were, from left, Leonard H. Goldenson, president, American 
Broadcasting-Paramount Theatres, Inc.; Edgar F. Kaiser, president, Kaiser Industries 
Corp., and Oliver Treyz, ABC television vice-president. 


Sell new-model beauty... 


STILL THE MOTORIST’S FAVORITE COVERS 


You sell new car beauty with every set of seat covers woven of SARAN. 
SARAN seat covers make older cars look like new and enhance the beauty 
of the ‘57 models. Available in all the smart new fabric patterns and 
colors, SARAN seat covers are your customers’ favorites. sARAN is rugged, 
durable and virtually scuff-proof: made to withstand rough treatment and 
offer lasting beauty. Get ready now for the big spring selling season. 
Stock the seat covers that make older cars look like new... seat covers 


TO BREATHE! 


made of sARAN! 


Good Car-Kee j begins with beautiful seat covers! 
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In the Letterbox 


(Continued from Page 14) 


gppropriate for General Motors to 

this announcement as 2a 

; counter move to labor’s 

demand which will be forth- 

next year. The truth of 

entire matter is that American 

are costing too much to 

creating high prices, and 

it more and more im- 

i 2 to maintain sales volume. 

i) tm short, the prices of American 
are too high. 


is nothing wrong with the 
obile market, except high 
Potential new-car buyers 
before World War II pur- 
new cars are to a great 
q@ient eliminated from the new-car 
market. In this category are school 
teachers, postal employes, Govern- 
ment employes, preachers, and 
many other “white collar” workers 
whose salaries simply have not in- 
creased in the same proportion as 
automobile prices. 


For labor to demand a four-day 


week and ask for further conces- 
sions will drive many more people 
out of the new-car market and 
bring about greater interest and 
stimulation for foreign cars, We do 
not understand the complacency on 
the part of manufacturers in this 
matter as well as the dealers. 

The writer attempted recently to 
point out to Mr. Knudsen, general 
manager of Pontiac Motor division, 
the necessity of dealers to organize 
effectively and assist the factories 
in maintaining the wage and price 
line. Mr. Knudsen, however, felt it 
was the manufacturer’s responsi- 
bility. 

We believe the American econ- 
omy would be served best if not 
a single concession were made to 
automobile labor for at least two 
years after the present contract 
expires. 

To promote such a “hold-the- 
line” campaign constructively will 
necessitate the support of the 


National Automobile Dealer Assn. 
and all other dealer groups, such 
as the dealer councils, along with 
the effort of the manufacturers. 

This matter affects all Americans. 

Mr. Reuther has already outlined 
his plan of approach. The manu- 
facturers should not delay in doing 
likewise, and solicit the support of 
the entire dealer organization plus 
many other groups. 

Making additional concessions to 
automobile labor at this time will 
be a boon to foreign car manu- 
facturers and curtail further our 
American car sales. It is time for 
a@ moratorium for at least two 
years on the demands of labor. If 
the labor wage line cannot be held, 
I am for importing a greater num- 
ber of foreign cars and think GM 
is smart in announcing the foreign 
car program at this time.—ALWwIN 
G. Lentz (Pontiac-Buick-Interna- 
tional), Beatrice, Neb. 

aa + o 


The Rambler Story 

The following was written to 
Howard D. Selden who wrote a 
critical view on present-day au- 
tomobiles which was published in 
the May 6 issue of AUTOMOTIVE 
News. 

Your letter was read with great 


with seat covers of SARAN 


STILL THE DEALER’S BIGGEST PROFIT MAKER 


SARAN seat covers are the dealer’s biggest profit maker because they have all 
the extra features your customers want. They are woven to allow natural 


air passage, offering owners 


seat covers are the easiest to er <a 


ear-round driving enjoyment. And saRAN 
.a damp rag removes stains and spills 


CLINCH THE SALE! 


without spotting. These are features your customers look for in seat covers. 
That’s why saRan seat covers are still the dealer’s biggest profit maker. For 
more information on SARAN seat covers write THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Plastics Sales Department PL 1576E. 


YOU CAN DEPEND ON 


interest here at American Motors. 

We most heartily agree that there 
is a real need for “safer, easier to 
handle, more economical cars that 
will not require double garages...” 
This is the philosophy behind the 
American Motors’ Rambler, 

In the Rambler, you will find a 
car whose safety is built in—not 
hung on in the form of gadgets and 
gimmicks. The single unit construc- 
tion of the Rambler surrounds its 
occupants on all sides, front and 
rear, above and below, with the 
protection of husky steel frame 
members (not flimsy sheet metal), 
all welded into a single unit that is 
many times stronger than the con- 
ventional body bolted-on frame con- 
struction of other manufacturers. 

The compact Rambler has as 
much interior room—and in some 
cases more—than its competitors, 
while still retaining the compact 
size outside that makes it nimble 
and easy to maneuver in traffic or 
on the open highway. 

Rambler’s economy, both initial 
cost, operating cost and in main- 
tenance cost, is a matter of record. 

Mr. Selden, we earnestly recom- 
mend that you see and drive the 
1957 Rambler at your nearest Nash 
or Hudson dealership, for it would 
appear from your letter to be cus- 


FEATURE THIS LABEL... 
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tom tailored for you as it is for 
growing thousands of Americans.— 
R. J. Fuck, assistant merchandis- 
ing manager, automotive division, 
American Motors Corp., Detroit. 

+ oz - 


More About Brakes 


You rightfully pull no punches in 
your current article dealing with 
spurious and substandard brake 
fluids. You brand such brake fluid 
as “villian” and “killer.” You sound 
a clarion call for action by the 
SAE, NADA, the Inter-industry 
Safety Committee and state Legis- 
latures everywhere to wipe out this 
“national scourge.” 


Your call to arms is based on the 
relationship between substandard 
brake fluid and automobile acci- 
dents. That is all very well, but 
why stop there? How lacking in 
Perception can we get if we wax 
indignant over one potential brak- 
ing hazard only occasionally pres- 
ent, and overlook a far greater one 
built into every car on the road? 

Consider any car off the assem- 
bly line of any American factory. 
When it is driven onto the road it 
may have the most perfect braking 
fluid, and its brakes may be func- 
tioning perfectly. But these brakes, 
the manufacturer warns, are 
designed for straightline stopping. 
The first time they are applied, and 
any time thereafter they are ap- 
plied, the car may skid and over- 
turn if you don’t make a straight- 
line stop. That means you are 
warned against applying the power- 
ful brakes and at the same time 
steering to one side or the other to 
avoid hitting someone or something 
or to negotiate a sharp curve. You 
are told in effect that if your car 
then goes into a skid, you've been 
warned. 

All of which amounts to an ad- 
mission that today’s car is so front- 
end-heavy on account of the posi- 
tioning of the heavy engine over 
the forward wheels, that when the 
brakes are applied sharply an im- 
balance is created. The center of 
balance is projected forward. The 
rear end lifts, lessening and even 
causing the loss of traction of the 
rear tires. The car tends to go into 
a skid and overturn. And this is 
happening all over the country to 
cars equipped with perfectly func- 
tioning brakes operating with qual- 
ity brake fluid. 

So let’s not stop with a deman:! 
for action against substandard 
brake fluid. Let’s call on the SAE, 
the NADA and all other interested 
organizations for cooperative 
efforts to wipe out built-in design 
errors that contribute to automo- 
bile accidents.—ArTHur W. Srevens, 
president, Automobile Safety Assn., 
Boston, Mass. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 





WHOLESALE COSTS 
of all NEW 1957 CARS 
and EQUIPMENT! 


Auto Costs Publications 
P.O. Box t. 1X. 
New York |, N. 
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Budd Cited for Safety— 


Budd Co.'s Philadelphia plant has re- 
ceived the Honor Award of the National 
Safety Council, the highest safety award 
given on a national basis. Budd won the 
honor for having an outstanding fre- 
quency rate of less than two accidents for 
million man hours worked during 
the year for which the award was 
Shown receiving the award is S. 






¢ 


b Verdier, director, Greater Phila- 
Safety Council. 





Technical 


Co.’s 


sion, Phoenix, Aris. . |. 
Fulton dapeheins Roat 


applications engineer, controls sales 
section, of the Fulton Syiphon divi- 
sion of Robertshaw-Fulton Controls 
Co., has been announced. Roat for- 
merly served on the sales staff of 
the company’s Fielden Instrument 
division. 





* 


Elder Named in Sales 


Richard W. Elder has been ap- 
pointed general sales coordinator of 
National-Standard Co. Elder also 
will continue as manager of round 
wire and specialty sales, Elder 
joined National-Standard in 1933. 

= * +. 


Fisher Body Ups Spear 


Gordon Spear has been named 
production manager of the Fisher 
Body plant in Livonia, Mich, Spear 








HERES A REAL MAINTENANCE 
_ MONEY SAVER... MONEY MAKER! 


Uses % as much fuel...a real whirlwind 
of a cost cutting, dirt-and-grease cutting 
machine. Outperforms big machines 
where a handy cleaner is needed. Pres- 
sure impact of steam penetrates smallest 
cracks and crevices. Permanent mount 
or portable on rubber tire wheels (op- 
tional at small additional cost.) 
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Vapor Heating Corporation 
80 East Jackson Boulevard, Chicago 4, Illinois, Dept. 105 
Give me all the facts about the new Vapor 45” Steam 





Cleaner. 

Name Position 
Company. 

Addres 

City. State. 
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tional Malleable & Steel Castings| joined Fisher Body in 1934 as a cost 

Sharon (Pa.) plant, has been| accounting clerk and has been a 

appointed general superintendent of| member of the executive staff of 

the company’s — foundry divi-|the Livonia plant since August, 
1955. 
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Walker Meats. McNabb 


Appointment of A. W. Roat as| And Gregg in Racine 


Walker Mfg. Co. has announced 
appointment of Robert W. Mc- 
Nabb as manager of a new proc- 
ess and development section. 

McNabb formerly served as 
plant engineer for the company’s 
Racine (Wis.) plant operations. 
It also was announced that pro- 
duction tool design and standard 
tool estimating for Walker’s main 
plant in Racine has been placed 
under the direction of Paul 
Gregg. He formerly was chief tool 
engineer for the main plant. 

+ * * 


Chrysler Corp. Names 


Tual to Head Parts Plant 


George D. Tual has been named 
manager of Chrysler Corp.’s Dela- 
ware parts plant, Newark, Del. 
succeeding Ralph Brosius who has 
retired. 

Tual joined Chrysler Corp. in 1931 
after working for six years in the 
automotive retail field. He served 
as Kansas City district manager 
for Plymouth before entering the 
Army in 1942. Discharged in 1946 
with the rank of lieutenant colonel, 
Tual returned to Chrysler Corp. as 
staff assistant to the manager at 
the Marysville parts plant near De- 
troit. Prior to his new assignment 
he was plant superintendent at 
Marysville. 


. ; 
Burgess Named Chairman 


Of Burgess-Norton Mfg. 


C. M. Burgess has been elected to 
the newly created post of chairman 
of the board of Burgess-Norton 
Mfg. Co., Geneva, Ill. F. E. Burgess 
was named president and treasurer. 

Reelected directors were the Bur- 
gesses and C. Wohlhuter, Leon 
Wheeler, Ralph W. Davis, John 
Slezak and Chris M. Smits. 

7 . ” 


Pelphrey Moves Up 


Appointment of H. Pelphrey as 
director of engineering research, 
Michigan Tool Co., Detroit, is an- 
nounced by Joseph C. Brader, vice- 
president of research. In his new 
capacity, Pelphrey will direct much 
of Michigan’s expanding work in 
the gear development field. He was 
formerly chief research engineer. 

* * 7 


Krall Named Sales Chief 


For Milwaukee Malleable 


Jackson Krall has been appointed 
sales manager for Milwaukee Mal- 
leable and Grey Iron Works. 

Since 1950, he has been the com- 
pany’s representative in the Detroit 
area and in Michigan and Ohio. 

a 7 7. 


Lampsa Joins Bendix 
As Sales Engineer 


Raymond Lampsa has been ap- 
pointed an executive sales engineer 
for Bendix Products division, Ben- 
dix Aviation Corp., South Bend. 

A project design engineer for 
Ford Motor Co. for the last 18 
months, Lampsa will be charged 
with coordinating engineering and 
sales between Bendix and vehicle 


manufacturers. 
+ ” * 


Tatnall Names Sutton 


Bruce L. Sutton has been named /* 


sales manager for Tatnall Measur- 
ing Systems Co. He formerly was 
sales manager for Gilmore Indus- 


tries. 
* *~ * 


Heinzen Assists Clark 


Howard B. Heinzen- has joined 
Hess, Goldsmith & Co., Inc., as as- 
sistant to Raymond F. Clark, ex- 
ecutive vice-president. Heinzen 
formerly was with Federal Ma- 
chinery Sales Co. as sales engineer 
and sales promotion specialist, 

- + 


Vaughan Joins Dewey 
James L. Vaughan has joined 
Dewey & Almy Chemical Co. divi- 
sion of W. R. Grace & Co. as as- 
sistant research director in 
of process design and development. 
Rohm 


Vaughan has served with 
(Continued on Page 80, Col. 1) 
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SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65°) 


eS ee ee eae ith 
tomer paid labor . . . eliminate non-productive and unapplied . ond lagen 


For as little as $70.00 up per month, we can — Ses «ae service or 
program that will do this—or it costs you nothing. We will analize your probiems ang 
tell you how to correct them . se ee ee ae eee 
serv’ oe salesme” of doing 
ead so that they can have 8 hour: . eliminate dupliccte handling 
of cars. ied ac abey bam dapetian val endwe. 


©) weer cietiiliy darted qatane te GRASS on cia, and you de ant tave « casi 
desk or tower control, write us and hear our story . . . we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Control 






























2170 South Canalport Avenus Be 
Dept. AN-158, Chicago 8, ii, 
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the PULLMAN VACMOBILE 
the best salesman a dealer 
ever had.. and here’s why.. 





LOOK AT PULLMAN’S 


SUSPAE SESIM BB FEZ. 


@ Reconditions used cars 

EXCLUSIVE FEATURES ® Keeps floor models spic and span 

* Designed exclusively for auto- @ Keeps customers happy ... by 

s_ Patented Accordion Hose reaches cleaning interior after repair jobs 

every crack without moving vac. @ Cuts cleaning time by 2/3... 
a aealee saves man-hours 

* Never-Clo Filter Ba fr fal ‘@ Gets over the hump of step-down 
power, full-time performance. cars Co 
so oumnene. no extra costs, Ri 


COSTS ONLY 40c A DAY. 
$12 A MONTH, FOR 
12 MONTHS ON 
PULLMAN’S LIBERAL 
CREDIT PLAN. 














zs 





its 

} Fs qt 

in 

M 

a 

re 

x 

a 

di 

8 

T 

IT’S THE PULLMAN. VAC THAT BRINGS "EM BACK A 

Little things, like vacuuming the interior after a repair 

job, make a big impression on your customers! A 

2° “Net TODAY... MAIL THIS COBPON eee eee B 

ACT ail ° Bb 

Pullman —— ; AY 

P | meee St Ds iitadededenhsénwigsacdsadaceseo * ‘ 

uliman or PS ccicsaciecaciocduesssedacs : §, 
VACMOBILE 1 #Riniis ¢ 
Reteaataaie Wie SUMMED... crcccerossecensesessscesess ° 

. Pullman Vacmo- s f 
e bile. No obligation. CITY............... RE : 
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: World in Brief 
with cus. 
“cll Auto World in Brie 
or 
>leoms and 
—_ dens (Continued from Page 75) 
'hendliog FE aiue of auto exports to all, Arthur P. Holloway jr. who repre- 
e sign markets, rising to $9,695,000| sented Aetna as a manufacturers’ 
ow samt the first four months of 1957/ agent for many years. 
$4,782,000 in 1956’s like period. * * 
* Avenue Truck exports also advanced to/$41]3.500 Lift Contract 
9° 8, ML Be 491,000 from $1,276,000 last year, > oe 7 
automotive parts shipped fell to| Signed by Weaver 
mend 4227,000 from $7,624,000. SPRINGFIELD, Ill.— Weaver 
* * @« Mfg, Co., manufacturer of hydraulic 
: lifts used in servicing autos, has 
s5 MG A ded been awarded a $413,500 contract 
on Rug Contest by the Air Force. 
W YORK.—E. Whaley, a retail} E. A, Costa, Weaver vice-presi- 
; 4 salesman for Carson, Pirie,|dent, said the contract was nego- 
: & Co. of Chicago, has been|tiated with the Air Materiel Com- 
4 d a ’57 MG Sports Car by/| mand. 
Rug Mills after his selection * * « 
“Aldon Salesman of the Year.” Open House Demonstrates 
ey was nominated as the top| p; ighti 
; nan by a customer, Miss Ellen ar pe nd a tie 
geese aon be or fighting and fire prevention were 
j se. She received a Ford Thun- demonstrated during an open 
A d and a Ford station wagon. 
A > = © 
free Enterprise Group 
Honors Detroit Official 


AUTOMOTIVE NEWS, JULY 15, 1957 























house held here by Master Tank 
& Welding Co. 
Master builds propane fuel tanks. 
* aa * 


Club Elects Simca Dealer 
MONROVIA, Calif—Lewis Herb, 
Monrovia Simca-Import automobile 
dealer, and co-owner of Mon-Arc 
Motors, has been elected president 
of the Monrovia Exchange Club. 
+ . ft 


FFA Lauds O’Loughlin 


dealership loans a truck to Ellis 
High School and FFA to trans- 
port boys to and from field trips, 
judging contests and conventions. 


= * * 
Dodge Office Is Moved 
CHICAGO.—The regional staff of 

Dodge division has moved from 
the Carbon and Carbide Building 
to 903 S. Burlington Ave., Western 
Springs, Ill., regional manager Paul 
J. Dougherty announced. 

= ” 


Gas-Tax Cut Puts Pa. 


Below National Average 
PHILADELPHIA.—When Penn-| below the 


roads, 





duced metal spare wheel-rims 
that would fit over ordinary 
pneumatic tires so the auto could 
run on @ railroad track. The 
rims, weighing about 25 pounds 
each, were carried in a crate on 
the car when driving on dirt 





sylvania’s gasoline tax was cut to 
five cents a gallon June 1, it dropped 
estimated national aver- 













age of 5.8 cents. In neighboring 
states, the tax is four cents in 


six cents in Maryland and West 
Virginia. 

Pennsylvania’s tax went to five 
cents a gallon in 1949. In 1955, it 
was boosted temporarily to six 
cents to help repair hurricane and 
flood damage to roads and bridges. 

. * * 
Jones & Laughlin Opens 
New Connecticut Plant 

WILLIMANTIC, Conn, — The 
new cold finished bar mill of 
Jones & Laughlin Steel Corp., has 
gone into production here, 

The new plant is a one-story, 
L-shaped building, containing ap- 
proximately 90,000 square feet of 
production and office space, It is 
535 feet long and 250 feet wide at 
the widest point of the “L.” 

* 


+ > 





James Leasing Opens 
SCRANTON, Pa.—J. H. James 
Leasing, Inc. associated with 
Moore Ford Co., has opened offices 
at 1212 Wyoming Ave. Officers of 
the firm are J. A. Moore, Jack W. 
Hooper and James J, Smedley. 




















WEW YORK.—The Free Enter- 
Awards Assn. has selected 
D. Hirsch of Detroit as one 
of the 10 winners of its “American 
Success Story” awards. 
i Hirsch, a former eS 
worker, helped take over and re- 
iS vitalize the C. M. Hall Lamp Co. 
which now annually sells $6 million 
i worth of dual headlights and other 
IS automotive items. 
* > o 
ij Two Ball-Bearing Firms 
Merge in New Hampshire 

KEENE, N. H.—Miniature Pre- 
dsion Bearings, Inc., Keene, has ac- 
qired through merger Split Ball- 
bearing Corp., Lebanon, N. H. 

The latter has dealt mainly with 
automotive, aircraft and industrial 
markets while MPB’s operations 
have been concentrated in the field 
of instrument components. 


Thomas Elected 


named vice-president of the Lex- 
ington Retail Merchants Assn. 
* 

Wilson Pontiac-Cadillac 
Forms Lease Division 

BIRMINGHAM, Mich. — Edward 
E Wilson, president of Wilson 
Pontiac-Cadillac Co., announced the 
formation of a new division of the 
corporation to be known as Wilson 
Auto and Truck Leasing Co. 

Besides E. E. Wilson, president, 
the firm’s principals include C. E. 
Wilson jr., vice-president, and 
Bernard L. Ryan, secretary-treas- 
urer, The Wilsons are the sons of 
Defense Secretary C. E. Wilson, 
former president of General Motors. 


* = * 


Walker Sells to Police 
AUGUSTA, Ga.— Walker Motor 
Co, (Ford) sold a patrol car to the 
Richmond County police by making 
a low bid of $1,423.71. 


Pontiac Zone in St. Louis 


Moves to Larger Quarters 

ST. LOUIS.—Pontiac has moved 
its St. Louis zone office to larger 
quarters in the new Siteman Build- 
rg 111 S, Bemiston Ave., Clayton, 


Officials said the new office will 
accommodate 24 employes who rep- 
Tesent Pontiac for approximately 
200 retail] dealers serving Central 
and Southern Illinois, Western In- 
diana, Eastern and Central Mis- 
souri, and a small portion of Iowa. 
T. B. Meriwether is zone manager. 

a = = 
Aetna Appoints Patterson 
As Rep in Cincinnati 

CHICAGO.—Aetna Ball & Roller 
Bearing Co. division of Parkers- 
burg-Aetna Corp., has appointed 

iam S. Patterson jr., Cincinnati, 
direct factory sales representative 

southern Ohio, southern Indiana 
and Kentucky. 

Patterson will serve as a direct 
factory representative, replacing 


“est Texaco representative. 





Here’s a powerful new profit tool for Texaco Dealers who sell 


PT ANTI-FREEZE 


yeaa 


ILL Protects A 





Now, 


will skyrocket this year! 


* REASON: The biggest advertising and 
promotion campaign ever .. . will tell car 
owners that they get a written guarantee 


WE INVITE YOU, if you're 
not already a Texaco Dealer, 
to talk it over with your near- 


PT Anti-Freeze is just one of 
the many top-quality prod- 
ucts that make a Texaco 


Dealership so profitable. Orleans 16, La.; New York 17, N. 


SALES of Texaco PT ANTI-FREEZE 


DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; Buffalo 9, N. Y.; Butte, 
Mont.; Chicago 4, IIl.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; 
Indianapolis 1, Ind.; Los Angeles 15, Calif.; Minneapolis 3, Minn.; New 


for the first time...a written 






guarantee of all-winter protection 


that one fill of Texaco PT Anti-Freeze will 
protect the cooling system all winter long. 


PROFIT: This guaranteed protection by 
Texaco will bring Texaco Dealers new 
anti-freeze business . . . 
increase their profits! 








THE 
TEXAS 


Y.; Norfolk 2, Va.; Seattle 1, Wash. COMPANY 
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& Haas Co., Shell Chemical Corp.,|Corp. Feb. 16, 1957. Schrock 
and Standard Oil Co. (N. J.). 


Michigan Tool Post 


S. Harrison has been ap- 
pointed plant superintendent for 



















Chrysler Corp. in 1956. 
* 


Tool as an apprentice in 1924. 


.s Sond ae ock Named ment plan after 37 years. 
sler Plants a he 


Vincent P. Masi has been named 
manufacturing manager at Chrys- Schonrock and Beck Join 


ler Corp.’s Mound Road engine|Button on Honor List 


ager at the company’s Trenton en-| Machine Products Assn. * ¢ 
gine plant. 
Masi has been connected with/ Precision Screw Products Co, Los 


* s.ae 
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Model 94 Re- 
mote Tireflator 


no inflate and test 
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Islanders® that 
supply “one 
stop” air and 
water service 
from one com- 
pact unit. Model 
244 AWT illus- 
trated. 
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Bennett Pump Division 
Muskegon, Michigan 
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tion’s gold micrometers, The merit 
certificate was presented to Clar- 
ence A. Button, assistant to the 
executive vice-presiden 
Brass Co., Port Huron, 
+ a. s 


Betz Names Burdeno 


Ray V. Burdeno has been named 
began | manager of the Danville (Ill.) plant 
as a tool crib attendant in 1934, and/ of the Betz division of Bohn Alu- 
held various positions in the auto-| minum & Brass Corp. Betz makes 
mobile industry before joining! heat-transfer equipment. 
* = aa 


* Raybestos-Manhattan Picks 


the machine and tools division of} Oldsmobile Picks Slachta | Seeber, Ford and Davidson 
; Michigan Tool Co., Detroit. Har-| William J. Slachta, 32, has been| Three men have been named by 
r rison will supervise manufacturing | appointed superintendent of the Raybestos-Manhattan, Inc. Bridge- 
operations of the company’s Six| Oldsmobile final assembly plant, ac-| port, Conn., to its sales engineering 
Mile Rd. plant. He joined Michigan | cording to Robert T, Rollis, general | staff as specialists on adhesives, 
manufacturing manager. He suc-| coatings and sealers. 
» © 8 ceeds M. J; Minno, who has retired} They are David L, Seeber to 
under the General Motors retire-| northeastern U. S., with head- 
quarters in Bridgeport; William E. 
Ford jr., to Ohio, western Pennsyl- 
vania and western New York, with 
headquarters in Cleveland and 
Donald L. Davidson to Michigan 
plant and Howard H. Schrock has; Special tribute has been paid to| and northwestern Ohio with head- 
been named manufacturing man-/three men by the National Screw/| quarters in Detroit. 


Ernest A. Schonrock, president,| Automotive Rubber Picks 
the production of automobile en-| Angeles, and Charles W. Beck jr., Bunch and Noblett 


gines for 21 years, except when in| president, Beck Products Corp., De-| Automotive Rubber Co., Inc., De- 
the U. S. Army. He joined Chrysler! troit, were awarded the associa-|troit, has appointed Jess E. Bunch 


Tireflators 


® Overhead Reel 


no hazardous tangled lines 
® Automatic Inflation 


® Precision Accuracy 
from 5 to 110 pounds 


no hunting for missing gauges 


That’s not all. You save money too, 
because with ECO you can count on 
the first cost being the last cost. 
Today, this modern time and cost 
saving equipment is one of your big 
profit building opportunities. 






















of the plating equipment division. 


with Hudson. 
+ : * 


Roberts Named President 
Of Metal Powder Assn. 


dent, Vanadium-Alloys Steel Co. 


Corp., Worcester, Mass. 


Genera! Ceramics Corp., Keasbey, 
dent, Presmet Corp., was elected 
New Jersey Zinc Co., New York., 


Producers division, C. L. Snyder, 
General Ceramics Corp. chairman 


Almquist, Stackpole Carbon Co., St. 
Marys, Pa, chairman of the Iron 
Powder Core division. Kempton H. 
Roll was reelected executive-secre- 
tary and treasurer. 

> > > 


AC Appoints Gerske 


Victor Gerske as regional personnel 

representative, with headquarters 

in Los Angeles. 
> 


Brian and Holmes Named 


Buick-Oldsmobile-Pontiac assem- 
bly division has announced appoint- 
ments of Henry T. Brian as pro- 
duction manager of the BOP plant 
at South Gate, Calif, and John 
Holmes jr. as director of personnel 
for the division. 

> 


Friedt Heads Electroplaters 


Glenn H. Friedt jr. has been 
elected president of the Detroit 
Branch, American Electroplaters 
Society. 

Friedt, vice-president of United 
Platers, Inc., is a past president and 
director of the Plating Institute of 
Michigan and a director of the 
National Assn. of Metal Finishers. 
Other new officers are Manuel Ben, 
General Motors Corp. first vice- 
president; Donald M. Bigge, Chrys- 
ler Corp., second vice-president, and 
Edward J. Kubis, Wyandotte 
Chemicals Corp., secretary-treasurer. 

. = . 






















Norton Appoints Lantz 
Paul L. Lantz, Princeton, Mass., 
has been appointed production man- 
ager of the Abrasive division of 
Norton Co. Lantz has been assistant 
manager of the industrial engineer- 
ing department since the fall of 

1956. He joined Norton in 1935. 

> > > 


Chevrolet Honors 12 


For 25-Year Service 

Eleven men and a woman who 
have marked their 25th year as 
Chevrolet 


employes 
were honored at a special 
at Hillcrest Country Club, Mt. 
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and Richard A. Noblett as manager 
and assistant manager, respectively, 


Bunch comes to ARco after 26 
years as superintendent of the 
plating division of Cadillac, Noblett 
formerly served as project engineer 


Dr. George A. Roberts, vice-presi- 


Latrobe, Pa., and past president of 
the American Society for Metals, 
has been elected president and 
board chairman of the Metal 
Powder Assn. Dr. Roberts succeeds 
Morris Boorky, president, Presmet 


Elected first vice-president was 
Christoper L. Snyder, vice-president, 


N. J., Carl G. Johnson, vice-presi- 
second vice-president. E. H. Klein, 


was elected chairman of the Powder 


of the Ferrites Division and D. L. 


AC Spark Plug has appointed 







— 


1 


a 
C. L Boyer, senior project en. 
gineer; J. T. Wallace, ad T, p 
Garwood. 5 
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7 Promotions Announced 


At Saginaw Malleable lant DI 

Seven personnel change. includ. mill 
ing the establishment of :wo new into 
positions, have been annoi:nced } Co.’ 
the Saginaw malleable iron plant off sch: 
General Motors’ Central Foundry§ this 
division. 

The appointees and thcir new 
posts are: Joseph F. Orioff, new 
position of general superintendent: 
Arthur J. Karam, new position of 
production manager; Robert Ww, 
Leppien, manufacturing superin- 
tendent; William B. Goodrich, fin. 
ishing superintendent; Steve 
production control superintendent; 
Francis B. Howard, foundry super. 
intendent, and Ralph F. Mesack, 
standards and methods superin- 
tendent. 




















t + * 


Felsenthal Names Yons 


Edward H. Yons has been ap- 
pointed production manager for the 
fabricating division of G. Felsen- 
thal & Sons, Inc., Chicago. Yong 
formerly was assistant to the presi. 
dent. 
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Bakelite Names Bowditch rur 
Appointment of R. P. Bowditch § 2 
as assistant general product man-§ 2" 
ager has been announced by Bake. cie 
lite Co., a division of Union Carbide§ ™ 
& Carbon Corp. Bowditch joinea§ 4 
Union Carbide in 1935. I 
* * « mil 

Hallock is Appointed eit 
Dr. Louis L. Hallock has been# tus 
named assistant manager of the the 








market development department of 
Commercial Solvents Corp. He will 
direct market development field 
work concerned with the company’s 
line of industrial and agricultural 
chemicals, automotive chemicals, 
animal nutrition products and po- 
table spirits. 

os 

































Horace Linton Picks Ault 


J. Burchenal Ault has been 
named sales manager of the Horace 
Linton division of Hess, Goldsmith 
& Co, Prior to joining Hess, Gold- 
smith, Ault was manager of the 
industrial synthetic fabrics depart- 
ment of Bates Fabrics. 

> > 


3M Promotes Helvig 


Appointment of Robert A. Helvig 
as manager of the reflective prod- 
ucts plant at Hastings, Minn. has 
been announced by Minnesota Min- 
ing and Mfg. Co. He formerly was 
general superintendent of reflective 
products operations at Hastings. 

> > . 


Stock Succeeds Dr. Dawe 


Arthur J. Stock has been ap 
pointed research and development 
manager for Acheson Colloids Co, 
Port Huron, Mich. a division of 
Acheson Industries, Inc. He re 
places Dr. Harold J. Dawe who is 
now research director for Acheson 
Industries. 

7 . 7 
Mathieson Picks McLain 

C. Donald McLain has been ap- 
pointed research and development 
manager, Western Brass Mills divi- 
sion, Olin Mathieson Chemical Corp. 
He will continue as chief metal- 
lurgist in the division. 

> 


Rochester Products Shifts 


Burnell in Engineering 

John B. Burnell has been ap 
pointed to the newly-created posi- 
tion of assistant chief engineer in 
charge of advance design for 
Rochester products division of Gen- 
eral Motors. 

He has been assistant staff en- 
gineer for passenger car engines 
for Chevrolet. He now will be re- 
sponsible for engineering design 
and development work on new 
products and for advance engineer- 
ing on current products. 


QUALITY INDIVIDUALIZED 
DEALER NAME PLATES 


ore mode by 
Wlorgnren-STEMAG. inc. 
(FORMERLY STEMAC. INC.) 


1281 Se. Cherokee, Denver 23, Cole. 
Ask for typical sample, complete details 
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DEARBORN.--More than 1% 
million road-test miles have gone 
into the development of Ford Motor 
Co’s new medium-priced Edsel, 
scheduled for introduction early 
this fall. 

Engineers have put Edsel 
prototypes through gruelling road 
tests to all parts of the nation— 
from Florida to California and 
from Texas to Minnesota, For 
nearly two years, Edsel en- 










r new 
T, new 
‘ndent; 
tion of 
rt W. 


iperin- and technicians have been 
th, fin-§ gonducting road trips, using 38 
Spess,§ disguised Edsel prototypes and 


ndent;§ many more component test ve- 


Super-§  hicles. 
lesack,§ = mngines, transmissions and elec- 
iperin- 


trical, cooling and suspension sys- 
tems. frames, steering mechanisms, 
brakes, instruments and hundreds 


ns of other Edsel parts have under- 
on ap-@ gone careful examination and in- 
‘or the § spection during countless engineer- 
‘elsen- hours—both on the road and 
Yons® in laboratories. 
presi- Purpose of the extensive trip 
rogram, according to Neil L. 
Blume, Edsel’s chief engineer, is to 
itch run a complete customer accept- 
wditech § ance series of tests on the Edsel 
man-§ and to analyze the results in suffi- 
Bake. § cient time to incorporate improve- 
arbide ments before the car goes into pro- 
joineq § duction. 
In addition to the 642,000 test 
miles with Edsel prototypes, en- 
1 gineers piled up 100,000 actual road 
miles in transmission performance 
been tests and 160,000 miles in testing 
if the® the new Edsel engines. Other trips 
ent off involved the operation of com- 
e will ponent test vehicles over samplings 
field of all types of roads, from moun- 
ae tain trails to superhighways. 
‘oni Edsel’s road-test program started 
d SF in August, 1955. Predating the road 
ot tests were thousands of hours of 
laboratory work. 
lt Edsels were tested at the Ford 
track in Dearborn and the prov- 
been § ing grounds at Romeo, Mich., 
orace and Kingman, Ariz. Operating 
smith from Ford test facilities at Color- 
Gold- § ado Springs, Edsel prototypes 
the § have been tested for high-altitude 
part- & performance on Pike’s Peak. With 
The Jennerstown (Pa.) test cen- 
ter as an operating base, en- 
ginmeers proved the Edsel brakes 
lelvig | mountain courses. Back roads 
prod- § _of Tennessee and Kentucky were 


en- 
‘ines 
sign 
ew 
eer- 














\y Million Miles of Tests... 


How the Edsel Was Tortured 


used to test the ride and handling 
properties. 

Engineering teams took the cars 
to Death Valley, Calif.. where en- 
gine cooling tests were run in the 
118-degree heat. From one tem- 
perature extreme to the other, the 
Edsel passed heater warmup tests 


Rosenstock Heads 
DeSoto ‘Top Ten’ 


DETROIT.— Headed by Rosen- 
stock Motors, Houston, 12 dealers 
were named DeSoto’s “Top Ten” 
for May. The two additional dealers 
were named because of ties. 

Automobile Sales Co., Inc., Dallas, 
was runner-up. 

Others, in order, were: Bigelow 
Motors, Inc., Belleville, N. J., third; 
Fine Motors, Inc., Jersey City, N. J., 
fourth; Armory Garage, Inc., Al- 
bany, and Harold B. Robinson Auto 
Sales Co., Inc., Philadelphia, tied 
for fifth; Lorraine Motors, Inc., 
Flushing, N. Y., sixth; Walton Mo- 
tor Sales, Inc., Chicago, seventh; 
Glenn Walker, Inc., Detroit, eighth; 
Geo. Byers Sons, Inc., Columbus, 


O., and Louis Rose Co., Highland 
Park, Mich., tied for ninth, and Leo 
Adler, Inc., Detroit, tenth. 
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in the “nation’s ice box”—Bemidji, 
Minn., where the mertury fell to 
40 degrees below zero. 

Mackinac City, Mich. 300 miles 
north of Detroit, was the scene of 
tests to check various points inside 
the car to determine the uniformity 
of heater operation during extreme 
cold. 

Other Edsel test groups were sent 
to the southern tip of Florida to 
study the performance of the air- 
conditioning system. Weather tests 
also included measurements of 
temperatures of motor oil, suspen- 
sion bushings, floor pans, exhaust 
hangers, rear axle and transmis- 
sions. 

Proving-ground activity with 
the Edsel has included a wide 
variety of tests. The car has been 
splashed through both the salt- 
water pit and the mud bath to 
assure adequate protection 
against corrosion build-up and 
electrical interferences. 

The rough-road durability pro- 
gram saw the Edsel pounded over 
pot-holed gravel roads, cobble- 
stone roads (constructed of water- 
melon-size rocks), the pitch and 
twist course, ride and handling 
roads and an exaggerated railroad 
crossing ramp. 





Somerville Reshaped sos 


Make-Ready for Edsel 


By Charles G. Sampas 
Staff Correspondent 

SOMERVILLE, Mass.—The Som- 
erville plant of Ford Motor Co. is 
being transformed into a highly- 
geared assembly plant for the new 
Edsel cars, scheduled to go into 
production this week. 

The entire program is under the 
personal direction of Emil L. Du- 
quette, plant manager, assisted by 
Dexter Roberts, plant engineer. 
Duquette has been with the Ford 
organization for 37 years. 


version, a scale model of the en- 
tire plant layout—scaled % inch 
to the foot—was drawn. Thus, the 
exact location of every new piece 
of equipment could be determined 
in advance to guide the installa- 
tion of equipment along the more 
than five miles of conveyor lines 
and the quarter-mile final assem- 
bly line. 

Large and complex pieces of as- 
sembly equipment, such as body 
bucks weighing 13 tons and used to 
align and weld into single units 


The Somerville plant, which is| major auto components, including 


located outside Boston— next to 
Cambridge, 


Ford cars on Apr. 11 to change 
over to Edsel. 
Before work started on the con- 





Top Cars Once, Now Classics— 


These sleek cars were once the pride and joy of the automotive industry and their 
Owners as well. Now, two and three decades later, they are considered classics— 
high-priced cars of the 1925-1942 era with custom body and coach work. The five 
above are among nearly 100 that visited Greenfield Village, Dearborn for the 
Midwest Grand Classic sponsored by the Classic Car Club of America. Starting at 
lower left and going clockwise are a 1925 Franklin roadster owned by G. J. Burrer, 
Monroe, Mich.; 1936 Packard 12-cylinder convertible with Dietrich body, owned by 
Arnold E. Hofmann, Grosse Pointe, Mich.; 1930 Ruxton roadster, Andrew Adler, Mill- 
bury, O., owner; 1935 Duesenberg Model SJ with supercharger, owned by E. J. 
Welker, Bloomfield Hills, Mich., and (right foreground) 1932 Pierce Arrow eight- 
tylinder convertible roadster, owned by Charles A. Spross, Toledo. 


side panels, roof and floor pan, 


halted production of| were dismantled and moved out of 


the plant. They have since been 
replaced with special body bucks 
designed and installed to build 
Edsels. 

Other innovations include: 

New floor pan welding fixtures 
each weighing five tons, which posi- 
tion and weld together main sec- 
tions of auto floor pans. 

A two-ton paint system, com- 
plete with spray booths and baking 
ovens. (This single unit measures 
overall more than 300 feet in 
length.) 

A new fender bonderite system. 

“We are all on a rather tight 
time schedule,” Duquette said, 
“and it is imperative that we 
stick to it in order to hit our tar- 
get date for introducing the new 

Edsel models this fall. In line 
with this, all plant alterations are 
being completed in the shortest 
possible time.” 

During the period from October, 
1927, when the plant went into pro- 
duction, through Apr. 11 of this 


produced in Somerville. These cars 
were distributed through the 350 
Ford dealers in New England and 
also went to export. 

In 1955, when Ford Motor Co. ex- 
perienced its greatest production 
year, Somerville turned out a rec- 
ord 118,687 cars. 


Eskridge Named 
To AMC Post 


DETROIT.—-Joseph W. Eskridge 
has been appointed general manager 
of the special products division of 
American Motors, succeeding Stuart 
G, Baits, who is retiring after more 
than 42 years with American Motors 
and its predecessor, Hudson. 

Eskridge, since the Nash-Hudson 
merger, had been manufacturing 
vice-president for the special prod- 
ducts division. He entered the auto- 
mobile business in 1919 as a drafts- 
man for Dodge and jointed Hudson 
in 1926. 

Baits will continue to serve in a 
consulting capacity during the com- 
pletion of certain defense contracts. 





year, about 1,500,000 Ford cars were’ 
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The Home of Town & Country— 


This night photograph shows the modern headquarters of Town and Country Plym- 
outh, a new dealership in Phoenix, Ariz. Located on a six-acre site, the firm is Ari- 
zona's first exclusive Plymouth dealership. 

* * * 


* * * 


New Dealership in Phoenix 
Becomes Plymouth Solo 


By Shel Engel 
Staff Correspondent 

PHOENIX, Ariz. — Town and 
Country Plymouth, Arizona’s only 
exclusive Plymouth dealership, held 
its grand opening here at its East 
Camelback Rd. location. 

The new dealership, to be 
guided by Robert H. Montana, 
general manager, is housed in a 
brand new building on a six-acre 
site in the shadow of Camelback 
Mountain on Arizona’s famous 
resort road. 

According to Montana, the firm 
will carry a large stock of Plym- 
ouths, giving Arizonians a larger 
selection to choose from than ever 
before. The operation, geared for an 
extremely high volume, began 
operation with a staff of 65. 

Sales Manager Wayne Jones, for- 
merly a sales manager for a Dodge- 
Plymouth dealership in Texas, will 
head up the staff of 25 salesmen. 
Cal Wilson is used-car manager; 
Dick Fudge, business manager; Er- 
nest Collier, service manager, and 
John Kind, is parts manager. 

It is Montana’s belief that the 
handling of one car enables the en- 


June Sales Marks 
Claimed by Ford, 
Rambler and Met 


DETROIT.— Total new-car and 
truck sales by Ford Motor Co. set 
a record in June, the company has 
reported. 

Ford said sales for the first six 
months of 1957 were the company’s 
second best first half, topped only 
by the first half of 1955. 

American Motors claimed June 
sales records for both Rambler and 
Metropolitan. 

The Ford report for June, cover- 
ing trucks as well as Ford, Mer- 
cury, Lincoln and Continental cars, 
placed sales at 201,579 units. The 
company said the total was 16.6 
percent above June, 1956 sales of 
172,910 units and 8.5 percent better 
than the 185,826 units sold in June, 
1955. 

Breaking down the totals, the 
company said the figures for cars’ 
alone and trucks alone were ahead 
of the comparable totals for the 
previous two years. 

Ford said 956,834 cars from all 
four lines were sold in the first 
half of 1957. Cars sold in the first 
half of 1956 totalled 846,895 while 
1,010,840 cars were sold in the 
record first half of 1955, the com- 
pany said. 

The combined first half total for 
trucks and cars also was the second 
best in company history. 

Rambler. sales totalled 12,810 in 
June, 28.6 percent more than the 
9,961 units sold for the previous 
record set a month earlier, accord- 
ing to AMC. 

The company said that sales for 
the fiscal year beginning last Oct. 1 
totalled 67,631 Ramblers, compared 
with 49,944 in the similar period of 
the previous year. 

Metropolitan sales were placed 
at 1,473 for June. The company said 
the best previous month was June, 
1954, when 1,226 units were sold. 

Sales for June, 1954, were placed 
at 722. 





tire organization to know that car 
better and to do a better job of 
selling and servicing. 

Plymouth executives who at- 
tended the opening of the new 
dealership were Bob Bruce, re- 
gional manager, and Bob Spauld- 
ing, Arizona field representative. 
Town and Country Plymouth is 

the second new-car dealer to open 
showrooms on Camelback Rd. thus 
far this year. With plans already 
announced for an Edsel dealership, 
the area is expected to become the 
new automobile row of this south- 
west metropolis. 


Records Blasted 
As Stock Cars 
Climb Pikes Peak 


COLORADO SPRINGS, Colo. — 
Two stock-car records were shat- 
tered in the 35th running of the 
Pikes Peak Hill Climb here. 

Jerry Unser jr., Albuquerque, 
driving a Ford, made the climb 
in 15:39.2. Lloyd Faddis, president 
and general manager of the Hill 
Climb Assn., set a record in the 
pace car division by climbing the 
peak in 19:01.0 in an Oldsmobile 88. 

In the racer division, a Lincoln- 
powered machine driven by Bob 
Finney, Colorado Springs, set a new 
record of 14:11.7. 

Second-best time for stock cars 
was 15:48.8, recorded by Nick San- 
burn, Cascade, Colo. in a Ford. 

Eight of the nine stock cars com- 
peting, finished the climb. 


A Real Crate 


Sears Auto Buggy Tops 


At Centennial 


WELLSVILLE, N. Y.—A 1909 
Sears auto buggy has won the 
“best of show” award in competi- 
tion with 52 other vintage, classic 
and sports cars at the Wellsville 
centennial celebration. 

The high-wheel auto buggy, one 
of the few cars ever sold by mail- 
order houses, is owned by Jay 
Milligan, a 25-year-old stock-car 
racer turned antique auto collector. 

Noting that Sears sent out these 
cars in crates to its mail-order 
customers, Milligan said the buyer 
removed one end of the crate, at- 
tached wheels, whacked a strategic 
spot with a hammer to collapse 
the rest of the crate and drove 
away. 

Milligan found the Sears covered 
with debris in a shack on a Cyclone 
(Pa.) farm last year and worked 
five months to restore it. 


150 Trucks Blessed 

In Catholic Ceremony 
ENFIELD, N. H.— (UTPS) — 

150 trucks from New Hamp- 

Rhode Island 








i 
of 4 
{ 


i? 
i 
H 


= 


Pe aE wy GSN ee 
. on i % - 


wes 


eye 











82 AUTOMOTIVE NEWS, JULY 15, 1957 
Fe 
Producers’ Survey Indicates . . . mamaoe of, So competing motels | current motels and S15 peowent! C.D Offers Trine ae 


Stainless Steel Trim 
Gets Vote of Dealers 


NEW YORK.—A survey of auto- 
mobile dealers indicates a majority 
prefers stainless steel trim, accord- 
ing to the Committee of Stainless 
Steel Producers, American Iron and 
Steel Institute. 

The dealers were asked, “In 
your opinion what material, if 
any, is best for auto trim? Stain- 
less steel was the answer of 65.8 
percent; “Metal B,” 27.8 percent, 
and “Metal C,” 1.3 percent, 

Slightly more than 10 percent 
gave no answer or said they didn’t 
know. The figures add up to more 
than 100 percent due to multiple 
answers by some dealers. 

Identities of the two competing 
metals were withheld in releasing 
details of the study. 

“Metal B” was listed as “one of 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


the oldest metals used for trim,” 
and “Metal C” was called “one of 
more recent experimentation.” 

The committee said the survey 
was conducted on a cross-section 
of dealers in all sections of the na- 
tion by a Chicago research organi- 
zation, Davee, Koehnlein & Keating. 

Interviewers were instructed to 
guard the identity of the group 
sponsoring the study to avoid 
prejudicing answers, The proper 


Isetta Importer 


Moves to Park Ave. 


NEW YORK,.—Fadex Commercial 
Corp., U. S. importer of the BMW 
Isetta, has moved to an uptown 
location at 487 Park Ave. 

The move coincided with the ap- 
pointment of Fadex as importer for 
the German-built Tempo. 


In indicating a preference for 
stainless steel, the dealers were 
able to list some of the character- 
istics of the metal, the committee 
said, Most often mentioned was 
that it “doesn’t rust or pit.” 

Other reasons given for favoring 
stainless steel were that it is more 
durable, looks better, keeps its ap- 
pearance, doesn’t peel and is 
stronger. 

The dealer survey followed a 
similar study of auto owners. 

The committee reported that auto 
owners favored stainless steel 
over “Metal B” by 3 to 1 and over 
“Metal C” by 5 to 1. 

Dealers were also asked if they 
thought most car buyers realize 
that all trim is not made of the 
same material, Nineteen percent 
answered yes and 81 percent said 
no, the committee said. 

The survey of auto owners gave 
a somewhat different picture of 
their knowledge, The committee 
said two-thirds of the owners sur- 
veyed knew that at least three 
metals were being used for trim. 

The interviewers asked the deal- 
ers if they could name the material 
or materials used for trim on their 











The new car dealer 


Increase in Profits 
«+. meeds VALVOLINE 


Write Valvoline today for the big new 36-page, fully illus- 


has the formula... 


to assure lubrication 


department profits 


® The World’s First Motor Oil 


© Prompt Delivery 


© Over 90 Years of Refining Experience 


¢ NEW CAR LUBRICATION GUARANTY 


® Continuous Promotion Aids 


® International Distribution 


© Minimum Inventory Required 


¢ Guaranteed Customer Satisfaction 


who needs an 





trated book which explains every advantage to you about 


, the New Car Guaranty. 


AN-157 


VALVOLINE OIL COMPANY 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
OFFICES AND REFINERY ~ FREEDOM, PENNSYLVANIA 


When those who said they could 
name the metal were put to the 
42.7 percent failed, according 

to the committee. 

When questioned as to whether 
factories issue literature on the 
materials used for trim, 46.8 per- 
cent said the manufacturers did, 
45.6 percent said they didn’t and 7.6 
percent didn’t know. 

Fully 72.1 percent said that such 
literature would be useful while 
11.2 percent said it would not. 
Those with no opinion totalled 16.7 
percent. 

A majority of dealers are using 
trim as a selling point, the sur- 
vey indicated although the study 
of auto owners gave the opposite 
conclusion. 

In the dealer group, 59.5 percent 
said they tell prospective custom- 
ers about the brightwork and the 
material used in it while 41.5 per- 
cent said they did not. 

In the consumer survey, 60.3 per- 
cent said they had never been 
given any sales information on 
trim materials and quality and 12.9 
percent said they had. 

The balance, 26.8 percent, had no 
recollection of any such sales talk, 
and so were noncommittal. 

Most of the dealers thought 
that it would be a good selling 
point if all of the trim on their 
next model were made of their 
favorite metal. 

Those who said it would totalled 
70.9 percent while 15.2 percent said 
it wouldn’t be a good selling point 
and 13.9 had no opinion. 





Bank Tells Franchised Dealers .. . 


To 120 Dealers, ( 
540 Salesmen 


SOUTH BEN D—Studebaker. 
Packard’s “summer sales derby,” 
which offers European trips to oT 
dealers, is in full swing, reports gto 
Sydney A. Skillman, sales Vice-ling 
president. the | 

Sixty S-P dealers and their wiveg}ment 
will win trips to Europe, 60 wij]}two | 
visit Mexico City and 60 will vacg. 
tion in Miami and Las Vegas. 

Retail salesmen will be eligibig 
for trips and merchandise prizes 
A total of 540 salesmen will wig 
in the “summer sales derby.” 

Dealer winners, three in 
category from each of the 20 gp 
zones, will be judged on a point 
basis, Skillman said. 

The European trip for dealerg 
will include visits to London, Paris 
and Stuttgart, Germany, where the 
Daimler-Benz, A. G., plant is Ip. 
cated. 


Bass Acquires McGahey’s; 
Plymouth Line Is Dropped 

MIAMI BEACH.—Mervin A 
Bass, former sales manager, has 
acquired McGahey’s, Inc., and 
— the name to Bass Chrysler, 
ne. 

Bass dropped the Plymouth line 
upon taking over the dealership 


and made it a Chrysler-Imperial 
exclusive. 
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Used Cars Bear Study 


CLEVELAND.—Franchised deal- 
ers have a few things to learn from 
the independent used-car dealer, 
according to National City Bank. 

“The used-car business is one 
of the most interesting phases of 
the dealer’s operation,” the bank 
said. “It has no end of possibili- 
ties and provides a most fertile 
field for the genius of resource- 
ful management.” 

The used-car operators bear 
study “for the methods that they 
have used to analyze the used-car 
market and to find live prospects 
for used cars will be equally help- 
ful in new-car operations.” 

The bank said operation of the 
used-car department is an essen- 


DiBari Receives 
Dealer Award 
From DeSoto 


Bari, head of Melrose Motor Sales, 
Inc. (DeSoto-Plymouth), has been 
awarded the company’s “quality 
dealer award.” 

According to Ford E. Frame, De- 
Soto San Francisco regional man- 
ager, there have been only two 
awards made previously in Califor- 
nia to DeSoto dealers, and a total 
of four in the West. 

“The rigid standards this honor 
imposes permit only a limited num- 
ber of selective dealers to attain it 
annually,” Frame said. “We are 
pleased to recognize that DiBari 
has earned the distinction for his 
exemplary record of outstanding 


management of his DeSoto-/ 


Plymouth dealership. He has dem- 
onstrated exceptionally high stand- 
ards in dealing with his many cus- 
tomers, and has proved himself an 
important part of the business life 
of his community.” 

DiBari’s automobile career was 
launched in 1932 in Oakland “at the 
end of a grease gun.” From grease 
gun to sales floor was his next step, 
and then to manager of the Good- 
year Tire distributors business in 
1942, which later became his own 
tire distributorship, and which he 
continues to manage today. : 

His next step—in 1946—was to be- 
come a new-car dealer, and in May, 
1952, he took the DeSoto-Plymouth 
franchise. 

DiBari says he has sold over 
10,000 new and used cars since he 
started in the first automobile 





tial phase of a dealer’s profit-mak- 
ing plans today and is likely to 
grow in importance. 

“The used-car market is really 
not a happenstance affair,” the 
bank declared. There are certain 
people who will buy certain used 
cars and it is the dealer’s job to 
bring the people and the cars to- 
gether. 

The bank offered these tips on 
finding prospects: 

Keep the name and as much 
other information as is available 
on all prospects who come in con- 
tact with the dealership in any 
way, send these people advertis- 
ing material and watch what type 
of person buys what type of used 
car. 


The bank closed its discussion by 
saying: 

“To the new-car dealer of today 
we can give no better advice than 
to know the used-car market. like 
a book, to have a thorough used-car 


"en. 


ces. EF. 


| Selling system and to apply in his 
OAKLAND, Calif. — James Di-| 


new-car sales campaign the same 
methods of finding live prospects 
that have proved effective in the 
used-car field.” 
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‘Quality Dealer’ — 


James DiBari, right, head of Melrose 


dealership in 1946. Today he em-/} Motor Sales, Inc. (DeSoto-Plymouth), Oak- 

ploys over 50 people in his new,|land, Calif., has received the “quality 
used-car lot, body and paint shops,| dealer award." Ford E£. Frame, DeSoto § 
service area and his tire distribu-| San Francisco regional manager, is shown | 


torship. 


making the presentation. 
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DS Change in Government 
; e 

> | Canadian 
debaker. By M. L. Schwartz 

derby,” Staff Correspondent 


trips to|] OTTAWA.—All segments of the 
Teportsigsto industry in Canada are look- 
eS Vice-ling forward to some changes for 
better from the new Govern- 
ir wivegiment which has taken over after 
60 wi}two decades of Liberal rule, 

ill Vaca. Led by Con- 
ras, servative John 
eligible Diefenbaker as 


Prizes, prime minister, 
vill wig 







the Government 
is planning a 
“new deal” for 
Canadians, in- 
cluding lower 
taxes, a loosening 
of credit, aid to 
small business 
and increased 
jin Diefenbaker § = purchasing power. 
Key changes are expected to be 
in the “baby budget” 
which will be submitted this fall 
by the new finance minister, Don- 
ald Fleming. 
Some observers feel the Federal 
tax on automobiles will be cut or 








Obituaries 


Clayton P. Armitage, 60; 
Ex-Farm Journal Ad Aide 


DETROIT.—Clayton P. Armitage 
@, Detroit advertising man, di 
June 9 in St. Joseph Hospital, 
Pontiac, after a short illness. 

He was Detroit advertising man- 
ager for Farm Journal until two 
months ago. 

+ * - 
Harry E, Plummer 
SWANTON, O.—Harry E. Plummer, 72, 


Deputy state registrar of motor vehicles 
and an auto dealer here for 35 years, died 


home here. He served for several years as 
President and general manager of General 
Motors of Canada in Oshawa, Ont., and 
later assumed the same posts with the 
—* Pontiac-Oakland plant at Pon- 


~mak.- § at his home July 2. 
ely to . = 
Dean C, Parsons 
really HAGERSTOWN, Ind.—Dean C. Parsons, 
" the @ manager of the general manufacturing 
Gvision of Perfect Circle Corp., died July 
ertain § & He had been with the firm since 1938. 
used * - 
job to Walter E. Kline 
rs to- EVANSTON, Ill.—Walter E. Kline, 62, 
owner of Avenue Auto Sales until retiring 
two years ago, died June 30. 
PS on a.” -— 
nuch William G, Hasley 
EDINBORO, Pa.—William G. Hasley, a 
lable former auto dealer in Pittsburgh, died at 
con- lis home here July 1. 
any * * 
rtis- Chester L. Lancaster 
type CINCINNATI.—Chester L. Lancaster, 53, 
gemeral manager of the Sharonville plant 
used the bumper division of Electric Auto-Lite 
Co., died June 26. 
on by * * * 
Faust H. Boyd 
today ASHTON, Ill.—Faust H. Boyd, 70, died 
than July 1 of a heart attack. Mr, Boyd founded 
the Boyd Motor Sales (Chevrolet) in 1913, 
. like @ and was vice-president at the time of his 
d-car § death. a 
n his . 
same Gordon Lefebvre 
pects OLEAN, N. Y.—Gordon Lefebvre, general 
Manager of Clark Co., turbo division of 
| the the Dresser Industries, died June 27 at his 





Don Staal 
GRAND RAPIDS, Mich.—Don Staal, 44, 
Who took over Jordan Buick Co. just 
feven weeks ago, died unexpectedly from 
& heart attack suffered at his home July 1. 
He formerly had a Buick dealership in 
Jackson, Mich., and was president of the 
Jackson Automobile Dealers Assn. 
* * * 


Amry M. Seago 
AUGUSTA, Ga.—Amry M. Seago, 63, 
UWsed-car dealer and operator of Seago Auto 
Parts Co., died June 28 after a long illness. 
: a. «@ 


William B, Bolton 
LEAGUE CITY, Tex.—William B. Bolton, 
62, former automobile dealer in Jackson- 
Ville, Tex., died here July 2. 
Ss oS 





CLEARWATER, Fila. — . 
Molitor, 72, former Ford dealer in Wis- 


Consin, died here July 1 after a long ill- 
ness. 


John Swenson 
GREENSBORO, Vt.—John Swenson, 72, 
mechanical supervisor at the General 
Motors plant in Bristol, Conn., died here 
June 26 of a heart attack. 
* * 


Walter C. Zink 
ROCHESTER, N. Y¥.—Walter C. 
48, operator of W. C. Zink, Inc. (Chrysler- 
Plymouth-Imperial), died here July 3, He 
Was a member of the Rochester Automobile 
ers Assn. 
7” * + 


Don Liffengren 


ose 





ak- SIOUX FALLS, 8. D.—(UTPS)—Don 
lity engren, immediate past president .of 
to the South Dakota Auto Dealers Assn., has 
* died in Pasadena, Calif. Mr, Liffengren, 51, 
wn Operated a dealership in Pierre, 8. D., 





since 1940. 
z 940. He was 


operated on in June for 
y. 








eliminated. A reduction in general 
income and corporation taxes is 
considered likely by October and 
auto dealers feel the resultant in- 
crease in purchasing power will 
mean an increase in car sales. 

Leaders of the “new deal” con- 
sider taxes are too high but the 
cuts they can make may be tem- 
pered by shrinkage in the Govern- 
ment’s income surplus. 

The new Government’s announced 
plan to ease the “tight money” pol- 
icy will be welcomed by auto deal- 
ers. Many dealers feel the credit 
Squeeze has cut into sales and ac- 
tually forced sume dealers into 
bankruptcy. 

Smaller dealers are looking 
with favor on a plan to set up a 
committee composed of cabinet 
members and representatives . of 
small business to take steps to 
spur competition with big busi- 
ness. 


As a result, hundreds of small 
car dealers will be able to get ad- 


justments of any federal controls,| 


such as credit restrictions, if undue 
hardships are caused. 

Another change by the “new 
deal” calls for larger social secur- 
ity payments and larger revenues 
for farmers, involving a sudden, 
sharp rise in purchasing power, 


with this bound to give many Can-| 


adians more money to buy cars. 
Diefenbaker is known to favor 
any reasonable process where the 


U. K. trade with Canada would be| 


increased to the maximum possible. 
While all present international 


Mountain Rallye 
Asks Participation 
By Auto Makers 


NEW YORK.— Members of the 
Automobile Manufacturers Assn. 
were invited last week to partici- 
pate in the forthcoming Great 
American Mountain Rallye, it was 
announced by Robert S. Grier, chief 
steward of the Rallye and chairman 
of the organizing committee, 

“Since the auto companies will 
no longer participate in racing, we 
believe entering their cars in the 
GAMR can be a very profitable 
experience,” Grier said. 

Grier pointed out that “this event 
is not a race and it has no relation 
to any contest of speed.” It is a 
1,200-mile test of safe-driving skills 
and automobile endurance and re- 
liability which has been run for 
four consecutive years under the 
guidance of the Federation Interna- 
tionale de L’Automobile. 

The Rallye is scheduled for Nov. 
27-Dec, 1. 


Mergers Decline 
In First Half 


WASHINGTON.—There were 462 
major business mergers in the first 
six months of 1957, slightly under 
the 466 reported for the same period 
in 1956 according to the Federal 
Trade mmission. 

Dr, Simon K. Whitney, director 
of FTC’s bureau of economics, said 
the tabulation does not include 
every business merger, but only 
those reported in the daily and 
trade press and two other business 
publications, There were 404 mer- 
gers in the same 1955 period. 





Caracas Auto Plant 
Purchased by Chrysler 


DETROIT.—P urchase of an 
assembly plant in Caracas, Vene- 


Ensambilaje Venezolana, the 
company which has been assem- 
bling Plymouth, Dodge, DeSoto 
and Chrysler vehicles in Caracas 
since 1949 for the Venezuelan 
market, will continue those ac- 

under Ch 


tivities rysler direction 
and also will continue distribution 
of these pi 
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Dealers Encouraged 


commitments on trade and tariff 
will be honored for the time of 
their existence, still there is going 
to be a closer look at imports from 
U. S. and some other countries, 
with the use of “dumping duties” 
certain to be greatly expanded to 
protect domestic industries. 

In the first-quarter of 1957, ap- 
proximately $74 million worth of 
auto parts and about $27.8 million 
of motor vehicles entered Canada 
from U. S. In sharp contrast, only 
$5.7 million worth of U. K. motor 
vehicles were imported. 

The automotive industry in Can- 
ada will benefit in face of all the 


Dealers Schedule 
Pittsburgh Show 


PITTSBURGH.—The Pittsburgh 
Automobile Show has been sched- 
uled for Jan. 18-25 at the Hunt 
| National Guard Armory, according 
|to Hart Graham, Pittsburgh Auto- 
mobile Dealers Assn. 





political clamor about “Canada 
First” policies and the heavy U. S. 
investment in this industry because 
the “new deal” is not expected to 
interfere with foreign investments 
and expansion plans by any drastic, 
direct actions. 

Instead, informants hint, they 
expect tax changes and other 
moves to “encourage” U. S. par- 
ent companies to allow more 
Canadian participation in their 
Canadian operations, including 


Fast-Selling Safety 


Despite the fact that foreign in- 
vestment in Canada now amounts 
to some 65 percent of the national 
income, Prime Minister Diefen- 
baker states openly that “we wel- 
come foreign investment and we do 
not want to see it discouraged,” 
though he hastens to add that he 
would like to see “that investment 
being directed to the maximum 
benefit for Canada.” 


“Extra’’... 


Houser's SAFETY DOOR LOCK 












100% EFFECTIVE keeps 
children safe while riding 
in rear seat! +:z,, 


Pkd. 6 Pair 


DISPLAY 
CARD 


Retail at 


$457 
per pair 
Only 2 Styles 
on Colorful Cash in on growing demand for safety! )- 0 =" 
Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in mee 
minutes. MONEY-BACK GUARANTEE! Order Direct: 


HOUSER siren 


ENGINEERING & MFG., INC. 





Indiana 


Binks makes 
EVERYTHING 


we need for spraying 
any finish or coating 





PAINT SPRAY GUNS SPRAY BOOTHS 
for better, uniform finishes dry and water wash types 
SPECIAL SPRAY GUNS EXHAUST FANS 
for heavy materials 18” to 42” diameters 
AIR COMPRESSORS OIL AND WATER EXTRACTORS 
light, medium and heavy duty for cleaner, drier air 
Getienary end pateve FLUID PRESSURE TANKS 


MATERIAL HANDLING PUMPS 
to pump from original drums 


HOSE AND ACCESSORIES 
Ask about our spray painting school 

Open to all... NO TUITION . .. covers all phases. 

Binks Manufacturing Company 


3124-34 West Carroll Ave., Chicago, Ill. 


from 2 to 60 gallons 


AUTOMATIC EQUIPMENT 
for faster production 


AND MANY OTHERS 


Over 1100 standard items 


backed by nationwide 


engineering, sales, parts 


and repair services. 


FOR MORE INFORMATION 


Ask your Binks jobber for 
Catalog 956... or write 


direct to the address 
shown below. 


7488 


yt e 


EVERVTHING 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED SS DIRECTORY 
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Makers Silent on NADA Plan... 
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Independents Vow ‘Security’ Fight 


(Continued from Page 4) 


te be divided between the dealers 
of the same make located in that 
city on the basis of the ratio 
of each dealer’s sales to total 
sales in that city. 


LIKE A MILLION 
DOLLARS FREE? 


If you're a gambler 
this is for YOU! 


In Australia we have an Automotive Acces- 
sory that | believe is NOT available on the 


plan would: 


sons.” 


American market but, if manufactured in the 
States, would have a potential sale of millions. 


Countless thousands of Australian cars are 
now fitted with this aid and they’re selling for 
the equivalent of 5 dollars and up. 


You can capitalise on this idea FREE and at 


the same time earn yourself thousands of dollars. 

__ Fil bring the accessory (5 types) to you if 
you'll pay my return fare to the States. 

This is a jackpot with a potential million- 

dollar pay-off. 
Bob Wiggins, 
Managing Director, 
Wiggins Parts Pty. Ltd., 
49 Parramatta Rd., 
Annandale, Sydney, 


N.S.W., Australia. 
‘Phone Sydney LA 1583. 


Apply in confidence for 
further information to 
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3,969 


IN ONE 


et hated 
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nelite Be eho Soldering Ra Radiator 


REPAIRING RADIATORS! 


“thy INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 

$10,000 te $20,000 a year additional volume is common! “$16,750 
in one year”—McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 
Jack Fagan, Delevan, Wisc. 

20 te 30 Million Radiators Need Servicing Yearly! Tests prove 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 

Inland, world’s largest radiator equipment manufacturer, 
offers complete Pee. Training, Merchandising, 
“Pays-For-Itself” Purchase Plan 


Mail Today! 


“Blue- 
wre te for rrotiee shows 


ipment, traini: course, 
Fe eae S 


purchase opera: 
tors. Take a minute ‘mall the 
coupon now. 
INLAND MFG. CO. 


1108 Jackson St. ' 
” bf ee es 
Dept. an-7 Omaha 2, Nebr. 5 ee oe 0D Yes (2 Ne 


INLAND MFG. CO., Dept. AN-7 

1108 Jackson St., Omaha 2, Nebr. 
Please send new free book, “Biveprint for Profits.” 
OT ereegiieseereyesireemncnsintinnementnmenn 


(PLEASE PRINT) 
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The NADA committee said the 


1, Clean-up bad advertising — 
for “quite apparent economic rea- 


2. Greatly curb deliberate cross- 
selling. 

3, Curb the raiding of salesmen 
by dealers who make a practice of 
having resident salesmen in an- 
other dealer’s city. 

* + a 
4 HELP stamp out the discount 

* houses and referral deals 
which have largely supplanted the 
bootleggers, 

5. Correct the maldistribution 
now prevalent. 

6. Encourage dealers to pro- 
perly develop the sales and serv- 
ice potential of their areas of 
responsibility. 

7. Build the morale of salesmen 
and attract men of higher caliber. 

8. Build customer goodwill by 
making the dealer more dependent 
upon and thus the servant of his 
community. 
¥ + 


Avoiding ‘Measles’ 
IMPROVE factory-dealer rela- 

* tions by pinpointing the areas 
of poor penetration instead of giv- 
ing all dealers the same “measle 
medicine” just because the whole 
zone or metropolitan area was lag- 
ging behind the national average. 

10. Insure the safety of a 
dealer’s capital investment be- 

cause he will be operating in a 
territory with a known and rela- 
tively fixed potential, 

11, Develop dealer community ac- 
tivities with resulting better pub- 
lic confidence, increased sales, in- 
creased profits and increased pride 
in being a dealer. 


General Reveals 
New Foam for 


Automotive Use 


DETROIT.—A new foam material 
with a potential widespread use in 
auto production, was announced 
here last week by General Tire & 
Rubber Co. 

L. A. McQueen, vice-president, 
said the material, called Polyfoam, 
“ig one of the most outstanding 
achievements of American industry 
since the introduction of nylon over 
two decades ago.” 

Its uses, he said, could run from 
cushioning to thermal insulation to 
sound absorption. Because of its 
excellent qualities of resilience con- 
trol, it is believed that Polyfoam 
will give stylists more latitude in 
designing auto seats, since thinner 
sections will give good cushioning 
effect. 

Polyfoam, in development for two 
years, has now been put into vol- 
ume production in General's plant 
at Marion, Ind. 

McQueen said General has dis- 
continued production of conven- 
tional polyester-based urethane 
foams and will concentrate all its 
foam facilities on the manufacture 
of Polyfoam, which has a polyether 
base. 


St. Louis Show 
Is Organized 


ST. LOUIS.—Committees for the 
40th annual St. Louis Auto Show, 
to be held Nov. 22-Dec. 1, are al- 
ready at work, according to Mike 
Bilgere, chairman of the executive 
show committee. 

Other members of the committee 
are Tom Costello, C. A. Gilbert, 
Ralph Elmore, Lester Francis, Jack 
Heutel, W. R. Kribs, A. H. Roeper 
and Irvin Jordan. 


Widow Accuses GM 


In Husband’s Death 


PEORIA, Ill.—General Motors was 
sued for $175,000 in U. S. District 
Court here by a widow who charged 
a faulty automobile caused the 
asphyxiation of her husband and 
illness of herself, 

According to the suit, a “defect 
in the ignition system” started the 
engine of the car in a garage 
attached to the couple’s house, 
where they were sleeping. Exhaust 
fumes seeped into the house and 
killed her husband and caused her 
illness, the woman said. Her hus- 
band was Arthur Tonilli, a car 
distributor in Spring Valley, Il. 











Co-Op Fund Changes Listed... 


New DeSoto Ad Policy 


DETROIT. — DeSoto is making 
every effort to identify its dealers 
with all factory-placed advertising, 
according to J. L. Wichert, DeSoto’s 
director of advertising and sales 
promotion, 


Wichert explained, “Major mar- 
kets and multiple 
dealership mar- 
kets, of course, 
use general De- 
Soto imprints be- 
cause the number 
of dealers in- 
volved makes it 
impossible to 
identify individ- 
ual dealers.” 

He said that 
the factory’s new 
advertising pro- 





J. L. Wichert 

gram, which replaced the old co- 
operative program at the start of 
1957, has had strong initial success. 


“Since it is a new program,” he 


continued, “it is one which will 
evolve and expand to produce mu- 
tual benefits for both factory and 
dealer. We are constantly studying 
the program and making any neces- 
sary alterations due to changing 
market conditions. 

“Under this new setup, we are 
now able to buy advertising more 
consistently than under the co- 
operative program, The basic 
media, including newspaper, the- 
ater, radio, outdoor and televi- 
sion, are incorporated in the local 
advertising plans.” 

Wichert said that advertising dol- 
lars now are allocated on the basis 
of the number of cars shipped to 
each dealer. He added that where 
individual dealers are supplement- 
ing the advertising with their own 
money in local media, the program 
is reaching its fullest potential. 

He asserted, “Dealers are contin- 
uing to receive local advertising 
attention. The factory-dealer rela- 
tionship remains the same, with 
field personnel and Batten, Barton, 
Durstine and Osborne Agency ad- 
vertising men available to help 
with individual ad problems and 
promotions.” 

Pointing out how successful the 
present program is, Wichert 
noted, “Approximately 1,500 news- 
papers carried DeSoto advertis- 
ing in May in addition to 127 
radio stations carrying a spot 
schedule. 

“This gave DeSoto coverage of 
80 percent of the new-car buyers. 
This effort, in addition to Groucho 
Mark’s ‘You Bet Your Life’ TV 
and radio shows and advertising in 
seven national magazines gave De- 
Soto the greatest advertising pene- 
tration it has ever had for any 
May.” 

He said that under the coopera- 
tive program, advertising expendi- 
tures were based on money in the 
fund, prohibiting ad campaigns 
based on need and forward plan- 


ning. 
“Now,” he continued, “DeSoto 


DuPont's ‘Hypalon’ Plant Starts Production— 


DuPont's new 15,000,000 pound capacity plant for the manufacture of 
synthetic rubber went into production recently at Beaumont, Tex. 
purpose rubber that resists ozone and oxidation, is used to make white sidewalls fo 
tires. When production from the new plant became available, DuPont announced tho 
a 15 cents-a-pound price reduction would become effective July 26. Until the ney 
plant went on stream, the synthetic rubber was manufactured on a limited scale 
the company’s Belle works near Charleston, W. Va. 









Hypalon" § GENE 


“Hypaion," a special 


is able to select the media, the 
time and the type of advertise. 
ment needed to most benefit indi- 
vidual dealers. An example of the 
flexibility of the new program §cHE\ 
occurred in January when for the DIAM 
first time in our history, we used 
‘price advertising,’ across the DIVO 
board. pon 
“Today's local advertising pro-§FORI 
gram is based primarily on cover§ gMc 
age, and we are buying spots ia INTE 
radio and space in newspapers with 
the intention of reaching the great- MACI 
est number of new-car prospects in § REO 
areas where dealers are located BgTUl 
The program is now balanced wHr 
throughout the year, without de : 
pending on available funds.” will 
Wichert said that this greater MISC 
control over the program permits 
the factory to get more advantage Tot 
ous positions and times in all media Tot 
and also saves money, since dis 
counts are available through fre 






quency of advertising buys. To 
He said, “All checks for funds 
remaining in the dealer co-op ac #7 
counts should have been received ” 
by DeSoto dealers.” 1 

Wichert continued, “The fac- § —— 
tory instituted a mat service - 
which dealers can use to order nB.: 
material for their locally pre ooras 
pared ads. By teaming up with ra 


the factory, dealers achieve the 
greater sales penetration and 
thus tell the DeSoto story to more 
and more prospects, 

“Before long the question of new- 
car literature under the new pro 
gram will be facing dealers. New- 
ear literature is currently being 
shipped to dealers on the basis of 
a designated number of pieces for 
each new automobile shipped to 8 
dealer by the factory.” 


White Confirms 
Sale of Stock 
In Diamond T 


CLEVELAND.—White Motor Co. 
has sold its 13,000 shares of Dia- 
mond T Motor Car Co. according 
to Robert F. Black, board chair 
man. 

The stock was sold after White 
acquired Reo Motors, Inc. in May. 
The sale was followed by a state 
ment from Diamond T that neither 
White nor any of its officers or 
directors now hold any Diamond 
T stock. 

White’s ownership of the Dia 
mond T stock wag linked with a 
reported attempt to gain the con- 
trol of Diamond T. 

Bohn Aluminum & Brass Corp. 
later sold a large block of Diamond 
T to Mailman brothers of Mon- 
treal, and Eureka Williams Corp. 
was reported to have acquired an- 
other large block of Diamond T, 
giving the Mailmans and Eureka 
Williams 60 percent control of 
Diamond T. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 


Jan. 1 ‘Jan. 1 
To To 
duly 14, July 13, 

1956* 1957 
63,155 59,213 
1,345 
3,561 
54,307 
760,938 
716,623 
25,816 
715,109 


Week 
Output, 
duly, 


60,632 
116,191 179,853 
259,659 403,537 
928,860 1,074,105 
1,050 444 
749,414 870,858 
29,491 24,366 
178,437 
1,625,628 
244,018 
89,731 
848,921 
236,374 
206,584 
40,129 
13,277 6,101 
48,474 34,028 


187,163 3,373,069 3,560,013 


2,011 
25,117 
2,487 7,732 
1,962 
1,124 
8 18 
1,116 


61,751 








74,107 


COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 






Jan. 1 Jan. 1 
To To 
July 14, July 13, 

1956* 1957 
205,354 198,318 
2,742 2,746 
2,179 1,844 
49,006 44,171 
170,382 196,830 
53,229 37,191 
TiUA C164 
10,282 9,644 
2,051 2,245 
8,008 6,125 
10,291 8,651 
33,915 35,748 
1,912 1,670 
627,095 609,347 








7,781 17,536 298,189 280,254 


Trucks, 
U. S. and Canada....145,727 -146,043 95,891 241,618 4,298,353 4,449,614 
“Revised. Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel 


Drive, ete. 


5.B.: All U. S. totals include cars and trucks for military orders. 
"Autocar, Freightliner and Sterling are included in White totals; Brockway included 


im Mack’ totals. 


3 Dealers Sued by Buyers; 
4th Convicted in Ohio Case 


DETROIT.—Three auto dealers 
have been named in suits charging 
they swindled customers while a 
fourth has been convicted of violat- 
ing an Ohio sales regulation. 

Lamar C. and Louise Noble 
charged that an employe of 
Ralph Pool’s Albuquerque (N. M.) 
Auto Sales made fradulent mis- 


The couple sought $2,500 damages 
and an order preventing repos- 
Session of the car. A judge has 
gtanted a temporary order halting 
Tepossession and set a hearing. 

Another Albuquerque dealer, 

Garcia, operator of Louie’s 
Auto Sales, was named in a suit 
for $2,242.84 by Richard L. Burns. 

Burns charged that he was 19 
when he bought a 1956 Chevrolet 
from Garcia and that the car was 
Wrongfully repossessed. 

Ruben A, Robinson, Panama City, 
Fla, has filed a $10,000 suit against 

Funderburk of Funderburk 
Motor Co., Montgomery, Ala., charg- 
ing that he was defrauded of the 
downpayment on a used car. 

Robinson charged that he paid 
$210 down on a 1954 Oldsmobile. 

Two days later, an unidentified 
man who said he represented the 
Funderburk firm, told Robinson 


the car was stolen and would 


refunded, acco 

Robinson said he was asked to 
hand over the receipt for the 
downpayment and the sales con- 
tract when he returned the car to 
Funderburk. 

He charged that a dealership 
representative then tore up the 
papers and ordered him off the 
lot, refusing to refund the $210. 

Basil Mangano, East Liverpool 
(O.) dealer, has found guilty 
of failure to deliver a copy of the 
sales agreement to a customer as 
required by Ohio law. 

Mangano, operator of Central 


a 1956 DeSoto to Don Shoules, 
Rochester, Pa. 

Mangano said he had blank sales 
contracts signed by prospective 
customers for protection in case 
they did not return autos taken 
for trial drives. 


Zweifel Aids United Fund 

EVANSTON, Iil.—Ear! T. Zweifel, 
president of Zweifel Motors, Inc., 
(Ford), has been named chairman 
of the Evanston United Fund’s 
budget committee for 19538, 


Despite Gains Duri 
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Output Held Below 
Pre-Holiday Levels 


(Continued from Page 1) 


ducers last week as flood conditions| Oldsmobile up from 2,487 to 5,245 
curbed production at DeSoto, Dodge | assemblies. 


and Plymouth plants in Detroit on 
Monday. 
+ * of 

eo factors that held corpor- 

ation output to 23,650 units last 
week—it had 16,206 assemblies the 
previous week — included lack of 
Saturday operations at Plymouth, 
Chrysler and Imperial, and other 
scheduled declines at Dodge. 

A breakdown of Chrysler Corp. 
output last week showed Plym- 
outh up from 9,149 to 13,600 units; 
Dodge up from 4,410 to 5,000; 
DeSoto up from 449 to 1,800, 
Chrysler up from 1,609 to 2,400, 
and Imperial up from 589 to 850 
units. 


General Motors’ output was up 
from the 33,868 units turned out the 
previous week to 48,437 last week, 
but was still somewhat under nor- 
mal operations due to the closing 
of Buick’s Flint plant for inven- 
tory and a one-day work stoppage 
at Cadillac brought about by flood 
conditions in Detroit. 

* * . 

UICK, which will return to 

normal output today (July 15) 

at Flint, turned out 2,754 cars in 
seven B-O-P plants last week, com- 
pared with 2,291 in the same plants 
the previous week. 

Cadillac failed te make up the 
loss of Monday's forced work 
stoppage and completed the week 
with 2,688 assemblies, compared 
with 2,011 during a three-day 
work schedule the previous week. 

Sizeable gains were made by 
other GM divisions: Chevrolet up 
from 25,117 to 31,800 units; Pon- 
tiac up from 1,962 to 5,950, and 


Coast Managers 
Take Control of 

* 
Krieger Company 

HOUSTON. — Wayne Manage- 
ment Co., Long Beach, Calif., has 
assumed management of Krieger 
Dodge-Plymouth, marking the third 
recent change in dealership setups 
here. 

No change in the dealership’s 
name or ownership is planned. Theo 
J. Krieger will continue to hold the 
presidency but will not be active 
in management. 

The dealership has been in busi- 
ness for 25 years, formerly known 
as Krieger Motors. Anpual volume 
has been estimated at 3,500 new 
and used cars. 

A Wayne affiliate, W. A. Simonds, 
recently took over and reorganized 
Raymond Pearson Motor Co. (Lin- 
coln-Mercury). It is now known as 
Metro Lincoln-Mercury. 

Cc. A. Kniffin has been named 
general manager of Metro and 
Richard Rouse is general sales 
manager. 

Downtown Chevrolet Co. has been 
purchased by Mike Persia, New 
Orleans, and is now known as Mike 
Persia Chevrolet. 


Planes, Trucks 


Work Together 


CHICAGO.—A new joint air-truck 
freight service has been announced 


by United Air Lines and Consoli- , 


dated Freightways. 

The service offers air freight 
transportation to shippers in more 
than 900 cities, most of which do 
not have direct air service. The 
communities are located in 16 states 
regularly served by Consolidated. 

Under the arrangement, freight 
shipments originated by United will 
be flown to the airport city nearest 
destination, then transferred for 
final delivery by Consolidated. Ship- 
ments also will be picked up by 
Consolidated in cities without air 
service for trans-shipment by 
United. 

United provides scheduled air 
freight service between 80 cities on 
its 14,000-mile system and, through 


other cities. 


* * * 


TUDEBAKER-PACKARD in- 
creased its output from 1,124 
units on a four-day operations a 
week earlier to 1,424 on a five-day 
work schedule last week. 


A breakdown of S-P operations 
showed Studebaker up from 1,116 
assemblies the previous week to 
1,414 last week, while Packard 
increased its schedules from eight 
to 10 units. 


American Motors, which is work- 
ing only its Rambier lines, turned 
out 1,920 cars last week, compared 
with 1,740 units a week earlier. 

* * * 


O DATE has been set for re- 

sumption of output on AMC’s 
“big cars.” The corporation closed 
out its 1957-model output of Nash 
and Hudson cars at the end of 
June. 


Ford Motor Co, output climbed 
from 19,576 units the previous 
week to 31,400 last week. 
Mercury, which worked only its 

St. Louis and Metuchen (N. J.) 
plants for three days a week earlier, 
returned to five-day operations at 
all of its four plants last week and 
turned out 5,360 units, compared 
with 1,593 the previous week. 

. . > 

INCOLN, which was down the 

entire previous work week, re- 

turned to normal five-day opera- 
tions last week and assembled 865 


Truck output was up from 14,003 
units a week earlier to an esti- 
mated 22,916 last week. During the 
same week a year ago, the truck 
manufacturers turned out 21,295 
units. 

Canadian vehicle assemblies 
totalled 9,755 units last week, com- 
pared with 7,781 a week earlier, 


Firestone Builds 
Columbus Office 


COLUMBUS, 0O.—Ground has 
been broken for a new Firestone 
district office and tire warehouse 
here. Completion date for the new 
structure at 3500 Indianola Ave. 
tentatively has been set for April, 
1958. 


Built to supply central Ohio and 
part of West Virginia, the new 
structure is located on grounds 
allowing room for expansion. The 
modern-style building will feature 
vertical louvers of anodized alum- 
inum. 
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Output Under Way— 


when all makers were down Mon- 
day in celebration of Dominion Day, 
A year ago last week the makers 
turned out 12,387 cars and trucks. 


Imperial Output Tops 
Last 3 Years’ Total 


DETROIT.—The 30,000th ’57 Im- 
perial, topping combined Imperial 
production for 1954, 1955 and 1956, 
has been shipped from Detroit. 

“Combined Imperial production 
for 1954, 1955 and 1956 totalled 27,- 
877 units,” said Division President 
E. C. Quinn, “and with two more 
months of production ahead, 1957 
sales are certain to exceed by far 
the present 30,000 units.” 

Quinn said that during the first 
half of 1957, Imperial accounted for 
about 11 percent of sales in the 
highest-priced class, compared to 
3.3 percent of this market area in 
the same period of 1956. 

He claimed a backlog of 8,327 
orders as of July 1. 


Ford’s Atlanta Output 


Up 5,312 Units over ’56 


ATLANTA. — Ford division’s At- 
lanta assembly plant produced 
45,881 cars and trucks during the 
first six months of 1957, an increase 
of 5,312 units over the first half of 
last year. 

Henry C. Dorsey, plant manager, 
reports the Atlanta Ford operation 
built 7,026 vehicles in June, com- 
pared with 5,344 units produced 
during the same month last year. 


Ford Establishes Record 


At New Missouri Plant 


KANSAS CITY.—Ford division’s 
Claycomo (Mo.) assembly plant pro- 
duced a record 11,744 cars and 
trucks during June, compared with 
5,297 cars and trucks built during 
the same month last year in the 
old Kansas City assembly piant, ac- 
cording to Tjark F. Riddle, acting 
plant manager. 

Riddle attributed the increase to 
the new plant’s standard volume of 
approximately 58 units an hour, 
compared with only 45 at the old 
plant, coupled with the fact that 
employes worked an average of 
more than 10 hours a day this June, 
as opposed to no overtime last 
June. 

For the first six months of 1957, 
the Ford plant 


129 vehicles in the like 1956 period. 
The 1957 half-year output of cars 


ly, trailing 
only production in 1955, which 
totaled 58,726 units. 


- . 7 
AMC of Canada Halts 
Output Pending New Plant 

TORONTO.—American Motors of 
Canada closed out production of 
1957 models last week and will not 
return to work until a new plant 
has been erected. 

In the meantime, dealers will be 
supplied with 1958 models from 
American Motors’ plant at Ken- 
osha, Wis., A. L. DeSadeleer, plant 
manager, said. 

The Canadian firm has optioned 
land for a new plant in the Toronto 
area and has begun study on the 
new facilities. No completion time 
was anticipated in the announce- 
ment. 





EDsEy 


ut 
27, 





First pilot model of the ‘58 Edsel rolls down the line at the Somerville (Mass,) 
interline connections, more than 600) plant. This photo was released as Edsel prepared to begin volume production this 


week at Somerville and three other plants. 
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Teamsters Act Up. . 


‘Quickie’ 
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CLASSIFIED WANT ADS 


Tieups Hit 


Detroit Dealerships 


By Joseph M. Callahan 
Staff Writer 

A FLURRY of “quickie” strikes 
was pulled at several Detroit 
dealerships last week by Local 376 
of the Teamsters, leaving the deal- 
ers, their labor consultants and 
labor board officials perplexed and 

confused. 
Affected by the 
union picketing last 
Monday (July 8) 
were Dameron Motor 
Sales (DeSoto-Plym- 
outh), Mulligan Lincoln - Mercury 
and Smith-Briggs Ford. In addition, 
Local 376 was still picketing Bill 
Root Chevrolet in suburban Farm- 

ington. 

The shop employes at Dameron’s 
walked out and began picketing be- 
cause of a deadlock in the contract 
negotiations which have been in 
progress for some time. 

During the day a group of Dam- 
eron workers walked across the 
street and picketed Mulligan for 
several hours despite the absence 
of dispute. Although the union 
made no explanation, it was as- 
sumed that this was just a har- 
rassing action arising from a dis- 
pute about a year ago. 

On the same day all but nine of 
the service employes at Smith- 


U.S. Takes Lead 
As Market for 
British Autos 


NEW YORK.—tThe British Auto- 
mobile Manufacturers Assn. has 
announced that the U. S. became 
the British auto industry's No. 1 
export customer during May. 

Over 8,000 British cars were 
shipped to this country in May, the 
association reported, moving the 
U. S. ahead of Australia as the in- 
dustry’s top export customer for 
the first time in history. 

The record shipments to the U. S. 
reflect steadily increasing sales of 
British cars in this country, which 
are up 154 percent over last year 
for the first four months of 1957, 
the association said. 

The British auto industry pro- 
duced over 19,000 units per week 
during May, a record high. During 
May, export shipments also reached 
a record total of 41,500 cars, 2,000 
units over the previous record set 
in 1954, the association reported. 


Ohio Dealers Attend 


Golf, Dinner Party 


MASSILLON, O.—A number of 
state officials were among the visi- 
tors at the annual golf and dinner 
Stag of the Stark County (0O.) 
Automobile Dealers Assn. held at 
the Alliance Country Club. 

Included among the visitors were 
George Braden, Columbus, regis- 
trar, Bureau of Motor Vehicles; 
Nelson Risher, Columbus, assistant 
to the secretary of state; Edgar 
Planck, president, Ohio Automobile 
Dealers Assn. and R. H, Zimmer- 
man, OADA executive secretary, 
both of Columbus. 








Dealer Expands— 

Phil Hall, right, owner, Phil Hall Buick, 
Hollywood, Calif., points out to Russell K. 
Kendall, Buick zone manager, the high- 
of his $50,000 expansion program. 
dealership now boasts an additional 
square feet of parking space and 
feet of display area along Sunset 


Ate 


Briggs began picketing the firm. 
The union has asked the Michigan 
State Labor Mediation Board to 
conduct an election at this dealer- 
ship. 


* * + 


NLRB Opinion Asked 


Hee, Arthur Stringari, the 
attorney representing the com- 
pany, has asked the National Labor 
Relations Board for an opinion re- 
garding its jurisdiction in the case 
because of several recent Supreme 
Court decisions that may have 
altered the board’s jurisdiction. 
There is little likelihood that the 
NLRB will take jurisdiction, 

After the one day the picket 
lines were withdrawn and all em- 
ployes resumed work, leaving the 
dealers, their labor advisors and 
probably their employes baffled 
by the union strategy. 

Teamster officials were not avail- 
able for comment. 

Union and management officials 
last week were also engaged in the 
negotiation of a contract at Frank 
Guns Lincoln-Mercury. It is an- 
ticipated that the pact will be simi- 
lar to the one in effect before the 
firm was acquired from Grace 
Motor Sales. 


Toronto Talks 


> * 


On 


N TORONTO, Local 930 of the| 


Teamsters began contract nego- 
tiations with Weston Motors Ltd., 
marking a major milestone in the 
union’s drive to organize the city’s 
3,000 auto salesmen. 

The union, which represents 10 
salesmen at Weston, is asking for 
@ guaranteed annual wage plus 
commission and fringe benefits. 

The Ontario Labor Relations 
Board recently certified the Team- 
sters as the salesmen’s bargaining 
agent, after ruling that the sales- 
men were employes because they 
were required to put in certain 
hours on the floor. 

I. J. Thompson, the Teamsters in- 
ternational representative, asserted, 
“We hope to bring some semblance 
of order out of the chaos and pro- 
tect the employes, the companies 


and the customer. 
> . . 


Registration Urged 

: WOULD like to have sales- 
men registered just like real 

estate salesmen so the public could 

come back on the salesmen if they 

get a bad deal.” 

The contract under negotiation 
will reportedly be the first for 
salesmen in Eastern Canada and 
the second in all Canada. Only in 
Vancouver, B. C., are Canadian 
salesmen organized. 

In Jennings, Mo. the NLRB has 
certified the Sales-Labor Organiza- 
tion of Costello-Kunze Ford as the 
bargaining agent for the salesmen 
at Costello-Kunze Ford. Despite 
official objections from Local 604 of 
the Teamsters, the NLRB ruled 
that the 7-0 vote was valid. 

e * ” 


Smith Strike Ends 


N GRANITE CITY, Ill, produc- 
tion has resumed at the A. O. 
Smith Corp, plant, which makes 
Chevrolet frames, after the settle- 
ment of a strike by Local 575 of the 
Boilermakers Union. 

The agreement requires the union 
to permit some disciplinary layoffs 
and to give “eight hours work for 
eight hours pay.” The company 
agreed to continue talks on the 
union request for a 20-cent hourly 
raise, 

‘Earlier the Smith management 
announced that it was consider- 
ing permanently closing the $5 
million plant because of the “un- 

cooperative” union leadership. 

In Detroit, UAW Secretary-Treas- 
urer Emil Mazey attacked the lat- 
est price increase by U. S. Steel, 
charging the steel industry leaders 
with recklessly. pulling the nation 
into more inflation. 

He said, “The UAW hopes the 
Kefauver committee investigating 
high prices (due to bring hearings 
this month) will place the steel 
price situation at the top of its 
agenda because steel’s pricing poli- 
cies have such a widesweeping 
effect.” - 
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HELP WANTED 


WANTED—SALESMEN to cover protected 
territory with an excellent sales promo- 
tion program for dealers. 32% of Los 
Angeles dealers bought this program 
from direct mail advertising. Write for 
complete details, giving sales experience, 
personal history and area desired. Auto 
Sales Aids, 654 8S. Westlake Ave., Los 
Angeles 57, Calif. 


SALES MANAGER — Large metropolitan 
Pontiac deal. Excellent location and op- 
portunity. Must be competent to direct 
and train large sales force, Send photo 
and resume with references. Box 7293, 
c/o Automotive News, Detroit 26. 





SALES MANAGER 
Ford Dealership Located in East 


Must be top level with proven experi- 
ence as sales manager and must be 
competent to assume full responsibility 


for sales. Must be familiar with whole- 
sale and retail market of used cars. 
Excellent salary plus incentive. Send 
complete resume and enclose photo. 
Box 7298, c/o Automotive News, De- 
troit 26. 





DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country . . . 
$25,000 to $50,000 earnings. Many terri- 


tories still open . . . successful automotive 


sales background necessary. 


UNITED STATES CAR 
TESTING CO. 


5327 W. Third St. 
MU 1669 


Dayton 7, Ohio 








SALES MANAGER 


We want a man age 30-37 who is aggres- 
sive, has leadership and initiative to man- 
age and train a hard hitting sales force 
for a 1,000 car modern GM dealership 
located in Pittsburgh, Pa. This is a per- 
manent position with opportunity of buy- 
ing into dealership as present owner will 
be retiring. Send complete personal his- 
tory. All replies confidential. Box 7318, 
c/o Automotive News, Detroit 26. 








UNUSUAL 
OPPORTUNITY 


National organization has imme- 
diate openings for full or part 
time salesmen with dealer con- 
tact experience to sell exclusive 
copyrighted new car merchandis- 
ing program to dealers. No com- 
petition. Program now sweeping 
the country . . . $20,000 to $30,- 
000 earnings for top-grade men 
- Once-in-a-lifetime oppor- 
tunity to get in on the ground floor 
with a company that is really go- 
ing places. For full particulars and 
personal interview with one of our 
Division Sales Managers write Box 
7319, ¢/o Automotive News, De- 
troit 26. 
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HELP WANTED 


AGENTS—Dealers needed to handle 
creased demand for 


in- 
“AUTO COSTS.”’ 
Huge demand by auto dealers and finance 
companies. Write for details, ‘‘Auto Costs 
Publications,’”’ Box 224, New York 1, 
N. Y. 


SALES REPRESENTATIVE, Chicago area, 
midwest, $7,500 plus to start. Leading 
automobile direct mail concern, offers 
high earnings, exclusive territory, excel- 
lent future, will train. Box 7320, c/o 
Automotive News, Detroit 26. 


LOOKING FOR RIGHT HAND MAN to 
carry overall supervision several dealer- 
ships, car leasing and other enterprises. 
This opportunity is for a thoroughly ma- 
ture and experienced business man with 
executive ability. Position carries excel- 
lent compensation and investment oppor- 
tunities, if desired. Will consider appli- 
cations with complete details only, Reply 
Box 7307, c/o Automotive News, Detroit 
26. 


GENERAL MANAGER — Ford dealership, 
volume exceeding 1,000 units annually. 
Owner will delegate major responsibility 
to capable, experienced man, Excellent 
compensation. Preference for southerner 
with volume experience. Will give buy-in 





opportunity, if desired. Send recent pho- 
tograph and complete details in confi- 
dence. Box 7308, c/o Automotive News, 
Detroit 26. 





Own Your Own 
BUSINESS 


We went an ambitious man with 
automotive sales experience. We 
will help you build your own 
business. Earn over $10,000 the 
first year without investment. 
Build for the future. Write today! 


AMERICAN SURE-CAR CORP. 
Main Office: Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 72) 


WANTED 
LEASE CAR MANAGER 


Qualified to take over—direct and man- 
age expandin 
in southwest. 
character—energetic—30 


leasing company located 
e want a man with high 
to 50 ars of 
age—experienced in all phases of leasing. 
Buying — selling — financing—insurance— 
handling used cars—accounting, etc. 


UNLIMITED EARNINGS 


For the right man sizeable ownership in 
company—salary and bonus—yearly earn- 
ings from $15,000 to $30,000. Include com- 
plete resume — background — experience — 
education, etc. All replies confidential. 
P. ©. Box 5483, Dallas Texas. 


POSITION WANTED 


I AM 30 YEARS OLD with 12 years’ ex- 
perience Ford and GM, Mostly top volume 
and have consistently led in my zone. 
Never saw a red month, Presently, I am 
a big two—200 car dealer. I would rather 
work a volume deal again. Have proven 
ability to rum a large sales force, build 
parts sales and keep a high service ab- 
sorption. Have pulled two large deals 
out of a hole in the past. Interested in a 
long term contract only. Write Box 7321, 
c/o Automotive News, Detroit 26. 


GENERAL, BRANCH or used car man- 
ager, 43 years old, 23 years’ experience. 
Know all the angles of the garage busi- 
ness. Can make shop pay. At present 
new and used car dealer at Noxon Rapid 
Dam, No repossessions in 14 months, If 
you want money in the bank not volume, 
a leader not a pusher, a retailer not a 
wholesaler, write Ray Carpenter, Noxon, 
Mont. 


READ THIS—lIf you have a Ford or Chev- 
rolet dealership in a town of 250,000 or 
more and just breaking even, keep your 
managers but let me train them and 
crank it off for you, If you have the 
potential, I’m interested. 90 days only— 
no contracts—50 percent of the net. I’m 
employed now as sales manager and pro- 
motional manager of Chevrolet dealership 
selling 200 new cars plus per month, I 
took it over June 11th $2,400 in the red— 
ended up $10,100 in the black. My price 
is high, but I’ve never failed to double 
profits and volume yet. Box 7324, c/o 
Automotive News, Detroit 26. 


SALES MANAGER—42, college education, 
family. Proven record of accomplish- 
ments. Interested in challenging oppor- 
tunity with aggressive concern, Available 
Sept. 1. Will relocate. Write Box 7313, 
c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—Excel- 


lent record of accomplishment. Know 
dealership management—overall and de- 
partmental—thoroughly understand fac- 
tory relations—well regarded by Ford 
and GM factory branches. Twenty-three 
years’ experience in large dealerships— 
married, energetic, hard worker with 
best of references. Box 7310, c/o Auto- 
motive News, Detroit 26. 
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DEALERSHIP HANDLING DODGE 








the nation automotive indus+ 


OSITION WANTED Abs 


gned with full nom 


1 box number aed 1 ITs 


r column inch CLOSING 
equest 
DETROIT 26, MICH, 





POSITION WANTED 


CONTROLLER—Mature executive with » 
ceptional record as profit builder, orgs 
izer, trouble shooter and right-hand ms; 
Familiar with all dealership fy ; 
“Big 2’’ background. No challenge t 
great. Interested in chain or single op 
tion. Willing to relocate but prefer Pe, 
sylvania or New Jersey. Box 7311 
Automotive News, Detroit 26. ' 


EXPERIENCED AUTOMOBILE SALE 
MANAGER with 20 years’ exp 
wishes to relocate, prefer the our 
Best of references. Write Box 7312 ¢ 
Automotive News, Detroit 26. 


GM PARTSMAN, sober, not afraid 
work. Six years’ parts plus two year’ 
GM accounting. Prefer Chevrolet or Oj 
mobile. Will relocate. References. 
7309, c/o Automotive News, Detroit 26, 


DEALERSHIPS AVAILABLE 


HANDLING BUICK, PONTIAC in 
modern city of 3,500, Central Texas 
heart of hill country and lake area, W 
sell for inventory—approximately $20,009 
Will lease or sell modern brick buildin 
Box 7251, c/o Automotive News, Detro 
26. 


FOR SALE OR LEASE. Dealership, hi 
dling Chrysler-Plymouth, in small soy 
western Pennsylvania town, Large t 
area. No Chrysler Motors dealer clo 
Box 7248, c/o Automotive News, D 
26. 

DEALERSHIP, HANDLING PONTIAC, 
Iowa. Trade area of 165,000 indust 
and farming area. 300 car potent 
minimum parts inventory, adequate 






























| 


equipment, Excellent facilities with 
lease. Box 7265, c/o Automotive Ni NE 
Detroit 26. We 2 


DEALERSHIP HANDLING BUICK 
sale in N. C., Charlotte zone; been 
business many years, never chan 
hands, doing good business, Will requi 
approximately $24,000 to take over. 
accounts or used cars to buy. Good 
on building. New car potential 125 
160. Box 7278, c/o Automotive N 
Detroit 26. 

FOR SALE—DEALERSHIP handling P 
tiac and Willys in Wyoming town 
9,000. Lo®& overhead; shop absorp 
average 80 percent. Write R. E. Burnett) 
Rawlins, Wyo. 

NEW CAR AGENCY (Big 3) with uw 
car lot (New York area); low overhead 

and 





excellent facilities; buy for parts 
equipment; no real estate. Box 7295, 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK locate 
in suburb of Los Angeles. Favorabl 
lease. No used cars or accounts recel- 
able. Must have factory approval. Priced 
to sell. Box 7304, c/o Automotive News 
Detroit 26. 


FOREIGN CARS, over 500 units annually, 
beautiful set-up, fine service, parts sale, 
top lines. Southern California’s best ares 
Very profitable, established 1950; part 
nership available because of  ilinem 
$45,000 required. Box 7301, c/o Autom 
tive News, Detroit 26. 


$20,000 YEAR NET POTENTIAL. New ani 
used car sales, gas station, service shop, 
living quarters and additional rental unit 
This property is located near the roma® 
tic city of Sonoma in the Valley of th 
Moon. The price of $90,000 includes th 
land, the improvements, and the bus 
ness. Valley of the Moon Realty, 2 
West Napa St., Sonoma, Calif. Ph.: WE 
8-5545. 


DEALERSHIP HANDLING DODGE 
PLYMOUTH available in fertile Wisco 
sin’s Fox River Valley. With or without 
building. Black Auto Sales, Neenah, Wis. 


DEALERSHIP HANDLING DeSOTO 
PLYMOUTH—Near Detroit in a fas 
growing town, Large trading area—only 
Plymouth dealer in town. Annual poten 
tial 200 units. Will sell for inventory 
approximately $10,000. Box 7314, ¢/@ 

Automotive News, Detroit 26. 


eee eet ta eee 
AUTOMOBILE AGENCY — HANDLING 
FORD-MERCURY., Purchaser must have 
factory approvel; purchase our cl 
stock of Ford and Mercury parts at 10% 
(ten percent) below present cost, and buy 
or lease our new, modern agency build 
ing. Should return its original parts ané 
shop equipment investment in 12 montis 
or less. Cuno Motor Sales, Montgomery 
City, Missouri, phone No, 45. 


ee ett ee ere 
TRACTOR AGENCY—handling Ford, Dear 
born and New Holland lines. Purchaset 
must have factory approval and buy of 
clean stock of tractor and implement 
parts at 10% (ten percent) below preset 
cost. This business should return its orig 
inal parts and shop equipment inves 
ment in 18 months or less. Cuno Tracte 
Sales, Montgomery City, Missouri, phon 
No. 393. 


FOR SALE—DEALERSHIP handling Lit 
coln-Mercury in one of the most progre® 
sive cities in the midwest, about 100,00 
population, Parts, tools, service and of 
fice equipment discounted to $50,000. 
Building and used car lot for sale @ 
lease. Owner retiring. Box 7315, c/o A® 
tomotive News, Detroit 26. 
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PLYMOUTH central California, 20,000 
trade area, Best equipped compact deal 
available anywhere. Adjoining fioodiit 
used-car lot—small complete parts i» 
ventory—new equipment, office furniture 
and fixtures—lowest rent possible, long 
lease—practically no overhead. Box 7316, 
c/o Automotive News, Detroit 26. 
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COLORADO SPRINGS DEALERSHIP. 


handling one of big three lines, Building 
appraisal $360,000. Approximately 
cars per year. 7 eee, Terms. 





rado Springs, Colo, 
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| pEALERSHIPS WANTED LINES WANTED DEALER SERVICES 


Dp: WESTERN STATES GM oF! ,UTOMOTIVE PARTS and accessories line 
products. Any size, any price. Cash. wanted direct from manufacturer for| What will make salesmen work every day? 
factory approval and guarantee; exclusive South Carolina representation. NOTHING WILL 


kept confidential even from 
ec Tees. s/o Automotive News, Douglas Henderson, Greenwood, 8. C. Unies, they have a desire to do 90. If 60, 
it 26, Mich, DECAL TRANSFERS the “Daily Check” Plan Book will lead them 


—________________"_________ | into more intelligent effort and more sales. 
og Bey + TRUCK DECALS; no charge for sketch; | It's no tL lea. It's proven. 

: a tes enatery approval as- durable, brilliant colors, Write for sam-| Clip ad out RIGHT NOW—mail with letter- 
meeern 8 ee t confidential, Box ples. Allied Decals, Inc., 8456 Hough, | head and signature, for | copy of — Check 
, 10, Auometive News, Detroit 26.| Cleveland 3, Ohio. Plan Book and illustrated brochure, to 

© . MALCO SALES SERVICE 


OLET OR Chevrolet dual, About 

to 150 deal. Prefer Pacific Coast or Same day ship- 205 7th Ave. Asbury Park, N. J. 

n oe area, Box 7322, c/o Au- DECALS ment of 1952-57 
ve News, Detroit 26. Ford, Mercury 
BUY LARGE CHEVROLET DEAL- Decal and solu- 

arp. Must have 900 new car poten- for tions. 

or better. Must be located in south. 

factory approval, will pay cash 

s, All replies strictly confidential. 

Box 7317, c/o Automotive News, 

pit 26. on Decals, Send 


BUSINESS WANTED for price chart 































EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8. and want 












confident service, write, wire or phone 
Save Associated Auctioneers at 9 Airport Rd., 









or EX 9-3102. 
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“Incentive Compensation— 
Used Car Salesmen™ 


Are you constantly forced to wholesale 
perfectly good used cars at a substantial 
loss because your used car as laces 
fails to sell them at retail? 

Thousands of dealers are forced to do 




















CANELL Co. 


40 Liberty St., Little Ferry, N. J. 
Luggage Carriers—Decals 
Wood Parts (49-51 Ford-Merc.) 


WANTED 


Auto Leasing Company 
50 to 700 Cars 


We would like to purchase, for 









car gross. Why not attract powerhouse 
DEALER SERVICES used-car men with our “Incentive Pay" 
plan just completed as the result of 


ion-wi h_ with ful 
MILITARY BUSINESS fae "betas abe tedey ‘oe war 


letterhead enclosing check for $4.75 in full 













cash, an auto or truck leasing — Got Your Share? — — for immediate mailing, postage 
company and/or long-term ee aie anne AUTOMOTIVE ENTERPRISES 

* i ° . Retail Researc' 
auto lease contracts. Pacific Register and Title car out of state. 10600 Puritan Ave . Detroit 38, Mich. 







coast and western states loca- Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


We specialize in such transactions on a sim- 





tion preferred. 
All replies will be held strictly 









DEALERS—You CAN Get The 











































now calling on body shops and 
dealers to sell Gienn Mitchell's Colli- 
& Glass Estimator Catalogs. Fastest sell- 


ee commission and renewal com- Sg A L E Ss D Oo Ay N ? 


Write advising present line and 








429 W. Michigan St. 
















= = territory covered 
’ Gienn Mitchell Catalog Service | Fite uP your sales force and generate real CARS FOR SALE 
jocateilg & ©. Box 1505 San Diego 10, Calif.| selling steam with one of these 10 sales con- 
ree | tests designed to put Vim! Vigor! and Vitality 
BUSINESS OPPORTUNITIES : 

Priced i les activity. TT 
News, MOTOR EXPRESS LINE—located in North ee ses A "'N DEALERS! 

Carolina. Owner 1927. Receipts $28,000. Send Today! ” 
nualy, — —, Soa Rent 

aluable ce ca common car- 

= rier—Owner retiring. Priced right. (Brok- All Ten Contests 1956 
part. @s protected.) Rendlog Sales Co., 1780 $5.00 
iliness, Broadway, New York. PL 7-5345. - FORD 
tome ® CANADA—Are you in need of a warehouse S 
’ Gstributor or warehouse space? 10,000 SALES CONTESTS 


——. square feet available in new one story 
‘a building. Have contacts with all car deal-| P. ©. Box 417 Flint, Michigan AND 
unit @s in Toronto-Quebec area. Box 7323, 
man 














. t/o Automotive News, Detroit 26. 
S S BUSINESS OPPORTUNITIES PLYMOUTHS 
bus 
‘Wel A TREMENDOUS BUSINESS OPPORTUNITY ANY QUANTITY! 
ESPECIALLY FOR AUTOMOBILE MEN PRICED TO MOVE! 


You Can Positively Make {fai ca. cies ote sess scrote 


good tires, clean inside and out. All in 


$50To$75ADay = | Etees Re 




























t 
IN A YEAR-ROUND, DEPRESSION-PROOF BUSINESS, 

| 
oe REQUIRING AN INVESTMENT OF LESS THAN $1,000 CURRY CHEVROLET 
i buy PROVIDE A SERVICE NEEDED ment within three months—and that's over Broadway and 133rd Street 
puild- 
andy BY EVERY AUTOMOBILE DEALER and above an excellent income it pays|} NEW YORK ©  ADirondack 4-6000 f | | 
— An almost unlimited field for profit. A| Y°U- | 
feady made market. Regroove tires for SEVEN OTHER MAJOR | 
= oe ook Or neem. OPPORTUNITY _ || 
naset—® With smaller margins, he must cut costs ha yom os on oat to profits | 
y OW ~wherever he can, yet he can't sell his used| from fleet operators, trucking companies, 
—_ cars with slick Ph Regrooving is, for tire wholesalers and service stations, as u s E G c A R s | 
orig him, the low cost answer. well as automobile dealers. All are lucra- AND | 
ves ® Wt gives his tires the deep tread and safe| tive and stable sources of income. 
MEIN Sindilon that hic procpecs demand. HUNDREDS OF OPERATORS IN EX-TAXIS | 
_9f A BUSINEss BUILT AROUND ALL PARTS OF THE U.S. A. AND |T FORD © PLYM © CHEY ||! 
in ones core ap CANADA ARE GETTING RICH . | 
res PRECISION EQUIPMENT The Honeycutt machine is not magic and, 1955's & 1956's | 
— Ws th ) by itself, it will not put you in a higher|f ALL IN TOP OPERATING CONDI- | 
on $ the portable, electric AUTOMATIC) income tax bracket. TION, GOOD OR NEW RUBBER; ALL 
> oF Honeycutt TIRE REGROOVING MACHINE. But it does give a man with a littl oh |) DAVES HBATERG DEFROSTERS ! 
Aw & 't grooves all standard passenger car and . i Ja CLEAN SOOEES AED ITEOnS. ||) 

frock pa 9 and hustle an opportunity to create for PRICED FOR IMMEDIAT 

8 tires through 11:00x 22. And it! himself an income that is above average. E | 
000 pays a aa job every time.| it's a proven fact, the Honeycutt will SALE! 
deal MAKE YOU MORE NET PROFIT WITH LESS 500 
- MONTHS—Out of Profits CAPITAL OUTLAY THAN ANY OTHER ANY QUANTITY . .5 to | 
= it will return your entire capital invest-| EQUIPMENT. WRITE - WIRE - CALL | 
long 
— For Information—Write, Wire or Call JAMES F. WATERS, INC. ||! 
a HERMAN SMITH DISTRIBUTING CO. ghar Yes Taka Bapler te 20 Youre ||| 
300 § 1803 Dallas Ave. Houston 3, Texas ST 6-3300 
: Phone CA 7-9545 H. | 2 aeenee 


SS 





PARTS FOR SALE 


ANTIQUE CARS FOR SALE 


phone 8-8875. 


87 








1902 OLDSMOBILE—open, 1921 Packard— 
2-door closed, 1940 Packard—120 4-door 


convertible. Shaheen Motors, 272 Broad 
St., Montoursville, Pennsylvania, Tele- 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 


Baltimore 29, Md. 


Phone EDmondson 6-4400 





Late model—govt. surplus 
Large discounts—send for list, 


M-W TRUCK PARTS 


Franklin and Oak Streets 


Brooklyn 22, N. Y. 
EV 3-0536 





BUSES FOR SALE 


this, thus dissipating large chunks of new ONE 1952 and one 1953 transit, One 1950 





BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 


Station 10%-30% Scotia, N. Y., or Tel, Sch’dy, DI 6-6666| GENUINE CADILLAC AND PONTIAC PARTS AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


LL 
DEALERS' SPECIAL (F.0.B8. Factory Net) 


$52.35 Fed. Tax included 
WITH AUTOMATIC BRAKE 


Superior pusher, One 46 passenger six 
cylinder diesel G.M. Lindenhurst Bus AND BRAKE CABLE 
Co., 243 Deer Park Ave., Babylon, L, I., Less Guide Cables 


New York, Call Mohawk 9-0309. 








young farmer. 


Milwavkee, Wisconsin Any information can be forwarded 
to the following: 


Middletown Lincoln- 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$9.90 Fed. Tax Included 
2 * 

THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 





. plified, no trouble, without recourse basis. . 
— } MILITARY FINANCE CO. Last Chance — Four C Hook-Up 
Box 7303, c/o Automotive soctatey aye Ste. HO te That Deal! oe F.0.8, Factory Net) 
News, Detroit 26. "estiaate _—— “mamary The PAT-MIL System—proven 100% 9) gums $44. Fed. Tax included 
Personnel” effective — guarantees you the final Meste a 
—_—_—_— nn |B chance at closing the deal. This system 
ATTENTION Inventory Service brings back ALL shoppers, the “be- $200 REWARD Liberal Quantity Discounts 
CAR LEASING COMPANIES pony a sol Right backs,” before they close a deal with#| Leading to the recovery of one To Distributors 
ooo a ° Buy g ° @ competitor. No gimmick, this honest,§| 1957 Mercury Monterey 2-dr. Write for Illustrated Cata 
We “Gisinese All replies i strictest conf-|  Parts—Accessories—Equipment Proven plan means money to you, the #| sedan. Color: red and white, serial Seated Sales Division 
pe TS os BOSE, fren. ie re a ot aan a a © «| 5 "7! chance to close a deal on all of | number: 57SL24363M. Stolen from PILOT DISTRIBUTING CO. 
o “oy ee —_ oF N.Y. DON'T GUESS—BE SURE the shoppers that visit your showroom. Bf) uy by conversion (not covered by BATTLE CREEK 9, MICH. 
! eo oe sae Tae For insurance) by an individual calling Phone WO. 2-5257 All Dept’s 
REPRESENTATIVES WANTED Automotive Inventory himself Charles Jackson, Hills- 
a —— Service Co. ROBERT MILES ADVERTISING boro, Ohio. Young, heavy set, 
WANTED on oimessaneutintiserennibacchn tn Inc. and representing himself as a 


Moray ean | Automatic Braking 


Middletown, O. 
eae eta aE WITH GRAKE HOOH-EP 





ACCESSORIES WANTED 


ONLY: . $5445 


cours, $6 I 


AUTO RADIOS BRAKE HOOK-UP... 


WANTED 


Any quantity—all years—all TowKinG °°" 4 Point > “5” 


makes 


CASH WAITING 


Tow Bar eee Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-6700 AN 3-8888 oe BA 1-8717 


Box 7240, c/o Automotive News, Call Collect .“$ $100.00 


Detroit 26. 


40 So. Clinton St., Chicago 6, Ill. 





Don’t walt call, wire or write ee eee ee EE OT 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or ‘Two Years $20 [1] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


OOOO ESE E EEE EEE EE EEE EEE EEE HEHEHE EEE EEE eee 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer () 
Jobber [) insurance (] Financial [) Supplier T 
CARS GF la ccinsnrecact aces CSocene ths aneucee sds: ob cen cca asa 
7-15-57 
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By the thousands, new 1957 car owners now have 


New Assurance against AIR LOSS 


i ith 
oss at Locomotive Pressure W 


New LIFE-SEAL Air Retention 


\ 
g ability of the new U. S. Roya 


d this tire to the 
tives. Not one 
fe-Seal Air Rete : 
et developed ! 


e the air-holdin 
ineers inflate 
eam locomo 
to new Li 
s air container y 


same pressure 
ounce of air 
ntion—the 


To measur 
Safety 8, eng 
ysed in giant st 
escaped, thanks 
most perfect tubeles 


NEW 


Into this brand-new tire, U.S. Royal engineers have built a host of safety advances. 
Life-Seal Air Retention, preventing dangerous air loss... Power-Action Tread, with 
triple the non-skid edges of former tires . . . Fortified Body-Strength, for completely: 
new tire endurance and stamina. Little wonder that today the new U. S. Royal Safe 
8 is bringing new assurance to thousands of car owners. Little wonder it’s ranked as 


one of 1957’s most important driving safety features, perfectly matched to the ne 
high performance of finest new cars! 


AVAILABLE NOW! INFORMATIVE NEW FILM 


—tells the full story of the new U.S. Royal Safety 8. Call your U. S. Royal Tire 
District Office to arrange a showing at your place of business. 


United States Rubber 


ROCKEFELLER CENTER @ NEW YORK 20, NEW YORK 





